PUBLISHED EVERY OTHER THURSDAY ! ; ! | 


ontents—Page 5 November 1, 1951 


IRWIN 


AUGER BITS and 
SCREW DRIVERS 


SOLD THROUGH WHOLESALE DISTRIBUTORS 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO, U.S. A. 


[067284 





Introducing the 


WOOSTER 
WU-CENTURY ll 


... of Pre-Conditioned 100% Pure Nylon Brushes 


Meet the Bonanza... firstof Wooster’s “NU-CENTURY” line of 100% Pure 
Nylon Brushes! Here's a paintbrush that's really new, from the tip of its 
sparkling gold beaver tail to the tips of its flag-tipped filaments. Yes... 
Nag-tipped! And its Wooster-formulated to provide top performance. 
¢ To celebrate Wooster’s one-hundredth year in brushmaking and to encour- 
age you and your trade to test this superior line of 
nylon brushes, the Bonanza in the master 
painters’ 4" size now is offered at a special 
low price. ¢ This offer is strictly limited 
so act now! Order from your 
Wooster distributor repre- 

sentative today! 


Wooster “NU-CENTURY” Nylons 
are Pre-Conditioned 


Flag-tipped filaments in both long and short lengths 
provide improved paint pickup and better all-around 
performance, give maximum bristle action from first to 
last stroke. This pre-conditioning of Wooster “NU 
CENTURY" Nylons is one of the greatest forward steps 


in brushmaking since introduction of nylon paintbrushes 


WOOSTER BRUSHES (( 


Tiss 
OSS-SE THE WOOSTER BRUSH COMPANY + WOOSTER, OHIO + SINCE 1851 are 


RANTEED 
USE IN ANY THIN® 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRU: 
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says O. H. PETERS, Pres. 
H. L. PETERS, INC. 
Buffalo, N. Y. 


‘T’ve seen it happen in my store 
time after time. Women will usually 
want to see half a dozen different 
kinds of whatever they’re shopping 
for except when it comes to buying 
extra security for their homes. 
Then they’ll ask for a YALE night- 
latch— just like that. It seems that 
even the people who don’t know 
much about hardware know that 
any YALE lock gives more security 
for the money.” 


THE POPULAR 
YALE NIGHTLATCH #040 


Here's a best-seller in the out- 
standing YALE line of auxiliary 
locks. It’s long on the YALE secur- 
ity features that help you make 
sales, and its all-around quality 
as with any YALE lock-—needs no 
selling. Ask your distributor's 
salesman about the complete 
profit story on YALE auxiliary 
locks! The Yale & Towfle Manu- 
facturing Co., Dept. S-1011-1, 
Stamford, Conn. (Jn Canada, St. 
Catharines, Ont.) 


YALE 18 A REG. T.M, 


YALE & TOWNE 
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Waren a person buys a file, the odds 
are he has a useful, not wasteful, 
purpose in mind. Files fill thousands 
of important needs in keeping the 
national economy rolling—both for 
defense and for domestic progress. 
Mechanics, farmers, miners, truckers, 
repair services, the skilled trades—all 
have war-emergency reasons for keep- 
ing tools, implements, machines and 
other equipment in working condition 
—especially items facing curtailment 
for civilian use. 


Steel figures in most of them. Its 


conservation is vital. Saving steel in the 


files themselves is achieved through 
using The right file for the job and 
using the longest-lasting files for all 
jobs. No file brands meet these dual 
requirements more fully than Nichol- 
son or Black Diamond. 


It’s good business to get in line with 
the trend: (1) Consult your whole- 
saler about the correct conservative 
file stock for your store. (2) Write us 
for the latest Nicholson or Black Dia- 
mond Catalog, and (3) send us your 
request for “File Filosophy,” contain- 
ing pointers on how to serve customers 


helpfully. 


ersts, NICHOLSON FILE CO. ¢ 25 ACORN ST., PROVIDENCE 1, R. I. 


a 


In Car P 


t Hone. Ont 


NICHOLSON FILES 


FOR EVERY PURPOSE 
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Detroit, Los Angeles, New York, 
an Francisco, Bridgeport, Conn. 


alt can't ring your 
cash register... 







PY, 








SOT "li still have to pull the 





. 


chain off the reel, measure it, 
wrap it and ring up the 


money in the cash register. 
The “‘SALES-MAKER”’ just stands there. But... 


. it does store a lot of chain in a small space. 


It keeps the chain out where customers can see it 
and get their hands on it, where it will remind them 


of a job at home—or at the farm or factory— 
that calls for a length of chain. 


And that’s why we call it the “SALES-MAKER.”’ 


Next time your AMERICAN CHAIN distributor salesman 


comes around, ask him for details about the 
AMERICAN CHAIN SALES-MAKER. 





Better still, pick up the phone and call him right now. 


SELL AMERICAN 


«++ THE COMPLETE CHAIN LINE 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


A:Cy 
4 In Business for Your Safety 
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Meetings Were 
Very Valuable 


It’s a little difficult getting back to normal rou- 
tine after spending the past two weeks meeting 
and talking with hundreds of hardware men, first 
at the National Hardware Show in New York and 
then at the big convention at Atlantic City. 

Looking back over these past two busy weeks, 
I am more than ever convinced that despite all the 
miracles of modern high-speed communication 
methods, nothing yet invented can replace the old 
fashioned face-to-face conversation. 

Modern business methods unhappily tend to 
minimize person-to-person contact; the telephone 
has succeeded in pushing the cracker barrel out 
of the picture. I think that is why so many people 
in the hardware trade look forward to these two 
weeks in October when we all have the chance to 
see and talk directly to hundreds of other hard- 
waremen; many, many more than one could nor- 
mally call on in several months of traveling. 

I’m fairly certain that quite a few people feel 
this way about the meetings, if we may judge by 
the long distances so many important people travel 
to attend these affairs. 

Perhaps we should call October “Hardware 
Travel Month,” out of consideration of the thou- 
sands of hardwaremen ... and women... who 
each year at this time climb in autos, planes and 
trains and head for the East. 

No one can adequately appraise the value to 
the trade of such gatherings as the Atlantic City 
convention. Certainly much of value is learned 
in attending the formal sessions and listening to 
addresses by experts in various fields. 

The informal meetings also contribute substan- 
tially to the solving of common problems by en- 
couraging face-to-face exploration of various view- 
points. 

Probably the chief asset of such a meeting is 
that it provides the ideal circumstances for ex- 
changing ideas and experiences. If there has 
been one thing that has marked America in its 
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Informal Editorial Comments 








By W. A. Phair 


development it has been a willingness to share 
knowledge. European experts agree that the key- 
stone of America’s great productivity and highly 
developed distributive facilities is this willingness 
to share information, combined with possession 
of facilities, such as business magazines like 
HARDWARE AGE, for passing along the information 
to as many interested people as possible. 

The high regard of the trade for the Atlantic 
City meeting is reflected not only in the quality 
of the attendance, but also in its numbers. At- 
tendance this year set a new all-time record. 





Convention Brought 
Right to Your Desk 


You will find in this issue, beginning on page 
121, a detailed report of the Atlantic City con- 
vention. It is brought to you at considerable ex- 
pense and effort because we feel that every reader 
of HARDWARE AGE who was not able to attend the 
convention in person will profit by reading the 
talks made there. A glance at the titles of the 
talks will indicate many subjects that have a di- 
rect bearing on your business. 

That we are able to bring you this report in 
such detail and so promptly is due in no small 
measure to the generous cooperation extended 
your editors by Tom Fernley and Art Faubel and 
their respective staffs. We appreciate very much 
their kind assistance. 

Reviewing in our minds the many conversations 
we had with wholesalers and manufacturers at 
Atlantic City leaves us with the conclusion that 
only one thing is certain today ... and that is 
that the future is most uncertain. 

There were almost as many opinions on the out- 
look as there were men at the convention. Scme 
men foresaw real shortages early next year; 
others felt that consumers would never be con- 
scious of a tightness in merchandise. 

In short, there was little agreement on the out- 
look, but it was generally agreed that copper and 


7 














brass are the tightest materials at the moment 
and will probably continue so for some time. When 
one began discussing aluminum or steel, opinions 
ranged all over the map. 

One point of significance to this observer, how- 
ever, was the fact that many manufacturers are 
avoiding going into substitute material on a wide 
scale. They are basing this action on the belief 
that any shortage will be of comparatively short 
duration, short enough to permit them to squeeze 
through the shortage without the headaches of 
large scale substitutes. In some cases, of course, 
government regulations are forcing substitutions. 

Another point that seemed rather significant 
was that most manufacturers are planning to 
maintain their promotional programs without let- 
down, even though they may not be in a position 
to turn out as many items as they can sell. This 
policy reflects the rather general feeling that 
shortages may disappear more quickly than we 
expect and it may be necessary to start selling 
hard again in the near future. 

These manufacturers know from experience 
that if you let a promotional effort, even your own 
selling effort, taper off, it takes a long, long time 
to get it going in full speed again when you need 
it. There’s a good tip for dealers in this policy. 

Most people at the convention felt that con- 
sumer Christmas buying volume will be good, but 
it will take aggressive promotion efforts to work 
it loose. Some concern was felt over the effect 
the new tax rates will have on consumer buying. 





Conference Booths 
Rated a Success 


This year’s meeting saw the first use of the 
Conference Booth Plan at the Auditorium. Ex- 
tensive questioning of both manufacturers and 
wholesalers failed to turn up a person who did 
not feel that the Conference Booth Plan repre- 
sented a tremendous improvement over Peacock 
Alley. If there was a complaint, it was that the 
two conference periods (3 hrs each) were not 
enough time to cover all the booths. But this is 
indeed a minor complaint and indirectly is a com- 
pliment to the program. 

All in all this new feature of the October con- 
vention was well organized, well executed and 
seems to have been wholeheartedly accepted as a 
useful addition to the meeting. 





Buyers Still Want to 
See It and Feel It 


The week before the Atlantic City meeting saw 
New York playing host to hardware men as they 





came in from about every state in the union to 
visit the National Hardware Show. 

The show was big . . . it was very well attended 

. it was successful. But above everything else 
it was a monument, an emblem of the confidence 
hardware manufacturers have in the future, 
despite the confusion that may exist at the moment. 

The show also demonstrated that manufacturers 
are going to keep their selling tools sharp. 

We haven’t seen yet the breakdown of attend- 
ance at the show, but judging by the number of 
people who stopped in to chat in our booth, there 
were more wholesaler hardware buyers present 
than in previous years. And anyone who thinks 
that a convention or a show is all play, should 
have seen how well organized these buyers were 
when they hit the show, with detail lists of booth 
numbers of must calls, specific times allotted to 
various sections, etc. If these men did any playing, 
they certainly earned it by the way they worked 
the show from one end to the other. 

The interest in this show is easily understood. 
To men who are concerned with buying and sell- 
ing hardware merchandise, there is nothing that 
can take the place of an opportunity to see and 
handle the actual merchandise. This seeing and 
feeling is one of the basic steps in good salesman- 
ship and at this Hardware Show a buyer can 
handle and see more hardware merchandise under 
one roof than anyplace else. 

It would be impossible to say how much buying 
was done at the show, especially in light of the 
large inventories on hand, but we met many, many 
buyers who came to the show with the attitude, 
“I’m willing to look and listen.” 

One special impression this year’s show left 
with us is that manufacturers of hardware mer- 
chandise have made tremendous strides in pack- 
aging. They have developed not only more at- 
tractive packages, but also stronger and more 
practical containers. Today’s hardware packaging 
challenges a dealer to make effective use of it. 
The approaching Christmas holiday would be an 
ideal time to do just that. 





Another Reason for 
Backing Fair Trade 


When politicians begin running the retail 
trades, anything can happen, and usually does. 

Take,. for example, the current situation in 
Canada. The present plan up there is to pass 
legislation that will prohibit both the Fair Trade 
type of agreements and also the use of loss 
leaders. 

Certainly none of us has any sympathy for the 
use of loss leaders, but when it comes time for 
setting up a definition of a loss leader, we think 
you’re going to be surprised and shocked at the 
final result. 

All the confusion and contradiction of the Cana- 
dian situation could be avoided by a strong Fair 
Trade program. Here is more reason why every 
small retailer should put his weight behind the 
new Fair Trade program, 
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The LOCKWOOD 


BALL-BEARING DOOR CLOSER IS 
BUILT FOR BUSY DOORS 


The busier the door, the more 
outstanding its performance. . 


Lockwood Ball @ Bearing Door Closers 
are free from wear and tear caused by 
excessive internal friction. 


The following table lists some of the 





busier doors in a busy world. The fig- 
ures for yearly operational frequency 
are taken from U. S. Commercial Stand- 
ard US22-40, “Builders’ Hardware”. 


tDOOR FREQUENCY CLASSIFICATION 












































1 of buildi OPERATIONAL FREQUENCY] Full life expectancy of 
er ya - *Lockwood | Lockwood Ball @ Bearing 
Yearly Guaranteed Door Closers 
Large department 
store entrance 1,500,000 3,000,000 
Large office building 
entrance 1,200,000 2,400,000 
Theater entrance 450,000 900,000 
Schoolh trance 225,000 450,000 3 
Schoolhouse toilet : 8 
door 225,000 450,000 5 
Store or bank entrance | 150,000 300,000 < 
¢ 
Office building 2 
toilet door 118,000 236,000 3. 
Schoolhouse & 
corridor door 15,000 30,000 
Office building 
corridor door 22,000 44,000 
Store toilet door 18,000 36,000 














CJ 
+ One opening and one closing equals one cycle of operation. 


t Based on one show per day. 


** Lockwood Ball @ Bearing Closers have been in operation for nearly 
15 years. Laboratory tests plus actual performance in service have 
indicated clearly that full life expectancy is practically unlimited. 


The above figures point up the value of the 10 





basic features of design described at the right. 
Sell Lockwood Ball @ Bearing Door Closers for 
all installations and you can have complete con- 
fidence of customer satisfaction and resultant 
good will. 


















Here are 10 basic features of design in 
the Lockwood Ball @ Bearing Door Closer: 


1. Ball-bearing shaft 


2. Precision machining 


throughout 


3. Minimum of internal 


friction 


4. Minimum resistance 


to opening 


5. Oversized shaft 


. Shaft and pinion in 


one piece 


. Continuously notched 


ratchet 


. Patented leak-proof 


gland 


9, Climatic (all-weather) 


liquid 


. Maximum closing 


power 


Check these features against all other makes 
of closers . . . Lockwood invites comparison. 
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| “Guarantee: Lockwood Ball @ Bearing Door Closers, when prop- 


| erly installed are unconditionally guaranteed for two years. 





LOCKWOOD HARDWARE MF6G. CO. 


FITCHBURG « MASSACHUSETTS 
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Makers May Pass Dollars-Cents 
Excise Through to Wholesalers 


The new tax law will affect the hardware trade as 
follows: New and higher excises on many products 
sold at retail become effective Nov. 1. Each of these 
excises is to be collected at the manufacturing level. 

Manufacturers are permitted under present OPS 
regulations to pass on the dollars-and-cents amounts 
resulting from the higher taxes to their wholesale 
distributors. 

As far as hardware distribution is concerned, a new 
10 pet manufacturers’ excise now applies to the fol- 
lowing: clothes driers, door chimes, dehumidifiers, 
dishwashers, floor polishers and waxers, food choppers, 
hedge trimmers, ice-cream freezers, electric garbage 
disposal units, mangles, and power lawn mowers. 

The tax on sporting goods has been increased from 
10 pet to 15 pet. But baseball equipment and sporting 
goods used by schools or by children—such as roller 
skates—are exempted from this tax. 

Taxation of co-ops, long a hot issue at the Capitol, 
finally has become a reality, but in a limited way. The 
new law requires co-ops and mutual savings banks and 
building and loan associations to start paying the 
regular corporation tax on their undistributed earn- 
ings. 

Federal Revenues are scheduled to increase by about 
$5,691,000,000 annually as a result of the new tax bill. 





As HARDWARE AGE went to press, later infor- 
mation received from Washington indicates that OPS 
will permit wholesalers and retailers percentage mark- 
up on items bearing new or higher excise taxes. 
Details on page 230. 





Individual tax collections are calculated to rise about 
$2,280,000,000 on a full-year basis. Corporations and 
excess profits tax collections should bring in about 
$2,207,000,000 a year, and excises, about $1,204,000,- 
000 a year. 


OUTLOOK — Whether or not retailers will 
be permitted to add a percentage or a dollars- 





ashington 
NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


and-cents amount to reflect the new and higher 
excises has not yet been determined by OPS. 
Government officials are pointing out, mean- 
while, that sellers are prohibited by law from 

& claiming “higher taxes” when raising selling 
prices, unless the higher prices reflect exactly 
the higher cost to the retailer. 


See Early Dollar-Cents Price 
Lids for All But Retailers 


Accelerated writing of dollars-and-cents pricing or- 
ders for manufacturers and processors is being inter- 
preted as the forerunner of a move to set specific 
ceilings for many items in the retail line. 

A normal trend would be for dollars-and-cents ceil- 
ings to be passed down-the-line from the manufac- 
turer to the individual merchant, though government 
pricers say there is nothing of the sort in the works 
for the retailers at this time. 

This negative answer has been given for durable 
housewares, builders’ hardware, and paints and var- 
nishes, to name particular examples. Not all these 
items are handled by the same branch of the top 
pricing agency, but officials concerned with all of them 
concur in the answer, 

Tailored regulations applying to manufacturers are 
going to get more plentiful. However, paper items and 
lumber and forest products will be among the material 
affected early. Prices are expected to get around to 
steel mill products before the end of the year. 

What the government is aiming for, one top official 
sees, is the holding of the general price ceiling level 
(not the same as the price level in all cases) some- 
where close to present ceilings. 


OUTLOOK—By March, 1952, if not earlier, 
all important segments of the economy will be 
touched by tailored regulations. These may 

b number as many as 400 or 500, when com- 
pleted. Once manufacturing and processing 
has been put under new controls, pricers prob- 
ably will be ready to consider retailing. 

(Continued on page 228) 
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AND NOW 


TELEVISION 


On A Nationwide Scale 


SELLS MORE 


ARISTO-MATS 


WORLD'S FINEST ALL-PURPOSE STOVE AND UTILITY MATS 


for YOU! 


Television is the latest big gun in Phoenix Table Mat’s endless promotion 
campaign to help build your ARISTO-MAT sales. In key trading areas across 
the country ARISTO-MAT spots on television will be delivering hammer 
blow impact right at the local level—joining forces with the continuous 
national advertising campaign to add power to its drive. 





These are “selling” spots making full use of the most potent sales weapon 
in promotion history. 

Be sure that you reap the benefits from Phoenix’s greatest advertising 
campaign! 
Give ARISTO-MATS plenty of prominent display space in your store and if 
you’re low on stock get your reorder in today. 


SEE YOUR JOBBER—OR WRITE DIRECT: 


PHOENIX TABLE MAT CO. Chicago 7, Illinois 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 


Single-Cup Coffee Drip 


Here is an attractive single-cup 
coffee drip that allows each coffee 
drinker to suit his personal tastes. 
Coffee drips into the glass bottom 
section of the unit, and the cover 
can be used as a saucer for the top 
when the coffee has been made. 
Cover also has a spoon holder. The 
unit shown here is available chromi- 
um plated for $4.90, satin finish sil- 
ver plated, $6.00, and satin finish 
stainless steel at $7.50. There are 
also models with stainless copper 
impregnated color on aluminum 
base for $2.98 and $1.98. Alexander 





van Veen Co., 161-14 Gr. Central 
Pkwy., Jamaica 2, N. Y. 


New Refrigerators 


A 9-cu. ft. and a 10-cu. ft. refrig- 
erator, Models C*9 and C-10, have 
been added to the Perfection elec- 
tric products line. Model C-10 has a 
70-lb. capacity, a separate shelf in 
the freezer chest for ice cubes and 
packaged food freezing, three ice 
cube trays, two crisper pans, a but- 
ter keeper, and a dri-storage com- 
partment. Model C-9 has 52-lb. 
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storage capacity, two ice cube trays, 
meat freezer and frozen food tray, 
and a 10-qt. crisper pan. Both are of 























all-steel construction, with acid- 
resistant porcelain enameled liner. 
Perfection Stove Co., 7609 Platt 
Ave., Cleveland 4, Ohio. 





Steel Tape Rule 


This Carlson Big Chief steel tape 
rule features a %34-in. wide white 





face blade 10 ft. long, and is extra 
rigid for overhead extension with- 
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out support. The black markings 
are bonded to the steel to make them 
rust- and acid-resistant, and the 
bottom edge is marked off in inches, 
the top edge in feet. There is also 
a Carlson 10-second blade change, 
permitting replacement of acciden- 
tally damaged blades at about one- 
half the cost of a new rule. Car'l- 


son & Sullivan, Inc., Monrovia, 
Calif. 
New Hinge 


New on the U. S. market is this 
Hurlinge hinge, made in England. 





Designed to make accurate door 
hanging a simple operation, Hurl- 
inge is fitted by screwing to the 
door and frame. It is self-aligning 
and self-gapping, so that no recess 
is required to accommodate it. 
There is no need to cut into the 
door or frame, and Hurlinge takes 
up the correct position while it is 
being fitted. Available in steel, 
brass, bronze and cadmium plate, 
polished chrome or satin chrome 
plate, prime coat or black. Plating 
is done in the U. S. American 
Hinge Co., Bound Brook, N. J. 
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Plastic Bread Box 


An addition to the Freez-R-Ware 
line is this plastic bread box, de- 
signed to retain maximum bread 


freshness. It is completely trans- 
parent, and has a precision-molded, 
snug-sealing lid with a red or yel- 
low plastic handle fused to it. Mea- 
sures 124%, x 5% x 6 in. and retails 
for $1.39. Tri-State Plastic Mould- 
ing Co., Henderson, Ky. 





Lawn Trimmers 


Shown here is Roto-Edger No. 30 
Deluxe all-purpose edging, trim- 


es 
se 





ming and shearing tool for use 
along sidewalks, around stepping 
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FOR THE HARDWARE DEALER 


in hardware merchandise... 


TO HELP YOU 















stones and trees, against fences, 
walls, buildings, etc. Dual wheels 
give greater traction on either ce- 
ment or ground and make No. 30 
easily managed. There is also Roto- 
Edger No. 10 Standard, designed 
mainly for sidewalk and curbing 
use, and Roto-Edger No. 20 Uni- 
versal. Dual sheer blades on all 
models permit either left or right 
hand cutting. Harl L. Chadwick 
Co., P. O. Box 4080, Portland 8, 
Ore. 


Improved Drill 


Cummins Model 115 Drill is now 
furnished with a %%-in. chuck and 





a swivel ball side handle for two- 
handed operation. The drill weighs 
4, lb., and its recommended ca- 
pacity is %-in. in metal, %4-in. in 
hardwood. Cummins Portable 
Tools, Div. of Cummins-Chicago 
Corp., 4740 N. Ravenswood Ave., 
Chicago 40, IIl. 





Water System 
A new completely assembled 
water system, using the Delco hori- 
zontal jet pump, has been added to 
the Delco line. The pump is assem- 
(Continued on page 202) 
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AND OTHER DEALER 





Fourteen sales aids for the Arvin 
1952 television and radio lines are 
now available. Shown here is the 
redesigned “Rainbow radio” dis- 








play, which is done in five colors 
and provides space for the display 
of three to six of Arvin’s new 540T 
radios. Another full-line wall dis- 
play accommodates 12 radios, two 
TV consoles and two radio-phono- 
graph combinations, and also pre- 
sents products from the Arvin elec- 
tric housewares line. Other sales 
aids are offered, and radio spot an- 
nouncements and one-minute and 
20-second TV films are available for 
local advertising. Arvin Industries, 
Inc., Columbus, Ind. 





New Range Deal 
The new Magic Chef 39-in. gas 
range, Model 48L, is now being of- 
fered at the special price of $189.50 
with a Dazey four-piece kitchen 
utility gift set, including juicer, 
(Continued on page 216) 
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Build-up in Consumer 
Savings Points to 
Heavy Holiday Trade 


Retail trade continues at an un- 
exciting pace. Although sales to- 
tals are still high, except as com- 
pared with peak buying last year, 
recent sales haven’t been as high 
as they were early in the year. 

Dollar volume for the year to 
date compares well with the same 
period of last year, but unit vol- 
ume is off considerably from 1950 
because of higher prices—about 
10 pet higher. 

Consumers right now are spend- 
ing less of their income than they 
have at any time since the end of 
World War II and retail trade will 
continue to show its sluggish 

(Continued on page 256) 





















>» Hardware Prices Down Slightly 


> Business Slow in September 
» Expect Strong Holiday Trade 















Prices Lower 





The dealer cost of an identical 
list of hardware store merchandise 
was 1.08 pct lower on Oct. 1 than 
it was five months ago, on April 
30. 

This is shown in the periodic 
price study of hardware store mer- 
chandise, made by the Salt Lake 
Hardware Co., Salt Lake City, 
Utah. 

The identical list of goods on 
Oct. 1 was 63 pct higher than it 
was on March 1, 1942, when prices 
were frozen by OPA. (See below.) 


Sample Hardware Order Cost Dealer 
1.1% Less Than Five Months Ago 





Only four of the nine categories 
of merchandise in the _ study 
showed price advances from April 
30 to Oct. 1 of this year. 

The biggest drop in price was 
on electrical wiring supplies 
(—4.2 pct) and on machinery 
items (—38.43 pct). 

The biggest advance since April 
30 was on plumbing items (not in- 
cluding enamelware), which was 
1.01 pet. 

Other price changes over the 

(Continued on page 256) 
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Think of all the sales of other products be- 
hind every box of RB&W fasteners! 

RB&W bolts, nuts, screws and rivets are 
great hardware staples that constantly bring 
customers into your store and expose them to 
everything you sell. 

In addition to boosting other product sales, 
RB&W fasteners are top sellers in their own 
right, as hardware sales figures prove. And 
they’re one of the few profitable, fast-turn- 
over items that you can stock in quantity 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


There's more in this for you 
than meets the eye! 





without worrying about style changes or 
damage. Thus, you keep time-consuming re- 
ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on your 
shelves . . . clearly-labelled to show in a jiffy 
the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 





RB&W 

















RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY , 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los QUALITY LINE 
Angeles, Calif. Additional sales offices at: Philadelphia, Detroit, 
Chicago, Dallas, Ockland. Sales agents at: Portland, Seattle. 








$$$ _____— 
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106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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propellents. 





‘**Freon”’ is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 











DU PONT 





E. I. du Pont de Nemours & Company, (Inc.) 





“AEROSOLS SELL 
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Manufacturer’s Clever 
Promotion 
Spurs Aerosol Sales 


Makers of GOOD-AIRE (Bridge- 
port Brass Co., Bridgeport, Conn.) 
are currently promoting their popu- 
lar ‘“‘Freon’’-propelled aerosol house- 
hold deodorant by offering an at- 
tractive premium. 

Counter and window display cards, 
magazine and newspaper advertise- 
ments (like those above) show the 
product with wrap-around coupon 
which entitles the aerosol purchaser 
to send 50¢ for a pair of utility shears 
well worth the advertised $1.29 retail 
value. Stimulates sales. 


Special promotions such as this 
frequently result in a gratifying in- 
crease in retail-sales volume, and it 
is generally to the hardware dealer’s 
advantage to cash in on them. Steps 
up profits and costs you nothing. 
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Novel Application Ups 
Aerosol Deodorant Sales 


Imaginativesalesmen of the Holcomb 
Mfg. Co., Indianapolis, Ind., sub- 
stantially increased sales of aerosol 
deodorants by suggesting a new, 
unique use for their product. 

Seems that used-car dealers some- 
times face a tough problem in resell- 
ing “‘trade-ins”’ that have been used 
for hauling a variety of commodities 

. . even fish and meat. Naturally, 
this leaves an unpleasant odor in the 
car, which makes some prospects 
reluctant to buy. 

Acting upon the salesmen’s sug- 
gestion, dealers solved the problem 
by spraying the car interior with the 
aerosol deodorant . . . removing all 
objectionable odors and making the 
“trade-in”’ more salable. 

Timely suggestions like this often 
go a long way toward boosting your 
sales. Customers appreciate learning 
of new uses for aerosol products. 





d 


Tt 
ali 
W Worth Remembering 


customers 
about aerosols . . 
sales you’ll make. 





More Selling Points 


Here’s a little check list about aero- 
sol-packaged products that ‘hard- 
ware-store salespeople can profitably 
read and remember. Aerosols are— 
1. More effective 6. Safe to use. 
than other methods 
of dispensing. 

2. Longer-lasting. 
3. Convenient. 

4. Cleaner. 

5. Easier to store. 


7. Economical. 
8. Easier touse. 
9. Dependable. 
10. Timesavers. 


Remember, too, that the more your 
know and understand 
. the more aerosol 
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“Simplicity of Use” 
...an Aerosol Feature 


Aerosol (pressure-packed) products 
are steadily gaining favor and popt- 
larity because, first of all, they are 
easy to use. They simplify many 
tough jobs . . . painting the wicker 
chair shown above, for example. Users 
appreciatethe‘‘push-button’’method 
of dispensing various products. It’s 
fast ... it’s handy .. . it’s effective. 
And, in addition, a little of the prod- 
uct does a lot. That’s why most aero- 
sols are more economical than other 
dispensing methods. 


Aerosols in Demand 


Although some aerosol-packaged 
products, such as insecticides, quite 
naturally have a pronounced sea- 
sonal appeal . . . others enjoy brisk 
demand throughout the year. 

Sales of household deodorants, 
furniture waxes, car polishes, water- 
repellents ... to name a few... are 
not particularly influenced by the 
time of year. For this reason mer- 
chandising-minded hardware-store 
owners everywhere are featuring 
aerosol products the year round. 
They ask: “Why hide these good 
profit-makers?”’ 
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TT Aerosol NEWS 





REG. U.S. PAT. OFF 
BETTER THINGS FOR BETTER LIVING 
. « » THROUGH CHEMISTRY 





**Kinetic’’ Chemicals Division, Wilmington 98, Delaware 





“We’ve sold these Standard Aerosol 
Insect Killers ever since they came on 
the market, and our sales have increased 
each year,” stated E. D. Voet, owner 
of the Kaukauna Hardware Co., 
Kaukauna, Wis. 

‘‘We display the aerosols near our 
cash register. Customers examine, 
buy them, come back for more with- 
out any effort on our part. They say 
this aerosol [aStandard Oil Company, 
(Indiana) product] hasa pleasant odor. 
We know . . . tried them ourselves. 
We appreciate satisfied customers, 
and these aerosols help make them.” 


Why Hardware Stores 
Should Feature Aerosols 


Many regular users of aerosol-pack- 
aged products (such as household 
deodorants) have reported that they 
prefer to purchase products of this 
kind in their neighborhood hardware 
store. This is readily understandable. 
They visit the store frequently .. . 
often have a shopping list of things 
to get for the home. Many aerosol 
products are conspicuously displayed, 
and it’s a simple matter to buy them 
along with other household items... 
waxes, furniture polishes, paints, 
mothproofers and various others. 
That’s why so many hardware 
dealers are now pushing and selling 
more and more aerosols. They are 
quick profit-boosters. 

— | II Dee SL 
- a 


jit] 









Oloo” 








Py 
oA) 


lo 
c(i a we 
ae ee 








| 


“Can | blow up my football with this aerosol?” 
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reports satisfied 
hardware dealer 





E. D. VOET (Kaukauna Hardware Company) makes a point of carefully reading directions on the 
label of aerosol products. Typical pyramid display near cash register is good “silent salesman.” 


“Freon” Propellents Put the Power in Aerosols 


“Freon” propellents—used in most 
aerosol (pressure-packed) products 
—are inert ingredients that create 
the pressure (or power) which ejects 
the active ingredients of the package 
in the form of a cloudlike mist con- 
taining millions of tiny particles. 
These propellents are harmless. . . 
nonflammable, nonexplosive, virtu- 


ally nontoxic, and will not injure 
fabrics or finishes. Because ‘‘Freon”’ 
propellents are also chemically pure 
and 100 per cent dependable, most 
manufacturers of aerosols today use 
these propellents exclusively. 

To explain this important fact to 
prospective buyers of aerosol prod- 
ucts often helps your ownsalesefforts. 
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OISSTON 


GIVES YOU MORE SUPPORT TO 
HELP YOU SELL MORE HAND TOOLS! 






Throughout the year, Disston has given your store 






special support on timely items... special support to 






help you make more profits! Now comes this newest 






idea—a timely, well-planned idea to help you sell 






more saws and other hand tools this Christmas. 










LEADER OF THE DISSTON HAND SAW LINE—D-23! 


Makes a gift that has a double appeal: one folks like to 
give...and men like to get! The Disston D-23 has 
always been the most popular saw in the Disston line of 
fine hand saws—has always made a popular Christmas 
gift. This year—backed by this well-timed Disston pro- 
motion—you’ll make more sales than ever—more profits! 













DIETZ “ 


The Disston D-23—along with other 
fine Disston Tools—gets real pro- 


motion as a gift suggestion in the Y 
SPECIALLY November 24th SATURDAY 
EVENING POST. This full-column 
ADVERTISED IN advertisement reaches into the 


O Ss qh homes of millions of readers—many 
of them your customers. Most 
important this advertising reaches 






Perfect gift for “the man of 
the house”—or for any man 
who appreciates fine tools: 
The Disston D-23 Hand Saw. 
See it at your Hardware 
Dealer’s where you will find 
many other appealing Christ- 












them when they are thinking of On er 

mas suggestions. Christmas gifts—sends them to see h 
THE RIGHT oe $6.95 you, their Hardwareman, when they $ ow 
FOR A QUALIT are ready to buy! on-sif 
Se show 
These fine Disston Tools many 










make wonderful Christmas Gifts. 


Around the home: For the workshop: CASH IN ON THIS ADVERTISING — Other 


Compass Sows Wood Turning Chisels when 
Rokes a Blades Stock, display, push the D-23 Hand Saw. And, don’t forget: 
oie Files Feature a complete line of Disston Tools this Christmas! 
ee ee oe ORDER FROM YOUR HARDWARE WHOLESALER NOW! 





o a s % T G sal 1154 Tacony, Philadelphia 35, Pa., U.S.A. 


THE SAW MOST CARPENTERS USE 








1160 Tecony, Philadelphic 35, Po., U.S.A. 
in Conoda, write: 
2-20 Fraser Ave., Toronto 3, Ont. 
| HENRY DISSTON & SONS, INC. --~:- 
) 
REGus wn 








Canadian Factory: Toronto 3, Ont. 
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HE LIGHTS 

GO i HERE WONT 

BE ENOUGH TO GO 

AROUND- e090 
YOURS NOW 2 


Ha fe the Sale 


On end counter, Gift, Garden, or “C.D.” counter, and 
show window, The DIETZ “COMET” Lantern is a sell- 
on-sight leader. Progressive Arthur Wright, whose 
show window appears above, sold not dozens—but 
many gross in the dull “after Christmas” season. 
Other dealers report sharply increased turnover 
when the Dietz Comet is given display showing. 


>i ap 4 


LANTERNS 








DISPLAY THE DIETZ “COMET” NOW 
for HOLIDAY SALES as an inexpensive 
and very acceptable gift item. You will 
be highly satisfied with its saleability. 











DIETZ No. 2 D-LITE (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 


“D-Lite Loc-Nob” 
Half Dozen 


DIETZ “MONARCH” (Hot Blast) 


SPECIFICATIONS 











This Little Red Lantern is a big seller. The COMET 
appeals to all ages—for fun, utility and emergency. 
SPECIFICATIONS 
Height 8% Inches 
Light 4 C. Power 
Burner Dietz "Comet" 
Wick ¥% Inch 
Burns 15 Hours 
Globe Dietz "Comet" 
Package Half Dozen 


(Unusual Display Card free with each package). 
SHOW IT—1IT SELLS ON SIGHT. 


DIETZ LANTERNS THE 
STANDARD OF THE WORLD! 


Since 1840 — for well over a century, 
DIETZ LANTERNS have maintained an 
unmatched leadership in design and per- 


formance. 























Among the notable features of the 
Streamline series are the broad non-tip 
base, improved top, all parts are curved 
to spill off wind and rain. Now supplied 
cold-rolled terne-coated steel with hand- 
some blue-gray metallic Raybaked Enamel 
Finish. 


Control of flame permits a choice of 
abundant portable light or a low con- 
trolled glow without diminishment, or 
failure. Greatest in economy of fuel con- 
sumption, DIETZ LANTERNS burn dry 
to the last drop of kerosene without inter- 


ruption. 


RE. oi aw de) 1-7-4 bf 
EST. — SYRACUSE 1, N. Y. 








DIETZ “LITTLE WIZARD” (Cold B 


with rising cone burner. 
SPECIFICATIONS 


DIETZ “BLIZZARD” (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 


OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE, NO PRIVATE BRAND 





Made of SEASONED HICKORY 


WE SPECIALIZE in the manufacture 

of hickory striking tool handles for 

tool manufacturers, hardware jobbers 
— and the mill supply trades, meeting 
ARD” (Cold B their most rigid demands for precision 
reg and uniformity. 

Every handle is seasoned from the 
center outwards in modern, forced 
draft kilns. Moisture content is auto- 
matically controlled to retain the 
natural resiliency and strength of 
the long-fibered, heavy Appalachian 
hickory which we exclusively use. 


We Always grade up toa 


quality, never down to a price! 


Beautiful gold stamping and attrac- 
tive bright colored labels add greatly 
to the saleability of our product. 


Prompt deliveries in any quantity 
are assured from the largest single 
plant of its kind in the United States. 


Money back guarantee on all mer- 

chandise. We'll be glad to send you 

” (Cold Blast) our latest price list, and to work with 
pao buoner you in every way. 


FLEISCHMANN HANDLE COMPANY 


A DIVISION OF THE FLEISCHMANN CORPORATION 
TOWER BUILDING BALTIMORE 2, MD. 


Plants in Virginia and Tennessee 
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SILVER FLASH No. 6 PRUNER 


Here’s the fastest cutting pruner ever perfected! —And the fastest 
selling too, as thousands of dealers have discovered! ... And you 
will discover (if you haven't already) that the full line of Atkins 
“Silver Flash” and “Silver Steel” pruning saws is a steady, year- 
round profits maker! 





ATKINS No. 18 FOLDING PRUNER 


“Silver Steel” quality. The folding handle makes it easy to carry 
in pocket. Not only one of the finest pruners ever manufac- 
tured, but one which sells on sight to particular, value-wise 


customers! ... There is an Atkins pruner for every pruning = 2 be 
purpose — stock the complete line and satisfy every customer. a 
Me (0015; 


a + SF 
E. C. ATKINS AND COMPANY "Ny “aoe we 
Home Office and Factory : 402 South Iilinois Street, Indi 9,1 
Branch Factory: Portland, Oregon * Knife Factory: Lancaster, New York 

Sales Offices: Chicago * Portland *« New York “ATKINS ALWAYS AMEAD™ 
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UT-SELLS, OUT- PERFORMS, :» 
OUT-LASTS THEM ALL! 41 V 


ORLA Cee AB ATM 


Once customers see the Hurricane, they 
buy! For even the laymen can recog- 
nize long-term quality in the trim, 
sturdy lines of this masterfully 
engineered mower! Priced right and 
built right, the Hurricane is a 
money-maker for every dealer 

who carries it! 





HURRICANE 


For big lawns and tough, heavy 
mowing. Slashes a 20-inch swath 
through high weeds or wiry grass. 
Easy to handle, simple to service— 
no Hurricane has ever been known 
to wear out. 


2 Models Ready for Prompt Delivery 
Z HURRICANE JUNIOR 


For the small city lawn. A sturdy, 
hard-working, budget-priced minia- 
ture of the big Hurricane. Light 
and maneuverable, the Junior 
mows, trims, and edges smoothly 
and uniformly even on rough, 
bumpy ground. 


HERE’S WHY HURRICANE SELLS FAST! 
¢ 4-cycle, 2 h.p. gasoline engine « Automatic gov- 
ernor ¢ Full-floating friction drive ¢ Rust-proof 
silver-plated drive shaft »¢ Malleable aluminum 
chassis ¢ Ball-bearing wheels (four of identical 
diameter) ¢ Very hard steel blade with suction MAIL TODAY! 

fan-tip «Adjustable cutting height—'2” to 32” Gab Gs Gs Gs Gs Ge Ome One GON Os Os GS 
* Attractive bright colors for sales appeal] ¢ Float- 

ing handle with comfort grips * Turning crutch aot mnang: Ae samy PRODUCTS CO., INC. 
for great maneuverability ¢ Special safety guard 2722 Cherry Street 

¢ Genuine Hurricane parts and service always Kansas City 8, Mo. 

available e Attractive, sales-producing folders, I want a bigger share of the power-mower sales, Tell me more 
newspaper mats, and window signs for dealers about the fast-selling Hurricane line. 
JOBBER OPPORTUNITIES OPEN: A few choice ter- 
ritories are now available. Contact us for information. 
First come, first served—so hurry! 


NATIONAL METAL PRODUCTS CO., INC. Ciry__ STATE___ 


2722 Cherry Street Kansas City 8, Missouri SS ew wm we we we eH OM Ee ee ee 


NAME. —— 


ADDRESS. 
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STEEL Tape 
IN ANY UGHT? 


instant 
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K*= WYTEFACE® 


New Ads—New Schedules — 
New Sales Opportunities for YOU! 


fy Y / LUNG! 


ard-selling consumer ads 
keyed to your key customers: 


WYTEFACE steel tapes—with 
et black markings on a white back- 
jyround—are easier to sell ‘cause 


Wp »» \ they’re easier to read! 


egular schedules in leading trade 

brofessional magazines—the 

ublications that reach the prime 
arket for steel tapes: 


OWPRACTORS & ENGINEERING MONTHLY 
RAILWAY ENGINEERING & MAINTENANCE 
ERI N BUILDER CONSTRUCTION EQUIPMENT 
PRACTICAL BUILDER PLUMBING & HEATING BUSINESS 
MECHANIX ILLUSTRATED POPULAR MECHANICS 
PLUMBING & HEATING JOURNAL 
CONSTRUCTION METHODS 


Bi AMERICAN mee «ea 
4 U ILD £ Re Ss i, cha? Sib Pe te at taild ti 


BUILDER 


Lamhe Ealibsie es8y 
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er ads 


tomers: 

es—with 

esti, RY _ FAVORITE. WYTEFACE steel tapes! Check your supply today! 

! "cause Ideal for carpenters... builders... Don’t wait for the buying rush... 
electricians ... plumbers. . . contrac- later may be too late! Stock up NOW 

tors...architects—for the farm, store on K&E’s FAVORITE 
g trade or home. WYTEFACE steel 
es—the |! Four lengths—25, 50, 75, 100 feet. tapes—the de- 


2 prime @ Black on white; easy to read. mand will be 
Durable. greater than 
Rust-resistant; hard to kink or curl. ever! 

Leatherite case, nickel-plated *TRADE MARK 
mountings. 

Packed individually—one in a box. 


BUSINESS ; ell KEUFFEL & ESSER CO. 


EST. 1867 
CHANICS Drafting, Reproduction, Surveying Equipment 


and Materials. Slide Rules, Measuring Tapes 
NEW YORK * HOBOKEN, N. J. 


CHICAGO « ST. LOUIS + DETROIT + SAN FRANCISCO 
LOS ANGELES + MONTREAL 


ONTHLY 


"ILL TAKE THE WHITE ONE!” 
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NY 
Strip and / 
slip are stran- 
gers to Republic 
Upson Products. Why? 
Because threads are clean, 
accurate, tough—able to take 


heavy torque... because shanks 


are round, right-sized and rugged 

...and because wrench-fit on nuts and 

bolt heads is snug and secure. You can 
count on Republic Upson for uniform high 
quality. Why not call on its 20,000 shapes and 
sizes for standard bolt and nut needs? 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND, OHIO * GADSDEN, ALABAMA 

Export Deparrment: Chrysler Building, New York 17, N. Y. 








HERE’S P 
eye-catchi 
has demo 
quality sc 
the spark 
mum adv 
tomers wi 
made. TI 
forged ar 
rigid star 
unbreakal 
striking f 
ments, or 
the partic 


MIL 


RE. 


t 1, 1951 


J 


In actual store tests 


this new Millers Falls display 


Doubles 
Sales 


MILLERS FALLS 
. TOOLS 


Y 
. Sic / 
NSN hk 7 
~ » 
\ 


ark of 





HERE’S PROVED SELLING POWER. Compact, colorful, 
eye-catching — this new Millers Falls No. 8500 Display 
has demonstrated its ability to increase a store’s sales of 
quality screw drivers as much as 100%. Designed to set off 
the sparkling, transparent red “Tenite” handles to maxi- 
mum advantage, it attracts attention instantly. Your cus- 
tomers will find, too, that it displays the finest screw drivers 
made. The high quality alloy steel blades are hammer 
forged and cross ground — individually torque tested to 
rigid standards. The sure-grip handles are shockproof, 
unbreakable, nonflammable. Put this highly practical, 
striking new display to work in your store. For replace- 
ments, order a balanced assortment of shelf stock to meet 
the particular needs of your trade. 


MILLERS FALLS COMPANY, GREENFIELD, MAss. 


READY FOR YOU NOW AT YOUR 
JOBBER’S. SPECIFY MILLERS FALLS 
NEW NO. 8500 DISPLAY. 
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WITH YOUR ORDER 
FOR THE 17 FAST- 
SELLING SCREW 
DRIVERS IT DISPLAYS 
$15.00 LIST 


Slightly higher in West 
and Canada 


TAKES ONLY 
6” x 13%” OF 
WINDOW OR 
COUNTER 
SPACE 


-MILLERS FALLS 
TOOLS 


SINCE 


1868 ® 








Here’s a real profit item that speeds your sales turnover and increases 
store traffic . .. Dowflake (calcium chloride 77-80%). Once tried... 
always satisfied. Customers will come back to your store again and 
again for Dowflake . . . a real repeat seller! 

When Dowflake is spread on icy surfaces, an immediate melting action 
begins to thaw the slippery surfaces. This prompt result provides safety 
and convenience to practically everybody. Especially useful for homes, 
schools, churches, all public institutions and buildings. Dowflake keeps 
sidewalks, steps, driveways and parking lots free from dangerous ice... 
providing greater all-around safety against dangerous accidents. 
Stock Dowflake in 25 and 100 Ib. bags. Display it prominently and get 
your share of sales from this fast-moving item. 


THE DOW CHEMICAL COMPANY e¢ MIDLAND, MICHIGAN 
Write Dou for name of distributor! 


FREE NEWSPAPER MATS AVAILABLE 
This is newspaper mat No. 513. 
Write Dow for the complete 
series of these sales-making 
newspaper mats. 


Consumer ads 
create demand for 
DOWFLAKE. 


Counter display and literature 
help you sell DOWFLAKE. 





DON'T BREAK A LEG! 
ad 


MELT SIDEWALK ICE 
witt DOWFLAKE 


To melt dangerous sidewalk, 
step, or driveway ice, sprinkle 
DOW FLAKE sparingly on 
the surface. These clean, easy- 
to-handle flakes of Calcium 
Chloride act fast. . mele ice 
in a hurry. Come in and get 
an inexpensive 25-lb. bag of 
DOWFLAKE today. 


DEALER'S NAME 
MAT NO. 513 





Dow. 


|. CHEMICALS 
INDISPENSABLE TO INDUSTRY 
AND AGRICULTURE 
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Whenever, wherever you display products used in clean-up jobs 
around the home, be sure to include galvanized ware from the J&L 
line. It’s good business to stock and display J&L Galvanized Ware 
because people want it .. . they buy it in preference to less well- 


E known brands... you obtain good turnover. 


J&L Ware is priced to cover the big volume market and yield a 
healthy profit. It is distributed through 
Hardware Jobbers. See your jobber for 
prices and delivery schedules. 





Jal STEEL BARREL COMPANY 
NEW YORK 17, NEW YORK 


Subsidiary of: JONES & LAUGHLIN STEEL CORPORATION 
galvanized ware plants: TOLEDO, OHIO ond ATLANTA. GEORGIA 
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The only rubbish burner with 
the non-losable “zipper” top oe 
which opens and closes by a PLASTI 
simple push-pull. Sag-proof 
VOLCANO bottom speeds 
burning. Full welded, reinforced 
construction lengthens life. 






















































Patents p 
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PTA 
SIN h , 


ny 
i a ais ZIPRTOP Rubbish Burners are 
- oetration —— sii o drat still available—always in | STAN 
demand—the best value in ail 


saranda ita | ways! Order from your jobber. 


Ac, UNION STEEL 
"=: PRODUCTS COMPANY 


Hardware Division + ALBION, MICHIGAN 
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Pull any loop—it's open! 
Push any loop—it’s closed! 
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The new, year round PROFIT MAKER! 


Precision-molded PLASTIC 
HOUSE 












The fastest selling House Num- 
bers on the market . . . Lustrous, 
durable plastic numerals in 


NON-CORROSIVE beautiful opaque colors or glow- 


ing Fluorescent Red. 


<—— Long-Lasting Any number combination 




























from 2 to 5 numerals can be 
quickly made by sliding the 





i h ree-Dimensiona | numbers into the channels at top 
and bottom of the frame. 
Brilliant Colors Available in Standard GREEN, 


IVORY and Fluorescent RED. 


3” High Numerals 








We 
FREE ® aur) 
Window ; erties 


Display —_MUNERALS2/ 
Card ANE 38+ 










Numerals and trames 


























7 are packed in compartments for easy 
ith | selling and come individually wrapped 
: " i : em in glassine bags. c 

lop eee * 3 a . Today’s best value in house 

ra PLASTIC FRAMES have top and bottom channels for quickly and | numbers! Order from your job- 
easily inserting numbers. ber or give your jobber’s name 

sof i and send us your order direct. 

Patents pending 
ds 


ed “lwo Profit Package Deals 


fe. Introductory Package consists of 44 numerals in one color. Six 1's; Four 
2's; Four 3's; Four 4’s; Four 5's; Four 6's; Four 7's; Four 8's; Four 9's; Six 0's; 
9 Frames: One-2 numeral; One-3 numeral; Six-4 numeral; One-5 numeral 








are 
in STANDARD INTRODUCTORY PACKAGE * FLUORESCENT INTRODUCTORY PACKAGE 
- Retail value $]@27 Retail value $90)67 

Your cost only $976 Your cost only $]240 


Reorders: Six numerals to a package = Reorders: Six frames to a package 
Shipping weight: Average Numbers....34 0z. Average Frame... .2 02. 


PRECISION PLASTIC PRODUCTS, Inc 


628 WEST LAKE STREET ° CHICAGO 6, ILLINOIS 
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DAREX EXCLUSIVES! 


DAREX 
Playballs 


the only inflatable rubber 
playballs in brilliant 


DAY-GLO_COLORS! 
3 big, bouncy sizes! 










Duraduck 
Decoys 


the only self-inflating rubber decoys 
that stray shot won't sink! 
Mallards, blacks, pintails, blue bills, 


canvas backs. All collapsible - - - just 
roll ‘em up, carry whole setting in 


your pockets! 


t 















DAREX 
Bladders 


one-piece neoprene construction con- 
forms to exact shape of ball... no 
seams, No folds, no undue strain! 


at Ask your jobber about DAREX products 
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LONG NIGHTS, and weeks and months 
of fall and winter darkness mean at least 
three times as much business for enter- 


ae * 
rl t I PO . prising Ray-O-Vac dealers. 
A big Ray-O-Vac advertising campaign 
is reaching millions of prospective bat- 


tery and flashlight users... reminding 


them that Ray-O-Vac flashlights and bat- 

teries give ‘““Light when you need it.” j 
These are the months and the time for 

you to cash in with more sales on these 

finest of products— Ray-O-Vac batteries 

and flashlights. 









Feature and Push 
these top-quality 
Ray-0-Vac items 








\ 
= goth’ eo 
> ae eee f 
aye MMT, © a 
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MADE FOR SERVICE 
Here’s the finest flashlight battery you can 
sell. The famous Ray-O-Vac LEAK PROOF 
flashlight battery with the famous guaran- 
tee. Sealed in steel, top, bottom, all around. 
These batteries stay fresh for years. Guar- 
anteed customer satisfaction. 


RAY-O-VAC FLASHLIGHTS 

A complete line of top-grade consumer and 
industrial flashlights. 2-and-3 cell. Super- 
beam. Safety control flashlights. Prefocused 
lamps. Suitable for every need. Handsome, 
durable, make an eye-catching, traffic-stop- 
ping display in your store. 


BRIGHTEN UP YOUR SALES PICTURE DURING THE "HOURS OF DARKNESS”. WITH RAY-O-VAC 


RAY-O-VAC COMPANY, MADISON 10, WISCONSIN © RAY-O-VAC CANADA, LTD., WINNIPEG, MAN. 
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Apertect —« Promotion 


HY-LO vacuum 7, iS y 


with the Sweet Seal : | | 

Rubber Stopper j ¥ Pay =, 4 c0oD — 
TIMED FOR YOUR ee ele ae 
GIFT PROMOTION 

FULL COLOR in the 


SATURDAY EVENING 
POST Nov. 24th 


Check your supply of Hy-Los 
now and be sure to feature 
them prominently on your 
counters for easy, quicl 


“HOT” Christmas Promotion 
~ ADVERTISED IN PARENTS’. 


i e ® : 
i _ ellie Hopwena CASSIDy oy 
. SCHOOL LUNCH KITS and Seen Sete. | 
, VACUUM soabaar ng IES cn, | oT 


$ "Guaranteed by ‘ 
Good Housekeeping 


i 
wor 4s apveaniseo WS 


rs 
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703 MURFREESBORO ROAD NASHVILLE, TENNESSEE 
105 E. LEXINGTON DRIVE, GLENDALE, CALIFORNIA ° SPACE 1107, MERCHANDISE MART, CHICAGO, ILLINOIS. 
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LUBRIPLATE gg 


Nationally advertised 
to 46,358,721 Sportsmen, 
Home Owners and Hobbyists in 


THE SATURDAY EVENING POST ~ LIFE 
COUNTRY GENTLEMAN - MOTOR BOATING 
FIELD & STREAM -' SPORTS AFIELD 
AMERICAN RIFLEMAN - POPULAR SCIENCE 
THE HOME CRAFTSMAN + MODEL 
RAILROADER - THE SALT WATER 
SPORTSMAN - COLLIER’S 
OUTDOOR LIFE 


. eS | Boal? 


\) Py Me an 
rd a 
” attire Seon 9 
MY REEL RUNS FREE )e 
MY CASTING’S GREAT, < 
| LUBRICATE WITH 


LUBRIPLATE 


The white, waterproof lubricant 
that lasts longer... because 


it stays put! 


OFA) Collier's en 
Ae E Field ¢ pum 
j x . / Stream 


LUBRIPLATE.. 
THE HOUSEWIFE’S DREAM, 
SQUEAKS, AND is 

















DAA as wl 


Enthusiastically recommended by Sportsmen and 
Home Owners Everywhere. Here are some actual quotes— 


FISHERMAN SAYS: 


Homer Circle, prominent Michigan 
sportsman—“I have never found a 
lubricant that even approaches your 
product as a medium of getting the 
utmost in service and castability out 
of my reels.” 


ILLINOIS. 


R 1, 1951 


HUNTER SAYS: 


R. L. Ransom, Pennsylvania hunter 
—‘LUBRIPLATE does everything 
other gun lubricants do and much 
better—it should be called ‘Liquid 
Velvet’ as it sure smooths out the 
‘drags’ and the ‘slides’.”’ 
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HOUSEWIFE SAYS: 


Cary] Walter, Long Island house- 
wife—‘I wouldn't be without a tube 
of LUBRIPLATE. I keep it in my 
kitchen drawer and use it for squeaks 
on everything around the house— 
children’s toys, washing machine.” 


Packed in easy-to-sell-from- 
Counter Display Cartons in 


3 HANDY SIZES! 


“A“TUBE—Retails 20¢—packed 
1 doz. and 3 doz. to carton 
“B’ TUBE—Retails 35¢—packed 

1 doz, to carton 
“C”“ TUBE—Retails 95¢—Boxed 
Individually 











Genuine Double 
Adjustable 
Troxel Saddle \ 


Scotchlite 
Reflector 


Streamlined 
Chain Guard 


5” Wheel with £% : 
5/8" Tire ——  } 
Twin Roller Cycle Chain 


Double Tread Pedals 





Ball-Bearing Wheels 
Front and Rear 


re SENSATIONAL 
SIEBERT 


Here’s the only 100% 


(easily rem 





Chrome Finger 4 







Thain-a- bike 
HAS SELLING FEATURES GALORE 


: s stur 
ices. It not only ha : 
ovable when desire 


acting foot brake. It 





~ 







Double Adjustable 
Handle Bar 





Pesitive Action 
Foot Brake* 
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Let’s not kid ourselves. Parents aren't springing 
as readily as they used to. Before Junior or Sis 
ets a new bike or doll carriage these days, 
Codien figures get a good going over. And if 
values don’t measure up to expectations, shop- 
ping around is in order. 
When you show Sieberts, you convert the “think 
it over” shoppers right on the spot. You can 
price every item within reach of today’s dollar, 
and still offer features that stick out all over. 
For instance: 








Ball-Bearing 
Housing 
ot Sprocket 







safe sidewalk bike for nov- 
dy outboard trainer wheels 
d) but an exclusive 
has a genuine Troxel 









It’s a Handsome 
Ssinet 


It’s a Conveni 
tCib 





tHe SMART 
WEW (omy-Carningetty 
Here’ i 
ere’s something any little gal wil] £0 nuts 


about i 
the minute she sees it. It’s a beautiful 


Streamlined carrj 3 

triage with a rem 
; Ov 
bassinet. able doll 








| hain guard and twin roller 
le, handsome chain gu prwdcrons 
— chain to make it the most-for-the-money 
value on the market. ai 
Guara > 
____ (Geodtceseeplag 
8 sorrenace OT 





NN 








#161-4 “BUBBLER” 





pos §=6 OTHER SIEBERT LEADERS INCLUDE: 


#180-1 “MISS SWANK” 





Permanent Showrooms: 
Space 1537, American Furnitue Mart, Chicago 
Space 305, New York Furniture Exchange, New York 








1-90, 1-81, 1-92 
PeeoURIER™ 


#1-04 “CAMPAIGNER” 


Space 908, Western Merchandise Mart, San Francisco 


Send today for complete catalog and 
attractive price list. Write Dept. HA-11-1 


O.W. 
SIEBERT, 








GARDNER, MASS. 
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anglers who will join the ranks of Airex spin- 


fishermen in 1952! 


Airex today offers more new features— 


AIREX MASTEREEL 


plastic spool...... 


AIREX 10-LURE 
ASSORTMENT 





Talk about action—these 

have it! Every one a sure 

killer! Many with new 

e ., anti-fouling device. Ask to 
é =p see the new Airex 

~ Dog, Gold Digger, Twin 


inner Devon, Merr 


S 
. Widow ( old or black), an 
Ke Airex Wildcat . 65 


ae owed AIREX SPINNING LURES 





IMPORTANT 
PRICE REDUCTION! 


AIREX AIR-GLASS RODS NO. 220 
AND 221 FORMERLY $19.50 — 


NOW ONLY $17.95 


WRITE FOR FREE 1952 AIREX CATALOG 
WE SELL THROUGH JOBBERS EXCLUSIVELY 











SPINNING REELS « 
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Stock up now—for the million or more 


Now with new non-detach- 
able folding handle; new 
handier straight reel seat 
shank; synchro-mesh gears; 
other exclusive features. 
With spare 7 


Handy plastic case con- 
fo newest-design 


tested Airex — 
$6.< 


RODS -« 





more profit-making new items than ever 





before in history. It’s America’s first— 


America’s only complete line of Spinning 









23.75 


Devil 


‘4 
d 


AIREX SPINNING RODS 
Tops in spinning! Avail- 
able in Air-Glass, Sol-Glass 
and Airex-Uslan Tonkin 
Cane, in 6 to 74 ft. lengths. 
Air-Glass and Sol-Glass 
handles now finished in 
double endpieces of colored 
plastic to match guide 
wrappings. 

$14.75 to $35.00 


LINES 


AIREX SPINSTER 

Streamlined performer 
with folding non-detach- 
able handle and many other 
fine qualities of the Mas- 
tereel. Spare stainless steel 


finger included. . . .$14.95 


AIREX NYLON 

SPINNING LINES 

Braided or Monofilament 
Nylon, all Airex Spinning 
Lines are guaranteed to 
deliver the full test strength 
as claimed on the label— 
made to stand abrasive 
wear and the shock of 
heavy strikes. 3, 4, 6, 8, 
12-lb. test —$1.35 to $2.25, 
100-yd., spool. 


AIREX READY-KIT 

Three new Airex Lures, 3 
anti-twist keels, 3 snap 
swivels and 2 stainless steel 
leaders in pocket kit. $2.50 





e LURES « 








Tackle! Push it—display it—for steady profit! 





ACCESSORIES 
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REFRIGERATOR 
SET NO. 5 


Four covered refrigerator dishes of sparkling Indiana Glass... 
at a price housewives can’t resist! The Indiana No. 5 Refrig- 
erator Set has proved its value as a red-hot “special”. It builds 
store traffic in a hurry . . . with fine profits for you. The set 
consists of two 4” x 4” covered jars, one 4” x 8” covered dish 
and one % |b. butter dish with cover (also offered individually 
packed without butter dish). 1 set to a carton, 12 cartons to 
case. Each item also bulk packed: 1 doz. 4x8 dish and cover 
to carton approx. wt. 28 lbs., 2:doz. 4x4 dish and cover to 
carton—approx. wt. 30 Ibs., 3 doz. butter dish and cover to 
carton—approx. wt. 33 lbs, Write for full details, Newspaper 
Mats available. 


INDIVIDUALLY BOXED 





INDIANA GLASS COMPANY ° Dunkirk, Indiana 
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Three perfect gift items 
« YOU Sell and Sell! . 


i | 


rh Ke 





1 PORTABLE LUX MINUTE MINDER -— lighter, smaller, 
handier! Times every household chore: cooking, baking, 
home permanents, sun and heat lamp treatments. Fits 
coat or apron pocket — “remembers when you forget” — 
“dings” when time is up. White plastic, red numerals. 
No. 2428 Suggested retail price ............................ $3.95 


2 “LONG RING” MINUTE MINDER —for home or office. 
Long alarm-type ring can be heard even in another room. 
Lustrous plastic case, distinctively. styled — mahogany, 
ivory or white finish, with contrasting numerals. 

No. 1928 Long ring Minute Minder, suggested retail: $4.95 


3 FAMOUS LUX PETITE ALARM-stands only 3%0” high! 
Single key wind Lux 40 hour movement, with clear, gentle- 
toned alarm bell, in compact handsome case with lustrous 
ivory baked enamel finish. Quiet, compact—a favorite! 
No. 510 Regular dial, suggested retail price $4.95* 
No. 520 Luminous dial, suggested retail price ...... $5.95* 


*Add Fed. Excise Tax. 


ALL THESE FAMOUS LUX PRODUCTS ARE FULLY GUARANTEED, NATIONALLY KNOWNI 


=e LUX CLOCK MANUFACTURING CO., INC. 


WATERBURY 20 CONNECTICUT 








Makers of alarm and novelty clocks and the world-famous Minute-Minder 
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SELL 


Amerock 


HARDWARE 


for remodeling... 














Perera a PS 


for repainting 


Every customer who buys paint or 
remodeling supplies is 4 good pros- 
pect for Amerock Cabinet Hard- 
ware and Window Hardware. Make 
year-round extra sales and profits 
by displaying and suggesting 
Amerock Hardware. 





It’s available NOW | 


from your jobber 





Your jobber is now getting immed- 
iate shipment from factory stock. 
If, in recent months, he has been un- 
able to supply some Amerock item, 


please re-order your needs now. 


GENUINE 





HARDWARE ; 


AMERICAN CABINET HARDWARE CORP. 
ROCKFORD, ILLINOIS 
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A brush can win 


friends for your store — 
or lose them — as well 
as a vacuum cleaner. 
* Are you conscientious 
about stocking only the 
4 best? In scrub brushes, 
: the best means Empire’s 
| & plastic scrub that 
: i outlasts ordinary brushes 
5 to 1. The sparkling 
white EMPRENE plastic 
bristles are waterproof 
' and easy to clean, stay 
g stiff when soaked, won’t 
mat. rot or mildew. 
The Empire plastic brush 
cleans faster — and it 
sells faster, too, in the 


what does attractive display carton 


| you get with every dozen 


your reputation brushes. Let the Empire : 
9 plastic scrub help keep 
rest on: your reputation spotless— 


VW . and to make sure all 
a Loe 





f 


_ anh. 


seen 
re 





your brushes are making 
friends for you, specify 


Empire every time. 





SORP. 
THIS IS AN BRUSH 


EMPIRE BRUSHES INC, - PORT CHESTER, N. Y. 
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A Christmas Gavzus 
Monowatt Twin NIGHT LIGHTS 


NEW Show Case” Gitt Box 


Sells TWO Night Lights at a Time 


You start with a proven sales-producer. For ten years 
the Night Light has been one of the fastest-growing 
items in the Monowatt line ... one of the most consistent 
money-makers ever to hit the electric counter. 

Now comes another Monowatt Night Light .. . a twin 
to the popular Ivory ... in soft Blue. It’s especially de- 
signed for places where a very small amount of light is 
wanted, Both Night Lights fill a need, particularly in 
homes with children. That’s why Monowatt has pack- 
aged them together . , . in an easy-to-handle gift box. 


There’s Jack in this Box! 


You’ve always known that people will buy night lights 
wherever they see them displayed. Monowatt’s new 
“show case” box gives these little lights strong, effective 
display. It does more—it sells two Night Lights at a 
time; increases your unit sale. 


The Twin Night Light gift pack is ready now—in time 
for the Christmas-volume traffic. It will be featured in 
Monowatt’s colorful “stopper” advertisement (right) 
in the December 8th Saturday Evening Post. 

Along with the Night Light package the POST ad will 
spotlight another Monowatt product with lots of gift- 
appeal (and another swre-seller), the Auto Handy Light. 
Two items on your electric counter aimed right at the 
big volume dollar-or-so gift market! 


Send for the Merchandising Helps 


Make the most of this Christmas “bonus” from Mono- 
watt. Feature the nationally-advertised Twin Night 
Lights and Auto Handy Light in your Christmas win- 
dows. And, for traffic-stoppers, use the point-of-sale dis- 
play material. Finally, be sure you have adequate stocks 
in plenty of time for the Christmas shopping RUSH. 
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“5 | You Didnt Expect! 


Your customers 
will see this 


Monowatt advertisement (featur- 
ing the Twin Night Lights and 
Auto Handy Light) in the De- 
cember 8th Post—timed for the 
Christmas shopping season. 
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~ The sog 2%tt Twin N;_0™ askin 
to help you get your share of St ©n the chit? * she caf! Light, 
this sales opportunity, Monowatt : it themy wren without gyok it 
offers “ — 
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> breaking bat ® 


Counter Cards 


Night Lights 


Auto Handy Light. ........7 x 11 


Newspaper Mats 


Night Light 
Ad ..1 col. x 334” (52 lines) 
2 col. x 6” (84 lines) 


Handy Light 
Cut......1 col. x 134” (25 lines) 
1 col. x 634” (95 lines) 
Ad .2col.x 74%” (102 lines) 


Quick Clamp Plugs & Taps 

i i cocgressveccee » # li 

—in time Ad 1 col. x 4” (56 lines) 

atured in ’ 

) ri ht or @ppealj ° 
( $4 ) of the varien ~ 
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s of gift- 
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; RUSH. A DEPARTMENT OF GENERAL ELECTRIC COMPANY, PROVIDENCE 7, R.! 
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TEXAS 


CALIFORNIA 


> A 


MISSOURI 4 


isual fron 


are attracting more business 


When people can see in, more come in to buy! 

What would it take to make your front pull more 
seople in from the sidewalk? What design? What cost? 
What materials? 

Your Libbey-Owens-Ford Glass Distributor can 
1elp you get the answers—you'll find him able and will- 
ng to co-operate. He’s a local businessman who’s in 
‘onstant touch with architects and contractors who do 
torefront work. He knows storefront needs and mate- 
ials and costs. He knows local codes, local requirements. 


Why not get in touch with him? Your L-O-FeDis- 


For a modern VISUATE 
‘he RONT see your nearest 


LIBBEY: OWENS: FORD 


GLASS DISTRIBUTOR 


tributor has the best and most complete line of store- 
front materials: L-O-F Polished Plate Glass, Golden 
Plate to reduce fading of displays, Thermopane* insulat- 
Tuf -flex* 


Vitrolite* glass paneling 


ing glass to reduce steaming and frosting, 

doors to open up entrances. 

to beautify exterior surfaces. i mm [men toons wire! 
Send the coupon for our me | Aihttoea Spr. Selle! 

Visual Fronts book and for the | 

names of your nearest L-O-F 

Distributors who can give you 

this complete, helpful service. 





Send me your book on Visual Fronts and the names of the nearest L-O-F Distrib 





Print Plainly 











a Libbey-Owens-Ford Glass Co. 

69111 Nicholas Building, Toledo 3, Ohio 
I 

| 

| 

| 

| 





HARD 


FOR OVER A QUARTER CENTURY OUR 

MANAGEMENT HAS MANUFACTURED AND SEND FOR OUR 
MERCHANDISED POPULAR PRICED BRUSHES CATALOG LISTING 
» +» IN FACT, IT’S OUR THIRTY-FIRST YEAR! 


COLONIAL BRUSH MANUFACTURING COMPANY, INC. 


160 WASHINGTON STREET, NORTH 
BOSTON 14, MASS 
NEW YORK Telephone: Richmond 2-2515 CHICAGO 
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BRILLIANT 
4- COLOR CARTON 


SELLS ITSELF ... Attracts quick attention — 
Tells the Sales Story. 


SERVES AS 3-IN-1 TRAY 


Just insert Tray Leg 
and Disposable Liner 


DISPOSABLE LINERS SIM- 
PLIFY CLEANING 


Two extra Liners with clips 

- supplied in each box. Save 
cleanup time, permit quick 
color change. Extra Liners 
available at low cost. 
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HOLDS A FULL PINT 
AT ONE DIP 


Show your customer how ONE 

DIP with a FOUNT-O-MATIC paints 

a whole wall—G0 to 75 square feet—and 

your paint volume will go UP. Anyone can cut home 
decorating time in half — with FOUNT-O-MATIC — 
and make painting really fun! Fills quickly—easily. 
No messy cylinder to balance when filling—or take 
apart and clean. The exclusive Dynel LONEL deep- 
cushioned cover does the trick . . . handles any paint, 
oil, water or rubber base . . . does a smoother faster 
job on smooth or the roughest surfaces. FOUNT-O- 
MATIC Cover, also sold separately, fits any standard 
dip-type paint roller—for extra volume sales. 


A PRODUCT OF 


4817 N. 124th St. ~ BUTLER, WISCONSIN 
AMERICA’S LARGEST PAINT ROLLER MFR. 
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AND ; 
another | 
sensation 
it should 
zoom up 
transpare 
to help y 


ENAMELS...in colors and clear! 


NEW... An entirely re-formulated enamel that assures 


perfect results and a smooth gleaming paint job every time! 


NEW... A new can featuring a better spray head. Just 
press the button and spray away — anyone can do it... 
truly PUSH BUTTON PAINTING. 

= 


: NEW ..+4 modern design can that is easy to grip for 
AND AT THE SAME OLD LOW PRICES. .. Here is spray painting ... will not tip over easily... and is attractive 
another progressive step by SHEFFIELD! QUIK-SPRAY has enjoyed omen of en cto 
sensational successes in stores everywhere ...now improved as it is, because, Ebay means extra volums 
it should be even greater! FEATURE it...and watch your profits profits at Christmas time. Its fine spray is | 
zoom up! A full range of colors, as well as ALUMINUM and CLEAR decoratifg trees and ornaments, in additior 
transparent finish, FREE COUNTER CARDS AND NEWSPAPER MATS around the house as a spray enamel. 
ut home to help you sell more. ORDER YOUR ASSORTMENT NOW! 


won 7 NEW 


—easily. ¥ 2 
-or take el WL 
iL deep- éy me : i) THE ONE ALUMINUM 


ly paint, 

Ae a PAINT THAT DOES THE ENTIRE JOB 

JNT-O- : Now... the new and improved SUPER-KROME, even better than ever 
before! Featuring an ADDED OIL LENGTH... the NEW SUPER-KROME 

standard needs no oil added... even for priming! More than ever before... it 


5. ‘ ph wi = is the one aluminum paint that does the entire job... covering wood... 
fer brick or metal surfaces with one coat! Interior or exterior... the NEW 

r Super-Krome leaves a brilliant aluminum finish that lasts and lasts. 
Flows on satin smooth... NEW Super-Krome is ready mixed... and 

Ne fills the bill every time. A great value... the fastest selling aluminum 

ee Le paint in hardware and paint stores everywhere. 


Hur * 
, crterior Wear nesotind ; 


cam @ by 
Good Housekeeping : For further details...descriptive folders and advertising sales helps... 
2245 apyeansee ha write today to... 
‘ o 
-ONSIN VITI?*? Aone PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO 
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rut PARKS COMP 


~~ 
Astractively packaged in colorful, easily 
identified containers. 


When your customers ask for ‘‘your best shellac’’ — 
reach for Parks quick-drying Shellac. You're sure of a superior 
product . . . of greater customer satisfaction . .. when you recom- 
mend Parks! 

Every day more sales-wise dealers discover there 
really IS a big difference between Parks quick-drying Shellac and 
ordinary shellac — that Parks dries faster, smoother, harder . . 
gives satiny surfaces that wear longer and look richer. . . 


That Parks quick-drying Shellac builds profitable 
repeat business from satisfied customers! 


Parks is ‘‘your best shellac."’ See how quickly your 
customers ask for it by name! 


Full-bodied White and Orange in 5-gallon, 1-gallon, 
quart, pint and 14-pint containers. 


See your jobber... or write TODAY for complete information 


PARKS 


RIVER 
WAREHOUSE 


SOMERSET, MASS. 


THE 
FALL 


FACTORY: 


STOCKS: CHICAGO 
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COMPAN Y 
MASSACHUSETTS 


-drying 


@ Gives long wear and 
lasting beauty 


@ Tough and flexible 

@ Uniform quality 
factory-controlled 

@ Powders smoothly 
when sanded 

@ Sets quickly — dries fast 

@ Fresh stocks code-controllee!! 


PARKS COMPANY 
TRIPLE GUARANTEE 


FREE SAMPLE! 


Examine and compare Parks 
quick-drying Shellac at our 
expense. Write today on 
company letterhead for 
your free sample! 





CLEVELAND DETROIT 


PITTSBURGH 
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PAINT SALES 


9 15% TO 40% WITH 
A) AMERICAN SANDER RENTALS! 





NEW JERSEY... 
$6,500 extra vol- 
ume per year 
through sander 
rentals and extra 
paint sales for 
Keyport Hard- 
ware Co., Key- 
port, N.J. 









OUTH DAKOTA... 
ander rentals 
tep up paint 
ales 15% for 
Dunlop Wall- 
paper and Paint 

































Lo., Watertown, 
5.D. a 
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wa 
FLORIDA... 

MISSOURI... “Paint business up 
Sander rentals in- 15% because of 


sander rentals”, 
says Flagler Paint 
& Gisss Ceo., 
Miami, Fla. 


crease paint sales 
40% for F. G. 
Jones Paint & 
Wallpaper Co., 
Springfield, Mo. 






Ot 100, CM fWOLU « 


Rent ’em and reap—that’s the way hundreds of dealers 
today are boosting profits with American Floor Sanders! 


FLOOR MACHINES * PORTABLE TOOLS 





The American Floor Surfacing Machine Co. 








d é A ! | 
It’s easy—because American gives you a complete plan 522 So. St. Clair St., Toledo 3, Ohio I 
for starting a sander rental business... and a complete kit (1) Send 12-page illustrated booklet showing P 
of merchandising material. This helps you get extra profits | — Ib = money in the floor sander 1 
. . renta usin . 
rolling in the very first day—through rental fees and extra! C1 Send latest catalog on the following, with- i 
sales of seals, paints, brushes, abrasives, etc. : -_ oo OF - I 
i . : rio0or Sanders oor tagers 
A 12-page booklet tells all about this highly successful ' nae Silanes Mieditens i 
American Sander Rental Plan and shows you how it Meme a — ! 
can make money for you. Send for it, without obligation a Street____ ; - : 
»+. use Coupon. i =a State ' 
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MIRROR OF AMERICA 
AT MEALTIME 








Nowhere in the electrical appliance field is there a product with 
greater consumer preference. Yes, not mere acceptance... but 
preference! And that’s true of the ‘“Toastmaster’’ Toaster not only 
during lush gift-buying seasons but around the calendar. 


Here, turnover isn’t something to ta/k about . . . it’s something to 
watch! It’s that all-important plus and you pay absolutely noth- 
ing extra to get it. In staying sold as it always does, the 
“*Toastmaster’’ Toaster makes many new friends for the retailer 
who identifies himself with quality merchandise. It’s presold in 
a big way by word of mouth. It’s backed with aggressive national 
advertising as no other automatic toaster is or ever has been. And 
it’s fairly priced to give the public full value and you a full 
profit. All in all, it’s the light of your retailing life. 

If every product you handle came to you presold as the 
““Toastmaster’’* Toaster is... Jiminy Christmas! 

*" Toastmaster” is a registered trademark of McGraw Flectric Company, 


makers of ‘Toastmaster’ Toasters, ‘Toastmaster’ and “Scotch Knight” 
Water Heaters, and other ‘Toastmaster’ Products. 





TOASTMASTER 


rhilimilic Syl Toul 


TOASTMASTER PRODUCTS DIVISION, McGRAW ELECTRIC COMPANY, ELGIN, ILL ©1951 
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Prices subject to change without notice. 





@ More Hoovers in use today than 


First week in December, Hoover will 
be out ringing doorbells with the post- 
man, stepping into every home where 
Life magazine goes, with a big two-page, three-color ad 
packed with two-fisted selling. 

This ad, in the December 3 Life (out November 30), is 
the beginning of a special Christmas promotion to send 
shoppers your way. And to keep them coming and to help 
you sell them when you get them there, these materials 
have been prepared for your use: 

(1) Mats for Christmas newspaper ads, (2) colorful 
Christmas consumer literature, (3) display cards for use 
with window and counter displays, (4) special Christmas 
decorations for models on display. 

For a bigger Christmas business on Hoover Triple- 
Action upright and AERO-DY NE tank cleaners, get these 
materials and get them working. Have them ready when 
the ad comes out. 


THE HOOVER COMPANY 


North Canton, Ohio ¢ Hamilton, Ont., Canada ¢ Perivale, England 


<< 
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Here are the facts that help sell Hoovers 


@ 44 years of manufacture—oldest @ Most complete line of cleaners in 


and largest. the industry. 


@ More than 10,000,000 Hoovers @ Most complete service facilities 


already sold. in the industry. 


any other make. e High cleaning efficiency... 
© 48% of Hoover new sales made proved by independent labora- 
on direct recommendation of tory tests. 
Hoover users. e@ Endorsed by leading rug and car- 
@ Sold exclusively through leading pet manufacturers for preserva- 
local stores. tion of floor coverings. 
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and here’s Hoover’s program 
Christmas sales for you... 


tor! 



















First choice among women who prefer an upright... 
the Hoover Triple-Action Cleaner. 
sweeps, as it clears, removing the embedded dirt and 
grit. Dirt-fogged golors come back bright and clear. 
Prolongs rug life. Model 29 (above) $87.95. Tools 
extra. Other models as low as $59.95. 


Click, click, hands Og touch dirt with Hoover 
AERO-DYNE Model 51 and the exclusive Dirt Ejec- 
No other tank cleaner has the extra-effective 
controlled suction and famous “‘Litter Gitter’’ nozzle 
that gets more dirt, threads and stubborn dog hairs. 
Hoover AERO-DYNE Model 51 (shown at left) com- 
plete with tools, Veriflex hose, $84.95. 





Youll be happier with a 


Hoover 


..and so will your customers ! 
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¢@@ QUIK FLAME SETS 


The same Quik flame wicking that has proved 
popular in continuous lengths is now available 
in crimped sets to fill all standard 8” range 
burners. Packaged in sets of 4 oversize (1” 


Cal QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open mesh 
construction provides best 
possible results with distillate 
oils. The extra-heavy wire 
core yarn keeps the kindler 
upright in the burner channel. 
Glass yarn at burning edge 
facilitates the removal of. car- 
bon deposits. Packaged 6 ft. 
to the box, 7” and 134” wide. 


te KINDLERITE 


R/M’s standard quality woven asbestos kindler. A sturdy 
long-lived wicking with wire core in both warp and 
filling yarn. Packaged 5% ft., 6 ft., 
box, in widths of 7%”, 1”, 14%” and 134”. 





WOVEN GLASS 


The acme of perfection in 
stove kindlers, assuring long 
life and maximum stove per- 
formance. The only _ glass 
wicking woven with a wire 
core in every strand to pro- 
tect the burning edge. Pack- 
aged 514 ft., 6 ft., and 100 ft. 
to the box, in widths of 7%”, 
1”, 1%” and 13%”. 


and 100 ft. to the 


KEEP THE HOME FIRES BURNING 
... With R/M wicks 


( le in-burnineg lone 
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lasting, there are no 
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¢@@ TRI-WYR 


This is an extra-sturdy woven asbestos 
wick, containing a brass wire core in 
every strand. There are also three heavy 
reinforcing wires in the lower half of this 
wick. Fits all range burners. Packaged 
54 ft. to the box, 7%” 
ft. rolls, boxed or unboxed. 


eyaacas 


M wicks 


your customers, profits for you 


M raats pick ot 
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RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION e@ MANHEIM, PA. 
FACTORIES: Manheim, Pa.; Ne. Charleston, $.C. 


RAYBESTOS-MANHATTAN, INC., M 


turers of Asbest 





Textiles ¢ Packings 





Mechanical Rubber Products « 


and Di d Wheels * Rubber Covered 


Equipment + Brake Linings * Brake Blocks « Clutch Facings * Fan Belts 
Radiator Hose * Powdered Metal Products * Bowling Balls 
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¢ |HERE’S HOW TO MAKE AN | 


EXTRA PROFIT 


as on every sale of one of these 


stfection in 
suring long 


oo I famous space heaters 








only glass i 

ith a wire 

and to pro- | a 

edge. Pack- ~~ ALLEN’S 
and 100 ft. | BARNES 


Iths of 7%”, e ; 
Show your customers this easy BENNER-NAWMAN 


COLE HOT BLAST 


. * 
to install Automatic Control COLEMAN 


COLEMAN (Canada) 
CREST (Canada) 
for SPAC E rR EATI RG CREST-AIRE (Canada) 
CUSTOM AIRE 
DOMESTIC 
DRACO FIREBALL 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE HEATROLA 


ANYONE CAN INSTALL IT! 


There’s an A-P Comfort Control actually 
engineered to fit any of the heaters and 
floor furnaces listed here—and installation 


is so simple that anyone can do it. Just EVANS 
mount conversion top on present 
manual oe %y ch t to EVEN-TEMP 
é a con ol; co BC 
thermostat and transform- FAWCETT TORRID- j 





OIL (Canada) 
FESS (Canada) 
FINDLAY (Canada) 
FLOOR-O-LATOR 
FLORENCE 
GILLEN 
H. C. LITTLE 
HERCO HEAT FLO ' 
(Canada) 
INTERNATIONAL 
JUNGERS H 
KEMAC (Canada) 
KLEER-KLEEN 
LACO 
LONERGAN 
MAGIC CHEF 
MARCHAND (Canada) 
MONARCH 
MONARCH (Canada) 
MONOGRAM 
NESCO 
NORGE HEAT 
ORAN 


seas caideahenill Rani ail veil Weal caiaiiiieal PERFECTION 
ol no wasted heat and substantial luel savings. i PREWAY 


er. That’s all there is to it] 





When your customers buy a space heater, you can offer them all the luxury of 
true automatic, thermostatically controlled heat — equal in performance and 
convenience to the most expensive kind of heating! This means easier selling, 
because every customer wants this comfort and convenience, plus the economy 





' = eos 


Yes, you can make an EXTRA PROFIT on the sale of every space or “ j QUAKER 
trailer heater if you'll simply show your customer an A-P Comfort Control. ] QUAKER (Canada) 
Available for floor furnaces, too. Write for Bulletin T-6, today! A SAFEWAY 


SCOTSMAN 


Famous for completely reliable SIEGLER 
ett dctaet RRR |. 0:35 ccscersion, | SILENT FLAME 
SUPERFLAME 


A-P CONTROLS CORPORATION — 


(formerly Automatic Products Company) VIKIMATIC 
2442 nN. Thirty-second Street~e Milwaukee 45, Wisconsin « In Canada: A-P Controls Corporation, Ltd., « Cookeville, Ontario WASHINGTON FRUGAL 


Par Fe 


INC. 
M, PA. 
Hon, $.C. 


. Packings 
yer Covered 

Fan Belts 
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To Serve You Better 


Yes ... on all types of welded chain, weldless chain, 
hoists and other material handling equipment you 
now can get better service from your nearby Round 
Chain Company. 








Here’s why: 

Every Round plant and warehouse has been madern- 
ized. Production is streamlined. A new production 
and inventory control system is another step in our 
continuing program to handle your orders promptly 
and efficiently. 









EE Coan & MFG..CO | 
{SEATTLE “8. 


me 
“= 


The Round Engineering Department has been " 


strengthened and enlarged . . . is now second to 
none! It is developing new and better products 
for you. 





’e soGRATITE CHAIN-B.MEG. CO. J 
/ £ “PORTLAND 10 k 
/ of ft ” TNs tS 


: on 
" a oa ; 
PRs. : 
’ ' 







Without cost or obligation, you may call one of our 
skilled engineers’ to consult with you on your prob- 
lems of materials handling and all other chain uses. 






Fe 
Ss 
bi 


Each Round Chain Company is managed by experi- 
enced, capable executives. Many of these men have 
grown in the chain industry . . . have spent most 
of theig lives with the Round organization. Others 
are yolinger executives . . . graduates of the Round 
training program. 
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~~) rolino CALIFORNIA CHAIN CO. 
e 3o ‘SAW PRANCISCO.. 










Finafly, Round Chain Companies can serve you 
better because they have a background of 82 years 
in the chain industry! 










_ ROUND.AOS”ANGELES CHAIN CORP. 
@ .... LOS ANGELES 54 


| CHAIN FOR EVERY NEED 


INDUSTRIAL * FARM Gd 
HOME ¢ AUTOMOTIVE 








Sling Chains © Railroad Chains © Log Chains 





Farm Chains © Marine Chains ¢ Tire Chains 






Building Chains ¢ Fittings and Attachments 
Bronze Non-sparking Chain 
“Ohio” Hand Chain Hoists (all types) 
Electric Hoists © Trolleys * Winches © Crabs 
Hoist Choin for all hoists 












Security in Every Link 







Order from your 
Wholesaler or Distributor 











Theres a 
HAIN COMPANY 


Deas a 


MN 
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“| A faster get-away 
(= for every 


y Ab motor car — : 
“and its secret lies right | 
in your own garage! | 


D0, 


ANNIVERSARY 


YEAR 1951] 





2 : 4 ° ° sé ° 9 
There is a quick acceleration convenience with these ‘‘upward action 


garage doors that is comparable to the advantages of premium motor fuels | 
and greater engine horsepower for increasing the pleasures of motoring. 


(ational, No.900 DOOR SET 


is modern as tomorrow in appearance both on the inside or the exterior of the garage. Now | 
the garage structure can contribute charm and enhancement to the home. 





Your trade will appreciate the finger-tip lift that starts the smooth spring and pulley action — | 
raising the doors straight up off the floor and parking them safely overhead. This door manipu- | 
lation is handled so quickly, quietly and efficiently that it has become the favorite with motorists 

everywhere. Even a child 
can open and close the 


doors with effortless ease. 


i ~~ ae 









Below — special 
closing feature 


PPRLITT Pe 
Pater 


ri 


Abcove— note 
rabbeted joint 








; ne 7 
Doors 8 feet wide by 6 feet 6 inches high—ample clearance above car. 3 
Standard sizes now in stock for immediate shipment. 








HARDWARE AGE, NOVEMBER I, 1951 

















— 


1 hah), 











VA\ Profitatle FROM BOTH SIDES 


OF THE COUNTER... 


CHANNELLOCK 
Wade onty by 


CHAMPION DEARMENT 


'SARY 
75] 































ight 
age! | 








action’’ 
i] 

or fuels 

toring. 


SET 


ye. Now 








1ction — | 
6 


manipu- 
When you sell Channellock pliers you profit— 
but, so does your customer . . . to an even greater 
: extent. He gets more than a pair of pliers, he gets 
y/ the benefit of the labors of skilled craftsmen—of a 
company, which for nearly 3/4 of a century has been 
producing highest quality tools. Channellock pliers will 
give him longer service because of their outstanding features 
—No Wear On The Joint Bolt, Longer Service, Greater 
Strength, Closely Spaced Adjustments—and because they are 
made by Champion DeArment. You sell Channellock Pliers 
proudly—you know that your customers can find none better. 
And remember—Only Champion DeArment makes Channellock. 


motorists 


CHAMPION DEARMENT TOOL CO. Meadville, Pa. 


Send for Catalog D1 Today. Gane eeebennts 


Yellow Pages of most Telephone 
Directories under ‘‘Tools'’ 
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PACKAGED FASTENERS | : 

Pp 

A strong, attractively de- WOOD SCREWS e STOVE BOLTS e TAPPING SCREWS % 

signed telescope-type pack- MACHINE SCREWS e DRIVE SCREWS e THUMB SCREWS e SEMS SCREWS iy 

age. Color coded labels. Fine- STANDARD SLOTTED AND PHILLIPS RECESSED : 

ly fabricated products that WING NUTS e CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS in 

m 

generate quick repeat sales. THE CHOICE OF BETTER DISTRIBUTORS J 











LOS ANGELES, CALIF. 





CHICAGO, lit KEENE, N.H. 





You Can Depend on Central 


(Ari) CENTRAL SCREW COMPANY 


ar, 3501 SHIELDS AVE. CHICAGO 9 ILLINOIS 
3028 € ELEVENTH ST. LOS ANGELES 23 CALIF 149 EMERALD ST. KEENE NH 
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Boost sales with this 
new 


ROE 


STEEL TAPES 
COUNTER GARD 

















Everyone likes the LOOKS of Roe Tapes... display 
them for bonus profits! 


i THE SOONER you set up this counter card, the sooner its smart, rugged, modern case with complete effective- 


you'll sell more Roe Steel Tapes. Customers are always 
attracted to Roe Tapes on first sight, and this card is 
die cut to display the bright, easy-to-read tape itself and 


ness. So put the card to work for you today. If you 
haven't received one, call your jobber or write us and 
you'll get prompt delivery — free. 


MILLIONS OF SALES MESSAGES 


Use of the new counter card now and in the coming 
months will tie in with the four advertising campaigns 
that are telling your best customers that Roe Tapes give 
the most for their money. This advertising is reaching 


men throughout the building trades, the construction 
and electrical fields and the architectural profession . . . 
and it is driving home the following facts that are of real 
importance to them: 


%& Roe Tapes are easy to read because their black markings are 
permanently etched into the steel; 


x Ss ' 


SCREWS 


% A transparent plastic overcoating is added for topmost wear 
resistance and durability; 


%& Roe Tapes have a reinforced rust resistant liner, precision wind- 
ing drum, flush-folding handle, press button center and roller 
mouthpiece; 


ASHERS 


%& The handle on Roe Tapes has a unique retractable hook to 
facilitate one-man use on long measurements. 


%& Roe Tapes are available in cases of metal banded leatherette, metal 
=. banded or handsewn leather. All come with 25, 50, 75 or 100-foot 
tapes .. . feet in inches and eighths or in tenths and hundredths. 





Order Roe Steel Tapes from your jobber and start cashing in on Ree 
quality, Roe advertising and Roe’s new, fast-selling display method. 


JUSTUS ROE & SONS, Inc. 


AKERS OF FINE STEEL TAPES SINCE 1876 


M 
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STYLE 5900 


4. 


store—ea 


Qe 4: 3 and Nip 
STYLE 1000 > <i rat ree 


carton si 


indicates 


years of 


THESE BEAUTIFUL MARBLEIZED COLORS: 
BURGUNDY * BLUE *& GREEN 
ROSE *& WHITE * 
BLACK * PEACH 


YELLOW 


CENTURY PLASTIC PRODUCTS, INC. 
CLEVELAND 21, OHIO 


Pe in ceell 
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You save on handling cost, 


handling time when you sell 





GRABLER Package-Protecied Pipe Fittings 


War. 
Ware: 


GRaBLER Package-Protected Square “Gee” Pipe Fittings 
and Nipples are easier to handle in and out of stock—easier to 
store—easier to use. Packaging reduces loss of fittings. Every 
carton sized to promote thrift with fittings. One size and type 
of fitting or nipple packaged in a small carton; label plainly 
indicates type, finish, size, and nuntber of pieces. Grabler’s 33 
years of packaging experience has determined the correct 
quantity for each size of carton. Cartons shipped in sturdy 
master containers for time-saving handling. Get the benefit of 
lower handling cost, less handling time—order Grabler Package- 
Protected Pipe Fittings and Nipples from your wholesaler. 
Grabler Package-Protected Fittings don’t cost a penny more. 


THE GRABLER MANUFACTURING CO. 
6565 Broadway * Cleveland 5, Ohio 
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DOOR AND JAMB 
TEMPLATE is adjust- 
able for any size door 
. simple to use. 
Saves time and labor 
on the job site 
(Stanley T3 Door and 
Jamb Template 
suggested). 





STANLEY RD (ROUND CORNERED) 
BUTT HINGE (shown) eliminates 
need to square up corners of mortises 
... saves builder's time, cuts costs. 
Self-seating, non-rising pin; hole in 
lower tip for easy removal. ortises 
prorTiSEh Tor thon 
mints 6 times oo pres 
for , 


fi 


Today, when time is such an important factor 
in construction costs, what builder wouldn’t 
be interested in hanging doors at least 6 times 
faster? Feature Stanley RD (Round Cor- 
nered) Butt Hinges*. 


With mortises cut by a Hinge Mortiser and 
Template, you have a combination that can’t 
be beat for millwork accuracy and speed... 
for hanging doors perfectly every time. Hinges 
exactly match round cornered mortises made 
by the router bit (Stanley hinge leaves are 
interchangeable ). And, with the power router, 
every mortise is perfect. 


Your customers benefit in time and money 
saved. You benefit in sales and repeat business 
on Stanley RD Butt Hinges. It’s a real profit- 
package — and only Stanley has it! Write 
for details. 


*All Stanley Hinges are now available with 
round corners to meet any job requirement. 





THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT. 


STANLEY 


Reg. U.S. Pat. Off. 
HARDWARE. + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING «+ STEEL 





HARDWARE AGE, NOVEMBER I, 1951 HARD 











CYCLONE HARDWARE CLOTH 


Manufactured in 2 x 2,3x3,4x4and8x8 
mMmésh sizes .. . in 24, 30, 36 and 48 inch widths. 
Straight wires, the strong welded selvage and 
heavy galvanizing after weaving make it a good- 
looking, long-lasting hardware cloth. Also in 
heavy grades 4” and %” 17 gauge wire. Every 
roll is guaranteed to comply with all require- 
ments of Commercial Standard CS132-46, as 
issued by the National Bureau of Standards, 
U. S. Department of Commerce. 


CYCLONE INSECT WIRE SCREENING 


Galvanized, bronze and aluminum .. . stand- 
ard mesh 18x 14...standard widths 24, 26, 28, 30, 
32, 36, 42 and 48 inches. Mesh is firm and even; 
the double selvage makes it easier to stretch the 
screen square. Every roll complies with all re- 
quirements of Commercial Standard CS138-49, 
as issued by the National Bureau of Standards. 


Don’t neglect your stocks of these two Cyclone 
“Red Tag” Hardware Products. There’s demand 
for Cyclone Hardware Cloth and Cyclone Insect 
Wire Screening every month in the year 

Cyclone Hardware Cloth has many uses—im- 
portant all the year ’round. And homeowners 
find it a good idea to refit window screens with 
Cyclone Insect Wire Screening as necessary, any 
time during the year. 

Make sure now’that your stocks are adequate 
to carry you through the coming months. Sup- 
plies are somewhat limited, so anticipate your 
needs well in advance and check with your 
jobber. 


AS SAS 


LAWN FENCE... GATES 


Let ioe cca heel eee LE ond 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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CYCLONE “Ped Jay” HARDWARE PRODUCTS 


HARDWARE CLOTH + INSECT WIRE SCREENING - LAWN FENCE + GATES - CATCH-ALL BASKETS 
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Sharpening 
Stones 






Floor Sanding 
Abrasives 





Knife and Tool 
Sharpeners 








Niagara Brand Wheels 


CARBORUNDUM 


se a ee MARK 


Abrasive 
Sheets 















Fite? Masking Tape 








“MX” Wheels 
for Home Workshops 


“Handy-Sandy’” 
Products 











“Carborundum”, “MX”, Flexbac”, Niagara” and "Handy-Sandy” are trademarks of The Carborundum Company, Niagara Falls, N. Y 
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“Edgar's an EVERYnighter now that 


EVERYTHING HINGES ON HAGER /" 


— e wv 
C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. *® 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
ites 
oe 
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WORLD'S LARGEST 
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MAKER OF HEAVY HAND TOOLS 


fs, Warren-Teed siedges, wedges, picks and 
mattocks are packed for “right now” delivery. Four sledges 
to a carton, 6 wedges to a carton, ¥2 dozen picks to a 
carton, ¥2 dozen mattocks to a carton... and each carton 
contains that important plus ingredient . . . sales appeal. 
Warren-Teed tools, forged from open hearth steel, are 
tough .. . made to last. Striking faces, cutting edges and 
points are ground and polished to a sparkle . . . then 
coated with clear, durable lacquer. Painted Dutch Blue 
to attract the quality buyer's eye... they stand out from 
the crowd. Sledges shipped with or without handles, but 
in either case, guarded with corrugated cartons. 
' For fast information on “quick delivery” tools . 


write, wire or phone today. 


WARBE! NZAEED 


WARREN TOOL CORPORATION 


General Offices. . . Warren, Ohio 
General Sales Offices . . 105 W. Adams St., Chicago 3, IIl. 
Export Division . . . . 30 Church St., New York 7, N. Y. 


exclusively 
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A COMPLETELY PACKAGED, HIGH QUALITY, WHEELBARROW 


Eat an unseievasty LOW PRICE 
Here’s the 






@ One Piece, Seamless, steel tray. Won't rust, sag or leak. 


® Famous Buch “Donut” Wheel and semi-pneumatic tire. 
No bolts to come loose or tires to change. 


© Two Steel, Frame-to-Tray braces. Extra support for 
heavy loads. 


© Wood Handles, “Shaped-to-fit-the-Hands”. The kind 
used on heavy-duty contractor’s barrows. Sturdy, 
Channel Steel Legs. Strongly cross-braced. 


® Machined, Steel Axle. Longer wear, smoother wheeling. 
Ask your jobber TODAY for full details and the amazing price information on BUZZ 
REMEMBER! Don’t Buy Barrows 'til you see—Buch’s BUZZ 





w poo Made by the Makers of WHIZ—The World's 
y G FIRST and FINEST Completely Packaged Barrow. 
° BUCH MANUFACTURING CO. 


Elizabethtown, Pennsylvania 










































































Distributors find it pays to stock Shinyland studs 
because of the large and senate demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are S. imply < pacify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a sy HINYLAN cay 


shiny, bright, mirror-finish. with land between threads, 


Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 
%4”’ dia. and under. 


How's your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD ° * CLEVELAND 13, OHIO 


CAP AND SET SCREWS « CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS * VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN nuts 
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The None Better Tool Stage com- 
plete with 3 Sets...No. 600 — 
%” Drive; No. 0611 —%” Drive; 
No. 6023 — 4” Drive. 


These NONE BETTER sales aids call for 
top billing with you. Put them to work and 
you'll appreciate the dramatic sales tempo 
they develop. Each of the Tool Boards is a 
star performer and now, for your counter, 
there’s the new NONE BETTER 3-in-1 
Tool Set Display that forms a big feature 
presentation. 


Stage your Tools . . . show them off right 
out in front and they'll tap out real music 
on your cash register. 





INDIVIDUAL 
TOOL BOARDS 





ee aee bap aS maces 








FEPES. 
al 










This modern showmanship costs you noth- 
ing ... you only lose if you don’t use it. The 
Boards are FREE . . . you,only pay for the 
Tools. The 3-in-1 Set Display is FREE also! 
... you only pay for the Sets. 

Now’s the time to start a long and success- 
ful engagement in YOUR store with 
NONE BETTER TOOLS. Ask for the 
details. 





THE NEW BRITAIN MACHINE CO. 


New Britain, Conn. 
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you wear clothes qt 
you need - 


B¢ - Veniences 








Positively! They're musts for people who lik 
to keep their clothes neat and orderly ™ 
who never have quite enough ’ 

gh closet » 
who love to save money on pressing = - 
That's you, isn’t it? ; 


K-Veniences really are marvelous! With 
over’ 40 bright, sturdy fixtures to choose from 
you can equip any closet to suit your : 
particular needs exactly. And, they're so eas 
install. Just a few minutes with a cereudsie i 
and... like magic . . . your closets become id ys? 
so wonderfully neat and convenient that they a hed 1 


practically hand out your clothes. ge 


e Be sure to ask for genuine K-Veniences 
your favorite Department or Hardware St tg 
ore 





KNAPE & VOGT MANUFACTURING Comp 
Grand Raids, Michigan 
Maavtectorers of 


cx §785, 
of shoes 


ruace-rien SHOE aa 
holds vp to 9 pert 
ome plo’ 


u sell 


SwinGinG THE RACK 773, bas 4 
aging erm, neide wet, DOS 
bein. Chrome-ploted 


There is the 
right combination of 
K-Veniences for every closet need 





K-Veniences are stocked by leading jobbers * Write for catalog 
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Know this ) young Ady? 


| 
She’s one of the 5 top dollar-producers 
in the whole housewares field! 


Most of your customers know her well. They meet her in their 
favorite magazines every month. She stands for Rubbermaid 
Houseware . . . and has a place of honor in stores all across the 
country. Women like the work-saving products she represents. 

Make sure that Rubbermaid is one of your top dollar-pro- 
ducers, too. Keep your Rubbermaid stocks complete, give 
Rubbermaid good display space and feature Rubbermaid in 


your advertising and promotions. 








Ree Se SS ti ¥ 


| = _—— 


Ribbermaid @wousewart 


Rubbermaid . . . the original line of rubber houseware 
. . the only complete line of rubber houseware 


Es rir Seat 


Manet State 


Rubbermaid 


THE WOOSTER RUBBER COMPANY - Wooster, Ohio 
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Gift Pack No. 1 
Ice Crusher 1IO9WS with 
Refreshment Shaker. 

Cabinet Modei Can Opener 
'1209W 





Gift Pack No. 2 
|Magnetic Can Opener 609W-R-Y 
and Knife Shorpener 809 W-R-Y 
|Both in White, Red or Yellow. 





CAN & JAR OPENER 





Sree Plastic Gift Box 


Makes SWING-A-WAY Appliances 
quer ta Seg 
—_— is: 


Everybody Falls In Love With The Swing-A-Way 
Gift Array... Two Superior Gift Items... In 
Packages With Real Utility Value... And No Extra 
Cost To The Consumer or To You. 











1 USE MY FREE PLASTIC GIFT 
BOX FOR A VEGETABLE CRISPER! 











1 OSE IT 
FOR 
MY BEST 
HAT! 














1 USE MINE FOR A 
SEWING BOX! 











Year ‘Round Sales assured by 
medallions for each gift day 





SWING-A-WAY MFG. CO. 


4100 BECK AVE. ST. LOUIS 16, MO. 


In Canada Fox Agencies Ltd., Port Credit, Ont. 









KING of the can openers 











CABINET CAN OPENER UTILITY RACK 


For the Ea EEN of the kitchen 












KNIFE SHARPENER 
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$2965 Model 3550 . 


complete with 
waffle grids 


STREAMLINED, DREAMLINED for your top-level gift- 
shopping trade! Brand new super-special model of 
America’s first and finest full-size grill-waffler, with 
all the grill-fry-toast-bake features that have made 
Arvin Lectric Cook a national best-seller—PLUS 
stunning new beauty. Gleaming chrome-plated finish 
with mahogany-plastic trim. Cooking area equals 3 
ten-inch skillets for hamburgers, bacon and eggs, 













custom model 


Arvin 


Lectric Cook 


pancakes, or toasted sandwiches. Converts in seconds 
to a fully automatic waffler. Order now for your 
holiday selling! 


Baker’s Dozen Deal on Deluxe Model 


Limited offer on familiar Arvin Deluxe Lectric Cook (Model 
3500) permits profitable pricing as a fast-action $ 95 
Christmas Special, complete with grids, at only 24 





Arvin Electric Heaters lead the world ! 
From the year-round Arvin Hot-R-Cool 
heater-fan with its tremendous capacity, 
compiete adjustability, and Safeguard 
Switch—to the compact Arvin Model 91A 
Fan-Forced Heater, there’s an Arvin for 


Arvin 5-year Guaranteed trons 
All three beautiful, dependable Arvin 
Irons are lightweight (3 lbs.) to save effort. 
Fast-heating oversize aluminum sole plate 
with 1000-watt element cast in; automatic 
heat control for all fabrics; flare and taper 


Arvin Toast-Tested Automatic Toaster 
Top-choice of all pop-up toasters! Exclu- 
sive Arvin butter-melting Sta- Warm Shelf; 
hinged crumb tray for easy cleaning with- 
out getting crunchy crumbs on the floor. 
Every Arvin Toaster is triple-tested at 
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every customer who comes into your for easy tuck-and-button work. Safety- factory —it must make two slices light, 
store! All have silent induction motors locked jerk-proof cord. Modei 2100 (shown) two medium, and two dark before it’s 
no TV or radio interference. All operate $12.95. Others, $11.95 and $14.95. Al are right for your customers. Loaded with 
on AC only. Priced from $11.95 to $21.95. guaranteed 5 full years! fast-selling features! $22.95. 








Stop shoppers short with dynamic Arvin displays! 


Arvin Annie cutouts command attention! 


Eye-catching, traffic- 
stopping displays like 
these will step up your 
holiday sales of Arvin 
Electric Housewares! 
Use them lavishly to 
create excitement and 
help you cash in to 
the limit on Arvin’s 
great national adver- 
tising campaign! 





oAPVIN 


fectvic (v0 





Electric Housewares Division, ARVIN INDUSTRIES, INC., Columbus, Indiana 


(Formerly Noblitt-Sparks Industries, Inc.) 


All prices subject to change in accordance with OPS regulations. 











Over 2,000,000 


FISHERMEN 
HAVE DONE THIS. 
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These Units SELL OUT 3 TO 5 TIME 
A YEAR in Most Leading Tackle Shops 


Few tackle items have won acceptance by two million fishermen in only 
three years. Few tackle items hold the problem-solving appeal of Bead 
Chain Swiveling Tackle. Fishermen see it and take it away ... gladly pay 
a profitable price to get the — 

Better protection against kinked and twisted lines readily seen in the 
multiple swiveling action of the beads. 

Rustproof qualities that go with Monel Bead Chain, and stainless steel 
Snaps. It means long life, and it ends the cleaning nuisance. 

In 1952 fishermen will pay you a good profit on the small display shown 
above. Your jobber is ready with assortments, or types and sizes for all 
kinds of fishing, in dozen lots of each item. For jobber’s names write Ash- 
away, Inc., Sales Agents, Ashaway, R. I. Or The Bead Chain Mfg. Co. 
95 Mountain Grove St., Bridgeport, Connecticut. 





SELLS 
ITSELF — 


A TWIRL TELLS 
IT’S BETTER 
PROTECTION 
AGAINST 
KINKED, TWISTED 
LINES 






BOUGHT! 








#15 ASSORTMENT and FREE BOX 
For Fresh Water 
Costs $9.00—Brings $15.00 


For inland dealers. 87 items with $15. list 
value. (40 Swivels in 5 sizes— 17 Spinners in 
4 sizes— 12 Leaders in 3 sizes— 12 Casting 
& Trolling Leads in 2 sizes and weights). Free 
plastic dispenser box as shown with Selector 
Chart in lid. Also Demonstrator Card with 
dangling swivel shown above. 


$25 ASSORTMENT and FREE BOX 
For Salt and Fresh Water 
Costs $15.00—Brings $25.00 


155 items with $25. list value. (110 Swivels in 
10 sizes — 20 Spinners in 4 sizes—1 0 Leaders 
in 3 sizes— 15 Casting & Trolling Leads, as- 
sorted weights, sizes). Free dispenser box, 
6% x 10%, as shown, and Demonstrator Card. 
Refills available 12 of each item to an 
envelope. 














YOUR CUSTOMERS SEE IT 
MONTH AFTER MONTH IN 
LEADING MAGAZINES 


peut 
% 5, me Ss ae 


BR BEAD CHAIN’ Swcveling TACKLE 


BEAD CHAIN—The Kinkless Chain of a Thousand Uses. 


74 
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DAY AFTER 


@ Practically all your customers have to buy new 
galvanized ware regularly. That means steady 
repeat business. . . profitable business... the year 
around. And, what more popular galvanized ware 
than the sparklingly-handsome, sturdily-built, 
always-dependable Cream City line . . . a favorite 
throughout America for over 70 years! 


As a dealer, you know there is a big difference 
in galvanized ware, and it pays to sell the top 








SrITABLE COMPANION LINE | 
PR 


Some of the leaders are shown here 















Made by the manstoctorec of famous G. P, & F. MET.L-TOP 


—EE aoe 


b 


LIME that pays ore 


DAY...YEAR AFTER YEAR 





line in the field ... Cream City. Most pieces are 
individually hand dipped and heavily coated with 
molten zinc. This seals every crevice and seam to 
protect it against leaks, rust and corrosion. 
Special metals are added to give it an attractive 
spangle. 

Many of the fast-selling products in the Cream 
City line are also made from mill galvanized sheets. 


Write for complete bulletin or ask your jobber. 


Bi ce al 








GEUDER, PAESCHKE & FREY CO., 1700 W. St. Paul Ave., Milwaukee 1, Wis. 
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Hardware stores everywhere report 
that this Imperial Glass-Front Tube 
Fitting Stock builds extra profits 
because it makes it so easy to sell. 
They have found that tube fittings 
have proved an ever expanding 
source of new sales because so much 
tubing is now being used. 

This Glass-Front Merchandiser 
puts fittings out where everyone 
can see them. Steel cabinet has 80 
compartments each with raising lid. 





81/2’ High x 8” Wide x 612” Deep 
No. 299-F imperial Tubing Tool 
Merchandiser. Package includes 
compact, colorful display stand, 
7 Tube Cutters, 3 Flaring Tools, 









No. 453-FH Imperial Tube 


0" aos Fitting Stock complete with 622 parts. Other popular Imperial Tube 6 Bending Springs all at the cost 
20” High Hardware Dealers Cost................+ $81.50 Fitting Stocks include a 21-drawer of the tools alone. Hardware 
(Retail value of parts, $122.48) steel cabinet and a compact Dealers Cost.............s0000 $26.00 


5-drawer cabinet. (Retail Value of Tools, $37.15) 


ASK FOR CATALOG NO. 650 SEE YOUR JOBBER 


aes 


THE IMPERIAL BRASS MFG. CO., 502 S. Racine Avenue, Chicago 7, Illinois 
In Canada: 33 Church St., Toronto, Ontario 










Fitting Stocks © Tube Fittings ° Shut-Off Valves 
Brass Pipe Fittings ° Tubing Tools Barrel Faucets 
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POWERFUL_ zm GUN TACKER... 
és - . 


“ Poeoo"* 
oot Only 1” Movement at Extreme Point 
o* 
* 


Tetol Spread Only 17%” 
. USED 


BY 
a MILLIONS 


Z IN A 
ZZ (ROSS-SECTION 
A STAPLE WHEREVER 2 OF 
A TACK _CAN BE DRIVEN INDUSTRY 


| 
J 

















Already accepted by millions . . . It's easy to sell the ARROW 
GUN TACKER to millions more. 


* Trigger fast action * Double leverage principle for 
easier hand pressure @ Shoots 25 staples in time it 
takes to hammer one tack © Locks to fit in pocket ¢ se — 
All steel—all chrome finish. ts ream 
Push the ARROW GUN TACKER and you will find it to be one ARROW FASTENER [0..]/NC. 
of the most profitable items in your store with lots of staple 


. * . . ROO Y 6 NEW YORK 
repeat business — Writs for information on our dealer setup. . techs 
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NATURAL IN THE LIMELIGHT... 


ring Tools, 
at the cost 
Hardware 


s, $37.15) 


7, Mlinois 


SPOTLIGHT FOR GREATER SALES 


Shellac Won't Scratch or Mar 
Et ALIS Shellac Will Not Darken With Age 
Shellac Outwears Other Finishes 


FOR FLOORS - PANELING - FURNITURE - ALL WOODWORK 


Natural wood effects are the vogue today—both in That means greater sales opportunities than ever in 
new homes and those being modernized. In living shellac, the finest of a// modern wood finishes. It al- 
rooms, rumpus rooms, dens and kitchens, natural ways pays you to promote satin-smooth, time-tested 


wood has come to the fore. shellac. And it always pleases your customers. 


SHELLAC is Good Advice! SHELLAC Is Good Business! 


wemennnnnnnnn=-SEND TODAY !---------nnnnee: 
THERE IS NO SUBSTITUTE FOR SHELLAC INFORMATION BUREAU Dept. HA-11 


of the American Bleached Shellac Manufacturers Assn., Inc. 


[ A 65 Pine Street, New York 5, N. Y. 
S H F [ C Please send, without obligation, full infor- 


mation and retail selling helps on shellac. 
the faster-drying finish that gives more 


CO Se ee 


CLARITY - ADHESION - TOUGHNESS - FLEXIBILITY eens Senebtis meiesiadion: 


Nationally Advertised! Nattonally Publictzed! I ————E—————————— 


SIGNED 
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STYLE GUIDE Promotion Doubles Paint Volume 
AT CRAWFORD’S* OF EL MONTE, CALIFORNIA 


STYLE GUIDES sell paint Style Guide: 


The famous Style Guide is designed to do just one big job for 
Sherwin-Williams Dealers ... SELL MORE PAINT. And dealers ful full page mat in our main newspaper; 


from Maine to California tell us it does that job better and faster several of the smaller to se eee 
. ° ° ity newspapers ... even had cowboys talk- 
than any other selling tool in the industry. Its BIG full-color tap dhnel Ende Dade wh err colle preniont 


pictures dramatically show prospects what paint can do, “All 30 of our Style Guides went out the 


eee and so does the Style Guide COMPANION Guides there are never more than ten left 


You get the full benefit of the exclusive Sherwin-Williams sales- and go out... and Sherwin-Williams paint 
ki Color S$ ‘ h he C ; k goes out with them. 

making Color Service when you put the Companion to work too. “Cur Riba Rebdnaeeen deny te dathy the: 

It’s the first real, authentic answer to “what color goes with what”. double volume over last year same time.” 

You owe it to yourself to cash in on these twin sales-makers now. ECW! 

Write, wire or phone your Sherwin-Williams Representative . . . Gl ? 


TODAY! 





ft -pa 
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“The Biggest Country Store in the World” 


Mr. W. H. Crawford, President 
CRAWFORD'S modern village stores, inc. 





ata) 

















% Read what E. C. Davis, CRAWFORD’S 


Advertising Manager, says about the 


“From your first enthusiastic presentation of 
the Style Guide we knew it would do a job 
for us here at Crawford's. We ran your force- 


first day ... practically the first morning. 
We ordered 15 more. Out of the 45 Style 


for distribution. They go out and come in 











inan 








SHERWIN-WILLIAMS 
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SEALING CLOSETS 
HOLDING STENCILS WHEN DE-MOTHING Ces 
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MASKING 
STRIPING BICYCLES PARTS BOXES TWO-TONE WALLS GARBAGE BAGS MASKING BASEBOARDS 
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Here’s ‘“‘Scotch” Masking Tape—the painting tool 
that’s just as important as a paint brush! It’s a natural 
to tie-in with every paint sale you make, and it handles 
dozens of other home jobs, too. 


The famous “Scotch” Brand is prominently displayed 
on these new individual, eye-catching packages. Your 
customers know that name. National advertising makes 
your selling job much easier! 


And the quality of ‘“‘Scotch’’ Masking Tape is tops. 
It sticks to the job in any weather—yet removes easily. 


Superior tape construction means satisfied: customers 
—and satisfied customers mean repeat business for you! 


Order “Scotch”? Masking Tape today. Available in 
% inch x 30 ft. (Catalog #181) or % inch x 90 ft. rolls 
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Another best-seller from 
the best-known name in tapes! 


(Catalog #185) packed 12 to a display. Stock up now in 
both sizes with the best-selling masking tape name in 


the country! 





The term “Scotch” and the plaid design are registered trade marks 
for the.more than 100 pressure-sensitive adhesive topes made in 
U.S.A. by Minnesota Mining & Mfg. Co. 
St. Paul 6, Minn.—also makers 
of “Scotch” Sound Recording 


p Surfacing, “3M" ae 
MASKING 
TAPE 
























D-3034—5” Jointer & 





















H-3031—6" Jointer 


3 great new "Star Sellers" in the 
Complete new DURO LINE! 





These four great, new Duro Jointers give you a top selling tool in every 
size and price bracket. Now you can deliver the Jointer model that fits 
the needs and pocketbook of every prospect. Like all the power tools 
in the complete Duro line, these jointers offer fast, easy adjustments, 
smooth, silent operation and “professional” performance that will satisfy 
the most meticulous craftsman. Priced to give you a real competitive ad- 
vantage—and backed by hard-hitting national advertising, these new 
Duro Power Tools are sure bets for profitable year ‘round promotion. 


DURO METAL PRODUCTS CO. 2673 w. xitoare, cnicaco 39, tL. 


DURO ro 


POWER TOOLS — 





D-3033—41/,” Jointer 


ao 
noME , 
CRAFTS am = 
op eae Se Se 

> +e) B poPLlLe. 
tae WiC Fl 


eS te 
Duro national advertising reaches 
over three million home workshop fans 
and craftsmen . . . creating countless 
“pre-sold” prospects for you! 





of building precision tools has given 
Duro the priceless design and produc- 
tion experience that brings you ‘‘to- 
day’s greatest value in low cost power 
tools.” 

Makers of Nationally Advertised DURO-CHROME Hand Tools 




















WRITE TODAY for full details. See how easy, 
how profitable the DURO power tool business 
can be for YOU! 


uro dealers feature a complete line of Nationally Advertised Power Tools in every price range. 


} 
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shar 
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ka a. fast! 


That the hardness and flexibility of PINCOR Blades and 
Bedknife can’t be matched by any other mower on the 







) market! An exclusive that makes Pincor easier to sell. The preci- 
sion ground blades and bedknife cre heat-treated in a special way 

that gives them extreme toughness plus the best qualities of spring 

steel. You can bend them and they'll snap back without distortion. 


Blades won't chip, nick or break. This exclusive feature eliminates 
blade damage, lengthens blade and bedknife life, cuts sharpening 


inter e oe 
and maintenance to a bare minimum. 


ite a. fast! 


That PINCOR sharpens itself! Even the toughest blades get work- 
worn...and when they do, a Pincor takes care of it with 
on-the-spot sharpening. It's quick, simple, easy to do. Makes 
the customer's garage, back yard or basement a self-service 





PINCOR “P-22” 


sharpening station. Saves money by eliminating expensive sharpen- full 22’” cut 

ing bills. Saves time and annoyance, the mower is never out for PINCOR "Special” PINCOR "Super” 
sharpening when it's wanted, never takes “time-out” because of full 18” cut full 20° cut 

dull blades. It’s a solid selling feature that makes every sale easier. PINCOR ELECTRIC PINCOR “Rotary” 


TRIMMER WEED CUTTER, full 20” cut 


saan HA 0 fat! 


ven th @ easu W That you spend less time selling a PINCOR! Right! Because 
luc- 3Y an, you can actually demonstrate how a Pincor will do a better job. 
Because you can give good, honest, reasons why the customer 


_ by maki ng them PINCOR! will enjoy, appreciate, get more years of service with a Pincor. 


id Tools Because the basic reason anyone buys a power mower is power— 
Use the coupon for the name 
of your nearest wholesaler 





and Pincor has more power than any other mower in its class! 
Remember, and it's a fact you can judge for yourself anytime: 
Pincor's out front, not by claim—but by comparison! 


Wholesalers write for full information. 








Pe a een en eng 





Pioneer Gen-E-Motor Corp., 





Ww easy, i 5843 W. Dickens Ave., Chicago 39, lil. | 

pusiness Without obligation, send me more information on Pincor Power 
| Mowers. j 

nge. PRODUCTS ; Ee Pee Ce er eT eT err rT Pee 
Manufactured by CI i a 6 in 56.0 6600000500046 604 dRE NSS 88s bbe VEN EeeS eh | 

PIONEER GEN-E-MOTOR CORPORATION 

5843 West Dickens Avenue « Chicago 39, Illinois | Nd 5.6.0 obs Ux ers 10 enn Sethe 4 0640000606090 0068 ORE ER | 

Power Lawn Mowers « Hand Lawn Mowers « Elec- et ne ee ree Bs a 0a BB bs 4 6660840008 

tric Trimmers « Gasoline Engines ¢« Electric Gen- Wh sats 

erating Plants © Battery Chargers « Generator: ee) 
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JUMP 
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---Up jumps the sale! 


Wait till customers snap back that piece of live 
rubber weatherstripping attached to the new INNER- 
SEAL counter display! 


They'll actually see and feel its amazing springi- 
ness and flexibility ...understand why it seals tighter 
in any weather, takes tough treatment and bounces 
back for more. 


They'll sell themselves on INNER-SEAL’s superiority 
... gladly pay the little extra it costs over ordinary 
weatherstripping. RESULT: Bigger weatherstripping 
profits for you on INNER-SEAL’s higher unit of sale. 

See your jobber for full details on how to get the 
jump on competition by becoming an INNER-SEAL 
dealer. Also ask him about inNER-sEAL Garage Door 
Cushion . . . ready-packed for the profitable market 
in garage door installations. 


Feature the brand that’s featured 
in the seven top homemakers’ 
and craftsman’s magazines 


Cash in on our constant, catchy 
cartoon national advertising. It's 
reaching millions, including your 
customers in BETTER HOMES & GAR- 
DENS, AMERICAN HOME, POPULAR 
MECHANICS, POPULAR SCIENCE, 
PATHFINDER, SUCCESSFUL FARM- 
ING, SMALL HOMES GUIDE. 


Exclusive! Only INNER - SEAL features this unique construction! 

TOUGH AND SPRINGY ... live sponge & ES RESISTS WEAR... coated with 

rubber bead gives it the “jump”! > G n«<«€ KE waterproof neoprene to pre- 
Eye ceeitieer 4 


FLEXIBLE, INSTALLS EASY... woven —— it oe sey hee 
spring-wire attaching strip makes it a ? perature extremes, moisture, 






cinch to fit the sharpest corners with a grease and oil. 


WEATHERSTRIPPING 


Live 
Rubber 


BRIDGEPORT FABRICS, ItNC., BRIDGEPORT 1, CONN. 
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Tubular Locks 


ron 


Night Latches gr / 


Nationally advertised 


FAST SELLERS! 






















@ Dealers throughout the og! have profited 
from Corbin advertising in ‘51. They have told 
us of customers who have come in specifically 
to buy the products we've advertised in The 
Saturday Evening Post, American Home, Small 
Homes Guide, House Beautiful’s Maintenance 
and Building Manual, Better Homes and 
Gardens’ Book of Building, American Builder, 
Practical Builder, and leading architectural 
publications. 


Door Closers 


Your customers, like others, prefer to buy 
brands they know. That's why it pays to have 
fast-moving Corbin items always in stock... up 
front where more people will see and buy them! 


Corbin offers you a complete line of fine hard- 
ware — all the hardware to equip a building! 








| Goop BUILDINGS DESERVE GOOD HARDWARE | a) M5} ( 
y - *~ tes 


CUnDIN 


P. & F. CORBIN Division 


The American Hardware Corporation 
New Britain, Connecticut, U.S. A. 
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What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 






Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 
electronically controlled machines. 





. harmful oxides are excluded from the product 
because no air enters the completely pressurized system. 

















Because it is extra fine grained, it has no voids or segre- on 
gation to make melting uneven and to slow down work. om ( 










Ce P : Te ; 
S3omatiea Salles Of) as rr 





When you stock Federated Castomatic Solder 
you carry an exclusive item that is sure to sell 


.. because there is nothing like it on the market. No other bar solder compares! 


*Trade Name of the American Smelting and Refining Company ' 





AMERICAN SMELTING AND REFINING COMPANY ¢ 120 BROADWAY, NEW YORK 5, N.Y. 
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SHURLOK GLASS KNOB BEDROOM OR 








BATHROOM SET... “smart looking” mem- " 

ber of the new ShurLok line featuring a, 

sparkling beauty, lifetime quality, econo- | 

my and sensational new style construction. ee ee 


(EGC O GLASS KNOES ARE ALWAYS 


AVAILABLE FOR YOUR WEEDS! | 


There once was a trainer called Pierre, 
Whose future had looked awfully bare. 

But he quickly recovered, as soon as he discovered, 
That his TEGCO GLASS KNOB was right there. 











a ree oS 










Since 1920 
TEGCO TUBULAR GLASS 
TECHNICAL GLASS COMPANY, Inc. KNOB SET feotures unex- 
2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA celled “Soles-Appeal,” 


quality and distinction... 
The world’s largest selling 
knob style. 


WRITE FOR COMPLETE NEW LITERATURE AND NAME OF NEAREST JOBBER 
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Extra strength at no extra cost 


AFE working loads of Upson-Walton tackle blocks exceed 
usual safe working loads by wide margins. (See table below.) 
They are engineered to withstand not only the weight of the load, but 
hoisting strength as well. In many cases a shackle is not required. 


Specify this extra strength—at no extra cost. Your Upson- 
Walton distributor can serve you from local stocks. 





COMPARE THESE SAFE WORKING LOADS! 


Usual Upson-Walton's 
Safe Working Safe Working 
Load Load 


3”’ Single. 200 Ibs. 265 Ibs. 
3”’ Double 300 Ibs. 400 Ibs. 
3” Triple 400 Ibs. 540 Ibs. 


4” Single. 400 Ibs. 510 Ibs. 
4’’ Double 550 Ibs. 730 Ibs. 
700 Ibs. 925 Ibs. 


5” Single. 500 Ibs. 675 Ibs. 
5’’ Double 750 Ibs. 1000 Ibs. 
5” Triple 1000 Ibs. 1325 Ibs. 


6” Single 1000 Ibs. 1320 Ibs. 
Ss . ae 1500 Ibs. 1900 Ibs. 
2000 Ibs. 2640 Ibs. 


7”’ Single. is we 4 1500 Ibs. 1700 Ibs. 
7” Double 2000 Ibs. 2575 Ibs. 
se Triple 2500 Ibs. 3000 Ibs. 


1700 Ibs. 2200 Ibs. 
2450 Ibs. 2850 Ibs. 
3200 Ibs. 3500 Ibs. 


10” Single. 2600 Ibs. 2750 Ibs. 
10”” Double 3400 Ibs. 3650 Ibs. 
10” Triple . . . 4200 Ibs. 4900 Ibs. 


12” Single. . . . + 3000 Ibs. 3000 Ibs. 
12’” Double . . 3750 Ibs. 4600 Ibs. 
12” Triple . . 4500 ibs. 5400 Ibs. 











NOT THIS HOOK — but THIS HOOK THE UPSON-WALTON COMPANY 


pw > ge oom med Sooke y formed & 

nding. are adrop-torged fo size 4 

shape, with oh nde x * heavier section at CLEVELAND, OHIO 

critical points. NEW YORK . CHICAGO 7 PITTSBURGH 
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IT ALWAYS PAYS 
TO BUY 
A GOOD TOOL 
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Experienced craftsmen everywhere always recommend 
tools by Vaughan because they know Vaughan tools are 
perfectly balanced, tough and durable. Over eighty 
years of manufacturing experience stand behind 

the splendid performance of Vaughan hammers, 

axes and hatchets. Yes, men who work 

with their hands will tell you that “It 

Always Pays to Buy a Good Tool." 


> 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 So. LaSalle Street 


CHICAGO 3, 





ILLINOIS 





> vy 


\s 
<<. PCrENCE 


Better LOTS 





pgm Stock ‘em and sell ‘em 
- frame at the same time with 
this colorful one doz. 
counter display...TV-12. 


NEW, compact sales- 

compelling ‘2 doz. unit 

self-vending display . . 
TV- 6. 


window streamers 
FULL COLOR. 


Contact your jobber 


or, et 


>) Rods 





Hard hitting newspaper ad mats, written from your 
point-of-profit — give you local tie-in on tremendous 


Pi national campaign. Dynamic point-of-sale stickers 
focus buying attention on profitable Tot 50’s. Exciting 
reproduce national mane in 


SP, F Ei D products company, inc. 


BANDWAGON 


A TERRIFIC ADVERTISING 
COMBINATION OF ALL THESE 
GREAT MAGAZINES 


Plus Wor. 


THE COMIC WEEKLY 


AMERICA’S MOST POWERFUL 
SINGLE ADVERTISING FORCE 


i le in Sales 


FOR YOU! 


100,000,000 PROSPECTS 


created by an all-powerful pro- 
motion that pre-sells this new 
home tool as never before! 


IT TACKS! 
STAPLES! 
MENDS! 


pie 

Takes the place of 
hammer, tacks, glue 
and string by doing 









or write direct to: 


32-01 QUEENS BLVD. «+ LONG ISLAND CiTY 1, N. gp Dw . 
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Getty 
operators 
are found 

on more 
casement 
windows 
than all 
other 
operators 
combined 


H. S. 


4348 NORTH 10th STREET 
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Getty Operator 
4703 AF torintermediate 


metal casements. Its internal 


feature. 





Getty Operator 


4706 for light metal case- 
ments. It is an externally 
geared, angle-drive operator. 





Getty Operator 
4706 Histhe only replace- 


ment operator for metal case- 
ments made. Its specially 
drilled holes accommodate 
nearly all metal casements, 
regardless of the type of 
Operator being replaced. 





Getty Operator 
4703 W for intermediate 


wood casements. It features 
the exclusive internal gear. 





Getty Operator 


47 15 for wood casements. 
Ideal for new installations, 
casements without any hard- 
ware, or ones with stay bars 
or other obsolete hardware. 





Getty Operator 
4700 Heavy Duty (reversi- 
ble) for wood casements. It is 
a horizontal worm-and-gear 
operator—not handed. 





& CO., Inc. 


PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 








MORE SCRAP TODAY 
~ MORE STEFL TOM 


ba = _—_— 
ee 
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GET IN THE SCRAP! 





Silent Salesman Display 
at no extra charge 


3 popular sizes do me sia .increases sales 
75 watt, 100 watt, 150 watt 
at popular prices 





Increase your soldering iron sales! 


@ METAL CLAD HEATING ELEMENT prolongs life 
@ COOLING FINS keep handle comfortable 
SWAGED TUBE seats element firmly, 
insuring constant tip heat 
@ HIGHLY POLISHED CHROME FINISH 


and sales-catching package 
@ FULLY APPROVED by Underwriters Laboratories Mfg. Company 


and Canadian Standards Association 


@ FOR COMPLETE DETAILS see your jobber, 30 Cummington St. 
or contact Lenk Mfg. Company BOSTON 15, MASS. 
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RIEGEL TEXTILE CORPORATION e 342 Madison Avenve e 
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‘lin a series... How to Get Your Moneys Worth in Work 


Size is a mighty important factor in getting your money's worth from work gloves. Prices can be equal 
and the fabrics full-weight... but if there’s any skimping in size you will never get the true working 
comfort your men always find in roomy Riegel work gloves. Full-weight, full-size and rigid 

quality control... from raw cotton to finished product... help Riegel work gloves 


to give you the best in comfort, economy and wear. 


Workmen today are well-paid, and worthy of their hire. Help them do a good day’s 
work with roomy Riegel work gloves. Help yourself to good value, 


by getting your money’s worth with Riegel! 


Write for complete 

illustrated catalog 

showing styles for 7 
piel more for your money iftee. 


WORK GLOVES 


New York 17, N. Y. 


et niall 
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Ingersoll Ingersoll 


has the edge! SPECIALISTS 


in special purpose steels 


Alloy Steels 

Armor Plate 

Clutch Plate Steels 

Tillage Steels 

Soft Center Steel 

Shovel Steels 

Knife Steels 

Saw Steels, including:High Speed 
Hack Saw Biade Steels 

TEM-CROSS Cross-Rolied Stee} 

Stainless Steels” 

INGACLAD Stainless-Ciad Steel 














always specify Ingersoll 


PRODUCTION 


R 1, 1951 i 
fe ersoll s:::: DIVISION 


BORG-WARNER CORPORATION + NEW CASTLE. INDIANA 








(YOU'RE GOING TO LOVE ITS PROFITS, TOO) 


‘“My Elmer’s Glue-All—it used to be called 
Cascorez—is the sweetest-selling brand you ever 
featured! 

‘‘No wonder it sells sweet! Cartoon ads fea- 
turing famous me in THE SATURDAY EVENING 
POST and BETTER HOMES & GARDENS pre-sell 
your customers on Elmer’s Glue-All. It gives ’em 
more uses . . .easier handling ...on paper, wood, 
fabric, pottery, etc. 

**It’s strong. ..white...so clean-looking . ..yet 
dries clear. It washes off from hands and clothes. 
Ready-to-use, fast-setting. 

‘*Mail the coupon .. . and profit!” 


ee ee 


The Borden Company, Chemical Division 

Dept. HA-111, 350 Madison Avenue, New York 17, N. Y. 

I am interested in becoming an Elmer’s Glue-All dealer. 
Send me full details, without obligation. 





NAME 





STORE NAME 








city ZONE STATE 





JOBBER'S NAME 





Fee eeeeeeeeeeeeee28 


ELMERS 
GLUE-ALL 


THE ONE ADHESIVE THAT 
GLUES, CEMENTS AND PASTES! 
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GAS TUBING * BRAIDED GARDEN HOSE 
PLASTIC GARDEN HOSE * RUBBER PRODUCTS 


World’s oldest and largest makers of Gas Tubing 
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Now's the time to push 
wUSTOr 


AIR FILTERS 





When the thermostat starts 


howling for heat... when 









the fuel bills start to climb... 






, a2 2 ; 
a i C/ a oa! |B | \ , o.9 ® 
Nii ij Sif gs x: that’s when it’s easiest to sell 

r\ 


is ‘4 = i$ 4 Fiberglas DUST-STOP Air Fil- 









7 
| 






Xe i it. HY “SH 8 ters. Be*sure to display and push 
mn \ HA them now. Free display and sales helps 
F UT] 

d steady ———7 SN ‘M n| available to build your sales and profits. Ask your 
’ re AE Bt gt — . 
425) Si ay DUST-STOP wholesaler. Owens-Corning Fiberglas Cor- 
o’ an 
poration, Dept. 38K, Nicholas Bldg., Toledo 1, Ohio. 
It pays to promote and sell the original ~ 
w\ } 
ND 


WENS CORNING 


a FIBERGLAS 











| HOSE 
ODUCTS 
bing 
, *FIBERGLAS and DUST-STOP are trade-marks of Owens-Corning Fiberglas Corporation for products made of or with fibers of glass. 
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Hardware Dealers 













For fast turnover, with 
a good profit, on a small investment, 
you can’t beat these three Indestro 
Red Hot Deals! 
Dealers report this is the easier, better 
way to sell tools. You get only the pick 
of the hottest sellers to offer your 
customers . . . no out-of-date numbers 
.no “shelf-warmers” ... every tool 
in REAL DEMAND. Buy any one or two 
or all three—and get the Colorful All- 
Metal Display Boards without extra 
charge. Start with Deal No. 3 Today 
and ask for free Bulletin describing 
the other money-making Hot Deals in 
full detail. 


GET ALL 3 DEALS FOR ONLY $92.45 


Make a profit of $46.37 
on every turnover 


INDESTRO MFG. CORP. 
N. Kildare At Schubert Chicago 39, Ill. U.S.A. 





Retails for $54.60 
On Every Turnover 


You Make */§, 24 


Biggest Consumer Demand Is For 2" Sockets and 








Fittings —The Kind You Get on the No. 3 TOOL DEAL! 5? of the 
All are chrome- alloy steel, brightly ‘plated and pol- Open-tng oy SELLING Box 
ished. kets are “‘Hot Broached’ by Indestro’s Brightly piateg bination Wr enches 


exclusive process to insure better fit, longer wear 
and thinner wall a Each tool is iden- 
tified by name, size, number and price on the 
colorful all-metal Display Board that you get 
without extra cost! 
26 HEX SOCKETS—7%._" te 11%" » 10 SQUARE SOCKETS 12” 
to %"> 2-10” AND 2-6” EXTENSIONS «2 LONG SPEEDERS - 
2 REVERSIBLE RATCHETS - 2 SWING HANDLES 5528 HA 


Thpiswite 


for, Dolisheg : 
80d select Steel, for only poten 











26 Chrome.a 
M 
12 Chisels, 22 Py 


















~~ 


Stock and sell our Complete 
Line of PHILLIPS SCREWS 


Self-Centering Wood Screws. 





THE SOUTHINGTON HDWE. 


uthingt« 





‘WANT FASTER SALES 
~ _ FROM FA 5 -gggaal ? 





Southington offers a complete line of Phillips 
Fasteners including the Phillips Recessed Head . 
Known for depend- 

ability, uniformity and wide size range, the Southington 

line is one of the country's most popular fastener lines. 


Contact The Jobber Nearest You. 


MFG. COMPANY 


















THE MARKING PENCIL 


THAT 





‘. Extra-heavy leads that don’t fall out or break! 
~ LISTO’S ein, patented “Grip-Type” Sleeve lets 
you use a// of the lead... keeps lead from breaking or 
falling out. LISTO makes a strong, clear mark on any- 
thing that needs Pricing in a hardware store. 
| No wonder it’s America’s most popular 
| marking pencil! 


mad 6 COLORS 


BLACK BROWN GREEN RED BLUE YELLOW 
Extra Sleeve in every package 
of leads 


NADA LISTO PRODUCTS LTD, VANCOUVER 
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Save your breath- Pa! 
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No hardware dealer using the McKay Silent Chain 
Salesman needs a long winded sales story. The 
Silent Chain Salesman shows nine actual chains, 
lists sizes and prices. You can increase chain sales 
easily with this ‘packaged promotion.’’ Write and 
find out how! 


THE McKay company 


440 McKAY BUILDING - PITTSBURGH 22, PA. 
Since 1881 
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As aWer7ised 1/7... 
POPULAR POPULAR 
Lia. YOU CAN TELL MECHANICS SCIENCE 


A GOOD 


PS ELECTRIC DRILL 
HUCK! 








Aid youcan 
tel/ 4 good 
selling aril! 


ra by his ™ 


It stands to reason that the name of the best known, 
best selling CHUCK should be a real sales asset to 


if it'e @ SACORS : any tool that carries it. You know it, and tool manu- 
It bears the name...look for it! 





facturers know it . . . which is why they’re proud to 
Jacobs Rubber-Flex Hand-Tite is A os ss ‘ 
Chuck. One-piece RUBBER FLEX jaw advertise their products as ‘* Equipped With Jacobs 
assembly holds tools true and tight Chucks.”’ 


No loose jaws or springs 
~ 


WE KEEP TELLING YOUR CUSTOMERS 


a to look for this hallmark of quality on the portable 


ing Key Chucks electric tools they buy. Regularly, ads like the one 
the most widely used 


, © . 
sioith cheecliitestiR abet we’re reproducing here go out across the nation to 


the 8,100,000 readers of POPULAR MECHANICS 
and POPULAR SCIENCE. That’s a big audience 

> -. Jacobs Rubber-Flex - . . but remember: the sales possibilities of tools 
¥ Hex-Key Chucks on e " 
: equipped with JACOBS CHUCKS are the biggest 


home workshop power 


q tools prove that their in the field! 

makers put quality on o9¢,° . 
f Make the most of these possibilities by calling 
quick attention to JACOBS CHUCKS on the tools 


IF IT’S A you stock. It means less sales talk . . . and more 


first 


selling. The Jacobs Manufacturing Company, West 
Hartford 10, Connecticut. 


ry) 
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WINGART. 


products are } 
profit-proved! gaamz::: 


— Holds many household and 
garden tools neatly in place. et 
Mounts quickly and easily on “soma 


wood studs or masonry walls. 


% Attractive Design > Quality Construction SS 
% Competitive Price... volume builders in 
hardware stores throughout the country 
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%k MILCOR AIRTITE HEATERS __ Agtpac- * MILCOR PORTABLE BAKE OVENS—One 
tively designed, with corrugated sides and two burner models. Big capacity. 
for extra beat, extra radiation and Flame spreader close to flame for 2 
double-seamed for durable construc- better baking. Smooth interior —easy x, 
tion. Feed-door on top with extended t clean. . 


handle. Tight-fit pipe collar. 


\- 








tt 
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MILCOR LOCKJOINT STOVEPIPE—Fast, MILCOR RURAL MAIL BOXES — Roomy, 
easy assembly by hand — no tools durable, weather-resistant. Corru- 
required, Positive, full-length lock. gated bottom. Painted finish, Avail- 
High lustre Milcor Uniform Blue able in two sizes. Approved by U. S. 
finish. Also furnished in Titelock Postmaster General. 

style with hammer lock. 








INLAND> STEEL PRODUCTS COMPANY 


Formerly Milcor Steel Company fl 1S, A te pote WK LO Ui 


32 WEST BURNHAM STREET ° MILWAUKEE 1, WISCONSIN 


ORE 24, MD.— 5300 Pulaski Highway ®BUFFALO 11, N. Y.—64 Rapin St.@ CHICAGO 9, ILL.— 


,% Western Avenue Blvd. © CINCINNATI 25, OHIO—3240 Spring Grove Ave. @ CLEVELAND 14, 1) 
1541 E. 38th St. © DETROIT 2, MICH.—690 Amsterdam Ave. ® KANSAS CITY 8, MO. —South - 
Uivd. and State Line © LOS ANGELES 58, CALIF.—4807 E. 49th St. © NEW YORK 17, N. Y.—230 





Make over 331% profit 
on Edmont Work Gloves" 








*Examps, 
and you get steady, | I doz. 4449 sal 
a loves 


repeat sales | — 

because they wear / “os:,.. °° *$13.20 | 
5 to 10 times L Prot, hese: 
longer 


— 


™ 
| 
! 

i 


You can offer your customers a complete line of “coated” 
work gloves at competitive prices and make a full profit 
with the Edmont line. And workers prefer Edmont 
Gloves because they wear 5 to 10 times longer. Their 
superior wearing qualities as compared with ordinary 
work gloves have been proved by millions of pairs in 
service and on-the-job tests which are on record at 
Edmont. Order a sample pair and you will see why 
Edmont is the full-profit line for your store. 












Every dozen packed 
in a strong-selling 
display. 





Natural rubber ‘‘Grab-its”’ give firm, safe 
grip on smooth, slippery or wet materials. 
Rough rubber finish is chemically welded to 
strong fabric, Styles: knitwrist, safety cuff, 
gauntlet. (Not recommended for use in oil or 
grease.) 


' Reinforced neoprene ‘‘Neox”’ Gloves re- 
sist grease, acids, caustics, solvents. Wear 
longer than ordinary neoprene coated gloves, 
are safer, more comfortable than unlined rub- 
ber. Snag and tear resistant. Choice of styles, 


Plastic coated gloves. For long wear on 
heavy-duty abrasives-handling jobs. They re- 
sist oil and grease, are guaranteed liquid- 
proof, and retain their flexibility, All-over or 
palm-and-thumb coated; several styles. 





Edmont Manufacturing Co., 
1214 Walnut St., Coshocton, Ohio 
Please send Pocket Catalog, price list 


and sample pair of gloves checked below. 
25c¢ enclosed to cover mailing. 











Grab-it Natural Edmont Plastic 
Rubber Coated NEOX Coated Coated 
Store Name. 
Street 
City. Zone. State 








Your Jobber’s Name a 
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UTILITY KITS 





CASES—CHESTS—CABINETS 
Here are the world’s finest, metal 
boxes. They're better constructed— 

better looking. Known for their fine 
materials—workmanship— attractive 
design. These boxes out- 
look—outlast—outsell 
competition. 





TEST 
INSTRUMENT CASES 





VALVE SPRING COMPRESSOR CO. 
WATERLOO, IOWA 


New POWER 
SAW -20° 


Built to doa 
Setter Job cf 
Cutting —Trees, 
Fire Wood, 
Brush, Weeds 


Priced to 
SEL FasT-A lesa Pieene fran 


A new WHIZ 20” mobile power saw that’s Designed and Engineered 
to be the Farmer and Estate Owner's Friend. It’s a heavy-duty tool that 
one man can easily handle. Its all steel construction, Briggs & Stratton 
2% h.p. gasoline engine and 2-Section V-Belt drive assures your cus- 
tomers long, trouble-free service. 

Root built power equipment also includes 18” and 20” competitive priced 
power mowers. 


TOOL CARRYING CASE 










If your jobber does not carry this equipment 
write direct for Catalog and discount sheets. 


Distributor Territories Available 


ROOT manuracturine CO., Inc. 


127 E. ELEVENTH ST., BAXTER SPRINGS, KANSAS 
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Look/... Available Again/ 


SWAN DISPLAY 
MERCHANDISERS! 


Only *5°° F.0.B. Cleveland, Ohio! 


an 


© ferdflla 


| 




















é 
Swan Ganoen Hose 











nest_metal } ean 
nstructed— af — c 

r their fine a e . 

-attractive - 7 P 
boxes out- ‘ - if 

t—outsell : z j 


ESSOR CO. 
WA 


z 


/ a 


More than 20,000 Swan 
Merchandisers in use today! 


aS 


rineered 
pol that 
Stratton 
ur cus- 





- priced 

SWAN RUBBER COMPANY - Bucyrus, Ohio 
, Ine. | WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 
ANSAS 
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PERMA-NETTING | 


GALVANIZED AFTER WELDING 


@ LARGER GAUGE AT NO EXTRA COST — 18% 
gauge for price of ordinary 20 gauge hex 
netting. 

@ So stiff and straight it HANGS IN PLACE — no 
troublesome stretching. 

ud 22723) iii’ @ Made of stiffer wire — double the tensile 


2) SPEAmaA- NETTING, strength of regular weaving wire. 


@ Perfectly symmetrical roll — flush smooth 
ends — a handsome package to the last 
inch. 


1” mesh can be made at bottom of fence 
by another layer of narrower Perma Net- 
ting staggered half a mesh each way. 


WELDED HEX HARDWARE WIRE INSEC 
MESH NETTINGS CLOTH SCREENING 

Turkey Flooring, Grill Mesh, Heavy and Light 

Hex Nettings, Heavy and Light Grades of 

Galvanized Square Mesh, and Insect Screen- 

ing, make up the most complete line of wire 

fabrics for Hardware Dealers. 


Ta THE GILBERT & BENNETT MFG. CO. 


Product GEORGETOWN, CONN. °¢ BLUE ISLAND, ILL. 
RESIDEN 
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iT — 18% 
yge hex 
\CE — no ° 
REYNOLDS (é'@= ALUMINUM 

1e tensile 5” Ogee or Half-Round—smooth ————— 
re. or stipple-embossed finish. 
h smooth 3” plain and corrugated round 
. the last downspouts. 2%” x 3%,” ahi 

downspouts for Ogee. 
et tenes Complete accessories. 
rma Net- Whatever may be the immediate situ- Slip-joint connectors make them easy 
1 way. ation on production of aluminum for anybody to put up. It’s a quick 
moras gutters, you can be sure they are a sale, for a quick job! Check your job- 
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RESIDENTIAL WINDOWS 

















REYNOLDS 


REFLECTIVE INSULATION 
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permanent fixture in the building 
supplies and hardware business. And 
the big reason is that these gutters 
are a permanent fixture on each lucky 
customer's home. .. rustproof, corro- 
sion resistant, never needing to be 
painted, never staining the walls. 


Please send full information on: 


C] Insulation [] Gutters 


Namc 


ber for existing stock... remember 
aluminum’s expanding capacity 
promises increasing supply. Mean- 
while, get the facts. Mail the coupon. 
Reynolds Metals Company, 
Building Products Division, Louis- 
ville 1, Kentucky. 


Reynolds Metals Company, Building Products Division, 
2007 South Ninth St., Louisville 1, Kentucky 





Address. 








LUMINUM 
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FLASHING NAILS WEATHERBOARD SIDING CORRUGATED AND 5-V CRIMP 
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tire. 


Steel wheel or balloon 
High pressure tank 
if desired. 18 gal. 
bucket tank and power- 
ful pump. 


WE ARE PRODUCERS OF THE FAMOUS 
INDIAN FIRE PUMPS for Civil Defense 
and all types of fire fighting. 


D.B. SMITH & CO. 


CANADIAN REPRESENTATIVE: GORDON L. COHOON, 1265 STANLEY ST., MONTREAL 2, CANADA 


ITH 
VERS 


“SINCE 1888” 


Surpasses any knapsack 
sprayer made. 
~* Pump lever 
develops high 
pressure with 
slow, easy 
working. 5 
gal. zinc-grip 
steel or cop- 
per tank is 
air-condition- 
ed so dampness does 
not reach the back. 
Adjustable brass 
nozzle for tree or 
garden spraying. 


BANNER 


Compressed Air Sprayer 





The most outstanding com- 
pressed air sprayer on the 
market. Open or funnel top. 
Galvanized or solid copper 
tank. Non-clog angle nozzle. 
Electric seam welded and 
streamlined dome top. 


MAIN ST. 
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“READY-PAK” A 





Size Per Coil Per Display BALL SERIES 500 RITE-LOCK SERIES 1131 
RUGG All-Purpose 4" 75 fc. 450 ft. LATCHES FOR SLIDING DOORS CYLINDER DEADLOCK 
wd 50 fr. 300 fc. FOR SLIDING DOORS 
QUALITY PLEASES... (fe 30 ft Fo dog ® 


RUGG Ready-Pak SELLS 
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The E. T. RUGG CO., 51 Miller St., Newark, Ohio 


sells MORE rope in 
3 EASY steps 


ORDER Ready-Pak BY RUGG EDGE 








Barrel 
Dusters. 


UTICA 2, N. Y. 


Distinctive designs priced to sell. 
the reasons why Adams-Rite hardware can make 
an extra profit for you. 
plete story. 





Highest quality workmanship, design and perform- 
ance. A complete line of Hand, Continuous, Com- 
pressed Air, Knapsack? Bucket, Wheelbarrow and 
Also Powder and 


Sprayers. Insecticide 


BLIZZARD 
SPRAYER 





SMITH NEW STREAMLINE BLIZZARD 
CONTINUOUS SPRAYER 







The world’s finest, most beautiful continuous sprayer. Pint, 
Quart (39 ounce). Sprays any liquid. Seamless brass pump 
barrel. Glistening, solid copper tank. Streamlined design. 
Highly polished. For all spraying purposes. 


SPEEDEX Garden and 
Tree Sprayer 


All brass. Very popular. Large 
adjustable nozzle for spraying 





< trees, shrubbery, flowers, weed 
} “Skilling, ete. 
ORDER THESE 
if PRODUCTS FROM 
Yf YOUR JOBBER 
e 


Send for catalog de- 
scribing the full line. 





























For Inexpensive Quality 
feature 


DAMS-RITE HARDWARE 


These are 


Write for the com- 





PULLS FLUSH PULLS JAMB BOLTS 





6 pre-measured connected coils 
packed in sealed shipping carton. 


DISPLAY All-Purpose QUALITY 


Carton unfolds into colorful counter 
display container . . . weatherproof, 
non-kink manila or sisal. 


SELL Pre-measured COILS 


Steps up quantity and speeds the sale. 


NOW AT YOUR JOBBER S$ OR WRITE 



























KDAMS-RITE MANUFACTURING C0 


CALHORPHA, US A 





S40 WEST CHEVY CHASE DRIVE, GLENDALE 4 
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OUTSTANDING VALUE 


KG51 


OBERTON 


Full 20-inch cut . Single finger-knob control of 
cutting-height Light weight, trims where others 
can't Briggs & Stratton engine . . . Priced to sell 


stew 8 S10 Sr) 


“We make more money— easier — 


with ROBERTON 
POWER TOOLS" 


‘“‘They’re lower priced, obviously offer more value. So... 
they serve better as leaders, attract more traffic . . . they 
require less investment in inventory .. . they sell faster 


. no mark-downs or carry-overs . . . and they 





work well, make repeat customers.” 











GAS-POWER 
ROTARY PR1I6 


Don't miss this chance to sell people 
with small or rough lawns or tight 
budgets that can’t take reel-type 
mowers. A bigger share of total mow 
ers bought each year goes to rotary 
type. Last season this Roberton 
PR16 sold many times its previo 
record! 

Light, rolls like a ball Cuts 
any-length grass, 16-inch swath 
Trims within %-inch of fences, et 

Simple ddjustment for cutting 
height . . . Reversible, shock-proof 
blade Priced to sell as low a 


$79.50 


NEW ELECTRIC MOWER = KE25 





*Onder from your 


Lowest priced self-propelled reel-type mower Latest in 
the 15-year-old line of Roberton electric mowers No jobber NOW. 4 
engine racket or trouble, ideal for smaller lawns Light ’ 


weight, all steel frame, 5-blade 4-spider 18-inch reel 
Y, H.P. General Electric motor, floating handle Priced 


to sell as low as $79.50 


ash us for name of 
Roberton jobber 
mean You 


ROBERTON aoiision 


KING PNEUMATIC TOOL COMPANY 
2717 NORTH ASHLAND AVE. + CHICAGO 14, ILLINOIS 


UNIQUE COMBINATION 
Lawn-Edger and Hedge Trimmer K10 


Notably light weight (only 4 Ibs.) and balanced at grip, easier 
to use in any position Simply interchange blades on the 
job... Safety-switch protects non-operating hand Ele« 

tric motor, sealed transmission Colorful, appealing, priced 


to sell as low as $37.50 
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Hardware dealers say 
“Hallelujah” for this 
NEW, EASY WAY to SELL 
ASBESTOS 






From coast to coast, from 
Florida to Alaska, hardware jobbers 
and dealers praise this forward step, 
are expressing their thanks with an 
avalanche of orders. 


For the first time in this old industry, Asbestos Paper 
has been made available in a quick sale, household size pack- 
age. No more measuring, no more cutting, no more wrapping. 
The package is sealed with gummed tape, all ready to pick up 
and carry home. 


18 rolls, each roll 12 ft. 
long, 18 inches wide, are put 
up in a carton which is quickly 
converted into an attractive 
counter display. The display 
carton invites the attention of 
the customer to some of the 
"101" uses for Asbestos in 


every home. 

ORDER a supply—from 
your jobber—today. Just spec- 
ify ""____ cartons Sal-Mo Asbes- 
tos Paper, Catalogue No. 101.” 





SALL MOUNTAIN COMPANY 


Rockdale Lane, 
— HAMILTON, 


/ Hl tie aii . OHIO 
Tom Hah, 


tt tH + ij 2 a 
unease | 


In this modern plant at Hamilton, Ohio, are all of the 
facilities for efficient production of the very finest asbestos 
products. The dependable, unvarying quality of Sal-Mo As- 
bestos Products is assured by the fact that asbestos fibres 
used in their manufacture come from our own mines in 
Canada. Sal-Mo Products include: Asbestos paper, pipe joint 
tape, millboard, ductboard, rollboard, corrugated air-cell 
paper, cloth, gaskets, air-cell pipe coverings and sheets, 
range boiler jackets, rope and wick packings, wool and sponge 
felts, furnace cement. 
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there’s 
no price 
problem 


WHEN YOU SELL 









t 


/ AU 
GORILLA GRIP GLUE 


Rogers Gorilla Grip Glue is sold only through 

Stores like your own — never through chain stores or * 

mail order houses. So you can be sure of getting a | 
full profit on every can you sell. 









Not only that, but you can be sure of 
selling a lot of Rogers Glue, 
because it is being continuously 

advertised in national publications: 

Popular Homecraft, Popular 

Mechanics, Popular Science, 
Science and Mechanics and 

Mechanix Illustrated. 











Order today through your 
jobber or write direct to: 


ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 





“A TON OF STRENGTH 
IN EVERY DROP” 


(HOLDS almost like one 


a 
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* € 
Drive Screw Nails 
For 
Flooring — Pallets 
Masonry — Efc. 
Hardened or Regular Steel—All Sizes 


Drives Like Any Ordinary Nail 
Turns and Holds Like a Screw 


Write — Free — Samples 
and Price List 
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EAGLE SF AOS LEE AE BS AS 





NAIL & WIRE FABRICATORS, INC. 
86-13 Ditmas Ave., Brooklyn 36, N. Y. 
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LUE CO. 
MASS. 


THIS NEW DUTCH BRAND 
HOUSEHOLD MASKING TAPE HAS MANY 


PRACTICAL uses—l0 a hel aller { 


This neat display of a dozen rolls of DUTCH BRAND 
Household Masking Tape has proved successful in 
selling tape. 





Household masking tape has many uses around the 
home — so much so that it has become a demand item. 
Two or three displays placed in heavy traffic spots in your 
store will make extra sales for you— it's a self seller. 


Order from your jobber! 


VAN CLEEF BROS. [NC. 











Manufacturers .. . Rubber Products . . . Est. 1910 
7800 WOODLAWN AVENUE ® CHICAGO 19, ILLINOIS 
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MADE IN USA 





I INCH NO. 740M 
11, INCH NO. 770M 
2 INCH NO. 770 





Order from your regular hardware 
wholesaler or write direct for prices 


TAYLOR BUILDS THEM 


EXTRA RUGGED—The Way 


Your Customers Like Them! 


Q UA l IT Y has no substitute in padlocks and for 


long-time protection check these construction details: 


Double locking bolt; one-piece, rustproof die cast 


body; bright nickel plated jsteel shackle; disc tumbler 


cylinder construction with brass tumblers and 
phosphor bronze springs; two-tone 
baked-on wrinkle finish. Money-saving, 


profit-making popular prices as usual 


when you sell TAYLOR. 





TAYLOR LOCK CO. 


Manufacturer of Quality Lock Sets, Key Blanks, Padlocks, Night Latches and Door Knobs Since 1920 





PHILADELPHIA 32, PENNSYLVANIA 








GILBERT PLASTICS @ GILBERT PLASTICS © GILBEp,, 


.-. for 


Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen. .. all of your customers need this handy 
all-purpose box. Ideal multi-compartment box for 
keeping numerous small items neatly stored .. . 
easily identifiable. The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 
designs for each size. 4 


PLASTIC BAIT BOX 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
or foul lines. Concealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 

Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 
in your order now! 





Plastic boxes made to 
your specifications. 





9 
Siigert PLASTICS @ GILBERT PLASTICS @ SX41SV1d 1uagii9 esas 











Brand New Money-Maker 
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Hartshorn Self-Service SHADE SELECTOR Gives 
You a Complete Window Shade Department in the 
Minimum Space at a Maximum Profit 


This attractive self-service display, Model 51, created by a famous 
industrial designer, enables any size store to put ina 

big profit window shade department at once. Production 
problems are temporarily limiting the supply of the new 
Hartshorn Shade Selector so write or wire today for full details 
about this great sales-making deal. 


crowanr GIARTSHORN © 
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G \ L B E w T PLASTICS CORP. @ HILLSIDE, n.> 





350-8 FIFTH AVE., NEW YORK 1, N. Y. ¢ RENFREW, ONT., CANADA 
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O-Firestone 
Velen SCREENING 


gtuer you all there SELLING FEATURES 


Your customers just can't buy better screening than VELON screens are permanent. Stay up year ‘round with 
FIRESTONE VELON. That makes your job easier. Sales no ill effects from bad weather. They can't rust or 
are quicker, more cheerful, more profitable—because one bleed—won't stain the house. And there is no upkeep— 
customer tells another. VELON screens never need painting. 


Use This Easy Way to Sell JéZjo~ Screening 


Get your VELON sales message across to prospects with this 
compact Display rack. It stores and dispenses the six most wanted 
screening widths: 24”, 26”, 28”, 30”, 32”, and 36”. It will pay 





















you to order six rolls now and get this space and time saver for 


only $9.95 tess than half our cost. We prepay shipment from 





Chicago. 


VELON Screening is available in other widths besides those 
carried on the Display. Comes in forest green, bronze brown and 
aluminum gray. Mesh 18 x 14. Filament diameter .015”. Get 
in touch with your jobber today. If he doesn't handle VELON, 
write or wire us without delay. 





(A 230 lb. man stood on a length of 
Velon screening for fifteen minutes. 
As soon as he got off the bulge 





disappeared, leaving no 
sign of strain or damage.) 

















51 CAMDEN STREET 
PATERSON 3, N. J. 


WEAVERS OF Firestone’ Yelon) SCREENING 
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ORES STEEL RODS. 





spECIAL 
BUSINESS 


e Inventories 


without Larg 


Your customers can cut, 
heat, and bend REDI-BOLT 
to any size or shape 


REDI-BOLT is a fully 
threaded steel rod. Assort- 
ment contains only six 
sizes—l%4", 5/16”, %”, %, 
54” and %4”—in one length 
—36”. 





CUT YOUR SPECIAL BOLTS 
FOR ON-THE-JOB REPAIRS 


Can be heated and bent 
into U-bolts, J-bolts, Eye- 
bolts. Easy to cut to any 
length with a hack saw. 

With a minimum inven- 
tory you supply your cus- 
tomers with long or special 
shaped bolts. Advertising 
in leading state farm pa- 
pers assures fast turnover. 

Made from cold - drawn 
steel, far stronger than or- 
dinary steel. Any standard 
nut will fit REDI-BOLT. 
Rust resistant coating pro- 
tects precision cut threads. 

Widely used by farmers, 
shopmen, home owners, plumbers, electricians, carpenters, 
contractors. Stocked by leading jobbers. 


YOUR JOBBER OR... 





FREE— 

Self Merchandising 
Display given with 
26-Rod Assortment 














REDI-BOLT, Dept. HA 

P. O. Box 6102 

Chicago 80, IIl. 

Please send me more information on REDI-BOLT. 
NAME 

FIRM a eae a 
ADDRESS = 
Cit... yy | 
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Dieticnenencidrcipeacaneil 








@ Precision built. Soundly engi- 
neered. Widely used as original equip- 
ment by hundreds of the largest 
manufacturers of such appliances as 
washing machines, dryers, laundry 
equipment and air conditioning in- 
stallations. 

@ Congress FHP pulleys are available 
in attractive 3-color individual boxes, 
with pulley outside diameter and 

bore size plainly marked. Simplifies 
storing—selling. 


Immediate Delivery — F:om Stock Ask Your Jobber and 


WRITE for CATALOG 


CONGRESS *:.::°:° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 


“Stanho” Taper Pins are milled from selected screw stock. 
Recently added to the “Stanho” line are Centerless 
Ground Taper Pins—precision made with a total diam- 
eter tolerance of .0005—these are the finest obtainable. 


STANDARD 


ORSE NAIL 'CORP 


NEW BRIGHTON, PA 
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THE COMYMBIAN VISE 1G. CO. 
Cleveland, Ohio, U.S.A 








COD MBIAN 


| (THE CONVMBIAN VISE 6 MFG. CO. 
Cleveland, Ohio, U.S.A 





COMMBIAN VISES 





COPMBIAN 


FROM 
THE COMVMBIAN VISE 6 MFG. CO. 
,Ohio, U.S.A H 


Cleveland 





L 


originators 





of the 


: packaged vise 


CGE Sait Ik EMO, Lanes 


ee. Shs 


Stock the brand 6 out of 10 demand! 


*In two recent surveys of vises most frequently specified 
by buyers, Columbian secured 72% and 64.4% of the listed 
brand preferences. 

Columbian’s total was approximately 6 times that of 
its closest competitor. 


This buyer preference logically adds up to increased sales 
for you. And, throughout its history, Columbian has backed up 
its distributors with an honest, ironclad sales policy which 
always protects your best interests—and your profits. 











A-4333 
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COU MBIAN 


CLEVELAND 4, 










OHIO 


world’s largest maker of vises 
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Your profits go up 
when you sell this 
RIGEID self-contained 
die stock 














Right Here is the 
simple device that 
makes 65R auto- 
matically JAM- 
PROOF. 


@ Your customers like this 65R because they don’t have 
to watch it—lead screw can’t jam on workholder. New 
jam-proof drive plate automatically kicks out driving 
ratchet pawl when standard length thread is cut. You 
sell new type drive plates to convert recent model 65R’s. 
Perfect threads on 1” to 2’’ pipe with one set of 4 high- 
speed steel dies—sets to pipe size in 10 seconds, mistake- 
proof self-centering workholder sets instantly. Cash in 
on the new jam-proof RITZA(0I> 65R—order today! 


Ribeib> 


» Work-Saver PipeTools . 
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IT’S IN DEMAND! 











SANDING 
BLOCK 


* WON’T CLOG 


Here’s the modern way 
to sanding speed and ease 
—‘“Kwiksand”—the orig- 
inal “twin shape” block 
that conforms naturally 
to ANY surface—regular 









cause it saves time and 
2 energy—cellophane color 










Send for new, free two-color 
descriptive folder. 


SEE YOUR JOBBER OR WRITE 





529 MERCHANTS ROAD 
ROCHESTER, N. Y. 














Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 











STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
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NO. 7B HYDE PUTTY KNIFE 
and SCRAPER DISPLAY 







No. of Items: 3 doz. 
Suggested Retail .. $29.99 
@ecler Cost .......... 19.99 
YOUR PROFIT 

50% on Cost ...... $10.00 







Dimensions: 12” high; 11” wide; 6144” deep, 


The beautiful Hyde No. 7B Display holds 24 putty knives | 


and scrapers on open display. It gives you a full 50% profit 


of $10.00. Compact display is made from selected hardwood, | 


with eye-appealing color and design. The Hyde No. 2 Line 
of Putty Knives and Scrapers are proven fast-moving items, 


Order from your jobber today! 


MANUFACTURING COMPANY 
SOUTHBRIDGE, MASS., U.S.A. 


HYD 




















EASY 10 MAKE—EASIER TO SELL! 
[ Larson) 


Make Your Own 4 


SAW 


HORSE 
BRACKETS 


2 Styles or 
Sizes No. 1 for 1” Lumber 
No. 2 for 2” Lumber 


Cash in on the already made sales for "Make Your Own" Saw 
Horse Sets, originated by Chas. O. Larson Co. Home crafts- 
men will buy several sets. 

















Attractively packaged and all hardware needed is 
included for the useful Saw Horse Set, with complete 
“easy to assemble” instructions. 


Each set includes illustrated folder on "How to Use Wood 
Working Tools" for the amateur. 


Sold through recognized distributors and jobbers or write for color- 
ful literature on the Larson "Make Your Own" construction sets. 


Also monvufacturors of BRIGHT WIRE GOODS AND DISPLAY HARDWARE 


CHAS. O. LARSON CO. 
STERLING © ILLINOIS 
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--- BY MAKING YOUR STORE 
Color Counseling HEADQUARTERS 


At last here’s a simple, easy-to-understand way to give 
your customers free color advice and sell more paint. 





To simplify and glorify the 
color decorating service ren- 
dered by your paint de- 
partment, just offer Color 
Counseling with the Kyanize 
Color Recipe File. 









The Kyanize Color Recipe 
File has 140 large swatches of 
this year’s magazine-featured 
colors chosen by leading edi- 
tors and decorators as the 
smart room colors for this 
season. 


2 


“‘Take-Home” Samples per- 
mit your customer to do color 
matching at home when nec- 
essary. 


3 


You sell standard sizes of 
Kyanize Clingcote Oil Base 
Flat. Straight colors and 
simple intermixes give your 
customers any of the 140 
colors quickly and easily. 


4 


A deluxe counter display, 
taking less than a foot of 
counter space, holds the 
Kyanize Color Recipe File 
and “Take-Home” Color 
Samples. 


9 


Special colorful display ma- 
terials identify your store as 
Color Counseling Head- 
quarters. 


Kiyanize 


PAINTS 


Ask your Kyanize salesman or write: 


BOSTON VARNISH CO. 





¢ Everett Station, Boston 49, Mass. 
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Cavalier Easy Glide 


28 


CARPET 
SWEEPERS 


American Squeez-O-Matic 
Lady Custom 










A complete range of models, from the small but practi- 
cal Junior Miss to the deluxe Squeez-O-Martic Custom. 
Backed by a fine reputation; all well made, good look- 
ing, thoroughly efficient. And—highly important in these 
cost-conscious days: — 


Prices that Soothe those Pocket-Book Nerves. Compare 
Porter quality, Porter features and Porter prices with 
other well-known makes. You'll quickly recognize the 
kind of solid values which keeps the cash register ring- 
ing. Full information supplied on request. Write today. 


PORTER CARPET SWEEPER CO. 
Dept. CS-40, Shelbyville, Ind. 





‘‘SNAP-ON'’ SPRINKLER CAP 
easy to remove yet always 
‘stays put'’ when sprinkling clothes 


ANOTHER PLASTIC STAPLE 


MEDITERRANEAN SPONGES 


Tough! Absorbent! Economical! 

Always in demand because of their 
long-wearing durability on the most + 
rugged Cleaning jobs! High quality — 
low price! Expertly assorted and 
packed for shipment. Complete stocks 
of Cuba and Florida sponges available. 









clothes for ironing appreciates the 
features of this practical Lustro-Ware 
Sprinkler. It’s handy in size, shape, 


DUET double-action CLEANING CLOTH 
ideal for washing wats, tor cleaning 
and polishing! Won't tear or unravel! 
Many Hardware Supply Dealers claim 
DUET to be the best all-around cloth on 
the market! 


For the finest imported chamois skins... 
Be sure to demand the nationally known 
AMSCO brands: British Lion, Britannic, 
Joan of Arc and DuBarry. Prepared by 
the oldest and best-known tanneries 


in England and France. Suggested 
ORDERS FILLED PROMPTLY FOR SPONGES, CHAMOIS, DUETS! retail 29¢ < 4 nt) ° Wane 


light weight, and practically untip- 
able. Display with Lustro-Ware 
Clothes Line Reel. There’s over 100 
other items, all bearing the Good 
Housekeeping Guaranty Seal, to 
make Lustro-Ware the most “shop- 
ped-for” Plastic Housewares Line. 


COLUMBUS PLASTIC PRODUCTS, INC., Cols., 0. 





Ask Your Deoler for These Famous Brands. If He Can't Supply You Write Direct Snap-on polythene cap 
and matching colorful PLASTIC HOUSEWARES 
si oo opaque bottom with Gicina Mas 
~% AMERICAN SPONGE & CHAMOIS 0. Ine. , crystal body so that ak, Be ea 
oS: inn Mine York TR N Yc ve RS, content is clearly  (¢ Suctanteed by © 





i Good Housekeeping 
visible. X20 06 srveernee 89S 
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Click, click, click . . . change height that 
quick! Women just can’t resist the con- 
venience and ease of ironing on the new 
Rid-Jid Adjustable all-steel ironing 
table. And oh how they go for that 
fully ventilated, mesh top! Display it 
—it sells itself. Complete your line with 
other Rid-Jid steel and wood tables. 


Sells right along with every Rid-Jid 
Ironing Table . . . the Rid-Jid Air-Flow 
Pad and Cover Set! A matched com- 
bination for matchless ironing. Perfect- 
ly tailored for perfect fit. 

















i) 
FAMOUS 
NAME 
IN AMERICAN 
HOUSEWARES 


_—_ 














WARY, 
VIA 
Bak 


\ 
Vy 


Here is the largest and most 
po ular in the line of Rid- 
Jid Space Saver Clothes 
Racks. Other models range 
downward to nursery size. 
Packaged KD in individual 
cartons for warehousing 
economy. 


















The name Rid-Jid tops 
them all! In ladders it 
means extra strength, 
rigidity, safety and 
sales. Quality construc- 
tion and materials. All 
types, all sizes for home 
and industry 


Lots of pulling power and 
rofit in Rid-Jid Step- 
adders! Sturdily built 
to stand wear and tear; 
each has the famous 
Clark patented rod con- 
struction to insure extra 
strength and safety 
Superior quality and 
unequaled. eye appeal 
means faster sales. 








Ridfid nationally advertised to bring customers in pre-sold ! 
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There is asain 
tov the 
NATIONAL 


HOUSEWARES 
EXHIBIT 


the National 




















Twice a year . 
Housewares Show is a means of re- 
newing understandings between buyer 


and seller at the personal level that no 


other medium affords. 


It is your industry’s only national meeting 


place. ***  Itoffers you the only oppor- 
tunity to learn first hand about production 
and plans for the year ahead from the house- 
wares industry. *** It permits you to 
make important mew contacts. x*x* It 
gives you the new products, new merchan- 
dising ideas and new display techniques. 
**x* It allows you to meet with your 
industry to discuss mutual problems. 
* *x x It offers you the only avenue for 
maintaining your trade relations on a 


national basis. 


JANUARY 17-24 1952 


(Exhibit not open Sunday, Jan. 20) 


NAVY PIER, CHICAGO 


@eee@eeeeoeeseseeeseeesee se @ 


NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 


1140 Merchandise Mart, Caicago 54, Illinois 















“THERE’S AN R. MURPHY 
STAY-SHARP KNIFE TO 
PLEASE EVERY 
CUSTOMER’’ 


Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus 
tomer when you carry the con- 
plete R. Murphy “Stay-Sharp" 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 


Write for Free catalog showing 
full line. 






o MANUAL § 


y A TRAINING @§ 
TESTED ° 
R. MURPHY {1.7/4 


QUALITY 
FOR OVER 

ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 











100 YEARS 





te 


CuBnERUBE, Af wile HOUSeWaDES) 


TITCHEM A105 


I a, i 


¢ DISH DRAINERS 
in 7 popular sizes 
including Twin 
Sink Size and De- 
luxe model with 
stand up corner 
silver basket. 


© DRAIN- A- TRAY 
of Bakelite Plas- 
tic, Smooth China- 
like hard surface. 
Does not soil or 
soften like Rub- 
ber. 
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ee > 
* Guaranteed by ~ 
Good Housekeeping 
0) 
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"Krylon-izing’’—the big new word in the hardware 


business—is growing bigger every day! 


NEXT “SATURDAY EVENING POST” AD NOVEMBER 11 


Ads every month in “Popular Science” and “Popular Mechanics” 
























- 


; P Per Neo 19 

E % V) 945 O98 

. Otte, iad and Housenolt 
{ *Rsseves.» aysren0O” 


 “@terproot, ocid-t# 
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You put ’em up on your counter, and the cus- 
tomers will knock ’em down— paying as they go. 
Krylon is moving fast all over the country, and 
“Krylon-izing”’ is becoming a household word. 
No wonder! This protective Acrylic spray has so 
many uses that it’s bound to appeal to everybody 
who walks in your doors. Seals, protects, beau- 
tifies most any wood, leather, paper, metal sur- 
face. Rustproofs metal. There’s never before 
been anything like Krylon. Don’t let your cus- 
tomers get the habit of huying their Krylon from 
the competition—order a special Starter Assort- 
ment from your jobber today! 


Heres The tat moving 
STARTER ASSORTMENT 


® Potent counter display, small in space, big in sell 
® Good-humored, hard-hitting consumer folders 
® 4 12-oz. cans of crystal-clear Krylon (retail $1.95 each) 
® 4 12-0z. cans white Krylon (retail $2.25 each) 
® 4 12-0z. cans aluminum Krylon (retail $2.25 each) 


YOUR COST ... $17.20 
YOU SELL FOR. . . 25.80 
YOUR PROFIT... 8.60 


(Open stock priced to bring regular 50% markup) 


KRYLON, INC., Dept. 1811, 2601 N. Broad St., Phila. 32, Pa. 
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TiP-TOP sellers 


EVEREDY 


acon Fqqei f. 


Different 


utensil you ever car- 


from any 


ried! 


dries bacon on side apron while eggs fry! Ring-drain around 


Fries bacon in center without curling; then drains and 


center catches drippings. Bacon and eggs are served ‘HOT OFF 
THE GRIDDLE!"’ Steady-heating steel with gleaming chrome 
finish. Individual display and gift box. A fast-mover below $3.00. 







EVEREDY , 


Korn Popper 


measuring cup 
included 


Pops like electrics — retails 
under $3.00! Pour in popcorn 
and cooking oil with cup; turn 
on small burner. Corn pops 
without shaking or burning. Does 2 quarts in 6 minutes! Special 
design steel base—sparkling chrome finish. ‘‘Oven glass’’ lid. 


Bakelite handle. Individual display and gift box. 


*T.M. REG. APP. FOR 


| NATIONALLY ADVERTISED 


THE SATURDAY EVENING POST 
BETTER HOMES & GARDENS 


Order now to assure delivery on these 
super-sellers. Phone or write your Jobber 
or nearby Everedy representative. 


EVEREDY@. 


FREDERICK, MARYLAND 


WORLDS LARGEST MAKERS OF CHROME KITCHEN UTENSILS 





















HOWARD B. RICH, Inc. 


P. O. BOX 187 
CARROLLTON, KENTUCKY 


Your Manufacturer For SAFE 


Heavy Duty Step Ladders 
Extension Trestles 
Painter's Trestles 
Platform Ladders 
Ironing Tab‘es 
Clothes Props 
Step Stools 
Exten-ions 
Scaffold; 
Singles 


aN - 













Phone 116 
































if’s “THE FRUETOCHR tine’ 
ANOTHER POPULAR SELLER 


IN THE LOW 
PRICE CLASS 


PATSY 
PRIM 
DUST PAN 


Practical and Beautiful 


A dandy, good, well designed, sturdy 
long handle dust pan that definitely 
reduces labor. 
Sales boom with the Patsy Prim be- 
cause it's made at a price to sell 
® Wire handle 26” from floor * 28 
gauge steel 
* Two attractive colors—red or green 
* 11” x 6” in size 


No. 77-C 





Write today for colorful 
literature and prices 


PATENT NOVELTY 
COMPANY 
FULTON, ILLINOIS 








Dept. H. A. 
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INDICATIONS are that this season’ {Christmas Gift Shoppers are 
going to be more PRICE CONSCIOUS than at any time in recent 





Ri. years. They’re going to be looking for values — the best for the 
& money. 

\ Dominion Dealers will have an edge because Dominion Appli- 
Py, ances rate with the best yet sell for less! Thirty years’ experience 
Z building appliances gives you a real plus! You can use this edge — 


together with the extra profit it brings — and enjoy the most profit- 


No. 1601 Automatic Coffee ay able Christmas business ever! 
Maker — 9-cup capacity 





No. 2101 Automatic 


4 
No. 1315 Automatic Waffle No. 1115 Automatic Pop-Up 


Iron Toaster “f Deep Fryer 


= Fe 


o 


hy. See 








No. 1430 Table Stove with 

Push Button Switches—Armor 

Plate Elements — Durable Por- 
celain Finish , 





No. 1311 Automatic Sandwich 
Toaster - Waffle Iron — with 
reversible grids 






Poppers — No. 1703 (4-quart) 
No. 1702 (2-quart) 
















SOS 





neros oeee 





— 





No. 1011 Iron with reversible 
Cord — Light weight — fully 


automatic 


No. 1802 Hair Dryer (Hot or 
Cold Air) 





A full line of Table Appliances available through reputable distributors across the nation. 











No. 77-C 
ER 1, 1951 





; DOMINION ELECTRIC CORPORATION © MANSFIELD, OHIO 
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Wars 


MANILA o 
SISAL 











2-in-1 Package 
is a COUNTER 
DISPLAY and a 
SHIPPING BOX! 


ae eS eae a a eee ee 





1/4" 5/16" 3/8" 1/2" dia. 
100 ft. connected coils. 
Approximately 15 Ibs. of 
rope in each box. 
































Now you can get “American Brand’’ Manila § 
or Sisal Rope in Handy Coils—the put-up [| AMERICAN MANUFACTURING CO. | 
that has set a new, fast pace in rope merchan- | Neble & West Sts., Brooklyn 22, N. Y. all 
dising. Both Acs es of — first-grade— l Please send complete information about : | 
made of the finest fibres obtainable. 1 nay cons. | 
Handy Coils come to you mill-fresh in factory- J 0 | 
sealed boxes. The box opens into an attractive counter sales dis- J meme (Let | 
play. There’s worthwhile volume in small-size ropes—and Handy | | 
Coils are the best way to get it. Write for complete information I eats “a 
and delivery schedules. Ic | 
ompany “a 
Specify “American Brand” Pure Manila i | 
or Sisal Rope when you order full coils. J Address <a 
American Manufacturing Company, Brooklyn 22, N.Y.! ci, | 
ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS i | 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. Zone State — 
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A special report of what happened and what was said 
at the Atlantic City hardware convention is presented 
in this issue. 














101st AHMA 
convention 


Attendance 
record set 


Conference plan 
gets big OK 


Gov't controls 
chief topic 


Merriman made 
honorary member 


New officers 
selected 


Some metals 
still tight 


More ladies 
attend 


Taxing the 
untaxed 


The Atlantic City convention, held from Oct. 14 to 18, 
was the 101st semi-annual convention of the American 
Hardware Manufacturers Assn., the 57th annual con- 
vention of the National Wholesale Hardware Assn. and 
the 41st meeting of the National Association of Sheet 
Metal Distributors. 


The value to the trade of this annual meeting was 
attested by the new attendance record chalked up this 
year. Registrations were 2835, or 300 more than a 
year ago. At the meeting were representatives of 
365 wholesale firms and 342 manufacturing companies. 


The conference booth program at the auditorium, held 
for the first time at this year’s meeting, won almost 
unanimous approval by both manufacturers and whole- 
salers. Only complaint was that booth schedule this 
year (2 days, 3 hr. each day) was too short. Some 
would like longer hours; some more days. Conference 
plan will be used again next year. 


Chief topic for discussion seemed to be government 
controls; next was taxes, followed by the almost per- 
fect weather that marked the meeting. Formal ses- 
sions were full of meat and went deeply into manage- 
ment problems. Animated discussions that followed 
most talks proved that the folks arranging the program 
had lined up a very worthwhile schedule of talks. 


As a mark of appreciation for his many and outstand- 
ing contributions to the hardware trade, Dennis A. 
Merriman was made an honorary member of AHMA, 
the first in the 50 year history of the association. 


Election of officers at the convention saw Richard L. 
White of Landers, Frary & Clark, New Britain, Conn., 
installed as the new president of AHIMA; Alexander 
Thomson of Tanner & Co., Indianapolis, Ind., was se- 
lected to head NASMD, while William P. Tracy of 
Tracy-Wells Co., Columbus, Ohio, was reelected presi- 
dent of NWHA. ; 


Especially tight situations were reported in copper and 
in galvanized sheets. General merchandise picture was 
reported as fairly good with likelihood of very brisk 
sales this fall. Some observers were predicting that 
next summer may see need for intensive selling, des- 
pite predictions of more cutbacks in some metals. 


This year saw a further increase in the number of 
wives at the convention. The turnout for the various 
ladies’ entertainment program was very impressive. 


Seth Marshall’s proposal for intensifying efforts to 
have Congress tax the co-ops received the unqualified 
endorsement of the wholesalers. Comments on the 
proposal by various members left no doubt that they 
have every intention of continuing the fight, despite 
the recent set-back. 
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Atlantic City Convention Report 


Freedom and Business 


By HAROLD E. STASSEN 
President 
University of Pennsylvania 


Philadelphia, Pa. 





“.,. the one great lesson that 
stands out is that true freedom 
of man is indivisible.”’ 


IBER 1, 1951 


I count it a privilege to respond 


to your invitation and will speak 
very plainly and very directly 
about some of the matters that af- 
fect us all. 


I might say, I was raised to 


speak plainly, and my years with 
Admiral Halsey in the Navy didn’t 
change that early training. As a 
matter of fact, they used to have a 
saying on Admiral Halsey’s staff 


that “If you don’t want to know 
what the Admiral wants to know 
about something, don’t ask him.” 
However, in the things that I will 


say to you I do not want to be taken 
as being dogmatic or arbitrary. 
Far from it. I will speak out rather 
to stimulate your own thinking, 
your own differences, your own di- 
vergences of views 


in the real 
American manner, by which we 
then come through to a joint agree- 
ment and understanding for action, 
in this great country of ours. 

In speaking on Freedom and 
Business, my mind goes back to an 
occasion about two months ago, in 


< 


Berlin. On the day that the com- 
munist-led youth parade was held, 
I was in that war-tattered center 
of the cold war. One million boys 
and girls paraded under communist 
leadership in the communist sec- 
tion of Berlin. I was there to see 
how they were led in those songs 
that would seek to regiment them 
in the direction of the communist 
leadership. I noted how they were 
fed the poison of lies and of hatred 
about America and about the West- 
ern world. I saw how they were 
taught that there is no God. And 
there was a grim warning in that 
observation of activities of com- 
munist leadership of the youth of 
eastern Germany and_ eastern 
Europe. 

Ordinarily, they give top prior- 
ity attention to the top communist 
leaders in those countries. On that 
day they had to give priority of 
travel, communication, food and re- 
sources, to bring a million boys and 
girls together for that occasion. 

T saw thousands of those boys 





National Wholesale Hardware Association officers, executive committee members 
and some of the advisory board members, who directed the 195! convention. Seated 
are, left to right: Glenn E. Jennings, Wright & Wilhelmy Co., advisory board; Charles 
L. Hildreth, The Emery-Waterhouse Co., vice president; Ray P. Farrington, Potts- 
Farrington Co., vice president and NASMD president; William A. Parker, Beck & 
Gregg Hdwe. Co., vice president; William P. Tracy, The Tracy-Wells Co., president; 
C. J. Whipple, Hibbard, Spencer, Bartlett & Co., Henry J. Allison, Allison-Erwin Co., 
John H. Mize, Blish, Mize & Silliman Hdwe. Co. and Edward F. Pritzlaff, John Pritz- 
laff Hdwe. Co., advisory board. Standing are, left to right: A. Wessel Shapleigh, 
Shapleigh Hdwe. Co., Paul W. Anderson, Farwell, Ozmun, Kirk & Co. and Ernest C. 
Kieswetter, W. A. L. Thompson Hdwe. Co., executive committee; Charles L. Wheeler, 
The Salt Lake Hdwe. Co., Leslie M. Stratton, Jr., Stratton-Warren Hdwe. Co. and 
S. T. Exley, Jr., Harper & Reynolds Corp., executive committee; Thomas A. Fernley, 
Jr., executive secretary; R. C. Neely, Jr., Amarillo Hdwe. Co., executive committee; 
George A. Fernley, managing director; John H. Stauffer, Herr & Co., Inc., and 
Robert C. Lenfesty, Seattle Hdwe. Co., executive committee and Robert C. Fernley, 
secretary, National Association of Sheet Metal Distributors. 
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and girls slip across the line from 
the communist area of Berlin into 
the free and American area of Ber- 
lin. I saw them ask some of the 
elderly folk of the American zone 
questions. They said, “We are told 
this and that. What is the truth 
about it” That rapid exchange of 
information was taking place all 
over the American zone of Berlin. 

And I saw hundreds of them 
slip up to the radio station Free 
Berlin, that is sending messages 
through the iron curtain to the 
people of Germany on the other 
side. I saw how they recognized 
commentators to whom they had 
listened. They prodded the com- 
mentators with questions and gave 
information about the communist 
area of Germany. 

I saw a young lad from Saxony 
asking questions and telling of his 
experiences; telling that one could 
not advance in education in the 
communist areas unless he or she 
joined the communist-led Youth 
Organization. As he talked and 
asked questions, this teen-age lad 
from Saxony suddenly said, in his 
own tongue, “Freedom is so pre- 
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cious.” And there was a pause in 
that studio in Berlin. 

My mind flashed back to an event 
at the end of the war, when the sig- 
nal came to cease hostilities. Ad- 
miral Halsey immediately issued 
instructions that steps should be 
taken at once to liberate prisoners 
of war in Japanese prison camps. 
And Gen. MacArthur issued orders 
that those in the Japanese prison 
camps should be permitted to paint 
the letters P.O.W. on the roofs of 
the buildings. Carrier planes were 
sent in to locate the camps and 
would radio back the location of the 
camps. These signals were relayed 
back and the B-29’s came up to 
drop by parachute food, medical 
supplies and clothing. Signals came 
back telling of desperate condi- 
tions of the men in the camps. And 
so, rapidly the evacuation crews 
were organized and we went in 
with hospital ships. 


War Prisoners 


But then, as the days went on 
and the rapid liberation of these 
prisoners was carried out, word 
came that there was a prisoner of 
war camp in western Japan, 
clouded over in the mountains, that 
had been missed by the carrier 
planes because of the clouds and 
mist. The report came back that 
conditions there were desperate, 
and there was great danger in-the 
tension of the countryside. They 
needed liberation. 

The report also said that there 
was a young American officer, a 
prisoner of war, who with unbe- 
lievable courage had organized and 
held that camp together. He had 
developed food foraging parties 
about the countryside and had 
taken charge of the Japanese 
guards who just a few days before 
had been running the camp. 

We flew in immediately, and in a 
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short time, at the edge of an air- 
strip near that camp in western 
Japan, that young, courageous of- 
ficer was standing before us. And 
we said to him, “You perhaps have 
heard that the fleet is in Tokio Bay 
—we have hospital ships and we 
want to prepare immediately for 
the liberation of your men and the 
taking of trains down to Tokio.” 
We said, “We want to know first of 
all, how many stretcher cases you 
have.” 


Freedom Is Precious 


He looked at us, his lips quiv- 
ered, tears streamed down his 
cheeks, and not a word came. A 
tremendously emotional moment. 
Finally, hesitating, he said, “I’m 
sorry, Commander, you see, you 
are the first free men we have seen 
for three years.” And then he said, 
“Freedom is so precious.” 

Freedom is precious, and all over 
the world men and women are rec- 
ognizing it to an increased degree 
in these recent years. You hear it 
under very diverse circumstances 
in different tongues, in different 
parts of the world. Freedom is so 
precious. And you hear it in the 
reports such as that Czechoslova- 
kian railroad engineer who drove 
his train right past the communist 
border guards and got to freedom 
in the American zone of Germany. 
And you hear it from the young 
sailors up in the Baltic who slipped 
through by way of Sweden. You 
hear it from others that slip out, 
fly out, ride out or walk out—in 
every way they can, from that 
tragic area within the iron curtain. 

Although freedom is so precious, 
why is it that so many millions 
have lost or had their freedom 
decreased? 
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Some of the American Hardware Manufacturers’ Association officers, advisory board 
and executive committee members, serving at the 1951 convention. First row, left 
to richt:—R. H. Coleman, Remington Arms Co., vice president; R. W. Chamberlain, 
The Stanley Works, L. G. Pratt, Samson Cordage Works, and Walter W. Rector, 
True Temper Corp., executive committee; Robert G. Thompson, The Lufkin Rule Co., 
advisory board; James G. Geddes, H. K. Porter, Inc., executive committee; Herbert 
B. Megran, Starline, Inc., vice president; and Mark J. Lacey, Peck, Stow & Wilcox 
Co., executive committee. Second row, left to right:—George H. Halpin, Minnesota 
Mining & Mfg. Co., president; John S. Tomajan, The Washburn Co., and Spencer T. 
Olin, Western Cartridge Co., advisory board: D. A. Merriman; Richard Harte, Ames 
Baldwin Wyoming Co., advisory board; Archer L. Hager, C. Hager & Sons Hinge 
Mfg. Co., executive committee, Arthur L. Faubel, secretary-treasuner and Fayette 
R. Plumb, Fayette R. Plumb, Inc., advisory board. Third row, left to right:—Stanley 
Woodward, The Ruberoid Co., chairman, executive committee; Harold F. Seymour, 
Columbian Vise & Mfg. Co. and Herbert P. Ladds, National Screw & Mfg. Co.. 
advisory board; Richard L. White, Landers, Frary & Clark, vice president; Geddes 
Parsons, P. & F. Corbin Division and S. C. Slaymaker, The Slaymaker Lock Co., 


executive committee. 
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I believe one of the main reasons 
why so many people have lost their 
freedom and so many other mil- 
lions have had their freedom de- 
creased is that there has not been 
as keen and understanding a recog- 
nition of the requirements of the 
maintenance of freedom as there 
has been for the mere recognition 
that freedom itself is so precious. 
The reason is that to a great ex- 
tent, people think of freedom as 
something abstract, that you could 
enjoy in civil and social and re- 
ligious life. 

They thought that they could 
turn over to the government, contro} 
of the economic systems and still 
hold or win their other freedoms. 
And the one great lesson that | 
think stands out is that the true 
freedom of man is indivisible. Un- 
less a man is free to make his own 
decisions as to what he may buy 
and sell; as to where he may work 
and what he may earn; as to what 
he may produce and what he may 
use; as to what he may build and 
where he may live, he will not long 


_have the rest of his freedoms. The 


true freedom of man is indivisible. 


Securing Freedom 


These are fundamental things 
which I believe a people must al- 
ways realize if they want to safe- 
guard freedom for themselves and 
their children. It has been well said 
that those who have lost their free- 
dom usually lose it because of some- 
thing that happened 10, 15 or 20 
years before the real loss of the 
freedom, itself. These six basic 
points are tremendously important 
if you are to safeguard the long- 
term true and deep and abiding 
freedom of a people. 

The first is that the school system 
of a country must always remain in 
local control. They must never be 
centralized in a national govern- 
ment under any political system. 

One of the best examples of this 
one is the tragedy of Germany in 
the last 50 years. We all know that 
Germany was making terrific prog- 
ress a century ago, and we all know. 
too, at that time, apparently with 
the very best of intentions, some 
able men in Germany said, “To im- 
prove the school systems of Ger- 
many we are going to have to 
centralize them.” Out of that came 
a stronger central ministry of edu- 
cation until, finally, the whole schoo] 

(Continued on page 188) 
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“... People in Asia don’t know 


which way to go. If we slip out on 


them, they will go with the 


Kremlin...” 


I am glad to have a chance to 
tell you about power politics in 
the Far East, because we are in 
trouble in part because we have 
paid too little attention to that 
part of the world. But now-a-days 
we say that it is important. 

We recently appropriated $57 
billion for our Armed Forces— 
that is twice as much as our gov- 
ernment spent for all purposes 
from the time of George Washing- 
ton to 1917. ‘ 

The other day we passed two 
other bills. One was in the 
amount of $4% billion for our 
Air Force and Navy and $8 bil- 
lion to help our Allies to build 
up their military might. Sixty- 
eight billion dollars last week! 
Why? 

I think it is true to say that the 
aims of most American people 
are two: One is to end the war 
that we are in—and most of them 
are beginning to realize that the 
only way to end the war with ag- 
gressive Communism is to win it. 
We want peace, but the enemy 
doesn’t want peace. They want 
conquest, and there is no way we 
can end the war with Communism 
anywhere except by winning. 

We forced the government of 
China to enter into a cease fire 
four times to get peace in 1946. 
That led to the invasion of Korea 
and our involvement there. We 
want to win the war with a mini- 
mum cost in men and money, and 
with a maximum of speed. 

Many Americans, including a 
good many in our government, 
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feel that those two objectives are 
in conflict; that in order to avoid 
the war, after a while, we mustn’t 
win the war now because that 
might offend the Kremlin. We 
mustn’t offend them. That is in- 
tolerable. 

Some of us take the opposite 
position, that in order to avoid 
the war we must win the war now, 
decisively and promptly in Asia, 
to prevent war for the world after 
a while. Contrary-wise, to allow 
it to drag along at the cost of 
steady bleeding on the part of our 
young boys, to allow the Kremlin 
to get control through its satel- 
lites, will free it to begin opera- 
tions in Europe and the Middle 
East, and lead to another war. 
But if we win it on the lesser level 
now we won’t have to fight on 
the world war level. 


We Need Security 


To gain that, we have to estab- 
lish priorities; the same as you do 
when your business is in trouble. 
What are the most important 
things? The first objective of any 
intelligent nation’s foreign policy 
must be to safeguard the security 
of the nation. 

Conceivably, we can solve our 
manufacturing problems, housing 
problems, old-age problems, edu- 
cational problems and highways 
and airports and all the other 
things we are properly concerned 
about at home. But if we have too 
frequent and too prolonged ex- 
hausting wars and prolonged mo- 


The Situation in Asia 


By WALTER H. JUDD 


United States Representative 
from Minnesota 





WALTER H. JUDD 


not one of 
will be 


bilization for war, 
these domestic gains 
worth much to anybody. 

The reason for the $69 billion 
appropriation is because we are 
not secure. If the business of a 
nation’s foreign policy is to give 
security, then we have to say our 
foreign policy has not been suc- 
cussful. We are not secure. That 
is not a charge, it is a fact. 

When the military phases of a 
war were fought with such bril- 
liance that we got total uncondi- 
tional surrender and then when 
we find ourselves in the position 
that we are in today, then our 
control must have been very, very 
bad. 

Why is it so bad? I don’t think 
we can win this struggle until we 
rid our minds of ignorance and 
wishful thinking, that it isn’t as 
serious as it is. Another reason 
for our failure was because there 
was infiltration by people who 
didn’t know the score. For exam- 
ple, where was Alger Hiss in the 
State Department? He was the 
key man in the Far East situation. 
He was in the place where they 
were building up our enemies and 
knocking down our Allies. 

There was ignorance, wishful 
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thinking, there was infiltration. 
And then when it became appar- 
ent that they were on the wrong 
track, there was pride on the part 
of our country that they were un- 
willing to admit they were wrong. 
We in the United States were 
wrong and men are not big enough 
to admit it. It is the truth. 

Instead of facing the facts 
about the nature of the situation 
in Asia, we, in our _ illusions, 
hugged them to our breast. 

The first was this: That the 
way to get peace in the world is 
to weaken and disarm ourselves 
and our Allies and build up our 
potential enemy. We did that sev- 
eral times, after World War I, 
building up our enemy, Germany, 
and weakening England and 
France. It didn’t lead to peace, 
it led to war. 

If you want to find one docu- 
ment that summarizes this, you 
will find it in a book written by 
Robert Sherwood, “Roosevelt and 
Hopkins,” in which was written: 

“She,” meaning Russia, “must 
be given every assistance in the 
war and every effort must be made 
to obtain her friendship. Since 
without question she will domi- 
nate Europe in the defeat of the 
Axis, it is more essential to de- 
velop and maintain the most 
friendly relations with the Rus- 
sians.” . 

That sounds so innocent, but 
represents a most remarkable and 
disastrous abandonment of the 
methods by which all sensible and 
wise and shrewd and dependent 
governments have tried for cen- 
turies to maintain, their first ob- 
jective: to safeguard their se- 
curity. 


Stop Russian Expansion 


There are two methods: One is 
to try to prevent the development 
or expansion of any nation or po- 
tential hostile nation or group of 
nations to the point where they 
would be strong enough to attack. 
The other is to keep ourselves as 
strong as possible and to keep all 
potential enemies weak and di- 
vided as possible. 

Yet what did we do? We didn’t 
say since Russia was going to be 
the strongest nation after the war 
we must work day and night to 
prevent her expanding her powers. 
No. We said, everything must be 
done to make her our friend. 

That is our single greatest defi- 
cit today, and the reason why we 
have to appropriate $69 billion. 
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It is because we didn’t have a 


‘handful of men who were genuine 


experts. We didn’t understand 
that the first concern was to pre- 
vent other nations from getting 
into a position to threaten us. In- 
stead, we said we will sacrifice 
everything to get their good re- 
lations. 

That led to a second illusion: 
that it was possible to get their 
good will. That was based on 
ignorance regarding the nature of 
the Soviet Union. 

The men who made the deci- 
sions didn’t plan it that way, I 
am sure, but there was a combina- 


tion of ignorance and wishful 
thinking and an infiltration of 
people who did understand, and 
whose objective was to weaken 
the United States and give the 
Soviet Union an advantage which 
would enable her to take over the 
rest of the world. 

That led to our third illusion: 
Europe is even more important and 
essential to our security than the 
independence of Asia. I am not any 
less concerned about Europe than 
I am about Asia, but I am con- 
vinced you can’t save Europe with- 

(Continued on page 188) 


OFFICERS of the 
AMERICAN HARDWARE MANUFACTURERS ASSN. 
Elected at Atlantic City, N. J., October 18, 1951 


President 
Richard L. White, Landers, Frary & Clark* 


Vice Presidents 


Herbert B. Megran, Starline, Inc. 
R. H. Coleman, Remington Arms Co., Inc. 
Franz T. Stone, Columbus McKinnon Chain Corp.* 


Secretary-Treasurer 
Arthur L. Faubel 


Executive Committee 


1952 


Mark J. Lacey, Peck, Stow & Wilcox Co., Chairman 
R. W. Chamberlain, The Stanley Works 
Walter W. Rector, True Temper Corp. 
James G. Geddes, H. K. Porter, Inc. 


1953 


Geddes Parsons, P. & F. Corbin Div. 
L. G. Pratt, Samson Cordage Works 
F. J. Tone, Jr., The Carborundum Co. 
T. H. Truslow, Corning Glass Works* 


1954 


H. M. Francis, American Steel & Wire Co.* 
Phil W. Embury, Embury Mfg. Co.* 
Stanley F. Jackes, Jackes-Evans Mfg. Co.* 
Harold $. Hobson, Seymour Mfg. Co.* 


Advisory Board 


P. B. Noyes, Oneida, Ltd. 
Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black, Russell & Erwin Div. 

S. Horace Disston, Henry Disston & Sons, Inc. 
Robert G. Thompson, The Lufkin Rule Co. 
H. B. Wilson, Mathias Klein & Sons 
Richard Harte, Ames Baldwin Wyoming Co. 
Spencer T. Olin, Western Cartridge Co. 
John S. Tomajan, The Washburn Co. 
Herbert P. Ladds, National Screw & Mfg. Co. 
Harold F. Seymour, Columbian Vise & Mfg. Co. 
George H. Halpin, Minnesota Mining & Mfg. Co. 


*Newly elected 
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‘.. + volume and metal-wise, by 


far the greatest effort is going 


into the industrial expansion to 


make us strong.” 


I am happy to be with this group 
this morning for a variety of rea- 
sons, but particularly because it 
gives me an opportunity to set the 
record straight about your distin- 
guished fellow member, Franz 
Stone. I have wanted the opportu- 
nity for a long time to say a few 
words about Mr. Stone, publicly, to 
a group who know him almost as 
well as I do, perhaps, and this is 
certainly the opportunity. 

I went to Washington, or to the 
War Production Board before the 
war started, and there Stoney turn- 
ed up, running one of the Industry 
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All previous attendance records were 
broken at the 13th annual pre-convention 
stag dinner and entertainment of the 
Central States Hardware Club, with 
nearly 500 members and quests present 
Sunday evening, Oct. 14 in the Ameri- 
can Room of the Traymore Hotel, Hon- 
oted guests, club officers and directors 
seated at the guest table are, left to 
right: Sim Strauss, Arvey Corp.; Robert 
W. Dierker, Gary Screw & Bolt Division; 
W. L. Hochschild, R. E. Dietz Co.; John 
D. McCue, Edward Hines Lumber Co., 
chairman of the board; Will J. Feddery; 
HARDWARE AGE, chairman, advisory 
board; J. A. Billings, treasurer; Ben Leve, 
The Carborundum Co., secretary; Wil- 
liam P. Tracy, Tracy-Wells Co. and 
NWHA president; R. B. Plumb, Russell, 
Burdsall & Ward Bolt & Nut Co., club 
president; George H. Halpin, Minnesota 
Mining & Mfg. Co. and AHMA presi- 
dent; E. J. Flood, American Chain & 
Cable Co., vice president; L. S. Pickup, 
Stanley Works; H. Lee Murphy, Richards- 
Wilcox Mfg. Co., chairman of entertain- 
ment committee; George H. Beaudien, 
J. Wiss & Sons Co., past president; J. H. 
Perry, Minnesota Mining & Mfg. Co.; 
R. S. Kemp, Irving S. Kemp Co. and 
John F. Dolan, Lamson & Sessi Co. 
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Divisions. Then when the war start- 
ed I left the WPB to “get away 
from it all,” and found myself in 
the jungles of Siam. One day I 
learned that a group of the impor- 
tant men from Washington was 
there to see how we were doing our 
work. Off the plane stepped Brother 
Stoney! 

Well, I returned to Buffalo after 
I resigned from government service 
but it wasn’t much more than a 
year when Stoney turned up in Buf- 
falo. Of course, after I got down 
in Washington, I recognized the in- 
evitable. Sure enough, he was the 
first man I asked to come down 
there—and let me say, I have never 
had cause to regret it! 

If there is one man who has con- 
tributed by his industrial know- 
how, his ability to get along with 
business people, labor representa- 
tives and the public, and, above all 
by his tireless and selfless devotion 
to duty, it is my old friend and as- 
sociate, Franz Stone. 


Confusion in Capital 


It is fashionable and I know it is 
an easy criticism to make, that in 
Washington all is confusion. Cer- 
tainly a good deal of that is true. 
With the vast interests and respon- 
sibilities of the Federal Govern- 
ment, particularly ‘in a time of 
preparation for a national emer- 
gency, it is true that there is a 
tremendous amount of confusion. 

Last September, immediately af- 
ter Congress passed the Defense 
Production Act and the National 
Production Authority was set up, a 
good plan was prepared. That plan 
has one central cornerstone that we 
sometimes tend to forget, especially 


Production Controls 


By MANLY FLEISCHMANN 
Administrator, 
Defense Production Administration, 
National Production Authority, 
Washington, D. C. 





when it tends to get rough or con- 
cerns matters of unusual difficulty. 
That cornerstone is this: It became 
the conviction of the American 
people and their representatives in 
Congress, right after Korea, that 
the nation was in peril. It became 
the conviction of the American peo- 
ple at that time that we were in 
danger of being forced into a war 
we didn’t want and one for which 
we were totally unprepared. 

Nothing that has transpired since 
Korea has changed the hard basic 
facts of international life. We are 
in danger of an all-out war at any 
time, at any place around the pe- 
riphery which we try to guard to- 
day. We are not in as much danger 
of losing the war today, if forced 
into it as we were a year ago, but 
still we are far from a position of 
security. 

If the nation is in peril, then 
what we have done is basically 
correct, and we have made tremen- 
dous progress toward solving that 
problem. 


Deadly Peril 


Reaching, then, the conclusion 
that wé were in deadly and serious 
peril, in the Spring of 1950 the con- 
clusion followed, necessarily that 
the way to correct it was to get 
strong just as quickly as possible. 
Everything that we have done since 
that time in the Defense Produc- 
tion Administration and in the 
National Production Authority and 
later, when Mr. Wilson took over in 
the Office of Defense Mobilization, 
has been drastically tested by that 
one standard, “Does it help the na- 
tion to get stronger, quicker?” 

We set up a policy and a plan 
very early in the operation. The 
plan and the policy was substan- 
tially this: There was no point go- 
ing in for all-out production of 
armament. We weren’t in an all-out 
shooting war. 

The drain of Korea, while sub- 
stantial, doesn’t begin to approach 
the drain of World War II in the 
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kind of war to which we would be 
subjected if forced into it. So we 
have never at any time intended to 
have an all-out production of the 
instruments of war. Nevertheless, 
at the time of the opening of Korea, 
our equipment was woefully in- 
adequate. 

We had an air force totally un- 
equipped to deal with the Russian 
air force, as an example. So our No. 
1 idea was to provide an adequate 
stock of weapons to take care of the 
present troubles in Korea and to 
equip a highly specialized army, 
navy and air force, and maintain 
them if necessary for about a year 
of all-out war. 

It was more important, however, 
to develop the manufacturing facil- 
ities and to greatly and rapidly ex- 


ing war. We are not going to be 
able to afford the luxury of letting 
down; we are going to have to con- 
tinue armament production at a 
substantial rate, apparently, for 
years ahead, if we are to avoid the 
mistakes made right after World 
War II. 

That being so, we are in for pe- 
riods of very substantial shortages. 

How to terminate those periods 
of shortage was the second problem. 
In all-out war the American people 
willingly accept sacrifices because 
we are incurably optimistic, and al- 
ways think it is true that victory is 
“just around the corner.” But with 
five, 10 or 20 years ahead, of this 
kind of trouble, we can’t indulge in 
that assumption. 

From the start of this emergency 





Association presidents welcoming Manly Fleischmann, administrator, Defense 

Production Administration and National Production Authority who addressed 

the joint Wednesday session. Left to right:—NWHA President William P. 
Tracy, Mr. Fleischmann and George H. Halpin, AHMA president. 


pand the production of munitions 
by having plans in place in the 
event of all-out war if it should 
come. That program for munitions 
and for future capacity to produce 
munitions was and is the No. 1 goal 
of our program. 

No. 2—This emergency for which 
we are preparing differs from any 
other mobilization effort in history. 
We hope to avoid war. We think if 
we get strong quickly any aggres- 
sor will think twice before attack- 
ing us. Nevertheless, it appears 
clear from Korea and other inci- 
dents around the world, that at best 
we can look forward to 5 or 10 
years of a very troubled peace, with 
intermittent episodes approximat- 
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operation there has been a second 
and most important goal of opera- 
tion: to expand our basic capacity 
to produce — particularly metals, 
such as steel and aluminum and 
also synthetic rubber and chemicals 
and various other metals so that the 
period of shortage would be a very 
brief one. The industrial expansion 
program, I assure you, is now and 
always has been, the second most 
important goal of our program. 
That includes, of course, not only 
basic metal expansion, but the ex- 
pansion of facilities to produce the 
essential industrial equipment, such 
as machine tools, of which we are 
so regrettably short. That industry 
is going to be quadrupled during 





the next year, because the greatest 
single bottle neck today in the pro- 
duction of planes, tanks and many 
other items is lack of specialized 
machine tools. So that great indus- 
trial expansion program is the sec- 
ond goal toward which we are 
moving. 

Now when you tote up require- 
ments of the industrial expansion 
program in all of its ramifications, 
and when you consider that entire 
program a must, second only to the 
military program, if it be second at 
all, you will see how meaningless 
are the statistics which are some- 
times quoted to the effect that the 
military program only takes 10, or 
15 or 20 pct of the nation’s output, 
depending on the person who hap- 
pens to make that generalization. 


Military Program 


The direct military program, let 
me assure you, is the smallest part 
of the mobilization effort. It is the 
part of the iceberg that happens to 
be visible above the water. But vol- 
ume and metal-wise by far the 
greatest effort is going into the in- 
dustrial expansion to make us 
strong; to put up in a hurry the 
plants that can produce more tanks 
or planes and machine tools and 
machinery and aluminum. That is 
where the metal is going. 

The figures of the direct military 
take are also misleading in other 
respects. They refer generally to 
the percentage of the national prod- 
uct or to the percentage of the na- 
tional expenditure or to the expen- 
diture of the percentage of steel 
cutput. 

The direct military take, not even 
including components or “B” prod- 
ucts as many of you know them, in 
aluminum for the first quarter is 
40 pet of the entire supply in the 
United States. For primary alumi- 
num alone it is more than 65 pet. 
In copper or in brass mill products, 
for example, the take of direct mili- 
tary, excluding components, adding 
probably another 10 pet, is over 40 
pet of the nation’s entire output of 
brass mill products. And that is be- 
fore you count in the expansion 
program at all. That is why we are 
faced right now with some difficult 
decisions as to what can be done 
about the civilian economy during 
this very difficult period, these dif- 
ficult months ahead, before we have 
the new steel and aluminum that 
will come later, in 1952, and 
throughout ’53. 

The third part of the plan is 
sometimes referred to as a goal of 
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trying to maintain a dual economy. 
It is no less important than the 
other two points, in my judgment, 
that I have discussed. Here, again, 
we are faced with peculiar areas of 
this emergency situation. With this 
tremendous demand for industrial 
expansion which extends through 
areas that I obviously have not had 
time to touch on, such as electric 
power, petroleum and gas, it would 
have been a simple thing to let the 
civilian economy go by the board, 
as was done during the early part 
of World War II. 

Many sincere patriotic citizens 
urge and have urged continuously 
that we shut down civilian industry 
entirely, such as refrigerator, toy, 
and automobile factories, and the 
thousands of factories that make 
hardware which you make and dis- 
tribute. We have set our backs on 
that course. If we do not get into a 
shooting war, I say to you with 
some confidence, we will stick on to 
that course. 

In the first place, again, we are 
faced with this uncertain duration 
of this emergency operation. Items 
which we could do without perhaps 
for a year or even two years we 
certainly could not do without for a 
period of five or 10 years. 


Auto Production 


Automobiles, obviously, are the 
easiest example. A recent indepen- 
dent study indicated that a mini- 
mum production of something like 
four million cars a year is essen- 
tial to maintain the American 
transportation system. The country 
could not get along indefinitely, or- 
ganized as it is industrially, with- 
cut any new automobiles. So we 
have decided we will keep up pro- 
duction of automobiles and other 
civilian goods, difficult though it 
may be during this emergency. 

The real problem is not steel. It 
is copper and aluminum during the 
quarters that lie ahead. We can 
make the steel go around, with 
some reduction; we can’t easily 
make the copper and aluminum do 
the job until we get the new alumi- 
num that is coming in next year. 

Now, having said this, and hav- 
ing recognized and affirmed our de- 
termination to keep the civilian 
economy going, I must immediately 
point out to you the simple mathe 
matical problem often overlooked, 
that 2 and 2 makes 4. We don’t 
have magical powers in Washing- 
ton, that can repeal that regulation. 
_And the fact of the matter is that 
since 2 and 2 makes 4, civilian pro- 

(Continued on page 185) 
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New AHMA 
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WHITE 





NWHA 
President 
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New NASMD 
President 
ALEXANDER 
THOMSON 
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Inventory Control 


By HOWARD W. PRICE 


Vice-President and 
General Manager 

The Salt Lake Hardware Co. 
Salt Lake City, Utah 





“‘,.. We can fill our customers’ 
orders nearly completely; render 
a continuous, fast shipping service, 
and also maintain a five-time 
turnover on our inventory 


investment... .”’ 


Stock control is one of the most, 
if not the most, important function 
in the wholesaler’s operation. We 
can’t do business from an empty 
wagon and yet if the wagon is 
loaded too heavily, it will surely 
break down. 

Sales are the life blood of our 
kind of business. Customers’ orders 
must be filled as nearly complete 
as possible and losses caused by 
obsolescence, overstock and declin- 
ing prices must be controlled and 
minimized, although the latter 
problem hasn’t been one of much 
concern for some time. 

Necessity has always been the 
mother of invention. One of the 
most critical problems facing us in 
1948 was limited warchouse space. 


We were actually bulging at the 
seams. One day Charles L. Wheeler, 
our president, and I put on our hats 
and left the building to visit a 
commercial storage warehouse to 
investigate the possibility of ob- 
taining additional floor space. 

When it was revealed to us how 
this storage company would move 
certain merchandise here and there, 
double stack some other cartons of 
goods and clear the floor space 
for us, we realized that a com- 
mercial warehouse looks upon its 
floor space as revenue and appar- 
ently considers it of far more value 
than the average wholesaler does. 

We were determined to analyze 
our problem and if a commercial 
storage company could clear its 
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decks for a profit, then certainly 
we should clear ours for our own 
benefit. We had never’ before 
looked upon our warehouse space on 
« cold dollar per square foot value. 
That visit actually was the begin- 
ning of our stock control program. 

In addition, we were faced with 
excessive mark outs. Two years 
ago, we were actually marking out 
more than 20 pct of our dealers’ 
orders. The crowded conditions, 
poor arrangement and _ identifica- 
tion of stock in our warehouse was 
impairing service and resulting in 
increased claims. All this tended 
to raise our overhead. 

The problem then was for us to 
know more about our inventory— 
the items we carry—the relative 
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Fig. 2 
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importance of various items and 
lines as to the sales potential and 
profit possibilities. 

To accomplish anything in this 
direction meant that positive, uni- 
form methods of stock analysis and 
control had to be adopted. I believe 
it is a safe statement to make that 
we had been guilty of being much 
more careful and concerned with 
the dollars represented in our ac- 
counts receivable ledgers than we 
were about the dollars represented 
by merchandise on our stock 
shelves. 

Inquiry _with our local chain 
store operators indicated that they 
had learned many valuable lessons. 
We were surprised to learn what 
they knew about a lowly pocket 
comb; its sales characteristics in all 
markets throughout the country. 
We were told that the New York 
office knew within one or two per 
cent of how many of a particular 
type of pocket comb their Salt Lake 
City store would sell during any 
year or any calendar quarter. Their 
inventory dollars so invested assure 
them a profitable turnover and they 
most always have adequate stock to 
serve their customers’ needs. 

Our stock control plan is being 
developed with three principal ob- 
jectives in mind. It is a supple- 
ment to our regular stock sheets 
which are sent into the warehouse 
periodically according to a pre-de- 
termined stock-taking schedule for 
a physical count. Before enumerat- 
ing them, I would like to place em- 
phasis on the fact that I said, “is 
being developed.” While much 
benefit has already come to us as 
a result of this plan, some phases 
and details are being altered and 
improved as we progress. 

Here are the objectives: Main- 
tain adequate inventory to assure 
continuity of supply with minimum 
investment. Reduce the number of 
items carried. Render an improved 
service to our customers thereby 


Atlantic City Convention Report 





























. °o 
Fig. 4| constant || tntevmer | Apri lome | Weipopdopt | On ter de 
| | 
ae 
JUN 1 1951 ‘ OVERSTOCK LOCATION 
. °o 
NEW MERCHANDISE 
Fig. 5 


JUL 31 1951 























MINIMUM STOCK OVERSTOCK LOCATION 











WAREHOUSEMAN’S STOCK CONTROL REPOR! 








| 

















INSTRUCTIONS TO WAREHOUSEMEN: 


THIS CARD MUST BE SIGNED AND TURNED IN EACK 
BDAY TO STOCK CONTROL MAN OR DEPOSITED BE 
FORE LEAVING ATS P.M. IN SPECIAL BOX PROVIDED 


f Fis. 7 
























































meriting a greater share of our Ee ens ee 
customers’ business. 
°o °o 

ge CONSTANT Jan-Feb-Mer Ape-May-Jone | July-hug-Sepr | Oct-Mer-Dee S B NUMBER 
(s = — een Fig. 8 

MINIMUM STOCK REQUIREMENTS | —_—_——————}> DESCRIPTION 

OVERSTOCK LOCATION 
Fig. 3 LOCATION 











HARDWARE AGE, NOVEMBER lI, 1951 


135 








To save valuable warehouse space 
it was necessary to install new 
shelves and change the method of 
warehousing and identifying the 
goods. Our shelving was more than 
40 years old. Some of the bins 
were 36 in. deep. Small merchan- 
dise sat on the front edge of these 
deep shelves and behind the goods 
the space was wasted—good only 
for collecting dust. Much of the 
shelving was not adjustable. 

In order to effectively save space, 
we developed a standard 6 ft sec- 
tion of shelving; one type 12 in. 
deep for smaller items and the 
other 24 in. deep. On the 12 in. 
type we use metal shelf standard 
for maximum flexibility in shelf ad- 
justment. On the 24 in. type of 
bin we use wood cleats permitting 
shelf adjustment every 7 in. The 
height of the bin sections is 7 ft 
6 in. 

A careful study of the merchan- 
dise was made by our warehouse 
group with respect to the type of 
goods, size, method of packing, etc. 
The goods were then placed on 
either the 12 in. or 24 in. deep bins, 
whichever suited best. The follow- 
ing are the objectives we have in 
mind to improve our warehousing 
operation: (This work has been 
completed at Salt Lake City and 


nearly so at Boise and Grand 
Junction.) 

1. To locate and identify our 
stocks of merchandise in such a 
manner so that each item can be 
quickly and consistently found, even 
by less experienced warehousemen. 

2. To locate our total inventory 
of an item in one location insofar 
as is possible and, if not possible, 
to indicate on the bin tag, in the 
space provided, the exact location 
of the overstock. 


Fast Shipping 


3. To locate and place our stocks 
of merchandise so that goods which 
have a constant, fast movement are 
placed relatively closer to shipping 
outlets — for instance, elevators, 
chutes, etc.—so as to reduce loss of 
valuable manpower hours when fill- 
ing orders or checking stock. 

4. To provide a method of guar- 
anteeing rotation of inventory so 
that the oldest stock is always 
shipped out first. 

5. To anticipate the receipt of 
goods so that ample space is ready, 
tags prepared in the case of new 
merchandise, and to fill existing 
back orders and/or future orders 
promptly upon receipt of the goods 
with a minimum of lost motion and 
to avoid duplicate effort. 


The first step necessary to pro- 
vide and maintain adequate inven- 
tory and assure continuity of sup- 
ply with minimum investment re- 
quires a constant, never-ending in- 
ventory analysis of all commodities 
by our department managers and 
buyers. 

Commodities are analyzed with- 
out respect to brand or manufac. 
turer to determine which items are 
most important as to volume sales; 
for instance, in September 1949, 
when this program was started, we 
had 28 numbers of 6 ft steel tapes 
in our inventory. 

We found that 9 of these num- 
bers represented 80 pct of the tota) 
unit sales of the 6 ft steel tapes 
carried—all makes—all brands. We 
found that 11 numbers were more 
or less service items we desired to 
continue to carry, but, these 11 
items represented only approxi- 
mately 20 pct of the total unit sales 
of the commodity; 8 numbers were 
discontinued at that time. 

The most significant thing is that 
at the time the analysis was made 
our average stock of the 9 basic 
numbers was 92. Through the 
elimination of some numbers and 
the control and reduction of inven- 
tory of the service items or 20 pet 
group, we were able to increase 


X-Club Atlantic City Luncheon Meeting 








More than 30 members and guests enjoyed the X-Club luncheon, Tuesday, at the Marlborough. Members of the club are 
the past presidents of AHMA, NWHA, SWHA, Texas Wholesale Hardware Association and the Old Guard. George H. 


Harper, Baltimore, Md., secretary-treasurer of the group was in charge of arrangements. 
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the average stock of these 9 num- 
pers to 213, with little overall in- 
crease in dollars invested in this 
one commodity. 

These fast-moving items repre- 
senting 80 pct of the total unit sale 
of any commodity having a steady 
year round sale are designated with 
a star on our stock sheets and are 
identified by a white tag (Fig 1) 
on our warehouse shelves. 

This white tag provides for a 
minimum stock figure and the quan- 
tity of the actual inventory consis- 
tent with that minimum stock fig- 
ure is set apart visually with a 
metal corner which is marked, ‘“‘Re- 
port When Breaking Minimum 
Stock.” 

If the sale of this same type of 
fast-moving item is effected by sea- 
sonal trends, it is marked “S’”’ on 
our stock sheets and a blue tag 
(Fig 2) is used for identifying the 
merchandise in the bin. The only 
difference other than the color of 
these two identifying bin tags is 
that space is provided on the blue 
tag for minimum stock require- 


Fair Trade 





By THOMAS H. TRUSLOW . 
Corning Glass Works 
Corning, N. Y. 





THOMAS H. TRUSLOW 
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ments for the four calendar quar- 
ters of the year. 

The quantity of the actual inven- 
tory visually set apart with the 
metal marker is, of course, adjusted 
by the stock control man in the 
warehouse each calendar quarter to 
agree with the minimum stock con- 
trol figures shown on the blue tag. 


Service Items 


The units that represent the ser- 
vice or 20 pct items carry no special 
identification on our stock sheets. 
The merchandise is tagged with a 
buff colored tag (Fig 3) for identi- 
fication. We do not use any mini- 
mum stock control figures in con- 
nection with these items. 

Those items which are to be dis- 
continued when existing stocks are 
sold are identified similarly—with 
a buff colored tag—but with the red 
close-out insigina (Fig 4). 

These tags are dated each time 


our annual inventory of these close- 
out items is written; for instance— 
December 31, 1950, so as to indicate 
how long the item has been on our 
shelves. 

New items recently purchased 
which are currently being added to 
the catalog and on which we do not 
have a past history from which to 
judge relative importance of the 
item, are identified with a salmon 
colored tag (Fig 5). 

These tags are dated by the stock 
controlmen when placed in the 
stockroom so as to indicate when 
the line came in so that intermit- 
tently such items can be checked up 
so as to be sure to have them anal- 
yzed and segregated into one of the 
basic groups, either a star or “S”. 
20 pct or a circle X item. 

Our purpose in selecting various 
colored bin tags is so that all ware- 
housemen will have a clear-cut visu- 
al understanding of each group of 

(Continued on page 176) 


‘“‘. . . If the Fair Trade system has 
merit, you men can handle the 
enforcement problem through 
reason and moral persuasion 
without law suits, which never 


built business anyway... 


Long before either Mr. Miller or 
Mr. Tydings became famous, Corn- 
ing Glass Works had determined 
that it was to its best interests to 
see that Pyrex Ware was marketed 
in an orderly fashion. For years we 
had been attempting to convince 
wholesalers and retailers that they 
had much more to gain by main- 
taining our suggested prices than 
by entering into chaotic price wars. 

Then, in the late 1930’s the 
Miller-Tydings Enabling Act and 
the various state Fair Trade acts 
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came into being. We immediately 
took advantage of this legislation, 
as it permitted us to strictly en- 
force the sales policy that had 
proved so successful. Today, after 
more than 12 years of operation 
under Fair Trade, we are stronger 
than ever for price maintenance 
and orderly distribution. 

Now comes the Supreme Court 
decision permitting Mr. Schweg- 
mann to sell his fair-traded whiskey 
at cut prices, because he was a non- 
signer, and what has happened to 
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Fair Trade and to our sales policy? 
Reams of publicity have appeared 
on the decision. You have undoubt- 
edly read a great deal of it, as I 
have, but to my mind, one peculiar 
reaction seems to stand out. 

Business men were converted 
into a mass of would be lawyers. 
This group hysteria infected our 
own company with a particularly 
severe mass epidemic. Fora while, I 
was spending most of my time with 
our Corning lawyers, our New York 
lawyers, and our Washington law- 
yers. The disease spread to our 
sales force, and, instead of sales- 
men, we had a group of pseudo 
lawyers specializing in Fair Trade, 
each with a different idea of what 
should be done. I know that other 
manufacturers, distributors, and 
retailers caught the plague because 
every day urgent telephone consul- 
tations were had with the other 
suffering victims. 

Then this mass hysteria became 
aggravated by a vicious price war 
between a number of retailing 
giants, and no one knew what to 
do. While the Supreme Court deci- 
sion made the Fair Trade Law diffi- 
cult, if not impossible, to adminis- 
ter in a legalistic way, I think we 


all forgot one very important thing. 
The maintenance of prices even 
under Fair Trade was not entirely 
dependent upon law and the law in 
itself was not enough to insure 
maintenance. In our own experi- 
ence over the past 12 years, we sel- 
dom had to resort to the law courts 
except at the very first and then 
only in New York City. 


Fair Profit Gospel 


Our success in maintaining prices 
was due, rather, to consistently 
spreading, through salesmanship 
and reason, the gospel of earning a 
fair profit. Even in the states that 
do not have Fair Trade legislation, 
the dealers apparently decided that 
it was to their advantage to volun- 
tarily maintain prices. The power 
of reason even seemed to work for 
us during the worst of the New 
York City price war after the 
Schwegmann decision. At any rate, 
our prices were not cut by the lead- 
ing antagonists. 

We all seemed to forget the ad- 
vantages that the Fair Trade laws 
still gave us even after the seem- 
ingly disastrous decision. There are 
still many left. I would like to cite 
a few. 


Supplementary Regulation 19 to 
the General Ceiling Price Regula- 
tion entitled, Adjustment of Ceiling 
Prices of Fair Trade Commodities, 
as interpreted by OPS, provides 
that where the ware has been fair- 
traded by the manufacturer and 
“where the commodity was gener- 
ally sold at retail or wholesale dur- 
ing the base period at prices no 
lower than such minimum prices 
within the locality,” the retailer 
and wholesaler may have their ceil- 
ing price raised to the Fair Trade 
minimum price. 

However, the OPS has definitely 
ruled that the retailer or whole- 
saler to be entitled to this relief 
from low ceiling prices must be a 
signer of a Fair Trade contract. 
If manufacturers had fair-traded 
their ware before last December 
and enforced their prices so that 
the ware was sold at uniform Fair 
Trade prices during the base pe- 
riod, the manufacturers can, as 
Corning Glass Works has done, ap- 
ply and obtain dollar-and-cents ceil- 
ing prices for its distributors and 
dealers. 

This, thanks to Fair Trade, is the 
only way that a retailer can avoid 
pricing under the category formula 
of Ceiling Price Regulation No. 7. 
It is the only way that he can pro- 
tect the full margin on profitable 
items that fall into a category with 


New Officers of Sheet Metal Distributors 





Alexander Thomson, Tanner & Co., Indianapolis (2nd from right), has been elected president of the 
National Association of Sheet Metal Distributors. Other officers of the association are, from left to 
right, William H. Bowe, Herrick Co., Boston, Ist vice president; Lee J. Haines, E. E. Souther Iron Co., 
St. Louis, 3rd vice president; and Roger K. Becker, Ohio Valley Hardware & Roofing Co., Evansville, 


Ind., 2nd vice president. 
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less profitable items. It is the only 
way that the chaos of a possible 
different price on each item in each 
store of a large chain can be legally 
avoided. This benefit, in itself, 
makes Fair Trade well worthwhile 
even with the recent enforcement 
limitations. It is the only way a 
manufacturer can make it legally 
possible for the dealer to follow 
his suggested prices. 

Fair Trade is still just as prac- 
tical and easy to enforce at the 
wholesale level as it ever was. Any 
manufacturer can easily obtain 
signed Fair Trade contracts from 
all his wholesale distributors, and 
there is no problem about not being 
able to sue a signer. In fact, in 
practice, this never was a problem 
because actually a manufacturer 


would probably merely cut off a 
price cutting distributor rather 
than sue him. 

This leads up to my final and 
most important point because it f& 
the one which calls for action from 
you. All manufacturers who Fair 
Trade their products obviously want 
their prices maintained. They sell 
their wares to distributors who 
agree to maintain prices and who 
agree that they in turn will sell 
only to those who will agree to sell 
at the suggested prices. Manufac- 
turers can still refuse to sell to any- 
one they choose. 

You as wholesalers have exactly 
the same right and you must exer- 
cise that right so that the benefits 
of Fair Trade may be preserved. If 
a proved price cutter should refuse 





to sign a Fair Trade contract, you 
should refuse to sell him that Fair 
Traded product. 

The only thing which has been 
taken away by the Schwegmann 
case is the right to sue a non-signer 
if the sale affects interstate com- 
merce. As a manufacturer we feel 
that, if the system has merit, you 
men can handle the enforcement 
problem through reason and moral 
persuasion without law suits which 
never built business anyway. We 
will not sell any wholesaler who 
does not want to go along with the 
system voluntarily and we expect 
that the wholesaler we do sell, will 
refuse to sell any dealer who does 
not voluntarily want to maintain 
prices as established under the still 
existing Fair Trade laws. 


“.. We say that the dealer who 
doesn’t see fit to sign our contract 


does not have permission to use 
our good name in helping him to 
sell our merchandise.”’ 


I think you will agree that in 
different businesses there are dif- 
ferent problems and I think there 
is a difference in our field between 
that described to you by Mr. Trus- 
low and others. 

In June of 1951 we started our 
universal contract system whereby 
we made direct universal contracts 
with our distributors. Now four 
months later, all distributors are 
signed up under that contract. 
Then we made universal contracts 
with dealers. In that time, four 
months later, now, we have over 
90,000 dealers signed up in the 
United States—thanks very much 
to your efforts in helping us put 
over that plan. 

I think you will agree that 90,- 
000 dealers is not “hay.” 
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EDWARD PLONER 


Resale Contracts 


By EDWARD PLONER 
Vice President, 
Sunbeam Corp., 
Chicago, Ill. 





Now the distributor in his con- 
tract agrees to maintain our re- 
sale price and also agrees to con- 
fine his sales to contract-signing 
dealers. The dealer, in turn, agrees 
in essence to sell at not less than 
our published retail price. If he 
sells at less than our published re- 
tail price, he is in violation of his 
contract. If he sells at less than 
that price to another dealer, a back- 
door-dealing dealer who does not 
see fit to sign the contract or 
doesn’t desire to sign, he is, of 
course, in violation. 

You undoubtedly noted the num- 
ber of cases we have brought. 
There was one in the West Coast, 
for example, where a drug chain 
got a number of contract-signing 
dealers to sell them our merchan- 
dise, which that chain sold at cut 
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prices, and so advertised. We 
brought suit against the non-deal- 
ers and will continue to do that 
against the people that are doing 
a back-door business. 

Of course, we: respect the in- 
alienable right of any dealer not 
to sign our contract. There is no 
reason in the world he should not 
refrain if he chooses to do so. But 
we ask that dealer to compete with 
us on an open basis and not to 
get his merchandise through the 
back door. After all, there are 
many other food mixers and elec- 
tric shavers, and so on, that he 
can handle and compete with us 
openly and fairly. That is what 
we ask him to do. 

On the other hand, you may have 
noted, too, some of the suits we 
brought including one in Chicago. 
We will bring other cases against 
non-contract dealers who are ad- 
vertising and selling and display- 
ing our merchandise at prices less 
than our contract calls for. 

That is done on the basis of a 
Supreme Court statement in con- 
nection with the old Dearborn case, 
which is one of the earlier and 
most famous of the Fair-Trade 
cases. 

In the old Dearborn case the 
Justice of the Supreme Court said: 
“There is nothing in the Act (that 
is, the Fair Trade Act) to prevent 
the purchaser from removing the 
mark or brand from the commodity, 
thus separating the physical prop- 
erty he owns from the good will 
which is the property of another, 
and then selling the commodity at 
his own price, provided he can do 
so without utilizing the good will 
of the latter as an aid to that end.” 

That is the basis upon which we 
are working—we say that the 
dealer who doesn’t see fit to sign 
our contract does not have per- 
mission to use our good name in 
helping him to sell merchandise of 
ours that he secures through the 
back door, because we specifically 
in our contract give that permis- 
sion to those of our dealers that 
do sign with us. 

You will hear more of that—the 
probabilities are that that case will 
go to the Supreme Court. We hope 
it does, because I think all of us 
have a right to find out exactly 
where and how far we can go in 
protecting our good name and good 
will, which is symbolized in your 
contract. 






140 


In 70 of the 100 leading cities 
in which department stores operate, 
we have all of the big stores signed 
up. They were slow as we and 
you expected them to be. It was 
a matter of change of policy, and 
that is a top-level job, but in 70 
of those 100 cities all of the stores 
are signed up. In the other 30 
cities many are and some are not, 
and we simply have to go without 
that business. 

I would like to take this oppor- 
tunity I have here to thank the 
over 90,000 dealers who have ex- 
pressed their desire to cooperate 
with us by signing our contract 
and selling our merchandise in ac- 
cordance with the terms of that 
contract and maintaining those 





prices. And I want to thank those 
of you who are our distributors. 
I want to thank you for the 
wonderful cooperation you have 
given us. We could not have done 
it if you had not sent out your men 
to do the job, and I think it phe- 
nomenal that we could sign up 90 
per cent of the electrical appli- 
ance dealers who handle electric 
appliances. Four months is a short 
time, and it is a very big job. 
No. 2, I want to ask you for 
your continued similar support and 
recommend, too, if you can and 
will, that you get all of the people 
in your organization behind the 
idea 100 pct, not only in working 
out this plan, but in the long-term 
deal of talking to your Congress- 
men and Senators and getting 
something into the laws of the 
country that will support it. 


OFFICERS of the 
NATIONAL WHOLESALE HARDWARE ASSN. 
Re-elected at Atlantic City, N. J., Oct. 18, 1951 


President 
William P. Tracy, The Tracy-Wells Co. 


Vice-presidents 


W. A. Parker, Beck & Gregg Hdwe. Co. 
Charles L. Hildreth, The Emery-Waterhouse Co. 
Alexander Thomson, Tanner and Co.* 


Managing Director 
George A. Fernley, Philadelphia 


Executive Secretary 
Thomas A. Fernley, Jr., Philadelphia 


Executive Committee 


1954 


Ernest C. Kieswetter, W. A. L. Thompson Hdwe. Co.* 
N. F. Van Hoogenhuyze, Wm. Van Hoogenhuyze Hdwe. Co.* 
H. L. George, Marshall-Wells Co., Portland, Ore.* 


1953 


S. T. Exley, Jr., Harper & Reynolds Corp. 
John H. Stauffer, Herr & Co., Inc. 
Paul W. Anderson, Farwell, Ozmun, Kirk & Co. 


1952 
Leslie M. Stratton, Jr., Stratton-Warren Hdwe. Co. 
Charles L. Wheeler, The Salt Lake Hdwe. Co. 
A. Wessel Shapleigh, Shapleigh Hdwe. Co. 


Advisory Board 


F. A. Heitmann, F. W. Heitmann Co. 

C. J. Whipple, Hibbard, Spencer, Bartlett & Co. 
Shannon Crandall, California Hdwe. Co. 
Mark Lyons, McGowhh-Lyons Hdwe. & Supply Co. 
Edward F. Pritzlaff, John Pritzlaff Hdwe. Co. 
Henry J. Allison, Allison Erwin Co. 

John H. Mize, Blish, Mize & Silliman Hdwe. Co. 


*Newly elected 
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Wholesaler’s Catalogs 





“, . Buyers demand accurate 
catalog information when they 
want it and disregard a catalog 
that is out of date or unreliable...” 


When we issued our new hard- 
ware catalog, it was decided to fur- 
nish our dealers with a loose-leaf 
book instead of printing a tight- 
bound edition. The binder selected 
is a stiff-backed binder with hinged 
covers allowing the book to be 
opened out flat for easy use. The 
binder has an_ easy-to-operate 
ratchet mechanism with no screws 
to loosen and nothing to take apart. 
Our catalog pages are keyhole 
(slot) punched, making the pages 
easy to insert without taking the 
binder completely apart. 

The loose-leaf catalog for distri- 
bution to hardware dealers provides 
maximum flexibility. Several dis- 
tinct advantages over the tight- 
bound catalog are as follows: 

Catalog information is current at 
all times, up-to-date and correct. 
The tight-bound catalog becomes 
obsolete. In fact, it is partially out 
of date before it leaves the press 
because changes have occurred 
while it was being compiled and 
printed. A loose-leaf catalog can 
be changed at any time. New or 
changed items can be added by 
sending out new sheets which be- 
come an integral part of the book. 

The lead for our catalog is kept 
standing and new pages are mailed 
to those dealers who have our cata- 
log as regularly as they are issued 
to our own salesmen. Thus, our 
dealer catalogs are kept just as 
current as those carried by our own 
salesmen. This does away with the 
necessity of reprinting and re-issu- 
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J. R. CHRISTIANSON 


ing of the complete dealer catalog. 

We have found that buyers gen- 
erally have the same buying habits 
with respect to any line having 
sufficient items to require a catalog. 
They naturally demand accurate 
catalog information when they 
want it and disregard a catalog 
which is found to be out-of-date 
and unreliable. 

By printing dealer prices on 
loose-leaf sheets corresponding to 
the catalog pages and to be inserted 
between the catalog pages, a select 
list of key dealers is furnished 
with current price information as 
well as catalog changes. In some 
cases, new items are also featured 
on these price pages pending the 
time when they are incorporated in 
a revised catalog page. A survey of 
our accounts who have this service 


By J. R. CHRISTIANSON 


ZCMI, 


Salt Lake City, Utah 


resulted in numerous complimen- 
tary comments, some of which are 
quoted as follows: 

“Only complete catalog company 
has.” 

“ZMCI spends time and money on 
changes. Warrants keeping catalog 
up.” 

“T see items I never knew you 
carried before.” 

“Keeps me posted on changes.” 

“Believe system superior to 
bound catalog.” 

“The only catalog with price 
changes and the only current cata- 
log in our office.” 

“Easy to make changes. We like 
the idea of keeping catalog cur- 
rent.” 

Sectional loose-leaf catalogs, 
which embody all the advantages of 
the complete catalog, can be pre- 
pared for those accounts the nature 
of whose business does not entitle 
them to buy the entire line. For ex- 
ample, sporting goods stores which 
do not require a complete catalog. 

Pages on new items or new lines, 
either furnished by the manufac- 
turer or produced by mimeograph 
or other processes of reproduction, 
may be punched and mailed to deal- 
ers for insertion in their catalogs 
until such time as these items are 
included on a regular catalog page. 
This has the advantage of calling 
special attention to new items and 
has an added advertising advantage 
when manufacturers’ pages in color 
are furnished the dealer. 

Catalogs are advertising when 
new sheets are continually mailed 
out. Every new sheet calls the at- 
tention of the customer to that par- 
ticular group of items. 

The loose-leaf sheet is a merchan- 
dising aid. As the salesman makes 
his rounds, he can check the dealer 
catalog and make sure the sheets 
are properly inserted, at the same 
time giving a sales talk on the new 
items. 

Although the initial cost of the 
loose-leaf binder is more than for 
the binding of a tight-bound edi- 
tion, this additional cost is offset 
by the life expectancy of a good 
binder as compared to the bound 
edition. Presuming that a new 


141 


tight-bound catalog is issued every 
five years, the loose-leaf binder 
should outlast at least three bound 
catalogs, and the buyer has the ad- 
vantage of a current book instead 
of one that is five years old before 
a new edition is delivered to him. 

When we were furnishing our 
dealers with a bound catalog, our 
salesmen were carrying a loose-leaf 
catalog which was kept current by 
reprinting pages as changes occur- 
red. Therefore, the only additional 
costs for furnishing dealers with a 
loose-leaf catalog would include: 

The additional paper cost; addi- 
tional running time on the presses; 
gathering pages; preparation of 
and keeping up mailing lists; mail- 
ing and postage charges. 

We believe these additional costs 
are far outweighed by the definite 
advantages of keeping all our dealer 
catalogs current, advising key ac- 
counts of price changes, and the 
advertising and merchandising 
value of new pages being mailed 
continually to the buyers. With a 
tight-bound catalog, these addi- 
tional costs are merely deferred un- 
til the time a new catalog is issued. 
Our entire advertising appropria- 
tion is confined to the catalog. 


Wholesaler Catalog Page Size 


In response to many requests for information on the page size 
of wholesalers’ catalog, HARDWARE AGE publishes here the 
page-size recommendations made by the National Wholesale 
Hardware Association, based on a survey of its members. 

One hundred and eleven of 182 members favor the 8% by 
11 in. page size; 21 use a wide variety of page sizes. An addi- 
tional margin up to three inches for loose-leaf binding is also 
favored. 

Three columns to the page is favored by 63 members; two 
columns by 42 members, and 35 members favor 2 or 3 (some- 
times 4) columns. Ninety-four members use pages furnished 
by manufacturers. 

A bound catalog is furnished customers by 78 members while 
43 members furnish customers with a loose-leaf catalog. Of 
the above, 31 print their own catalogs, 9 of these being bound, 
while 22 are loose-leaf. 

Twenty-six members issue new pages as soon as available; 
12 issue revised sections and one member completely revises 
his catalog once a year. 

Price changes are variously handled as follows: 14 advise 
key accounts of price changes; 4 rely on their salesmen to 
post customers; 4 advise all customers of price changes; 7 
advise subscribers and charge for their price service as 
follows: 

Two members charge $15.00 per year for weekly service; 
1 charges $12.00 per year for weekly service; 1 charges $1.50 
per month for weekly service; 1 charges $25.00 per year for 
semi-monthly service by salesmen; 1 charges $10.00 for the 
first year, $4.00 thereafter, and 1 charges 5 cents per sheet to 
key accounts. 





National Brands 


By A. M. VORYS 
Vorys Brothers, Inc., 
Columbus, Ohio 





‘“‘The best merchandise to handle 
is to become a distributor for a 
national brand where the distrib- 
utor is a protected, intregrated 
part of the manufacturer’s sales 
program.” 






I think we should eliminate from 
this discussion on brands, all ap- 
pliance and hardware sales we may 
make to dealers who sell the prod- 
ucts they buy from us in essen- 
tially the same form they receive 
them, because this type of resale 
merchandise presents another en- 
tirely different sales problem. 

I also believe that that part of 
our business in which we sell tools 
and machinery direct to our cus 
tomers, or in other words our con- 
sumer sales, is another subject 
which should be handled separately. 

Most of us in this association are 
interested in selling either raw ma- 
terials or supplies to customers 
who make them a part of their 
finished products. They change 
what we sell them into a product 
which may be the product of a 
factory; the tailor-made product 
of a job shop; the complete roof 
with drainage of a roofer, or the 
complete installation of a heating 
plant. In any case the ultimate 
consumer sees the finished prod- 
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A. M. VORYS 


uct; how it looks; how it operates, 
and, in spite of the claims of ad- 
vertisers, are not so interested in 
the names of the manufacturers of 
the component parts. 

Since we distributors sell either 
the isolated requirements or small 
requirements of large business or 
the large requirements of small 
business, we in many cases become 
the purchasing agent for our cus- 
tomers, relieving them of the re- 
sponsibility of listening to many 
salesmen and making hundreds of 
price and quality decisions which 
we have to make. 

Therefore, price and appropriate 
quality (considering at all times 
continuity of supply) should be 
given most attention by a distribu- 
tor, leaving brands as a _ secon- 
dary consideration, except as good 
brands often do have the right 
price and quality. 

Continuity of supply and right 
prices have been the most import- 
ant considerations for purchasers 
of steel, for all or a part of every 
year in the memory of anyone in 
this room except 1918, 1921, 1930, 
1931, 1932 and 1938. Think of it: 
In the last 38 years, only six whole 
years were steel buyers markets. 
These figures were not my own, 
but one of our sharpest buying 
customers. 

The occasion was when he 
ordered a car of sheets from us 
in the short steel buyers market 
of March and April 1950. When 
I told him he could buy from the 
mill as cheap as we could, he asked 
me to handle his carload steel busi- 
ness on a commission basis, as he 
had never found a mill who would 
be his loyal source of supply, ex- 
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cept in the six years mentioned 
when he needed no steel. 

Private brands of the type the 
distributor uses to conceal his 
source of supply in order to dodge 
responsibility for the merchandise, 
and private brands used to puff 
the distributors product more than 
manufacturer would his own prod- 
ucts and brand, went out with 
World War I. 

No more double dipped anti-pin 
hole or 50-50 solder made of 45 pct 
tin, 50 pet of lead and 5 pct alloy- 
ing agents. 

Customers want to know our 
source of supply, want to know 
when we change source of supply 
and they deserve to know. Private 
brands, used to cut prices, to cir- 
cumvent the law, such as the Clay- 
ton Act, and Robinson-Patman 
Law, are no longer considered a 
legal, and never were a moral, ex- 
cuse for having them. 

The only use for a private brand 
is to stencil or brand merchandise 
of a known source in order to 
identify it if lost or if claims are 
made about quality or settle dis- 
putes when the manufacturer is the 
same, but there are several dis- 
tributors involved. 

We lost 200 lbs of solder by pur- 
chasing Dutch Boy 111 without any 
identification that it was distrib- 
uted by Vorys' Brothers, Inc. 





When the solder was found, we 
could not identify it, yet in the 
same car where it was found were 
three other private brands easily 
identified. 

Our company and a competitor 
were buying sheets from the same 
source under the manufacturer’s 
brand. Laminations appeared in a 
customer’s product. We made the 
claim, reimbursed the customer and 
then found that it was a competi- 
tor’s sheets which failed. Yes, pri- 
vate brands are essential often to 
identify a distributor’s merchan- 
dise. 

National brands of the _ type 
where the manufacturer tries and 
often succeeds in making the public 
demand his products and for that 
reason pays little attention to any 
of the distributor’s functions, ex- 
cept warehousing, have been the 
least profitable to us. We have 
larger inventory and slower turn- 
over on these national brands than 
any other merchandise we handle. 

The no-profit disease gets worse 
because the competition is so keen, 
the margins get worse, the inven- 
tory goes up, and yet we have to 
carry some of these products. This 
is the most vicious part of our 
American system. It forces one 
manufacturer’s cost of selling and 
warehousing on another’s product. 


Ue S9MB130% 1805 
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Thomas A. Fernley, Jr., executive secretary of NWHA delivering 
his annual report. 
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It is similar to cigarets and their 
distribution. 

I do not know how to combat it, 
but I do know we try to stay clear 
of it. There is no loyalty of this 
type of manufacturer to his cus- 
tomers, no study of marketing or 
markets and eventually other prod- 
ucts, handled discreetly and judi- 
ciously take over in our business 
of supplying raw materials, parts 
and products to the manufacturer 
or assembler. 

The best merchandise to handle 
is to become a distributor for a 
national brand where the distribu- 


tor is a protected, integrated part 
of the manufacturer’s sales pro- 
gram. We have several examples 
of these manufacturers, and they 
seem most successful, yet there are 
only a few of them. 

It takes nerve and integrity, 
honor and most of all a far sighted- 
ness that is practically unknown to 
manufacturers, to use this method 
of selling but, when used, you can 
tie in with it, there is a feeling of 
accomplishment, of team work, of 
cooperation which elevates being a 
distributor to such a plane that it 
becomes a real profession. 


This country is known for its 
production, its advertising, its 
salesmen, but the great lack is sales 
management. Few companies with 
national brands and also price and 
continuity are doing much in sales 
management, in policy making, in 
long range sales planning. Most 
of them are only interested in 
immediate orders. Consequently, 
when you are called on by a sales 
manager of national branded prod- 
ucts which have merit and you are 
given an opportunity not to buy 
but to become a part of that com- 
pany’s managed sales, take advan- 
tage of it for it is the hope for our 
present confused uneconomic dis- 
tributing system. 


Benefit Program 


By JOSEPH SLOSS 


Sloss & Brittain, 
San Francisco, Calif. 








JOSEPH SLOSS 


“,. Our company feels that there 
is justification for a more complete 


employee benefit program than 


is required by custom or law. 


We believe that management 


today has more responsibility to 
its employees than in the past.”’ 


I have been asked to talk on the 
subject of employee benefit pro- 
grams essentially because our com- 
pany has such a program. We em- 
barked upon it with enthusiasm 
some seven years ago and we re- 
main equally enthusiastic today. I 
shall try to tell you a little of what 
we are doing, why we are doing it 
and what it has meant to us over the 
course of these past years. 

However, before we go too far, it 
might be well to consider just what 
we mean by Employee Benefits. 
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After all it was only a comparatively 
short time ago when-labor was paid 
what the traffic would bear and 
benefits such as are common today 
would have been considered most 
radical indeed. 

It is only a little over 100 years 
since Dickens wrote A Christmas 
Carol in which the plight of em- 
ployee Bob Cratchit at the hands 
of Ebenezer Scrooge is most elo- 
quently told. Cratchit worked long 
hours for paltry pay as was coim- 
mon then. Moreover, he was con- 
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stantly in danger of losing his situ- 
ation over such trifles as tardiness 
or of taking an extra lump of coal. 
However, the prospect of paying 
Bob Cratchit “a day’s wages for no 
work done” which confronted him 
once a year on Christmas Day was 
almost more than Scrooge could 
bear. 

What Scrooge did to mend his 
ways after his nocturnal visitors 
were through with him should not 
blind us to the realization that he 
did not have to change at all. The 
benefits which he later bestowed 
upon Bob Cratchit and Bob’s family 
were not required by custom or by 
law but by his own conscience. And 
the book ends with the clear infer- 
ence that Scrooge’s business pros- 
pered and his state of mind im- 
proved immeasurably. 

So today, 100 years after Ebe- 
nezer Scrooge and Bob Cratchit, 
our company feels that there is 
justification for a more complete 
employee benefit program than is 
required by custom or by law. We 
believe that management today has 
more responsibility to its employees 
than in the past. No longer can 
average working conditions, aver- 
age hours, and pay rates compar- 
able with local competition attract 
and hold people. High costs and 
wage rates mean much more atten- 
tion to productivity and quality 
personnel than ever before. Ad- 
vancement as an incentive to new 
people is also an attraction not to 
be overlooked. 


Closest Relationship 


It therefore becomes necessary 
in our minds to foster the closest 
kind of relationship we can with all 
of our employees. Call it benevo- 
lence, call it paternalism, call it 
conscience, call it what you will, 
we believe sincerely in almost every 
fringe benefit we can find. 

We cannot discuss all of these 
benefits here. Some of them are 
required by law, on others like life 
insurance and hospitalization we go 
much further than is required. 
What we do that is substantially 
different from most of you is to 
superimpose a profit sharing sys- 
tem on top of all of this other pro- 
gram. 

Our profit sharing plan requires 
that we set aside all profit after a 
reasonable net return upon our in- 
vestment up to a figure represent- 
ing 15 pet of all employees’ wages. 
It is not a funded pension plan re- 
quiring yearly payments regardless 
of profitable operation but is ef- 
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fective only in those years when the 
profit exceeds a reasonable return, 
8 pct, upon our capital stock. 
»« For every year of operation un- 
der the plan, and we are confident 
for this year as well, we have made 
the maximum contribution (15 pct 
of all wages) to an independent 
trustee. That is a_ substantial 
figure—in fact it is more than half 
of our resulting net profit for this 
same period. Our plan is operated 
entirely by company contribution. 
Employees do not bear any part of 
the cost. Why have we done it and 
why are we continuing to operate 
under such an expensive program? 
Essentially there are two rea- 
sons. One is the ability to offer 
employee security and reduce turn- 
over which we feel helps us to make 
a profit and the other is to permit 
us to enforce compulsory retire- 
ment which will keep our company 
young and progressive so as to en- 
sure a profit for the future. 
Employee security, to discuss the 
first of these factors, is an im- 
portant consideration whether you 


are in a tight labor market or not. 
The young people of this country 
as a whole are vastly more inter- 
ested in security than they are in 
opportunity. The incentive to start 
a small business, to gamble every- 
thing you have on your own wits, 
has been sadly reduced to virtual 
unimportance. The lure of a big 
business with retirement plans and 
assurance of continued existence 
and growth is uppermost in the 
minds of the youth of this country 
regardless of economic strata. And 
let’s not overlook the fact that the 
academic institutions of this. land 
are continuing to preach the im- 
pending elimination of the whole- 
saler in the distribution system. 

So we have gone as far as we 
can to offer the same type of em- 
ployee security as the largest cor- 
porations in the country. With 
that as a start, we attempt to in- 
still into every employee that his 
security is based upon our making 
a profit. It goes without saying 
that the results obtained from en- 

(Continued on page 178) 


AHMA Membership Rises to 444 Firms 


Membership of the American Hardware Manufacturers Assn 
now totals 444 firms, a gain of 19 over a year ago, it was announced 
at the annual meeting of the association on Oct. 17. Twenty-nine 
new members joined the association during the year, while 10 firms 


resigned. 


The new members of AHMA follow: 


Acme Quality Paints, Inc., Detroit. 

Belmont Stamping & Enameling Co., New Philadelphia, Ohio. 
Bridgeport Chain & Mfg. Co., Bridgeport, Conn. 
Brinly-Hardy Co., Louisville, Ky. 


Buck Bros., Inc., Millbury, Mass. 


Burgess Battery Co., Freeport, IIl. 

Coatesville Plate Washer Co., Philadelphia. 

Federal Fibre Mills, New Orleans. 

Fleischmann Handle Co., Div. Fleischmann Corp., Baltimore, Md. 


Foley Mfg. Co., Minneapolis. 


Follansbee Steel Corp., Pittsburgh. 


Gale Products, Galesburg, III. 


Goodyear Tire & Rubber Co., Akron, Ohio. 
High Standard Mfg. Corp., Hamden, Conn. 
Hyde Mfg. Co., Southbridge, Mass. 

LaPierre-Sawyer Handle Co., Jackson, Mo. 


Miratile Mfg. Co., Inc., Chicago. 


Newton Line Co., Inc., Homer, N. Y. 

P & C Hand Forged Tool Co., Portland, Ore. 

Pioneer Gen-E-Motor Corp., Chicago. 

Plastic Woven Products, Inc., Paterson, N. J. 

Pressure Products Corp., Chicago. © 

Sager Lock Works, Div. Yale & Towne Mfg. Co., Berrien Springs, 


Mich. 


Spang Chalfant Div., National Supply Co., Pittsburgh. 


Syncro Corp., Oxford, Mich. 


United States Plywood Corp., New York. 

Vulcan Rivet & Bolt Corp., Inc., Birmingham, Ala. 
H. Wenzel Tent & Duck Co., St. Louis. 

Wire Products Co., Birmingham, Ala. 


145 





President’s Address 





By WILLIAM P. TRACY 
President, 
Tracy-Wells Co., 
Columbus, Ohio end 
NWHA Retiring President 


I feel very humble in standing 
on this platform, where so many 
outstanding leaders of our industry 
have so ably served you. Sir Wil- 
liam Temple once said, “Though I 
may not be able to inform men 
more than they know, yet I may 
give them occasion to consider.” 

In reviewing the past year, per- 
haps the most frequently used 
word, reflecting the thinking of 
every citizen, is “confusion.” When 
we met one year agu we had al- 
ready experienced several months 
of scare buying. The President of 
our association, in his very able 
address at that convention, men- 
tioned many lines, the stock of 
which in the hands of wholesalers 
was very lean, but said that allot- 
ments were staving off critical 
shortages. He accurately forecast 
higher taxes, higher wages, higher 
prices;—but then, a few months 
after the turn of the year, we 
found merchandise rolling in at an 
alarming rate;—our warehouses 
were loaded ;—the dealers’ shelves 
filled. 

Then followed a period of liqui- 
dation, special promotions, cut 
price sales, even Fair Traded items 
were sacrificed. Now that situa- 
tion seems to be leveling off, 
dealers are rebuying, wholesalers’ 
stocks are coming into line, and we 
are again being told that ’ere long 
there will not be enough of certain 
items to go around. 

What has caused this wild fluctu- 
ation? As business men are we 


as uncertain as we might appear, 
or are we given information which 
has told only part of the story? 
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..- Now that situation seems 


to be leveling off, dealers are 
rebuying, wholesalers’ stocks are 
coming into line, and we are again 
being told that ’ere long there will 
not be enough of certain items 


to go around.” 


Whatever the cause, we do know 
that as a result of higher prices 
it takes more dollars to pay for 
our inventories and to carry our 
accounts receivables. ‘Unsanfor- 
ized” dollars just don’t buy as 
much. 

With the present uncertainties 
what policies, therefore, should we 
pursue? Surely reason will seem 
to dictate “that good merchandise, 
priced at a fair value, bought to 
meet normal needs, will be disposed 
of profitably with a _ reasonable 
sales effort.” ' 

While the controls placed on our 
business are at best irksome, we 
are fortunate in that most of the 
regulations have been influenced in 
their composition by men who rec- 
ognize the importance of whole- 
saling in the field of distribution; 
—men who have gained their ex- 
perience either through some con- 
nection with the wholesale business 
or through having served in World 
War II with a government bureau 
dealing with the work of whole- 
saling. 

They have an understanding of 
and are sympathetic with our prob- 
lems. For example, at the meeting 
in Washington of your Industry 
Advisory Committee, it was learned 
from the government representa- 
tives present, that a form of in- 


HARDWARE AGE, NOVEMBER 1, 1951 


ventory control was contempiated. 

Your committee pointed out the 
disastrous effects such a regulation 
would have upon the distributing 
trade. They were of the unanimous 
opinion, that with heavy stocks of 
merchandise in the hands of both 
wholesalers and retailers, it would 
be impossible to reduce inventories 
to conform to such a proposal with- 
out a drastic liquidation, which 
would seriously disrupt the econ- 
omy and might lead to actual fail- 
ures of many of these businesses. 

Even those companies who were 
in position to comply would find 
themselves with unbalanced inven- 
tories, in spite of the surplus of 
goods which then existed in the 
hands of most manufacturers. The 
government men present readily 
recognized the problem presented 
and agreed with the committee’s 
recommendation that inventory 
controls were not needed under ex- 
isting conditions. 

Before I continue, I want to give 
testimony to the efficiency of the 
Fernley organization. Only through 
such an experience as I have been 
privileged to enjoy this past year 
can one measure the_ gracious, 
helpful wisdom of George and Tom 
Fernley. Before I had any official 
connection with the association I 
had heard members say, “Why 
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don’t we do this?”, “Why can’t we 
do that?” I can now assert that it 
is only because of the balanced, 
seasoned judgment of our secre- 
taries we have not become involved 
in embarrassing situations, similar 
to those in which some other as- 
sociations have unwittingly found 
themselves. 

While our immediate concern at 
this convention is to seek our own 
improvement as business men, we 
have a larger obligation as Amieri- 
can citizens to maintain the free- 
doms we were taught in childhood. 
We must re-establish the moral 
virtues that made our nation 
strong; we must again assert that 
the function of the government is 
to serve the people; we must make 
it perfectly plain that we were not 
born on this earth to labor all our 
lives to support the government. 
We must again have unbiased jus- 
tice, equality before the courts, im- 
partiality, not special privilege, in 
the law-making. 

Our freedoms stem not from the 
Constitution of the United States, 
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but from the Declaration of In- 
dependence. Our freedoms lie in 
these first two sentences of that 
great historic document: “We hold 
these truths to be self-evident that 
all men are created equal” (that is, 
equal before the courts and equal 
before Congress who makes our 
laws; that was the intent of 
Thomas Jefferson, for the sentence 
continues) “that they are endowed 
by their Creator” (not by the Su- 
preme Court, Department of Com- 
merce or by a Bureau) “that they 
are endowed by their Creator with 
certain inalienable rights” (that is, 
rights incapable of being trans- 
ferred to another) “that among 
these are life, liberty and the pur- 
suit of hapiness.” 

Our founding fathers did not say 
that these were all the freedoms, 
they inferred there were more, nor 
did they guarantee to every man 
happiness, but he was to have the 
freedom to find it as he chose. 

And the next sentence tells how 


these inherent truths are to be 
assured. Listen to what these wise 
patriots wrote: “That to secure 
these rights, Governments are in- 
stituted among Men, deriving their 
just powers from the consent of 
the governed.” There is embodied 
the condemnation of all dictators. 

Government of human beings 
should be a most sacred and awe- 
some thing, it is a truly dreadful 
responsibility to govern other men. 
Irrespective of political parties we 
must have men heading our gov- 
ernment who have a solemn sense 
of how serious an obligation, and 
how tremendous a privilege it is 
to govern and to make laws for 
others. 

No nation on the face of the 
earth, in the long experience of 
human effort, ever grew so rapidly 
to power and prestige as The 
United States of America, led by 
the genius of men whose unquali- 
fied creed was incorporated in a 
single word Liberty. 





Taxing Co-Ops | 


Seth Marshall, Duluth, Minn., 
chairman of the NWHA Commit- 
tee on Cooperatives, in his report, 
Tuesday, recommended a _ con- 
tinued effort on a built-to-win ba- 
sis to capitalize on present gains 
in the fight for tax equality. He 
predicted that effective tax equal- 
ity legislation could be achieved 
in 1952 or 1953. 

He called upon association 
Members to back the continued 
program both financially and with 
their active, personal efforts. 

Reviewing the _ far-reaching 
progress of the past year, he 
pointed up the following con- 
siderations: 

1. The fact that the Mason bill, 
providing for full tax equality, 
lost out in the House Ways and 
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..-In his report as chairman of the 
NWHA Committee on Coopera- 
tives, Seth Marshall predicts 
possibility of effective tax equality 
legislation in 1952 or 1953. 


Means Committee by a margin of 
only three votes. He stated: “This 
was by far the most favorable 
vote we ever obtained.” 

2. The writing into the tax bill 
of the provisions of the Williams 
bill, partially taxing the coopera- 
tives, and the subsequent removal 
of these provisions under the 
leadership of Senator Taft, by a 
vote of only 7 to 6. 

3. The reversal of the position 
of the staffs of the Treasury De- 


partment and the Joint Committee 
on Internal Revenue Taxation to 
establish that cooperatives do 
have taxable income; that they 
are not partnerships or trusts, 
and that contractual agreements 
have no bearing on the taxability 
at the corporate source of co-op 
profits distributed as patronage 
refunds. 

4. The establishment in the 
1951 tax bill of the principle that 
co-ops have income, in spite of 
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the fact that Congress at this 


time did not tax such income un-. 


less it was retained by the coopera- 
tive unallocated to patrons. 

Mr. Marshall told the conven- 
tion that the initial provisions 
written into the tax bill by the 
Senate Finance Committee, but 
later removed, were acceptable as 
a major step toward full tax 
equality. However, he stated, the 
co-ops were able to muster such 
great political influence through 
the farm lobby that politicians 
ran for cover and sold the busi- 
nessman and all federal income 
taxpayers down the river in re- 
turn for the promise of political 
support from farm and co-op 
leaders. 

He indicated that the politi- 
cians might find out that the 
farmers, themselves, may feel dif- 
ferently about this because of the 
reporting features included in the 
new tax bill with respect to co- 
* operative patronage refunds, 
whether allocated or paid in cash. 
He said: 

“The present tax bill will re- 
quire all cooperatives to report to 
the Treasury Department the 
name and address of each patron 
to whom it has paid or allocated a 
patronage dividend amounting to 
$100 or more, as well as the amount 
of such allocation. If required by 
the Secretary of the Treasury, the 
co-op must furnish information 
about all of its patronage divi- 
dends and the patrons who receive 





Resolutions Passed at the Convention 


NWHA—The wholesalers at their concluding meeting passed a 
resolution urging the membership to continue writing their Con- 
gressmen to impress them with the need for including in the 
revenue bill provision for the taxation of cooperatives. 

They also put in the record an expression of thanks to Seth 
Marshall and his Committee on Cooperatives for their efforts to 
achieve the taxation of cooperatives on the same basis as tax- 


paying ‘private businesses. 


NASMD —The Sheet Metal Distributors at their annual meeting 
urged their members to continue emphasizing to Congressmen 
the need for the taxation of cooperatives. 

They also endorsed the formation of a Sheet Metal Committee 
to meet with NPA in investigating the possibility of releasing 
more zinc from the government’s stockpile for galvanizing sheets. 


them. In my opinion,” Mr. Mar- 
shall continued, “the first Senate 
Finance Committee bill was much 
more favorable for the co-op pa- 
tron, as it did not require him to 
pay income taxes on patronage 
dividends unless he received them 
in cash or its equivalent. Under 
the present bill,” he pointed out, 
“patrons will have to pay income 
taxes on book allocations and 
there are going to be thousands 
of farmers who will resent and 
protest this injustice.” 

In urging unabated continuance 
of the support of the fight for tax 
equality, Mr. Marshall quoted a 
letter from Senator John J. Wil- 
liams of Delaware, sent unsolic- 
ited to a businessman in Illinois, 
in which the senator stated that 


he was greatly encouraged in the 
belief that through a continuance 
of the campaign victory can be 
achieved and “that he has every 
reason to expect that everyone 
who has been in the forefront in 
this fight will continue without 
relaxation.” 

Mr. Marshall further stated 
that, in association with the Na- 
tional Tax Equality Association, 
he recommended that the Con- 
mittee on Cooperatives develop, 
finance, and carry out a “Built-to- 
Win” program for as far aheed 
as 1953, if need be. He said he 
was certain that every member of 
the National Wholesale Hardware 
Association is solidly behind such 
a continued effort until real tax 
equality is achieved. 


NEW MEMBERS AHMA EXECUTIVE COMMITTEE 





HAROLD S. HOBSON 
Seymour Mfg. Co. 





PHIL W. EMBURY 
Embury Mfg. Co. 








T. H. TRUSLOW 
Corning Glass Works 





HARRY M. FRANCIS 
American Steel & Wire Co 
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ABEN E. JOHNSON 


As a result of war time develop- 
ment, there was a new material 
made available to the fishing rod 
industry. This material was so 
revolutionary that the fishermen ac- 
cepted and purchased this rod in 
great quantities as soon as it was 
placed on the market. 

Unfortunately, some of the man- 
ufacturers of these glass rods were 
even more enthusiastic and used as 
the basis of their advertising the 
fact that these rods were unbreak- 
able. As a result, many rods have 
been sold over the past years under 
the pretense of being a cure-all and 
the perfect rod. 

It took but a short time for the 
distributors and retail outlets to 
realize that these manufacturers 
had somewhat misrepresented this 
new product. However, by this time 
the fiberglas rod was the talking 
point of sportsmen and fishermen 
all over the country and received 
so much publicity that the sales of 
glass rods continued to sky-rocket, 
and the demand left large stocks of 
steel and bamboo fishing rods on 
your shelves, the shelves of dealers 
and manufacturers as well. 

Gradually, over the past three 
years, though the sales of glass rods 
have multiplied tremendously, a 
great many of the fishermen and 
dealers have come to realize that 
though the fiberglas rod has com- 
bined the good qualities of steel 
and bamboo and as a result has 
given great impetus to fishing 
tackle sales, it has its limitations. 
The fiberglas rod can be broken and 


HARDWARE-AGE, NOVEMBER 1, 1951 


Casting Rods 


By ABEN E. JOHNSON 


Orchard Industries, Inc. 
Detroit, Mich. 





“‘,.- The greatest drain on 
materials will come during the 
first part of 1952 and the govern- 
ment may prohibit altogether the 
manufacture of tackle and other 


sporting goods...’ 


it cannot be sold as a cure-all, 
though if treated with a reasonable 
amount of care, it will give many 
years of pleasurable fishing. 

The manufacturers have little 
doubt that the fiberglas rod has 
combined the strength, lightness, 
action, and durability never before 
found in any one type of fishing 
rod. Nonetheless, the fishermen 
have come to realize that there are 
different grades of glass rods on 
the market, and, if the better glass 
rods are not obtainable, a certain 
percentage of fishermen will still 
prefer a medium or higher priced 
steel rod in preference to a lesser 
quality glass rod. Also, because 
there is less cost involved in mak- 
ing a steel rod as compared to the 
glass, there will remain a substan- 
tial quantity of lower priced steel 
rods sold. 


No Future Price Drops 


Over the past two years, we have 
all seen the prices of fiberglas rods 
decline very rapidly. In the imme- 
diate future, there will be no such 
drastic reduction as we have ex- 
perienced during the past two years 
and as long as labor costs and ma- 
terial costs remain as they are to- 
day, there is no reason to expect 
that the current prices of fiberglas 


9 


rods will be reduced to any great 
extent. 

During the last 15 years, there 
has been a tremendous growth in 
the sale of fishing tackle through- 
out the country. This growth is 
brought about by the increasing in- 
terest in outdoor sports and sports 
habits. It has been stimulated by 
wild life conservation and sponsored 
by you the distributors, by the deal- 
ers, and manufacturers of sporting 
equipment and by the sportsmen 
themselves. Increasing attention 
has been given fish and game pres- 
ervation by our federal, state and 
local governments. This whole pro- 
gram offers to the fishermen ‘of to- 
day and tomorrow increasing en- 
joyment of our outdoors. 

There is no reason why we can- 
not expect to see the sale of fishing 
tackle and other sporting goods 
items increase steadily through the 
years. Unfortunately, during the 
immediate future, however, we will 
be in a period where there are gov- 
ernmental regulations limiting the 
uses of certain critical materials. 

We at Orchard Industries have 
continued production this past sum- 
mer to build up inventories in order 
to supply our wholesale distribu- 
tors with merchandise on time. I 
am sure that other manufacturers 
have also found this procedure ad- 
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visable for in times like the pres- 
ent, it is necessary to procure es- 


3ential materials four or five 
months in advance of shipping 
schedules. 


For the next several months, it 
appears that there will be an ade- 
quate supply of sporting goods and 
fishing tackle. The greatest drain 
on materials for our national de- 
fense efforts will come during the 
first part of 1952, and the govern- 
ment may deem it necessary to pro- 
hibit altogether the manufacture 
of certain nonessential items, ex- 
amples of which are fishing tackle 
and other sporting goods. 

This conclusion is based upon the 
fact that if our defense require- 
ments and civilian requirements are 


both to be met during the first part 
of 1952, it would necessitate an av- 
erage of 175 pct to 180 pct of our 
present production capacity on crit- 
ical materials. That would be 75 
pet or 80 pct more production ca- 
pacity than is available at the pres- 
ent time. 

It is true thatgluring past months 
the government has been able to 
set aside a certain quantity of the 
critical materials, among them, cop- 
per, aluminum, and stainless steel, 
but these surplus stocks are far 
from adequate to fill the total re- 
quirements. So even though the 
fishing tackle industry may not be 
cut off altogether, it is very prob- 
able that it will be greatly re- 
stricted. 





To the best of my knowledge, the 
retail outlets and the majority of 
the distributors do not have exces- 
sive stocks of fishing rods at the 
present time. If you find that you 
do not have adequate stocks of fish- 
ing rods now, it is our honest opin- 
ion that stock orders should be 
placed as soon as possible to assure 
your ability to service your custom- 
ers through this coming season. 

My statements are not designed 
as propaganda, but are founded on 
the statements made within the last 
10 days by C. E. Wilson in his ap- 
praisal of material supply and re- 
quirements, reprinted by the Re- 
search Institute in their current 
bulletin. To be on the safe side, it 
seems best to keep representative 
stocks but not to purchase to the 
point of overloading. 


Steel Tackle Boxes 


By W. H. TERSTEGGE 


Stratton-Terstegge Co.., 
Louisville, Ky. 








W. H. TERSTEGGE 


‘|... The steel we have been 


permitted to order for the balance 


of this year will allow us to 
produce at about 65 pct of a 


year ago.” 


To make any guess or prophecy 
on the availability of tackle boxes 
right at this moment is worse than 
sticking one’s neck out. 

Manly Fleischmann, Adminis- 
trator of the Defense Production 
Administration and the National 
Production Authority, will ad- 
dress our convention. You may 
call him Mr. Availability himself 
and, regardless of what you or 
I may think about restrictions 
and the way they are affecting 
our business, we must, at the 
same time, recognize the tremen- 
dous authority which has been 
placed in the Defense Production 


Administration and the National 
Production Authority. 

The regulations issued will be 
based, no doubt, on the available 
information. And no regulation 
is any better than the statistics 
upon which it is based. 

With the outbreak of the Korean 
War, approximately 16 months 
ago, we immediately heard the 
cries of woe from people outside 
of the steel industry, rather than 
the people in it. Everyone wanted 
to know immediately if we thought 
steel was going to be available 
for the manufacture of tackle 
boxes and minnow buckets. 
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By the fourth quarter of 1950, 
and ever since then, we have never 
been able to count on more than 
45 days’ production from the in- 
ventory of steel on hand. We 
were not able to place orders and 
rely on their delivery in time to 
keep a steady operating schedule. 
However, fortune or good luck 
always seemed to drop in on us 
about the right time. Some mill 
either had free tonnage or we 
found what we wanted in ware- 
house stock, which would enable 
us to run another three or four 


weeks. This has happened repeat- 
edly so that we have lost no pro- 
duction until last month. 

We have not been able to run 
at full capacity for the past six 
or seven weeks. The steel which 
we have been permitted to order 
for the balance of this year wil! 
allow us to produce at about 65 
pet of our rate a year ago. 

Of course we buy a certain size 
and gage of steel to make a par- 
ticular tackle box and that steel 
is not suitable for a different size 
tackle box, due to the waste and 





scrap steel experienced in cutting 
it up. So, we are experiencing ad- 
ditional troubles, even when steel 
is allocated to us, to be able at 
all times to get the right size and 
gage for the size box we want. 

I have a firm conviction that 
car defense production does not 
require all the steel that is being 
laid aside for it by our War Plan- 
ning Board and that, before we 
get much further into the fourth 
quarter, we will find more steel 
available for making metal tackle 
boxes than is now in the picture. 
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JOHN T. BOONE 


The first fact to bear in mind 


etbout selling 22 rim fire rifles is 


*that boys want to shoot—that part 
of our job was done for us many, 
many years ago. And thousands 
upon thousands of boys (and some 
girls), youngsters and teenagers 
alike, do shoot. 

The boys who don’t care about 
learning to shoot are, we believe, 
in the minority. Most of these, 
principally big-city youngsters, 
just never had a chance to find 
out whether they would like to 
shoot or not. We just have to 
count these out. On the other 
hand, there are lots of youngsters 
who would like to own a 22 but 
mother or dad (usually mother) 
often says “No.” The boy whose 
father or older brother likes to 
shoot is lucky indeed. 

When I was a boy I was for- 
tunate. My father was a shooter. 


He made us boys a place to shoot 
22s. He bought an upright piano 
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22 Cal. Rifles 


By JOHN T. BOONE 


Winchester Repeating Arms Co.. 
New Haven, Conn. 





“‘, ..- It is mostly the youngsters 
who shoot 22s who are the market. 
All we have to do is keep on 
selling our best prospects .. .” 


box, put it in the back yard and 
filled it with sand, then fixed up 
target racks in front. We shot so 
many 22s into that old packing 
case in five years that it contained 
more lead than sand. It became 
the training ground for innumer- 
able neighborhood boys, many of 
whom later became good shots at 
target and game. 

No one objected to this shoot- 
ing. The cop on the beat was a 
frequent participant. 

Things have changed. But the 
urge to shoot remains with us at 
all ages. 

Recognizing the father-mother 
obstacle to permitting many en- 
thusiastic kids owning a rifle, the 
Sporting Arms and Ammunition 
Manufacturers Institute has made 





available to individuals, athletic 
coaches, dealers and wholesalers, 
a useful and convincing booklet 
entitled, “What Every Parent 
Should Know When a Boy or Gir] 
Wants a Gun.” 

Also, the Institute furnishes 4 
complete handbook on 22 rifle 
shooting under the title, “Hand- 
book on Small Bore Shooting.” 
And for the purpose of further 
interesting large groups in safe 
juvenile gun handling, the insti- 
tute has just released a full color 
sound film entitled, “Shooting 
Safety,” which is available for 
group showing from the Institute. 

These aids to overcome parental 
inhibition are for your benefit as 
distributors of firearms and am- 

(Continued on page 169) 
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LIFO Inventory 


By PHILIP BARDES 


Lybrand, Ross Bros. and Montgomery, 
New York City 





LIFO is a method of inventory 
valuation based on the theory that 
current merchandise acquisition 
costs are incurred largely, if not 
wholly, for the purpose of meeting 
current sales requirements and, as 
a consequence, these costs should 
be charged against current sales 
revenues. 

The assumption is made, there- 
fore, that the latest acquisitions are 
the first goods disposed of and the 
units remaining in the inventory 
are priced at the cost of the oldest 
units available during the period; 
thus the name—last-in, first-out— 
abbreviated to LIFO. 

The basic concept underlying 
LIFO is that a certain quantity 
of inventory must be maintained 
if a company wishes to continue 
in business; that this required 
quantity is more in the nature 
of a fixed asset than a current 
asset; and that fluctuations in the 
value of this basic inventory give 
rise to mere unrealized profit or un- 
sustained loss which should not be 
reflected in taxable income. 


Tax Considerations 


Under the LIFO method, the 
basic inventory is carried on the 
books of the company at the price 
at which it was acquired. As long 
as current purchases are sufficient 
to provide for current sales of the 
company’s product, the cost of the 
basic inventory does not affect the 
cost of goods sold. Thus, current 
purchases are matched against cur- 
rent sales. 

Paper profits which arise from 
an advance in the price level are 
eliminated from income. This is a 
decided tax advantage when tax 
rates are high and prices are rising. 
But because under present law 
LIFO inventories must be carried 
strictly on a cost basis, no write- 
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“‘, . If prices continue upward 
and will stabilize at a level above 
that of the beginning of the year, 
then now is the time to adopt 


LIFO...” - 


downs to market prices are per- 
mitted if the market falls below 
cost. 

To the extent of the quantity on 
hand at the beginning of the year 
of election of LIFO, inventory costs 
are frozen to the costs in effect on 
that date. Should the market fall 
below the basic LIFO prices, the in- 
ventory write-downs is not avail- 
able as a tax deduction until the 
inventory is liquidated. 

Coupled with the requirement 
that LIFO inventories be carried at 
cost is the requirement that the 





PHILIP BARDES 


closing inventory of the year pre- 
ceding the year of the election of 
LIFO be adjusted to agree with the 
opening inventory of the year of 
election, stated at cost. Any write- 
downs to market must be restored, 
and it is the position of the Trea- 
sury Department that this includes 
reserves for slow moving and over 
stocked items. 

If there have been substantial 
write-downs in the valuations of the 
previous year’s clesing inventory, 
the resulting adjustments to income 
could result in a large tax liability. 
Such liability must be calculated 
and weighed in conjunction with 
known and anticipated tax savings 
in the year of adoption of LIFO 
and subsequent years. 

Another factor to be considered 
is anticipated fluctuation in year- 
end inventory quantities. An exam- 
ination should be made of compara- 
tive quantities of inventory on hand 
at the end of several preceding 
years to determine relative stability 
of year-end quantities. 

The basic theory of LIFO is 
predicated upon the maintenance of 
a minimum quantity of inventory. 
Fluctuations in inventory quanti- 
ties, if LIFO is adopted, can result 
in the bunching of profits in high 
tax rate years. 

The test is not the rapidity of 
inventory turnover during the year, 
but the quantity on hand at the end 
of each year as compared to preced- 
ing years. Increases in quantity 
have no effect, but decreases 10 
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quantity result in the realization of 
profit or loss, on the inventory 
liquidated, which may have been ac- 
cumulated over a period of years. 


Who Can Use LIFO? 


The various adaptations of LIFO, 
which have been approved by the 
Tax Court and the Treasury, now 
make it possible for any taxpayer, 
regardless of the type, nature and 
mix of its inventories, to adopt 
LIFO. The Tax Court has recog- 
nized that the early requirements 
of the Treasury that physical units 
of measurements, such as_ the 
pound, yard, etc., be used for LIFO 
is unworkable in the case of a man- 
ufacturer or distributor of thou- 
sands of related but dissimilar 
items, and the Treasury has ac- 
quiesced in these decisions and 
amended the regulations accord- 
ingly. 

It is now possible to use “dollar 
value LIFO” under which changes 
are measured in terms of dollars 
rather than in units. This permits 
consolidation of inventory cate- 
gories into broad pools. 

For example, if a wholesale hard- 
ware business were divided into de- 
partments such as plumbing sup- 
plies, tools, lawn furniture, floor 
coverings, etc., each department 
could probably be considered as an 
inventory pool. In such a situation, 
“dollar value LIFO could be sup- 
plied. 

Dollar Value LIFO 


Price the closing inventory of 
each department at the prices which 
were in effect at the opening 
of the year and compare the value 
of the closing inventory at these 
prices with the opening inventory. 
As the prices used for the closing 
and opening inventories are the 
same, any difference in value is 
presumed to represent a change in 
inventory quantity. 

If the value of the closing inven- 
tory is the same or less than the 
value of the opening inventory, 
then the value of the closing inven- 
tory at opening inventory price be- 
comes the closing LIFO inventory 
for that department. 

If the value of the closing inven- 
tory at opening inventory prices is 
greater than the value of the open- 
ing inventory then there has been 
an increase in inventory quantity. 
The closing LIFO inventory for 
that department is computed by 
adding the increment, adjusted by 
an index reflecting the change in 
the value of the dollar, to the open- 
ing inventory for the department. 

The index number to be used can 
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be arrived at in one of three gen- 
eral ways. One method is to divide 
the value of the closing inventory 
at current prices by the value of the 
closing inventory at opening prices. 
This gives the change in the pur- 
chasing power of the dollar since 
the beginning of the year and in 
effect values the increment during 
the year on the basis that the first 
items in during the year were the 
first out. 

This method ordinarily will re- 
sult in valuing the increment on the 
basis of last costs during the year. 
The advantage of this method of 
valuing the increment is that the 
value of the inventory at current 
prices is available from the books 
of the taxpayer and therefore the 
use of the LIFO method requires 
only one additional pricing of in- 
ventory, that at opening prices dis- 
cussed previously. 


However, if there has been ag 
considerable increase in inventory 
quantity during the year and prices 
have risen, a greater tax advantage 
can be gained from the other two 
methods, viz., the average cost 
method or the earliest-cost method, 
and sometimes this offsets the ad- 
Gitional amount of work required, 

Under the average cost method, 
the average cost of all purchases 
during the year is determined for 
each item in the closing inventory. 
The closing inventory is then val- 
ued at such average prices and com- 
pared with the inventory valued at 
opening prices for purposes of com- 
puting the index number. 

As to the earliest-cost method, 
the Treasury recognizes the right 
cf dollar value LIFO taxpayers to 
value increment by reference to the 


(Continued on page 172) 


Officers 
of the 


NATIONAL ASSOCIATION OF SHEET METAL 
DISTRIBUTORS 


Elected at Atlantic City, Oct. 17, 1951 


President 


Alexander Thomson, Tanner & Co., Indianapolis, Ind.* 


Vice Presidents 
William H. Bowe, Herrick Co., Boston, Mass. 
Roger K. Becker, Ohio Valley Hdwe. & Roofing Co., Evansville, Ind. 
Lee J. Haines, E. E. Souther Iron Co., St. Louis, Mo.* 


Executive Secretary 
Thomas A. Fernley, Jr., Philadelphia 


' Secretary 
Robert C. Fernley, Philadelphia 


Executive Committee 


1952 


A. G. Earnshaw, Earnshaw Sheet Metal & Supply Co., Mansfield, O. 
P. M. McKenney, Conklin Tin Plate & Metal Co., Atlanta, Ga. 


1953 


W. J. Busser, Jr., Busser Supply Co., Lewisburg, Pa. 
S. A. Moncrief, Moncrief-Lenoir Mfg. Co., Houston, Texas 


1954 


John E. Phillips, Stelwagon Mfg. Co., Philadelphia, Pa.* 
Louis F. Demmler, Demmler Brothers Co., Pittsburgh, Pa.* 


Advisory Board 


F. O. Schoedinger, F. O. Schoedinger, Columbus, O. 

A. J. Becker, Ohio Valley Hdwe. & Roofing Co., Evansville, Ind. 
Eugene Foley, Bayonne Steel Products Co., Newark, N. J. 
A. M. Vorys, Vorys Brothers, Inc., Columbus, O. 

John P. Speck, Tiffin Art Metal Co., Tiffin, O. 

Ray P. Farrington, Potts-Farrington Co., Philadelphia 


*Newly Elected 
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7 Illustrated here are only a 
: of the many types regu- 
wid manufactured for stock and 
at regular prices. For complete 
information on all styles—reference 
should be made to our General catalog 
No. 102 and Hardware catalog No. H-1. 
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PLYMOUTH, MICHIGAN 
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One-Story Warehousing 








By JAMES F. WHITE 


Rice and Miller Co.., 
Bangor, Me. 





JAMES F. WHITE 


A distributing business may 
well be successful if one were to 
consider only its dollar volume 
and yet that same business might 
be completely unprofitable from 
the standpoint of employer-em- 
ployee relationship and also from 
the standpoint of what it has done 
for the community. 

There are two events among the 
many that have happened as a 
result of our new operation that 
to my way of thinking do exactly 
what I have mentioned — give 
something to the community, build 
good will and, in the second in- 
stance, show the result of the 
building of the employer-employee 
relationship. 

The first that I would like to 
speak to you about concerns doing 
a program for the area we serve. 
Northeastern Maine is very large 
in area but exceedingly small in 
population with Bangor as its dis- 
tributing point. Events made it 
impossible for an automobile 


show to be held anywhere in this 
entire area for the year. Included 
in our distributing set-up is an 
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“‘, .- Our operation has given 
something to the community, built 
good will and employer-employee 


relationship .. . 


automotive equipment and _ sup- 
plies department. Each year that 
department holds for their dealers 
an automotive equipment and sup- 
plies show. 

Realizing that the area was not 
to have a car and truck exhibition 
the people in that department 
made a study, came up with an 
idea and talked with a great many 
car and truck dealers throughout 
northern and eastern Maine and 
secured their interest to combine 
an automobile show along with 
the equipment and supplies dis- 
play. 


Enthusiastic Employees 


The entire organization was 
sold on the enthusiasm of the 
automotive department and every- 
one offered ideas as to how an 
area over 12,000 sq ft could be 
obtained within the building for 
use as an exhibition hall. The re- 
sult was that one Saturday last 
April a performance was put on 
that would equal any moving per- 
formance by a circus. Literally 
tons and tons of freight were 
moved out of one section of the 
building covering the required 
area and transferred into the 
aisles and every other possible 
spot throughout the remaining 
part of the plant. 

The warehouse men borrowed 
every lift truck available and the 
manufacturers of this type of 
equipment could have had a field 
day watching the many tons of 
freight moved with this type of 
equipment in a comparatively 
short number of hours. 
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Early Sunday morning all 
freight had been cleared out of 
the area and the decorators moved 
in. By Monday morning you 
would have failed to have recog- 
nized that section of our plant as 
a storage area for merchandise 
as both walls and ceiling had been 
decorated and gave the appear- 
ance of a well-planned auditorium. 
A ramp was built in our shipping 
area and cars and trucks started 
to arrive. Cab-over-engine trucks, 
jeeps, tractors, pleasure cars and, 
in fact, all types of equipment 
moved into the building. This 
equipment was placed around the 
perimeter of the show area and 
in the center were approximately 
three rows of booths displaying 
the various products that we sell 
in that division. 

Tuesday noon the show opened 
with manufacturers representa- 
tives in attendance at the booths 
and the show continued each day 
during the week from noon until 
10 o’clock in the evening. The 
program was so unusual that sev- 
eral stories appeared in the news- 
papers and the radio stations als0 
told the story to the public. 

Even though our plant is on 
the outskirts of the city thousands 
of people attended including deal- 
ers and the general public and 
we had real traffic problems. The 
automobile people sold many 
pieces of equipment during the 
show. The people of the entire 
area enjoyed the program and wé 
received a great deal of good-will 
for our organization. One thing 
is true today, everyone in north- 
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Durable... Precision built...with every moving 
part made of rust-proofed, selected, cold-rolled steel... 
Designed to reduce wear and to withstand wear 


No. 411D 
Key Lock 
(exterior) 


SERIES “410” 





ATIONAL LOCK 2 


Extensive “torture” and breakdown tests conducted on machines specially 
designed for the purpose have conclusively proven that there are years 
and years of troublefree service built into the new NATIONAL LOCKset. 
¢ You can have complete confidence in telling your customers that NATIONAL 
LOCKset will last the normal lifetime of the home. For genuine dollar- 
for-dollar value and real “staying” power this outstanding product by 


NATIONAL LOCK is without an equal. Ask your favorite supplier NOW. 


Write us today for catalog 


PATENT APPLIED 


Here’s why 
it’s far superior! 


e Rust-proofed, selected, cold rolled 
steel lock mechanism. 
Pusher plate that’s specially hard- 
ened to withstand wear. 
Long bearings provide more con- 
tact area.. thereby reducing wear. 
29° ratio between knob and lock 
mechanism... reduces ‘‘travel’’... 
adds years to lockset life. 


e Solid brass bolt and face plate. 
e Smartly styled wrought brass knob. 


Distinctive Hardware=All From ] Source 


eee ee ee Go oe ee 


ROCKFORD e@ ILLINOIS @ MERCHANT SALES DIVISION 
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eastern Maine knows that we are 
in the automotive supply business 
as well as the hardware, house- 
wares, etc., business. 

Incidently while all this was 
taking place our distributing busi- 
ness still went on. Orders were 
received, packed and deliveries 
were made. This program was a 
success because not only the auto- 
motive department took part but 
everyone in the entire organiza- 
tion. 

The second and most important 
highlight that has happened 
started when a few of our em- 
ployees approached management 
and asked if a committee could be 
formed composed of someone from 
management and a group selected 
from the employees. These em- 
ployees felt that such a committee 
could study ways of improving not 
only delivery service, cutting down 
accidents but, in fact, could offer 
suggestions that would improve 
all phases of our operation. 


Employees Committee 


Such a committee has been 
formed and is now functioning. 
This committee conducts its own 
meetings and, at its request, meets 
during the evening hours once a 
month, reviews all accidents 
whether they be in the warehouse 
or on the road, placing a finger 
on the cause of the accident and 
makes recommendations to man- 
agement if a hazard exists. 

All of our organization are in- 
vited to these meetings and it is 
quite a sight to see a truck driver 
standing before a blackboard in 
front of a group of his fellow 
workers giving a detailed explana- 
tion of his accident. Statements 
are secured from both parties con- 
cerned with the accident and if a 
driver has three avoidable acci- 
dents within a year the committee 
recommends that he be trans- 
ferred to another job. Needless 
to say this has cut down our acci- 
dents to a minimum. 

At these meetings it is not un- 
usual to hear one employee criti- 
cise another for sending out 
damaged merchandise and for an 
employee to tell another in no un- 
certain language what poor ser- 
vice means. This group has made 
several recommendations that 
have improved our delivery ser- 
vice, recommendations that have 
increased our use of storage fa- 
cilities and helped eliminate haz- 
ards that could have been trouble- 
This committee selected 


some, 
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from all those who work together 
has built a relationship with our 
trade that has meant good-will 
and profit for all concerned. 

Both of the highlights that I 
have discussed we believe have 
been brought about because of the 
surroundings in which we work 
and by the fact that the people 
of our organization recognize the 
value of these surroundings they 
are working in. I am _ indeed 
grateful that I live in a country 
that has enabled us to build such 
an organization and I feel sure 
that as long as we have people 
who work together as neighbors 
the way we do in Bangor, Maine, 
that the American way of life will 
never be taken from us. 

Following Mr. White’s present- 
ing some highlights of the opera- 
tion of his company’s new one-story 
plant, several other wholesalers 
stated their experiences with this 
type of warehouse. W. W. Conde, 
W. W. Conde Hdwe. Co., Water- 
town, N. Y., cited the following: 

We are located at Watertown in 
northern New York, North of Syra- 
cuse in the St. Lawrence Valley re- 
gion. To give you some idea of our 
size so that you will be able to make 
a comparison with your own opera- 
tion, we cover seven counties in 
northern New York. Five salesmen 
solicit dealer business and one 
salesman contacts industrial supply 
accounts. These men are backed up 
by four counter or desk men. 

The principal economy in our ter- 
ritory is agricultural, and that is 
primarily the dairy industry. 

During the late years of the war 
we decided that if we were going to 


be able to compete in the competi- 
tive market to come, one of the ma- 





W. W. CONDE 


jor steps necessary would be to go 
into a one story warehouse. Thus 
we could reduce costs and keep our 
customers in line, price-wise, with 
the ever increasing syndicate com- 
petition that dealers face. Then we 
too could be competitive witn ihe 
many other wholesalers who come 
into our territory. We have found 
this has proven true. 

Before discussing the actual 
physical operation of our ware- 
house, I would like to give you a 
few statistics, which we feel prove 
that a one story operation has been 
of a great advantage for ourselves 
and should be to other wholesale 
hardware distributors of about our 
size. 

In 1941 in a multi-story ware 
house we required six men to take 
care of our shipping and receiving. 
Today we only have eight men in a 
one story building, which is located 
within a block of the main business 

(Continued on page 170) 


NEW NWHA EXECUTIVE COMMITTEE MEMBERS 


H. L. GEORGE 
The Marshall-Wells Co. 





N. F. VAN HOOGENHUYZE 
Wm. Van Hoogenhuyze 





E. C. KIESWETTER 


Thompson Hardware Co. 


Hdwe, Co. 
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AMPLE TORQUE TO HANDLE SUDDENLY-APPLIED PEAK 
LOADS WITHOUT STALLING 


QUICK, EASY STARTS—EVERY TIME 
AD7 (1% h.p.) and AD7-B (2 h.p.). UNUSUAL EASE OF SERVICING 


Direct drive vertical shaft models. 


FACTORY-APPROVED SERVICE AND GENUINE PARTS 
FROM COAST TO COAST 


Pa ten [ontinental Motors [orporation 
v ’ AIR-COOLED INDUSTRIAL ENGINE DIVISION 
620 FORD BUILDING e@ DETROIT 26, MICHIGAN 
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Stocking Steel 
in Coils 





By LEE J. HAINES 


E. E. Souther Iron Co., 
St. Louis, Mo. 


LEE J. HAINES 


The trend in steel manufactur- 
ing for the past several years has 
been toward coils. For example, 
the development of the continuous 
mill which reduces a sheet bar or 
slab to a coil of 14 gauge steel in 
a matter of seconds. Then the con- 
tinuous pickling process and the 
cold reduction mill which reduces 
the 14 gauge coil to light gauge 
metal in a matter of minutes. 

We now have the continuous gal- 
vanizing process which coats and 
anneals the sheet simultaneously, 
which is a clear indication that the 
old hand mill and the old galvaniz- 
ing pot which coats one sheet at a 
time is a thing of the past. 

Modern mills today are geared 
for high production and this trend 
is a boon for steel warehouse busi- 
ness, for steel mills today do not 
want to be bothered with small 
orders. Most continuous mills today 
will not accept an order for cold 
rolled sheets for less than 15,000 
to 20,000 lb per item. This very 
fact steers the small user right 
over to the steel warehouse where 
he can buy steel in any quantity. 

I believe that this trend for steel 
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‘“‘Modern mills today are geared 
for high production and this trend 
is a boon for steel warehouse 
business, for steel mills today do 
not want to be bothered with 
small orders... 


in coils will move on into the ware- 
house pattern of distribution. How- 
ever, there are many things to con- 
sider such as equipment required, 
maximum size of coils to be han- 
dled, availability of coil stock, type 
of trade or market to be serviced, 
and further processing of coils 
after they are received in the ware- 
house. 

Steel coils can be handled by 
either fork truck or overhead crane. 
The crane is the best method but, 
where that is not available, a fork 
truck will do thé job. 

In setting up your equipment it 
is necessary to know the maximum 
size coil that you intend to handle. 
(My company is planning to handle 
coils up to 48 in. wide and 10,000 
lb in weight.) 


Check Steel Source 


It is also a good idea to check on 
the availability of coils in your 
area, to make sure that your source 
of steel will supply you with coil 
stock. 

Another point to consider is the 
type of trade you plan to service. 
If you are located in a metropolitan 
area where there are industrial 
manufacturing plants and stamp- 
ing shops it is to your advantage. 
More fabricating shops are install- 


ing coil feeds on their presses to 
speed up production. 

With coil stock on hand, you 
might want to consider further 
processing such as slitting to 
width and shearing to length. With 
a slitter in your warehouse it is 
possible to increase your business 
by doing custom slitting for cus- 
tomers who do not have that type 
of equipment. Most warehouses 
furnish shearing service for their 
customers and I believe that the 
time is not too far off when slitting 
of customers steel will be a help in 
securing additional business. 


Want Smaller Coils 


Larger sheet metal shops will no 
doubt set up to handle steel in coils, 
the same as they did aluminum two 
or three years ago when aluminum 
was available and steel was ex- 
tremely short. These shops of 
course will want smaller coils and 
it will be the job for the warehouse 
to break the coils down according 
to specifications. 

I am sure that the time is com- 
ing when we will again have to get 
out and “dig” in order to get busi- 
ness “and when that time comes the 
warehouse that is best equipped to 
service trade will get its share of 
the business. 
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EXPLANATORY NOTE OF PRICES ’ 
Items 1, 2, 3, 4 and 6 represent dollars per gross ton p et y ( 
(2240 lbs.) 
Item 5 represents dollars per net CWT (formerly 
quoted per gross ton). 
Items 7 to 20 represent dollars per hundred pounds. 


Item 21 represents discounts from price list which 
would need to be consulted. 











a. Note: Hardware Age presents herewith the revised 1951 edition of the Table of M 
Values of Iron and Steel, Wire and other Metals Used in Hardware Manufacture. Thi 
tors of Hardware Age express their appreciation to Oliver Brothers, Inc., compilers of this dat 
permission to publish this chart. 





































































































Cot.No. 1 2 3 4 5 6 7 8 9 0 1 
Item | Price Sept. | Sept. 5| Oct. 2 | Oct.1 | Nov. 1 |Dec. 22) July July | Mar. | Jan. | Jan 
No. Material Based, | 18 1900 | 1902 | 1904 | 1906 | 1906 , i907 | igos | 1909 | i910 | “19 
4+ | Pig Iron, Basic.......... Youngstown : 16.75 | 23.00 | 22.00 | 14.60 | 14.95 | 16.88 | 12. 
9 | Foundry Pig Iron, No.2......Chicago | 21.00 | 15.50 | 23.00 | 13.50 | 17.75 | 25.60 | 24.60 | 17.50 | 16.60 | 19.00 | 14. 
8 | Bessemer Pig Iron......... Pittsburgh | 23.75 | 14.00 | 21.75 | 12.86 | 16.86 | 23.86 | 22.90 | 16.90 | 16.40 | 19.90 | 15. 
4 | Stee! Billets, Bessemer. ... Pittsburgh | 38.00 | 17.50 | 29.00 | 19.60 | 26.00 | 29.50 | 34.00 | 27.00 | 26.00 | 27.00 | 19. 
6 | Wire Rods............... Pittsburgh 33.00 | 35.50 | 26.00 | 32.00 | 39.00 | 36.50 | 33.00 | 33.00 | 33.00 | 24. 
ey ~ Heavy Steel Scrap...........Chicago | 15.50 | 9.00 | 18.50 | 10.00 | 14.50 | 17.50 | 15.50 | 11.50 | 12.50 | 16.60 | 10. 
1 | Common Iron Bars........Pittsburgh | 4.95] 1.80] 1.80] 1.30| 1.80| 1.80| 1.70| 1.40| 1.40| 1.70] 1. 
8 | Merchant Steel Bars..... Pittsburgh | 2.60| 1.10] 1.60] 1.30] 1.60| 1.60] 1.60] 1.40] 1.20] 1.48| 1. 
© | Tank Plates.............. Pittsburgh | 2.76| 1.10| 1.76] 1.40] 1.76| 1.70] 1.70] 1.60| 1.80| 1.56] 1. 
10 | Structural Material........ Pittsburgh | 2.25| 1.45| 1.85| 1.40| 1.70] 1.70] 1.70] 1.60] 1.80] 1.65] 1. 
“11 | Steel Sheets, No. 24 Black. Pittsburgh | 3.00| 2.75| 2.40| 1.75| 1.90| 2.25| 2.95| 2.15| 2.00| 2.10] 1. 
“12 | Steel Sheets, No. 24 Galv... Pittsburgh 2.60| 2.70| 3.10| 3.25| 3.05| 2.75| 8.00| 2. 
13 | Barb Wire—Galv........ Pittsburgh | 3.25| 2.80| 2.60| 2.05| 2.25| 2.46| 2.45] 2.40] 2.40] 2.15] 1. 
cy Wire Nails—Standard. ... Pittsburgh | 2.65 | 2.20| 1.90| 1.60| 1.80| 2.00| 2.00] 1.95] 1.95] 1.86] 1. 
16 | CutNails................Pittsburgh | 2.40| 1.95| 2.05| 1.60| 1.65| 2.05| 2.05| 1.75| 1.80| 1.80| 1. 
6 Copper, Ingot............. New York | 18.50 | 16.75 | 11.55 | 12.75 | 16.69%| 23.00 | 21.00 | 12.874 13.00 | 13.93 | 14. 
MW | Spetter—Zine. 0.2.2.2... St.Louis | 6.35 | 4.02% 6.25| 6.00] 6.10| 6.65| 5.80| 4.35| 4.65| 6.00| 6. 
| Lead—Piga..... 22.2.2... St.Louis | 4.60| 4.32% 4.10| 4.20] 5.25| 6.15] 5.00| 4.40| 3.824 4.60| 4. 
W | TMo—Pigs.. New York | 32.00 | 30.75 | 26.00 | 27.86 | 32.60 | 42.70 | 40.25 | 27.20 | 28.65 | 32.74 | 44. 
0 | TinPlate.................Pittsburgh | 4.65| 4.65| 4.00] 3.30/ 3.45] 8.00| 3.90] 3.70| 3.45/ 3.60] 3. 
11 | Steet Pipem.............. Pittsburgh 10% | 67% | 783%%| 79% | 75% | 72% | 74% | 79% | 78% | 81 
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Table of Values 
RINCIPAL IRON, STEEL, W 


Used in manufacture of Hardware ¢ 
From 1899 to Sept. 


ompiter’s Note: Prices under the heading “March 21, 1919,” and those marked b 
U. S. Steel Corp.’s prices (to which they adhered strictly) and which prior to 
lowed by the independent mills. From Jan., 1920 to Jan., 1921, in some instances, 
on the chart because of the two markets prevailing on certain steel items. In such 
each individual box indicates the one adopted by the U. S. Steel Corp. and the othe 
were secured in the open market. These two markets were caused by the Steel Corp 
gested in Washington in March, 1919, while the outside market was regulated to a 
law of supply and demand. This dual price market ceased to exist in November 
mand had fallen off. 
Attention is particularly called to the long price movements starting in April, 19 
July, 1917, to points that probably will not be surpassed in this generation. In Noven 
with or fixed by the Government on a majority of these items. The strong market c 
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8 g 100 ksi 13 14 15 16 17 Ce a a) > a: , 1 
om | iow | date | sist | deta | tate | A858 | eae | "jap" etme) dete | sie | Dats | Sebo | Daas | $8as | Ste | Set 
1917 | Ner-1917 @ Note 
4.50 | 14.95 | 16.88 | 12.37 | 16.45 | 13.00 | 12.60 | 32.00 |Hish $499) 33 00 | 32.00 | 25.75 | 34.30 | 48.60 | 24.90 | 31.00 19. 
7.60 | 16.60 | 19.00 | 14.00 | 18.48 | 14.44 | 13.50 | 35.65 |, Hish® | $3.60 | 33.50 | 27.25 | 37.30 | 46.75 | 28.41 | 32.61 20.8 
6.90 | 16.40 | 19.90 | 16.15 | 18.15 | 14.90 | 14.55 | 37.66 |Hish 5695) 37.25 | 36.15 | 27.95 | 35.30 | 50.46 | 29.96 | 32.77 20.9 
7.00 | 25.00 | 27.00 | 19.50 | 28.40 | 20.17 | 19.60 | 70.00 arith § glesekts Sine Siae | 38.50 | 38.504] 60.00 | 36.66 | 46.71 33.6 
8.00 | 83.00 | 33.00 | 24.50 | 30.00 | 25.25 | 25.00 | 80.00 |, Hish&® | 57.00 | 57.00 | 52.00 | 52.001] 348 | 46.25 | 50.00 45. 
1.50 | 12.50 | 16.60 | 10.60 | 12.75 | 9.75] 9.16 | 24.26 | 35.50 | 28.60 | 28.75 | 16.06 | 21.55 | 24.81 | 17.44 | 22.38 16. 
1.40] 1.40| 1.70| 1.26] 1.65| 1.26] 1.20| 3.60 High 525 3.60 | 3.60] 2.35] 3.45] 4.50] 2.474 2.854 2.6 
1.40] 1.20] 1.48] 1.15] 1.40] 1.18] 1.20/ 3.25] Hibs | 2.90) 2.90] 2.35] 2.364] 335 | 2.00] 2.674 2. 
1.60} 1.30} 1.66] 1.15] 1.60] 1.18] 1.20] 4.36 [Hic 199) 3.95) 3.25] 2.65] 2.65¢] 265 | 2.00] 2.60) 1.90) 1.8 
1.60} 1.80} 1.65] 1.26] 1.60] 1.18] 1.20] 8.60], Hist.) 3.00) 8.00) 2.45] 2.451 $4 | 2.00| 2.47q 2.00] 1.9 
2.15 | 2.00) 2.10] 1.65] 2.07] 1.68] 1.65] 4.65 [Hib $75 4.75 | 4.75] 4.10] 4.101] $18 | 3.10] 8.73) 3.25] 2.8 
3.05} 2.75] 8.00] 2.40] 2.97] 2.27] 2.90] 6.60 |Hisb 10.4] 5.76 | 5.76] 5.20] 6.20t] §2% | 3.85] 4.824 4.10] 3. 
B.40 | 2.40] 2.15] 1.85{ 2.16] 1.95] 2.15] 4.05 cttieh & | 4.00] 4.35] 4.10] 4.10) 4% | 3.35] 38.80) 3.49] 3.3 
1.95 | 1.96) 1.86] 1.65] 1.76] 1.65] 1.55 near bd Are! 3.50} 3.60) 3.25) 3.25 328 | 2.70] 3.004 2.75] 2.6 
L.75 | 1.80] 1.80] 1.60] 1.70] 1.65] 1.65] 3.60) Hicb&® | 4.35) 4.00) 4.25] 6.70) 6.86] 3.00| 3.25] 2.90) 2.6 
2.87] 18.00 | 18.98 | 14.25 | 16.90 | 12.68 | 17.10 | 35.75 | 28.90 | 23.60 | 23.50 | 15.01 | 18.48 | 18.06 | 14.46 | 17.16 | 13.08 | 14. 
1.35} 4.66] 6.00] 6.10] 7.05] 6.45 | 11.26] 10.65| 8.65] 7.95| 7.14] 6.20] 8.39] 7.76] 7.183] 7.35] 6.64] 7. 
1.40] 8.824 4.60| 4.45/° 4.20] 3.74] 4.11] 9.68] 10.65| 6.25| 6.70] 5.00) 6.89| 8.25] 6.98| 8.06/ 8.00 
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marked by dagger ({), represent the the Armistice. Then there was a “marking time” or g 
prior to NRA were customarily fol- advancing again by leaps and bounds until July, 1920. 
instances, two sets of prices are shown movement we have yet witnessed, which was followed | 
In such instances the upper price in haps more remarkable, however, was the steady recess 
and the other price indicates figures that production was steadily mounting, together with profits 


Steel Corp. maintaining the prices sug- The March, 1933, figures represent the period of th 
to a considerable extent by the 1933, are the first Steel Code prices under the NRA file 
November and December, 1920, as de- drastic price cuts announced near the end of that mont 


dition of many new market centers, and differentials in | 
in April, 1915, advancing steadily until ified. 
In November, 1917, prices were agreed The 1941 to 1946 prices marked (*) are based on ce 
market continued until the signing of tor or later by OPA. 
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19.96 | 19.26 | 17.11 | 17.00 23.50 
20.80 | 21.25 | 20.11 | 18.50 24.00 
20.96 | 20.38 | 18.00 | 19.26 24.60 
33.50 | 35.00 | 33.00 | 33.00 37.00 
45.00 | 45.00 | 43.00 | 42.00 47.00 
16.18 | 14.25 | 12.60 | 13.50 15.50 
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s a “marking time” or gradual easing off until late 1919, when the market began 
»ounds until July, 1920. This was the turning point of the greatest inflationary 
ed, which was followed by the Post-War deflation culminating early in 1922. Per- 
tr, was the steady recession in prices from April, 1923, to September, 1929, when 
ing, together with profits, to record heights. 

present the period of the culmination of the banking crisis. Those for August, 
trices under the NRA filed Aug. 29 of that year. The June, 1938, figures reflect the 
ar the end of that month when the basing point system was broadened by the ad- 
ters, and differentials in price at the various basing points were eliminated or mod- 


rked (*) are based on ceiling prices established by Government Price Administra- 
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| 1899 | 1899 
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2.00% 2.00% 2.00% 2.15% 2.30°| 728' | 3.619] 3.40 3.86 | 4.69 | Ne, J98| Jug. 7) 5 
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2.15) 2.15% 2.16%] 2.25% 2.60°| 2.90/33" | 3.35] 3.45) 3.70) Sgzun’| “is | 8 
2.10% 2.10° 2.10 2.25% 2.60°| 3.00] 3.40] 3.40] 3.60] 3.70 | 187 | Jeb i177) 9 
2.10% 2.10% 2.10% 2.10* 2.35*| 2.80| 3.26] 8.25 | 3.40] 3.65 | "7 | *s!7| 10 
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5.70*| 6.85% 6.36% 6.36%) 8.10* | 15.10 | 19.50 | 14.926] 15.80 | 19.00 | *,,°" Set. 1948) 1g 
52.00*) 62.00° 62.00% 562.00*| 52.00* | 80.00 |103.00 [108.00 |103.00 |103.00 | Ps; 187 | Mtv 8) 19 
5.00% 5.00% 6.00% 6.00% 6.00°| 6.75 | 6.80| 7.76 | 7.60 | 8.70 | %*y,1@%| ‘08)7| 20 
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4 Terre Haute, Ind., new basing point for Common Iron Bars. * Denotes ceiling prices. 
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Atlantic City Convention Report 


I might say at the very outset 
that the business outlook to me is 
good, but I would fee! a lot better 
if it were not quite so good. That 
may sound like double-talk, but 
what it comes down to is a ques- 
tion as to what we mean by “good” 
business. 

Some people think that business 
hasn’t been so good for the past 
six months. And there are some 
clear signs of weakness. The main 
one seems to be that consumers are 
not buying as much as they were, 
and as a result inventories have 
piled up; some prices have declined, 
and productivity in some areas has 
fallen off. 

These are facts that can’t be 
disputed but with a little perspec- 
tive it seems to me spending is still 
high, compared with what we have 
had since the war. 

Inventory ratios on the whole 
are not too badly out of line; prices 
have hardly filtered down to the 
consumer level; total output of 
goods and services is still rising. 

Ugemployment is a scant one and 
a half to two million people—a very 
small fraction of the total labor 
market. Personal incomes are 
rising steadily. Corporate profits 
even after taxes are over last year’s 
record levels, and the bulls are 
ne rampant in the stock mar- 

et. 


Now these are not the signs of 
poor business. I wonder, then, if 
we haven’t come to think of good 
business as a period of perpetual 
shortages, rising prices of goods? 
Yet I prefer to think of good busi- 
hess as a situation where you have 
a Plentiful supply of goods, rising 
activity to be sure, but more or 
less in equilibrium between supply 
and demand. 

So when I say that I am afraid 
Usiness may be too good, I am 
Saying I am afraid we may have 
8 recurrence of this inflationary 
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Business Outlook 


By DAVID P. EASTBURN 


Federal Reserve Bank, 
Philadelphia, Pa. 





“«, . » Savings and taxes and credit 
control strike at the sources of 
inflation. If we use them coura- 
geously, I think business will be 


good and we can keep it from 


being too good...” 


DAVID P. EASTBURN 


spiral and a sellers’ market—and 
I base that on three things: First, 
what government will do; second, 
what business will do, and third, 
what consumers will do. 

Let’s take a look, then, at these 
three simple areas of the economy: 

Your experience with govern- 
ment orders and directives, and 
counter orders and counter direc- 
tives may have taught you that 
it is impossible to guess what the 
government will do next. On the 
broad question, however, I think 
it is clear that over the long run, 
government operations are clearly 
inflationary. 

Now, contrary to what many may 


think, we can’t blame the inflation- 
ary tendencies since Korea on gov- 
ernment spending. In the fiscal 
year ending, or ended last June, 
the Treasury had a big cash sur- 
plus. It took in about 7% billion 
dollars more than it spent. That 
was its second best year in history, 
and the effect of that was to reduce 
inflationary pressures instead of to 
increase them. 

Not that it was planned that 
way, of course. One reason was, 
you must grant, taxes were in- 
creased; another reason was that 
incomes became inflated, and re- 
ceipts were larger than expected. 

On the spending side of the pic- 
ture we had what Mr. Wilson calls 
“slippages’”—whatever that is. It 
took time to get the program under 
way, and it was lagging behind the 
schedule. The first year‘after Korea 
was a year of tooling up. 

Mr. Wilson recently reported that 
some $45 billion has been obligated 
for military procurement, and con- 
struction since Korea, but actual 
deliveries have amounted to only 
$14 billion. 

Our rearmament machinery is 
just getting under way. So about 
the only sure thing, or the surest 
thing I can see ahead, is a tremen- 
dous increase in government spend- 
ing, a lag in receipts, and con- 
sequently, Federal deficits. This 
means that the government will 
have to go into the market and 
borrow. 

No one knows how much the 
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deficits will be, although there are 
lots of estimates flying around. One 
I have seen from an authoritative 
source is around $7 billion for the 
fiscal year 1952, that is, ending next 
June, even assuming receipts under 
a new tax bill. 

On the other extreme, I have 
seen an estimate which runs prac- 
tically no-deficit, and the main 
basis for that is that there will be 
further delays in the rearmament 
program, and thereby run further 
behind schedule. 

Whatever we do have for the 
fiscal year ’52 beyond that, I think 
it is quite clear we are going to 
run into the red. A joint economic 
committee has made estimates on 
military spending as far ahead as 
1955. They came up with the fol- 
lowing. 

Military purpose spending in 
1951—$19 billion. And the com- 
mittee estimates that in 1952 it 
will increase to $40 billion and in 
1953 to 55 billion dollars. They 
estimate that in 1954 it will decline 
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somewhat, to $50 billion, and in 
’55 will drop further, to $40 billion. 
That is military spending. There 
you have it. 

These are all frightening figures, 
but even these are conservative es- 
timates, because they assume for 
one thing that prices will not in- 
crease. If prices do increase, it will 
mean not only higher cost of living 
for you and me, but it will mean 
greater cost to Uncle Sam. 

On the other side of the picture, 
it will mean receipts will probably 
be larger than expected, but, which- 
ever way it is, we will have a defi- 
cit. So I think the big inflationary 
impact of government spending is 
ahead of us. 

The second thing to watch is 
what business does. Here it seems 
equally clear to me that business 
will be a larger spender. There are 
two types of business spending. 
One involves capital equipment, 


plant and machinery. The other 
type involves inventories. 

As to the first, we thought spend- 
ing for capital equipment was large 
after the war, when it was running 
about $18 or $19 billion dollars 
year. Following the decline, just 
before Korea, plant expansion had 
been expanding rapidly to the point 
where this year it will run some 
where around $25 billion as com- 
pared with $18 or $19 billion after 
the war. Part of this has been en- 
couraged by increased tax amorti- 
zation. Mr. Wilson envisages new 
investment in basic plant up to $62 
billion in three years, and warns 
that metal stringency has now be- 
gun. 

What business does or will do 
about inventories is hard to predict. 
This depends a lot on what the con- 
sumer does. He is the boss, as you 
know, in our economic system. 

(Continued on page 185) 


This Matter 
Of Controls 





By W. J. BUSSER, JR. 


Busser Supply Co., 
Lewisburg, Pa. 


W. J. BUSSER, JR. 


‘‘... while they may be cumber- 


some, time-consuming, annoying 


and distracting, there is still logic 
behind their efforts to fairly dis- 


tribute scarce materials .. . 


The subject, “How are CMP and 
other NPA controls affecting the 
wholesale distributors,” is one that 
interests all of us, for we are defi- 
nitely under a controlled economy. 

We, as wholesalers, operate not 
only with the manufacturer and 
consumer, but we also act as dis- 
tributors to manufacturers operat- 
ing on government contracts, and 
assist in a very important degree, 
in making it possible for him to 
have the necessary materials and 
tools on time, and in sufficient quan- 
tities for him to fulfill the defense 
contracts which he has to complete. 

These shortages are apparent in 
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accordance with the following sta 
tistics which I was able to obtain 
recently, regarding the nation’s 
needs during the first quarter of 
1952: 

Carbon steel—156% of the antit 
ipated supply. 

Stainless steel—170%. 

Copper wire—166%. 

Brass mill products, generally— 
175%. 

Aluminum—177%. 

For the makers of civilian goods 
all this means a great deal less stee) 
copper and aluminum—therefore, 
all of us can appreciate the needs 
of controls for the distribution o 
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Great sales asset for F&W dealers is Flint & 
Walling’s 85-year record of dependability. 
And no less valuable is F&W’s ability to 


pioneer new pump developments and con- 


tinually give its dealers fresh selling ammu- 
nition. Good examples are the water systems 
shown below. Each has engineering leader- 


ship for its type of pump. 


With the F&W line you have the right 
pump for every well and for every capacity 
need. Write for full details on the line that’s 
proved dependable for 85 years. 


FLINT & WALLING MFG. CO., INC. 
1188 Oak Street, Kendallville, Indiana 





BLADES 


Sales are easier when you 
carry the complete line of 
STAR metal-cutting prod- 
ucts. Over the years, a com- 
bination of a good product 
along with consistent ad- 
vertising to your customers 
has made STAR hacksaw 
blades, frames, and metal- 
cutting band saws the easy 
brand to sell. 


Sold only through 
recognized distributors 


CLEMSON BROS., Inc. 


MIDDLETOWN, N.Y., U.S.A. 
Makers of Hand and Power Hock Sow Blades, 
Fromes, Metal Cutting Bond Saw Blodes 
and Clemson Lawn Machines. 
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these scarce products, if we are to 
succeed with our defense program. 

However, it must be understood, 
that while there must be a cutback 
in the manufacturing of civilian 
goods, it is foolhardy to believe that 
the government deliberately would 
put curbs and regulations which 
would destroy the distribution of 
scarce materials to the defense con- 
tractors. 

It is my belief and understand- 
ing that while the regulations and 
controls under which we are com- 
pelled to operate, are subject to 
sudden changes, which possibly 
confuse most of us. Nevertheless, 
we must accept and understand 
these changes when they are made. 


As each regulation is published 
and as we obtain knowledge of the 
changes, we must, if we are to keep 
in supply of the necessary ma- 
terials, renew applications, make 
new applications, and I believe that 
it is possible that one can obtain 
sufficient materials and products to 
satisfy the needs of our customers, 
who are handling government con- 
tracts, for to stop the flow and dis- 
tribution of such products would 
destroy the defense program and 
retard the armament and military 
supplies, which are so necessary for 
our protection. It therefore can be 
seen, that by necessity, there must 
be reason and logic in the forma- 
tion of the various regulations and 
controls, under which we must 
operate. 

I have found in our own experi- 
ence that with a clear understand- 
ing of the regulations and the 
proper application for the need for 
supplies, that while they may be 
cumbersome, time-consuming, an- 
noying and distracting, there is 
still logic behind their efforts to 
fairly distribute scarce materials, 
and I do know that we, as free 
American citizens dislike any form 
of controls and resent having to 
operate our business under any 
form of restrictions and regula- 
tions. 


You possibly appreciate that even 
the needs of our various cities, 
towns and municipalities are com- 
pelled at this time, due to these 
shortages, to delay the completion 
of highways, bridges, dams, etc. 
Therefore, it behooves us not to 
dam everything, but to try to live 
within the regulations. However, if 
we find that the regulations are 
such as to make them unworkable 
we not only owe it to ourselves, but 
we owe it as well for the safety of 


NEW AHMA 
VICE-PRESIDENT 


FRANZ T. STONE 
Columbus McKinnon 
Chain Corp. 


the nation to apply for the relief 
from the controls, for not to do so 
would also affect the fulfilling of the 
contracts for defense—due to the 
regulations destroying proper dis- 
tribution of the necessary supplies. 

Just recently there has been a 
new order issued which in my opin- 
ion is of great help to the whole- 
salers. This now allows us, after 
obtaining a rated order from our 
customers, to extend the same to 
the manufacturers to speed up de- 
liveries on such orders. Our associ- 
ation has been very much alerted 
in having regulations corrected, 
which if having been put in effect, 
would have been most destructive. 

Let us just think that we havea 
big job ahead of us, that we havea 
duty that is vital in assisting the 
defense program, and let us try to 
understand the government’s re 
quirements, be patient with the 
rules and regulations, so that our 
defense program will be able to be 
completed on schedule. 

I can appreciate the difficulties of 
regulations and I, like every other 
citizen, am annoyed with the many 
sudden changes and new controls, 
but we as citizens of our country 
have a tremendous job, of building 
in a short period of time, a pro 
gram of defense and the diversifica- 
tion of our many industries with 
its many thousands of tools and 
products. It can be easily under- 
stood that there can be confusion 
in the forming of controls and reg- 
ulations. 

Let us formulate our own think 
ing with an effort to be patient and 
understanding for the big job— 
which is the protection of our cout 
try and the maintenance of oUF 
freedom. 
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 .22 Cal. Rifle 


(Continued from page 151) 


munition. We urge you to use 
them. 

The Quinnipiac Rifle Club which 
yses the Winchester Employees’ 
Clubhouse indoor range is an out- 
standing example of what can be 
done with young shooters under 
the guidance of genuinely inter- 
ested and competent instructors. 

The National Rifle Association, 
The Sporting Arms and Ammuni- 
tion Manufacturer’s Institute, and 
the firearms manufacturers are 
making an earnest effort in pro- 
moting shooting and in advertis- 
ing a wide selection of 22 rim fire 
rifles for both juvenile and adult 
use. But when it comes to actu- 
ally selling the 22 rifle that every 
boy wants, it is primarily up to 
the retail dealers. 


How to Sell the .22 


If 22 rim fire rifles are promi- 
nently displayed in hardware and 
sporting goods stores, they will 
be sold. By taking cognizance of 
the existing market and playing 
up to that market through ade- 
quate display of 22 rim fire rifles, 
22 sales are made. 

The wholesalers salemen can 
drive home that fact at the most 
appropriate seasons—in the Fall 
when hunting season provides a 
great stimulus for all firearms 
sales; for Christmas, and in the 
Spring for Summer vacation 22 
shooting. 

The Fall is a good time to sell 
a 22 rifle to any man who buys a 
gun or ammunition for himself if 
he has a son of shooting age. 
That is one reason why my com- 
pany has recently distributed 
through hardware and sporting 
goods dealers a window streamer 
with the caption, “Teach a Young- 
ster to Shoot.” 

It is mostly the youngsters who 

shoot 22s. There’s the market. 
All we have to do is keep on sell- 
ing our best prospects. 
_The hardware wholesalers who 
instill in their salesmen the two 
Points of this message: There is 
4 vast market for 22 Rim Fire 
tifles, and dealer display does the 
selling, will increase their sales of 
2 Rim Fire rifles and ammunition 
In 1952, 
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Sales Winners... 
Frotit Makers... 


AN 


Saturday Evening Post 
Country Gentleman, Popular 


ence and Popular Mechanics 


Model 625 Zephyr 

Electric Hand Saw... 

The Saw with All the Features. 

6%" blade; depth of cut 2%”. 
Adjustable for depth and angle of cut. 
Bench and floor model saw tables available 


No. 56B-57 
National 
Hardware Show 


Everybody’s Buying 
WORK-SAVER TOOLS 


Every one of your customers is a 
prospect for one or more of these 
PoRTABLE electric tools for doing jobs 
easier—faster and better around the 
home, on the farm, and in the shop. 


| bs 


Model 1950 Zephyr — 
Va” Electric Drill. 

PORTABLE offers a variety of tools 
that will appeal to your customers in 
attractive streamline design, perform- 
ance, light weight, and handling ease 
—each tool an outstanding compet- 
itive value in every way. 


Horizontal and Vertical Drill Stands 
— Multiply uses for this electric drill. 


To the dealer, PORTABLE tools mean 
sales turnover at a good profit, and 
repeat business for other tools, acces- 
sories, and attachments. 


Don’t delay. Ask your wholesaler today, or write 
for profitable dealer plan with window and 


counter displays and other merchandising helps. 


ne on i a 


& 


ed 


Model 400 Hi-Power—Bench Grinder. Spraymaster SM-25—Complete portable. 


paint spray outfit. 


PORTABLE ELECTRIC TOOLS, INC. 
332 West 83rd Street, Chicago 20, Illinois 


anada_ Portable Electric T 





1. SHREDS ... 2. GRATES 
3. SLICES ... 4. DIRECTLY 
INTO REFRIGERATOR 
DISH 
The crystal-clear Polysty- 
rene dish comes with 
opaque lid and handle in 
kitchen colors. Three inter- 
changeable inserts of 
heavy tin plate and ore 
of plastic do the four jobs. 
Smartly packaged in a 
folding box; shipped 6 or 
12 to a carton. 


1. SHREDS ... 2. GRATES 
3. SLICES 


To appeal to a smaller 
pocketbook, a brand new, 
compact unit with 3 inter- 
changeable tin plate in- 
serts which fit easily into 
a Polystyrene holder in 
kitchen colors. Handsomely 
packed in a printed Plio- 
film bag; 1 dozen to a 
display carton. 


Show the two together . . . they build sales for each other! 
Contact your supplier or write us today. 


THE STANDFAST PRODUCTS CO. 
2146 MURRAY HILL ROAD + CLEVELAND 6, OHIO 
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One-Story Warehousing 


(Continued from page 158) 


section. There are parking facilities 
for 75 cars, which makes it very 
convenient for the dealer, industrial 
and contractor trade. We find that 
we are shipping about 50 pct more 
units than we did in 1941. 

Our old multi-story warehouse 
was a 30,000 sq. ft. building, where- 
as our present one is a 55,000 sq. ft. 
building. To give you some idea of 
the amount of merchandise that we 
can store in our present building, at 
present cost our peak inventory will 
handle about $600,000 worth of 
merchandise. We handle straight 
line hardware. 

We have no rail siding directly 
next to our building. We have found 
that there are very few carload 
purchases today that we have to 
bring in by rail. Fully 90 pct of our 
carload shipments come in by truck 
and are unloaded at the warehouse 
bay door where the merchandise is 
stored. 

What cars we do have to load, we 
handle on contract with a local 
trucking firm. The cost of unload- 
ing a carload of barn equipment 
amounts to only one per cent of the 
ii:voice. A carload of galvanized 
ware, a little less than 1 per cent. 

As to equipment in our building, 
we use three-wheel platform trucks 
for our order clerks picking up or- 
ders, and we use portable roller 
conveyers for unloading our incom- 
ing merchandise. 

To give you a picture of the dis- 
tribution of the men in the ware- 
house, we have one packer, one par- 
cel post and local order man, three 
pick-up clerks for dealer orders, one 
receiving clerk, one stock clerk anc 
cne utility man. 

We definitely feel that this type 
of an operation has cut our cost. 
Possibly, a multi-story warehouse 
would have, but after five years in 
this building, we are certain that it 
has accomplished our purpose. 

Howard Dewalt, L. H. Smith, 
Inc., Canonsburg, Pa., described 
his company’s warehouse operation 
thus: 

During 1945 we found ourselves 
in need of additional warehouse 
space and rented that space in a 
public warehouse across town. By 
the end of our first year of opera- 
tions of these two warehouses, we 
felt that consolidating our opera- 
tions under one roof would be to 
our best interest even if it were 
necessary to move out of downtown 
Pittsburgh. 


We were somewhat encouraged in 
our thinking at that time by know. 
ing that Hibbard, Spencer, Bartlett 
& Co. were building a modern plant 


HOWARD DEWALT 


about 16 or 17 miles from down- 
town Chicago. After searching our 
areas we finally located a war plant 
20 miles from the center of Pitts- 
burgh, at Canonsburg, Pa. This 
plant had been declared surplus by 
War Assets Administration and 
was one of several that was ap 
proved by them for rental or sale. 

We negotiated a lease with a re 
newal option and moved in. Our 
section is 611 ft long, 136 ft wide, 
ceiling clearance is 20 ft minimum. 
We have a loading dock (end gaté 
high) 60 by 80 ft, and a 3-car 
siding inside the building. 

We use fork lift trucks and pal- 
lets for handling incoming freight. 
‘We found that 4-wheel rubber tired 
trucks were best suited for out- 
going freight. We are one of the 
smaller houses. We are in the two 
million dollar volume class. 

Prior to moving to the one floor, 
one roof warehouse, we employed 
22 men on a full time basis and they 
got plenty of time and half over- 
time. We presently employ 17 men 
and our over time has been reduced 
substantially. 

In moving 20 miles from the mo 
tor freight receving docks, we al- 
ticipated added trucking costs be 
cause of the extra miles to hail 
a great portion of our freight. We 
have been greatly pleased to note 
that because of quicker loading and 
unloading and the elimination of 
the many delays of downtown traf- 
fic congestion, etc., our trucking 
costs are approximately the same 
today as they were in 1946 and we 
have had several wage increase 
during that time. 

Our fork lift trucks are 4000 bb. 
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capacity and have a lift height of 
10 feet. 

We finally standardized on 48 in 
by 48 in pallets. Our bins are 6 ft 
wide; first shelf 5 ft off the floor, 
second shelf 94% ft off the floor. 
Main aisles are 8 ft wide and 7 ft 
wide. Short aisles between bins are 
5 ft wide. 

Bins are constructed of 2 in by 
2in and floors are 1 in x 4 sheath- 
ing board with 4 in spacing. Our in- 
surance company has approved this 
type, without sprinkler required un- 
derneath the two shelves. 

I mentioned earlier that we used 
our fork lift trucks and pallets for 
handling incoming freight. We 
found that our greatest savings 
could be effected there. For in- 
stance, we can unload a car of nails 
and barb-wire with three men in 
less than two hours. 

We also save considerable space 
in our warehouse by stocking three 
pallets high. Prior to palletizing, a 
mixed car of nails and barb-wire 
was a thankless job. The men dis- 
liked it and I am sure the time con- 
sumed would be at least twice as 
long. 

We stack coal heaters and gas 
ranges three high. Roll roofing is 
delivered to us on pallets and we 
return them to the manufacturer on 
his next delivery. 

We stack roll roofing two pallets 
high. Let’s look at a quick compari- 
son of our operations before and 
after one-story warehousing. 

1 car to truck 

2 trucks to elevator 

Comparing our operations before 
and after, prior to starting our one- 
story operation we had six handling 
costs: 1—car to truck; 2—truck to 
elevator; 3—elevator to location in 
Warehouse; 4—(goods to be ship- 
ped) warehouse to elevators; 5— 
elevator to shipping floor; and 6— 
shipping floor to freight dock. 

But with a one-story operation 
We now have only three handling 
costs: 1—car to location in ware- 
house; 2—warehouse to shipping 
nk 3—shipping floor to freight 
ock, 


I might also point out to our 
members the possibility of savings 
if trucks can be kept moving. For 
listance, drivers in our town are 
tarning $15.00 per day. That’s 
about three cents a minute. It 
counts up when drivers lose an hour 
& more waiting to back into the 
loading platform. 
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LIFO Inventory Control 


(Continued from page 154) 


earliest costs during the year, but 
there is disagreement in the Trea- 
sury as to the correct method to be 
used to accomplish this. There is 
unofficial sanction from Treasury 
officials in Washington of the use of 
first invoice price, regardless of the 
quantity covered by that invoice in 
pricing closing inventory for pur- 
poses of arriving at an index num- 
ber to be applied to the increment. 

However, some field offices of the 
Bureau, such as Chicago and Pitts- 
burgh, advocate the use of the aver- 
age cost of the first quantities 
purchased during the year which 
are equal to the total quantity on 
hand at the end of the year. 

A third alternative is the use of 
the average cost of the first quan- 
tities purchased during the year 
equal to the physical increment in 
each item. Regardless of which of 
the three alternatives a taxpayer 
selects, there is a possibility that he 
may have to change when Treasury 
opinion crystallizes and a ruling is- 
sues or when some case is decided 
by the Courts. 


Use Inventory Sample 


“ With the large number of differ- 
ent items likely to be found in the 
inventory pool of a wholesale hard- 
ware distributor, the double pricing 
of the entire closing inventory can 
be burdensome. The Treasury has 
indicated that it will allow an index 
computed from a sample of in- 
ventory when the taxpayer can 
prove the sample is adequate. 

The use of a sample saves time 
and work. The method of establish- 
ing the adequacy of a sample which 
the Treasury suggests is as follows: 

First select that portion of the 
inventory which your knowledge of 
the inventory indicates may be an 
adequate sample (say 25 pet). Price 
this sample at opening and closing 
prices and compute an index. Then 
add an additional 5 pct of the total 
inventory to the portion originally 
selected and compute an index. 

If the two indices are substan- 
tially the same, the sample is ade- 
quate. If the two indices differ ma- 
terially, continue adding to the sam- 
ple until a point is reached where 
further additions do not alter the 
index. 

This test need be made only in 
the first year. Once the adequacy of 
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the sample has been established, it 
should suffice for all future years, 
unless the nature of the inventory 
changes drastically. 

The taxpayer signifies his elec- 
tion of LIFO by filing Form 970 
with his return for the year of elec- 
tion. No permission is required 
from the Treasury. At the same 
time the taxpayer elects his method 
of valuing inventory increment. 

Both these elections are binding 


E. H. McGINNIS 


for all future years unless permis- 
sion is secured from the Treasury 
to change. The Treasury has indi- 
cated that if a taxpayer with a sub- 
stantial unrealized loss in inventory 
requests permission to abandon 
LIFO the taxpayer will be required 
to prorate the loss over a period of 
time (possibly as long as ten years) 
as a condition of permission to 
change being granted. 

A taxpayer using LIFO for tax 
purposes must’also issue all annual 
reports on that basis. The issuance 
of an annual report on a basis other 
than LIFO will deny to a taxpayer 
the right to adopt LIFO. 

The taxpayer establishes its own 
inventory classifications or pools 
but these are subject to change 
upon review by the Treasury. The 
administration of LIFO has become 
more and more liberal over the past 
few years and it is believed that the 
application of sound accounting and 
business principles within the 
framework of the LIFO statute 
will generally meet the Treasury 
approval. 

That depends on a variety of fac- 
tors, such as future course of prices, 
future trend of tax rates, prospect 
of involuntary liquidation of inven- 
tory quantities and whether such 


liquidations will qualify for relief 
under the tax laws because attriby- 
table to materials shortages caused 
by the present defense effort. The 
cardinal consideration, however, ig 
that of prices. 

If you believe that prices in your 
industry will continue upward and 
will eventually stabilize at a level 
above the price level of the begin- 
ning of the year, then now is the 
time to adopt LIFO. 

If, on the other hand, you believe 
that this is a temporary peak to be 
followed by lower prices, this is de 
cidedly not the time to adopt LIFO 
from a tax viewpoint. The members 
of an industry should be better able 
to judge the future course of prices 
in their industry than any outsider, 

Following Mr. Bardes’ discussion 
of “The LIFO Method of Inven 
tory Valuation,” this subject was 
commented upon by various whole- 
salers, E. H. McGinnis, Union 
Hardware and Metal Co., Los An- 
geles, California, explaining his 
company’s reasons for not adopting 
the LIFO method made the follow- 
ing observations. 

Last September we made a pre- 
liminary survey of our own which 
seemed to indicate we could make 
a substantial net saving by adopt- 
ing LIFO using January 1, 1950 as 
a price base in figuring our 
12/31/50 inventory which totaled 
about $414 million. However, we 
could readily recognize several dan- 
gerous pitfalls—the principal one, 
the possibility of losing all our ex- 
pected gains when prices started 
the downward trend, which is, of 
course, inevitable. 


Made a Special Audit 


Realizing our own lack of under- 
standing of just what LIFO con- 
trol would do to us we employed 
our auditors, a national firm, one 
of the best in the business, to work 
up a special audit so that we could 
say yes or no to this question. This 
very complete report cost us $3,500 
and took six weeks to prepare. 

A substantial number of items in 
each one of our 12 departments 
were carefully analyzed. However, 
much to our regret this report did 
not give us the definite yes or 00 
answer we wanted. I will admit 
they did recommend that we usé 
LIFO but duly and _ properly 
warned us of the possibility that 
we might later on regret our 
action. 

Therefore, we did some fre 
search of our own using their Tr 
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WHAT HAPPENS when a dealer thinks he can save a few cents by 
purchasing inferior or off-brand marine safety products . .. or when he sells 
this equipment that has little or no backing from a reliable manufacturer? 
Chances are the dealer will be forced to spend more than his original 
“saving” by replacing returned merchandise and loss of customer good-will. 
Then he asks “WHERE'S MY PROFIT?” The only /asting profit comes 
from giving your customers quality you can trust. Tapatco products 

are sold at the lowest prices consistent with the quality of the product. 


Tapatco 


Here are the many extra features that make it easy and profitable to 
sell Tapatco products. 


v/ Only pure Java Kapok, luxuriant flotation material is used by Tapatco to make the 
safest most buoyant marine safety products in the world. 


National advertising and merchandising, backed by a company reputation for standing 
squarely behind every product. 


Tapatco’s own dye plant. Every order is exactly the same color . . . and there’s a wide 
selection to choose from. 


Tapatco marine safety products are hand stuffed to protect the buoyant properties of 
Kapok. No uneven bulges such as are often formed in ordinary cushions and mats. 


Conveniently packaged products ... simplifies stocking and handling problems. Small 
unit packages keep stock clean — boxes unbroken. 


Y Uniform colors and materials . . . dyed, pre-shrunk and water-repellent treated in 


V Extremely attractive discounts make the Tapatco line a real profit builder. 


Get the complete Tapatco line of Marine 

Safety Products, Sleeping Bags, Parkas and THE AMERICAN PAD & TEXTILE CO. 
Sport Shirts—and you'll sell the finest money ( GREENFIELD, OHIO 

can buy. Ask your jobber for Tapatca. ) 


(ee 
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Stillson Wrench 
with the new 
rust-resistant finish \ 








Genuine Stillson 


— Standard of Quality Since 1869 


For 80 years the Walworth GENUINE Stillson 

has always stood for the best of its type in pipe 
wrenches. Today, while the design remains 
basically unchanged, metallurgical improvements 
give the Walworth GENUINE Stillson even greater 
strength, hardness and toughness... and all parts 
have a special electroplated zinc coating to resist rust 
and corrosion. You can tell a Walworth GENUINE 
Stillson by its world-famous diamond trademark and its 
red handle. It comes in sizes from 6 to 48 inches... 

and is sold through recognized wholesalers — order now. 


WALWORTH 


valves e fittings ¢ pipe wrenches 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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port to start from. The facts are: 

First, LIFO would justify its 
adoption if prices remained near 
the present high levels for a future 
period of 8 to 10 years. It would 
then be worth the gamble that 
some day we may have reasonable 
tax laws. 

Second, LIFO would be a detri- 
ment and result in substantial logs 
to us if prices dropped within two 
to three years to a cost equal or be- 
low our Jan. 1, 1950 LIFO Base, 
We believed this base was so high 
any benefit to us would be of short 
duration. 

Third, if we had adopted LIFO, 
and then found in a few years it 
was not what we expected we would 
then have to ask the Internal Reve- 
nue Department for permission to 
go back to our old system. Quite 
probably they would penalize us 
by charging back to us any gain we 
may have made in previous years 
plus interest at 6 pct. 

Fourth, under LIFO your inven- 
tory records would have to show 
your base period prices as well as 
your prices based on your usual 
method of taking your inventory. 
Quite a lot of records must be 
maintained in this connection. 

The question is: How long will 
present high prices prevail? Your 
answer to this question will per- 
haps indicate whether or not you 
should use LIFO. I firmly believe 
most of the merchandise we stock 
is over-priced now. Soon after the 
present threatened price advances 
take effect prices will recede to or 
below the January, 1950 base. 

To be an unqualified success 
LIFO should be adopted during a 
period when prices are low, so low 
there would be a remote chance of 
their going any lower. 

May I suggest there are more 
important problems, problems 
which must be solved immediately 
if we are to survive and make prog- 
ress during the period immediately 
ahead. I refer to the absolute nec- 
essity of reducing our cost of oper- 
ations. 

Burton F. Connolly, Shapleigh 
Hardware Co., St. Louis, took a po- 
sition in favor of LIFO and com- 
mented as follows: 

We went over our plan with our 
auditors and they felt we were 
right in going ahead. We made our 
1950 tax return on the LIFO basis 
but we do not know at this time 
whether it will be approved or not. 
Anyone wishing to adopt the LIFO 
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plan must secure approval from the 
Internal Revenue Department. 

A LIFO plan is not too difficult 
to set up, nor is it too hard to keep 
up. LIFO inventory is more work 
because you must price all items at 
the base period price and then at 
cost, figuring each item twice. 

You must keep your base year 
buying department identity in tak- 
ing all future inventories. You 
must establish a base period cost 
on all new items. This year we are 
ging to use cards showing 25 
items on each card. Next year we 
may go to separate cards for each 
item and use the same card for 5 
or 10 years. 


BURTON F. CONNOLLY 


I imagine you want to know 
why we decided to adopt LIFO. We 
believe that inflationary influences 
are once more in the ascendant. 
The corporation tax rate for 
the years immediately ahead is 
practically certain to be higher. 
The spending of $20 to $40 billion 
dollars a year for war preparation 
will certainly tend to push prices 
up because this is superimposed on 
an economy already fully employed. 

Labor is pushing for higher 
wages and who is going to deny 
them? This means higher prices. 

The year 1950 proved to be good 
for us to turn to LIFO because we 
had sold most of the merchandise 
we could write down so we did not 
have to restore much in value to 
arrive at our base. 

The Index we developed was 107, 
much lower than we expected. 

Our total inventory in units in 
all divisions seemed to be a normal 
requirement to conduct our busi- 
hess. We also considered the effects 
of a decline in business and lower 
Prices, 

There were amendments sug- 
gested in the new tax bill to pro- 
teet one using the LIFO method 
ainst severe declines in prices. 
The status of these is uncertain. 

After weighing carefully all fac- 
tors, the decision was for LIFO. 
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for your 
hand tool 
department 


Improved Greenlee Woodworking 


Calculator makes more and 


more customers for Greenlee 


high quality tools... 


Here's the new improved GREEN- 
tee Calculator for carpenters and 
other wood workers. It gives bit sizes 
for screws, nail specifications, concrete 
and mortar mixes .. . compares charac- 
teristics of various woods, converts linear 
to board feet . . . provides instant answers 
to many other building problems. All 
this for only 25c. 


But it does another job that’s even more 
important! It builds extra Greeniee 
hand tool business for you! 


As Greenzee Calculators go out to the 
thousands upon thousands who write in 
for them in answer to GREENLEE national 
advertising, they are accompanied by 
literature telling all about the famous 
GREENLEE line. Thus, every month more 
and more people everywhere become even 
better acquainted with Green es Chisels, 


Gouges, Auger Bits, Spiral Screw Drivers, 
Automatic Push Drills and the other high 
quality Greenueze tools you stock. 


Here’s another example of the sales- 
making ‘‘plus’’ that brings extra cust- 
omers to you when you handle the 
GREENLEE linc.” 





NOW, YOU TOO CAN USE THE 
GREENLEE CALCULATOR TO 
BUILD EXTRA STORE TRAFFIC 


Stock and display these Handy Calculators for 
extra business. They sell on sight to those who 
work with wood, cither as a hobby or as a 
trade. If you prefer, they can be furnished 
imprinted w ith your store name to serve as an 
ideal advertising reminder, cither when sold 
at the regular 25c price or given to your special 
customers. Write today for free sample, dis- 


count, and cost of imprinting 











==. _ 
GREENLEE 


GREENLEE TOOL CO., 1811 HERBERT AVENUE, ROCKFORD, ILLINOIS 
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Inventory Control 


(Continued from page 137) 


merchandise and can easily differ- 
entiate between them. 

The warehousemen’s responsibil- 
ity, in connection with these vari- 
ous groups of merchandise is simply 
this: Where minimum stocks have 
been established visually by the 
use of the metal “Minimum Stock” 
markers, or where goods have been 
banded together and tagged, ware- 
housemen are to list each and every 
item on the warehousemen’s stock 
control report, as in every instance 
they break into the minimum stock 
for the purpose of filling an order. 

Similarly, when the last item of 
stock labeled with a salmon pink 
tag (Fig 6), or buff colored tag in- 
cluding those close-out items is 
taken from the stock shelves, the 
stock number of those items in- 
volved are listed. In all such in- 
stances, these reports must first be 
signed by the warehousemen who 
fill orders and handed in to the 
stock control man each day. 


Warehousemen Reports 


New warehousemen’s report 
cards are issued to all responsible 
personnel each morning. These 
cards are used by stock control men 
as a basis to re-check the stock of 
each item. If the order clerk’s re- 
port is found to be accurate, etc. 
then the stock control man places a 
round red tag (Fig 7) over the bin 
tag, thus indicating the stock con- 
dition has been properly reported. 

This round red tag eliminates 
duplicate reporting effort by other 
warehousemen and remains as 
placed until a replenishing stock is 
received, at which time the mini- 
mum stock is again re-established 
with the metal marker. Then the 
red tag is removed. The purpose 
and importance of the warehouse- 
men making such consistent and ac- 
curate reports becomes obvious. 

The minimum stock requirements 
have been carefully estimated so 
that when such reports are turned 
in to the stock control men, and in 
turn to the responsible buyer, it 
gives that buyer an opportunity to 
rebuild the stock to a satisfactory 
level before the stock is completely 
exhausted. The buyer is also bene- 
fited when notified that the stock ot 
the buff colored or salmon colored 
tagged merchandise is completely 
exhausted. 
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Our stock control system, while 
designed primarily to maintain an 
adequate inventory, has many more 
significant and important character- 
istics previously enumerated. One 
of the unique features of our stock 
control plan is the perforated metal 
shelf strip which is easily installed 
and permits maximum flexibility 
for stock arrangement on the shelf. 


Pre-determined Location 


Through proper and accurate 
identification of all items of inven- 
tory, and using the perforated 
metal strip which is now installed 
throughout the warehouse, each 
item of inventory has a pre-deter- 
mined location and in most in- 
stances, is adequate for the total 
inventory of that particular item of 
merchandise. Inventory so placed 
can be consistently and quickly 
found even by a less experienced 
warehouseman. 

Merchandise must be lined up on 
the shelf so that the left edge of 
the card is directly over the left 
edge of the first carton of merchan- 
dise. Additional stock is stacked to 
the right side in a “left to right” 
manner. When a new, replenishing 
supply of that item of merchandise 
is received, the existing stock is 
moved over to the right and the new 
stock placed in an ‘identical manner, 
flush with the left edge immediately 
underneath the card. 


Inventory Rotation 


Orders must always be filled from 
the right sidé of the stock. This 
procedure, consistently followed, 
gives us inventory rotation, making 
it possible for us to ship the oldest 
items of inventory first. Warehouse- 
men who put stock away or assist 
in this important work must place 
the stock under the identifying tag 
as outlined and at the same time, 
re-establish the minimum stock 
with the “Minimum Stock” marker 
consistent with the tag markings. 
This work must be done accurately 
under the supervision of the stock 
control man for that particular 
floor. Once the stock has been so 
placed, it greatly reduces the pos- 
sibility of error in filling orders. 

Our stock control men, of which 
there are four at Salt Lake City, 
perform the function of a blocking 
half-back on a football team. They 


are continually running interfer. 
ence for the ball carriers—our or. 
der clerks. 

Index cards have been placed at 
the end of each row of bins for the 
purpose of indicating the exact bin 
location of each commodity in that 
particular row of bins. 

Each bin is numbered starting at 
the left end with “1” in a left to 
right manner. 

Overstock in most every instance 
is placed on the top of the bin. The 
top of the bin has been and will be 
consistently designated as ‘‘X”’ loca- 
tion; therefore, overstock location 
““X-12” would be on the top of 
Bin 12. 

In the interest of filling custom- 
ers’ orders more completely, “Sub” 
tags (Fig 8) are placed to the right 
side of the bin tag, showing the 
number and description of the item 
which can be consistently substi- 
tuted without error. 

Our stock control system, we be 
lieve, is a simple yet highly effec- 
tive method of controlling our in- 
ventory to prevent costly excesses 
and keep our stocks in proper bal- 
ance. It has proven itself in that we 
have filled our customers’ orders 
more complete and improved our 
shipping service. 


Inventories Balanced 


The inventory excesses, which we 
accumulated because of a buying 
spree indulged in this time a yeal 
ago, has been brought into line 
beautifully. We are confident that 
we can fill our customers’ orders 
very nearly completely, and render 
a continuous, fast, shipping service 
through stock control and _ als 
maintain a five-time turnover 0D 
our inventory investment. 

This is not a high priced nor 
complicated system, but rather one 
which uses available manpower. We 
have not hired any new people to 
operate it. It was a question of al 
locating specific duties to our regu 
lar employes and looking to certail 
individuals to carry the responsibil 
ity of maintaining the stock contro 
system in their respective depart 
ments. 

The system brings forcibly to the 
buyers’ attention those fundamental 
things which are sound and which 
have been time proven. It places 
continued emphasis on the constant, 
never-ending, analysis of all com 
modities, their sales and seasoné 
trends; on manufacturers’ shipping 
patterns, and particularly the prox 
imity of the factory source of sur 
ply to us. It demands also that § 
competent job of expediting out 
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© 96 ADVANCE-DESIGN FEATURES... 
SIMPLEST TYPE OF INSTALLATION 


Here’s the latest development in cylindrical locks . . . ideal 
for schools, hospitals, apartment houses? commercial, 
institutional and industrial buildings — also entrance doors 
of residences . . . two styles . . . 13 popular functions . . . 
featuring full 4” throw (handles extreme door shrinkage); 
seamless tubular knob shank; extra large steel knob bearing 
on brass bushing; extra large bearing area on latch retractor; 
similar lock mechanism to tried and proven unit lock 
mechanism; and a minimum number of parts. This latest member | 
of a famous lock family makes the Russwin line better 

than ever as a single source of quality builders’ hardware. 
Write for Descriptive Folder. Russell & Erwin Division, 

The American Hardware Corp., New Britain, Conn. 


sswill 
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Make.your store 
the Headquarters for 


Family Fun 


— with 


SouTH BEND CROQUET! 


Be the source for all equip- 

ment connected with fam- 

ily fun! Tie in South Bend Cro- 
quet with displays of outdoor 
accessories. You'll benefit from 
the increased interest in yard 
activity promoted by this popu- 
lar family game. 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —-Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


“SOUTH BEND 


ag 











standing orders be constantly car- 
ried on. 

As a matter of policy, buyers are 
not permitted to buy in excess of a 
120-day supply (on hand and on 
order) of the items representing 80 
pet of the unit sale and cannot buy 
in excess of a 60-day supply (on 
hand and on order) of other items 
without written approval. 

Minimum stock figures are estab- 
lished and adjusted periodically by 
the buyer after having given con- 


| sideration, as previously mentioned, 


to manufacturers’ shipping pat- 
terns, the proximity of the factory 
supply to us. 

Our warehouse is clean and or- 
derly. Everything has a place and 


everything is in its place. The sys- 
tem requires that it be kept that 
way. Warehousemen, particularly 
younger men coming into the or. 
ganization have been particularly 
benefited. All personnel whose work 
brings them in contact with the 
handling of stock control or han- 
dling of merchandise have been 
very interested and have contrib- 


- uted much to the system. This has 


indeed been gratifying to us. 

What I believe we have accom- 
plished is to develop within our 
organization a new consciousness 
about inventory control and its im- 
portance—a common purpose and 
objective to fill customers’ orders 
more completely. 





Benefits Program 


(Continued from page 145) 


thusiastic employees far out-dis- 
tance what can be expected from 
those who are just doing a job. 
And now let us look at the other 
major factor—compulsory retire- 
ment. Certainly one can point out 
many examples of invaluable em- 
ployees who are 70 years of age 
or older. But similarly one has in 
his employ some old timers, unless 
management is completely insensi- 
tive and I don’t think it is, who are 
no longer of any real help to the 
business. Practically every major 
corporation in the country has com- 
pulsory retirement. Why? Be- 
cause they know that in the vast 
majority of cases younger people 
are more progressive, are more sus- 
ceptible to change, and because it 
greatly increases speed and oppor- 
tunity of promotion and advance- 
ment. It naturally follows that no 
one but Scrooge would have a com- 
pulsory retirement without a pen- 
sion or retirement plan as well. 
Those are the basic reasons why 
we decided upon a profit sharing 
plan. Another factor which can- 
not be ignored is the “Welfare 


| Fund” demands of the labor unions. 
| Let us recognize that many of us 
| will be making a contribution of 


one kind or another to such 
“Funds” in the foreseeable future. 


| Such contributions will be an added 
| expense item unless you already are 


operating under a satisfactory pro- 
gram. We firmly believe that any 
company is well advised to devise 
its own system rather than rely 
upon what will result from union 
negotiations. However, let us stop 


talking about why we inaugurated 
our present profit sharing plan and 
look at the results that have been 
achieved. 

Have we been justified or should 
we now abandon the program? We 
are just as enthusiastic today as 
we were seven years ago because 
of these facts. 

We have attracted and kept bet- 
ter people than are generally 
found in the wholesale hardware 
business. How much does labor 
turnover cost you? It doesn’t cost 
us very much because we have very 
little labor turnover. As far as 
salesmen and key people are con- 
cerned, we have had so little turn- 
over as to make it a matter of ab- 
solutely no concern. 

Our warehouse efficiency is as 
good as anyone on the Pacific 
Coast and we operate anything but 
an ideal warehouse. As a matter 
of fact, we are operating roughly 
20 pet below the cost of the Pacific 
Coast average in an old, three 
story building that is so crowded 
we have piled merchandise up 
$25 for every square foot in the 
building. And with a Harry 
Bridges union, we have never had 
a slowdown or a lost time beef of 
any kind whatsoever. Sure we have 
had strikes when the whole union 
went out, but even during such 
periods our men were as cooper 
tive as circumstances would permit. 

So far as our office force is col 
cerned, we expect and receive 4 
high degree of cooperation. We 
hired an outside personnel rele 
tions firm to solicit complaints 
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from our employees. We received 
a number of suggestions but not 
one genuine complaint worthy of 
the name. Employees of high 
morale who will accept new ideas 
and methods with enthusiasm 
rather than sour faces, who believe 
themselves to be essentially mem- 
bers of a team 24 hours a day is 
the goal we believe we have 
achieved. 

And why shouldn’t the morale of 
our employees be high? After all 
they have a pretty fair goal to look 
forward to under our Profit Shar- 
ing Plan. Let’s take an employee 
who earns an average of $4,000 
per year for 25 years and retires 
at the age of 65. If he can help 
us to make a profit every year that 
man can expect to receive a sum of 
roughly $20,000 upon retirement. 
If he came to work at the age of 20 
and worked for 45 years under our 
present plan with the same aver- 
age earnings, he might get as much 
as $36,000 upon retirement. If we 
were to use the same 25 and 45 
years of service for a better em- 
ployee who averages $8,000 per 
year the retirement sums would be 
just double or about $40,000 and 
$72,000 respectively. It is obvious 
from these examples that every one 
of our employees has a personal in- 
terest in seeing to it that we make 
a profit. 


A Word of Caution 


I should like to inject a word of 
caution lest I leave you with the 
impression that a plan of this kind 
is a cure-all—a panacea. The his- 
tory of such plans throughout the 
country is a spotty one. Many 
have been started and dropped for 
a variety of reasons. Basically we 
feel the fundamental reason for 
past failures has been lack of en- 
thusiasm on the part of manage- 
ment or a faulty premise to begin 
with! 

The decision to institute a profit 
sharing plan is a major policy de- 
cision. No major policy decision 
tan be made without a considera- 
tion for the long term profit of the 
organization. Unless you are con- 
vinced that profit sharing will in- 
crease your net profit over the 
years—then stay away from it. In 
any event do not predicate it upon 
4 faulty foundation. Profit shar- 
ing, within restrictions, is a de- 
ductible expense. Don’t be carried 
away with that feature of it to try 
to protect executives or key em- 
Ployees only. 
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That's the big idea which will headline 
all ads in Model Toy’s biggest ad campaign, 
funning in eleven magazines between 
now and Christmas. 
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Ads like this are appearing in Life, 

Saturday Evening Post, Colliers, Look, New 
Yorker, Parents’, American, Sunset, Holiday, 
Popular Science, and Popular Mechanics. 


It’s a big idea for your store, too. Push it — for 
bigger tickets and bigger profits in your toy depart- 
ment this year. 


THE CHAS. Wm. DOEPKE 
MANUFACTURING CO., Inc. 


ROSSMOYNE, OHIO 





NOW THE 60-WATT G-E LAMP 
GETS THE “Q” COAT 


Now used for the first time in G-E 60-watt lamps, new General Electric ‘‘Q” coat 
softens shadows, lessens glare, yet does not cut light output! 





VER since its introduction over a year ago, the 

new General Electric “Q” coat has been boosting 
G-E lamp sales! First in the 100-watt “White”, then in 
the R-40 and 100-200-300-watt 3-lite lamp. 


Now the 60-watt G-E lamp has it! 


Photo, above, shows why the “‘Q” coat is a powerful 
sales feature. The “Q”-coated 60-watt lamp bulb on 50-100- 100-200- 
the right is evenly bright all over; the old 60-watt 150-WATT 300-WAIT 
lamp isn’t. The “Q” coat, a special inside finish devel- 3-LITE 3-LITE 
oped by G-E lamp research, spreads the light. As a 
result, lamps with the ‘‘Q” coat cause less glare from 
glossy surfaces and create softer shadows. Its clean 
white beauty lasts the life of the lamp. 


It’s another product of General Electric lamp re- These 4 G-E lamps now have the "Q” coat 
search that makes it pay to sell G-E! 


GENERAL @@ ELECTRIC 
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Editor’s Note: Presented herewith is the 1951 edition of the Table of Values of Manu- 
factured Hardware and affiliated lines compiled by Oliver Brothers, Inc.; information 
and buying service for wholesalers. This table supplements the Table of Values of 
Iron, Steel, Wire and Metals which is also published as an insert in this issue. 















































































































































Col. No. 1 2 3 
Item Dec. March ul 
No. MATERIAL Unit 1913 1915 io 
1 | Steel railroad spikes, % x 5634.............0cccncccecccecccuscess 100 Lb. 1.560 | 1.35 | 65.00 
2 ee a ea 100 Lb. 2.15 1.70 7.00 
3 Crow bars, 10 to 26 Ib., average all sizes. ...............ceeceeees 100 Lb. 1.90 1.65 6.50 
4 | Striking hammers, Oregon pattern, 6 Ib....................0000005 Peri eas ond later, by the piece | 4.74 | 8.64 | 10.80 
5 NG e550 op9:m0'6 sorrel gests ¥: 6-0: Sia veipvoie Ss aeusiaiGais-aniieed Doz. 2.43 1.87 7.29 
6 Machine bolts, 54 x 4, C. T., Sq. & Sq., carload................... 100 Pcs. 1.51 1.32 4.97 
7 Hot pressed nuts, square, blank, }4 in., hvy., carload.............. a aps. te nee ne | 2.60 2.20 6.50 
8 Iron turnbuckles, 1 x 6 in., take up, with stub ends................ 100 Pcs. 27.80 26.34 57.20 
9 | ee ee 1000 Pcs. 0.44 0.41 0.96 
10 es EI a wie etn as-is otsin siseweeneoes et 100 Lb. 2.56 2.40 8.21 
11 q Upholsterers cut tacks, No. 4, blued, in bulk*..................... 100 Lb. 5.20 4.96 16.25 
12 Wood screws, flat head, iron (new list prices July 1, 1947).......... Per Cent Off List 0.926 0.9198 | 0.78: 
13 OVOne, Hemet WAG, WHO. B,C BINGO... ooo oiceiicccvescccccesvceee« Doz. 4.31 3.90 8.50 
14 Ball tip, loose pin, steel butts, 334 x 34, plated, No. 241F.......... Doz. Pr. 0.90 0.90 2.76 
15 ee Gross Pr. 3.38 3.80 7.17 
16 Stillson pattern wrenches, 10 in., wood handleo.................. Doz. 4.87 4.76 9.00 
17 Monkey wrenches, knife handle, 10 in........................005. Doz. 4.32 4.32 10.49 
18 eo eee rere Eee Doz. 1.13 1.13 2.09 
19 Carbon twist drills, 14 in., round straight shank, Jobbers Lengths... Doz. 0.85 0.79 1.42 
20 Chisels, plain handle and edge, 1 in. socket firmer................. Doz. 1.97 1.97 4.01 
21 Soldering coppers, 3 lb. per pr.......... pene e cence eeeeeeeseeeeees Lb. 0.20% 0.19 0.42 
22 Post-hole diggers, Eureka pattern. ................-0 eee eeee cease Doz. 6.00 5.00 9.00 
23 rN I 5.50151 vigid sow p ord save me SUN eWwiadeaHeee we sIeS Doz. 24.00 25.00 27.50 
24 Wire rope, plow steel, 6 by 19, 54 in. bright, non-preformed, f.c..... 100 Ft. 4.72 4.41 11.90 
(Prices previous to 1948 on crucible cast steel, now discontinued.) 
25 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven@ . Roll of 600 Sq. Ft. 1.97 1.69 8.47 
(Prev. to Sept. 30, 1947 were quoted on galv. after woven only.) carload 
26 Wire screen cloth, 12 mesh, black, iess than carioad...........,... 100 Sq. Ft. 1.10 0.90 1.75 
(Prices prior to 1949 quoted per 100 sq. ft.) Now per roll, 36 in. R61 
width, black 12 mesh, galvanized 18 x 14 mesh. 
27 Galvanized water pails, 10 qt., light pattern, less than carload....... Gross pen 18.14 33.60 
28 Enameled cast iron sinks, flat rim, 18 x 30........................ Each 1.80 1.80 3.35 
29 Finished brass compression bibbs, standard pattern, for I. P. 5 in.® Doz. 3.67 3.59 7.18 
30 Axes, handled, first quality standard grade, single bit, base......... Doz. 5.75 3.50 11.50 
(Prices prior to Sept. 30, 1951 on unhandled). 
$1 Circular epsing Balances, SO 1D. Z ORs... 5. cccccccccccccccccscces Each Sie 6.00 7.60 
32 Lawn mowers, 16 in., ball-bearing, medium grade, 5-blade (prices Eech cst 2.90 3.60 
previous to 1944 based on 14 in., 4-blade, cast iron)...,......... 
Col. No. 1 2 3 
rices previous to June, 1926, were on Acnertenn Cut Dect pew discontinued by most manufacturers oy OPA. jn many soany, tala ws 


*] 
{ June, 1926, to June, 1930, prices on 13 in.; 

N 35 @ %&*” size generally discontinued 
e¢ 


ew list Nov. 21, 1935. 
Xeiling prices established by Government Price Administrator in 1941; or later through to 1946 procuetion. Manufacture of finis 
ut resumed in March, 1947. 
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Market Values of Manufactur 
From December 1913 to Septembe 


Published by Hardware Age, 100 E. 42nd St., New York 17 
Compiled by Oliver Brothers, Inc., 421 Canal St., New York 13, N. 








1 2 3 4 5 6 7 8 9 10 11 12 13 14 
Dec. March iy Nov. an. March — Dec. Dec. Dec. Dec. Dec. March Aug. 
1913 1915 91 1918 920 1922 1923 1925 1926 1928 1929 1933 1933 





1.50 1.35 5.00 3.90 3.60 2.10 2.80 3.15 2.80 2.90 2.80 2.80 2.16 2.40 
2.16 1.70 7.00 4.90 5.650 3.00 4.05 4.00 4.00 4.25 3.81 3.81 2.86 3.41 
1.90 1.65 6.60 7.60 6.25 4.50 4.76 5.75 5.75 5.26 5.89 5.89 5.89 6.00 
4.74 &.54 10.80 10.80 9.23 6.41 7.29 8.75 8.75 8.10 0.70 0.70 0.70 0.58 
2.48 1.87 7.29 9.00 7.69 4.86 5.40 6.20 6.10 6.00 5.70 5.70 5.70 5.70 
1.51 1.32 4.97 3.83 4.065 1.68 2.81 2.43 3.04 3.04 3.33 3.33 2.49 3.00 
2.60 2.20 6.50 6.60 6.60 8.25 6.10 5.20 4.96 4.95 0.555 0.655 0.41 0.60 
27.80 26.34 57.20 57.20 61.60 39.60 48.40 39.80 49.50 | 55.00 56.00 55.00 39.60 55.00 
0.44 0.41 0.96 1.02 0.78 0.62 0.65 1.05 0.75 0.75 0.78 0.78 0.78 0.78 
2.56 2.40 8.21 7.20 7.20 8.70 5.44 5.10 4.10 4.10 4.32 4.32 3.90 4.10 
5.20 4.96 16.25 15.10 17.16 11.75 12.75 12.40 14.55 11.255 | 11.38 9.91 6.45 8.10 
0.926 0.9198 | 0.784 0.784 0.82 0.8847 | 0.8577 | 0.8335 | 0.87 0.8819 | 0.645625) 0.6288 | 0.8108 | 0.67949 
4.31 3.90 8.50 11.51 10.90 9.90 7.41 9.16 8.47 8.47 8.28 6.62 7.46 7.45 
0.90 0.90 2.76 3.00 3.60 2.40 2.40 2.76 2.16 1.52 1.97 1.62 1.61 1.81 
3.38 3.80 7.17 7.81 7.02 5.49 6.33 7.20 7.20 7.20 7.20 7.20 5.84 6.48 
4.87 4.75 9.00 10.00 10.00 8.78 8.78 9.00 7.60 7.60 4.86 5.13 3.26 4.68 
4.32 4.32 10.49 11.66 11.88 7.18 7.12 9.62 9.62 9.62 9.62 9.14 5.94 5.94 
1.13 1.18 2.09 2.78 2.39 1.70 1.89 1.75 1.89 1.89 1.89 1.89 1.89 1.89 
0.85 0.79 1.42 1.46 1.39 1.08 0.78 0.97 1.11 1.11 1.11 1.11 1.11 1.11 
1.97 1.97 4.01 4.70 6.35 5.49 5.49 5.35 5.34 5.34 5.36 5.36 5.35 5.36 
0.2044 0.19 0.42 0.48 0.29 0.184% | 0.1944 0.19 0.21 0.20% | 0.23% | 0.264% | 0.12% | 0.16 
6.00 5.00 9.00 12.50 13.00 10.00 10.00 11.50 11.50 11.50 11.50 11.50 11.50 11.50 
24.00 25.00 27.60 36.00 34.80 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 
4.72 4.41 11.90 11.55 9.28 7.61 7.81 8.62 8.62 8.62 8.62 8.62 9.71° 9.71 










































































1.97 1.69 8.47 4.18 4.13 8.51 8.51 3.76 3.38 3.08 3.18 8.01 2.48 2.48 





1.10 0.90 1.75 1.95 2.05 1.80 1.80 1.95 | 1.70 1.50 1.71 1.42 1.36 1.44 





ras 18.14 33.60 45.97 40.32 22.98 22.98 24.19 26.88 24.84 23.04 24.12 18.12 21.87 
1.80 1.80 3.35 4.45 4.65 3.85 3.85 4.05 4.06 4.05 4.05 4.15 2.35 3.66 
3.67 3.59 7.18 8.60 9.58 5.67 6.30 6.80 5.98 6.30 5.99 5.35 5.26 6.75 
5.75 3.50 11.50 13.50 14.50 12.00 11.00 10.75 10.50 12.00 13.00 13.00 9.60 8.80 

















6.00 7.60 8.00 9.00 7.60 7.60 7.69% | 7.694% | 7.6944| 7.6044 | 7.69% | 6.50 6.60 
2.90 8.60 5.00 5.50 6.40 6.40 7.00 6.40 6.40 6.00 5.60 3.75 3.60 


















































1 2 3 4 5 6 7 8 9 10 il 12 13 14 
.P.A. In many cases this was automatic by fixing price ceilings at selling price in effect March, A Price ceiling, March, 1942. 
in other instances by specific O.P.A. ruling [) Later advance a!lowed by O.P.A. 
“ size generally discontinued as of March, 1942, %” figures show lower price because of grea @ In Feb., 1942, excepting for defense hous 
—.. ——s. Ss of finished all brass bibbs was temporarily discontinued on March 17, i942, of July 81 a A 5 per cent increase was 
‘esum n March, 1 Resisting finish 


Compiler’s Note: Lists and dis 

tity prices as required. In doit 

prices on some items have been 

are based upon the lists and di: 

tember 30 1 5] Screws represent the discounts 
7 resent what would be recognize 


facturer to the wholesale mercl 
New York 17 


New York 13, N. Y. 
13 14 15 22 23 
March . ul Sept. Sept. Dec. 31 
1939 1942 1944 1946 
3.00@ 3.00@ 3.25@ 
4.756@ | 4.756@ 4.75@ 
7.67@ 7.67@ 7.67@ 
0.70@ | 0.70@ 0.70@ 
7.58@ 7.58@ 7.58@ 
3.29@ | 3.29@ 3.29@ 
0.57@ 0.57@ 0.57@ 
60.50@ | 60.60@ | 60.50@ | 66 

1.05@ | 1.06@ | 1.050. 
5.04@ 5.04@ 5.04@ 
10.55@ | 10.55@ | 10.55@ 

0.6337@)0.6887@ | 0.63370 
10.25@ | 10.26@ | 10.25@ 
2.36@ | 2.23@ 2.45@ 
5.83@ 5.83@ 6.41l@ 
6.80@ | 6.80@ ’ 6.16@ 
11.00@ | 11.00@ | 11.00 
2.36@ 2.36@ 2.36@ 
1.43@ 1.486 1.43@ 
6.27@ | 6.27@ 6.27@ 
-25@ -25@ -25@ 
14.00@ | 14.00@ | 14.00@ 
48.00@ | 48.00@ | 48.00@ 
-9.27@ * 9.27@ 


3.12@ ° 3.12@ 
isa pt. 1.67%@| 2 


34.20 34.20@ ‘ 34.20@ | 40 


4.76 5.350 * es |65. 


*$28@ | %°-932 % i 
foSite fee ise « & % in 


8.80 ‘ . : . . ‘ 12.75 12.75@ | 12.756@ | 12.75@ | 12 


6.60 - . 6.00 6.00 % . 6.00 6.00@ 6.00@ 6.00@ 
3.6C : , 4.30 4.30 ; r 4.50 4.35@ * « 


od 14 15 16 17 18 19 20 21 22 23 24 
19 @ Denotes ceiling price. 
oo O.P.A. @ Discontinued temporarily. 
~ tor —— Reusing, osatnsiese of enenpsie’ eee bo uo evdaved stupnes @ id © Wood handle permanently discontinued, stee! 





; Note: Lists and discounts have been reduced to unit prices or unit quan- 
; as required. In doing this consideration has been taken of the fact that list 
some items have been changed from time to time and the net prices shown 
upon the lists and discounts in effect on the dates given. The data for Wood 
present the discounts reduced to a unit percentage. The prices shown rep- 
at would be recognized as a reasonable wholesale price allowed by the manu- 
0 the wholesale merchant (the jobber). 





















































































































































































































































33 25 26 a7 a8 29 30 
isu | soa | Seae | “soar | teas | Saas’ | to6o, | “Sour | Na 
| 8.000 | 3.250 | 3.66@| 4.85 | 5.35 6.35 | 6.90 | 7.50 1 
,| 4.760 | 4.750 | 5.00 | 7.00 | 7.60 7.50 | 8.75 | 10.00 —* 
.| 7.67e | 7.67@ | 7.67 | 8.44 | 11.20 | 11.20 | 12.80 | 14.70 3 
| 0.700 | 0.700 | .7 | 0.84 | 1.38 1.16 | 1.27 | 1.46 4 
| 7.68@ | 7.58@ | 8.98 | 9.82 | 12.60 | 12.60 | 18.75 | 15.82 | 6 
| 3.290 | 3.290 | 22h | 4.26 | 6.36 | 6.96 | 6.22 | 6.25 | 6 
j 0.57@ | 0.57@ | e37zme | 0.74 | 0.92 0.92 | 1.09 | 1.20 | 7 
| 60.50@ | 60.560@ | 66.00@ | 79.20 | 88.00 | 112.60 | 135.00 | 135.00 8 
| 1.06@ | 1.060 | 1.87@| 1.68 | 1.98 1.08 | 2.08 | 2.25 | 9 
5.04@ | 5.04@ | 20Pre | 6.48 | 8.40 8.40 | 9.21 | 9.21 10 
10.55@ | 10.55@ | 14.00@| 16.15 | 16.15-| 14.65 | 16.15 | 18.90 11 
o)0.6837@ | 0.6337@| f437pes | 7o80a| .76744| .e04i6| .7336| .676 | 12 
[10.250 | 10.260 | w2see | 18.06 | 15.80 | 15.80 | 16.75 | 17.65 | 18 
2.28@ | 2.45@ | 2.98@| 3.62 | 4.12 4.12 | 4.77 | 56.29 14 
| 6.880 | Gate | eitghe | 8.64 | 8.64 | 8.64 | 9.60 | 11.62 15 
| 6.800 ) 6.16@ | 7-860] 10.610 | 11.97 | 10.26 | 11.28 | 12.48 16 
11.00@ | 11.009 /12.520) 13.200 | 16.60 | 16.60 | 16.50 | 19.68 | 17 
2.36@ | 2.36@ | 2.76 | 2.76 | 3.63 3.63 | 3.99 | 4.56 18 
| 1.480 | 1.480 | 1.68@] 1.82 | 1.95 1.95 | 2.08 | 2.29 | 19 
| 6.27e | 6.270 |b tete| 8.08 | 8.08 9.26 | 9.96 | 12.60 20 
.25@ .25@ hsiegorae| 0.87% | 0.41% 0.3854 0.48%) 0.4914 | 21 
14.00@ | 14.00@ | 15.40@/ 18.00 | 21.00 21.00 | 24.u0 | 26.00 22 
“| 48.00@ | 48.00@ | 60-00 [0.00 | 85.20 | 85.20 | 91.20 | 91.20 23 
‘| om | 9.a7e | 9-40@] 9.40 | 12.98 | 12.28 | 14.40 | 15.36 24 
| 8.12@ | 8.12@ | 3.182@] 00 | S2eater | Cezar | Let atte | Sis belee| 26 
hh. 67% 1.57%@| 1.98@)] 2.60 aes = A = 11.57 galv. 12.54 galv| 26 
"| $4.20@ | 34.20@ | 40.20@| 40.80 | 61.66 | 48.00 | 62.16 | 72.00 27 
i ” . 5.95 @@| 7.52@ | 8.84 9.58 | 10.56 | 11.58 28 
(see 
12.75@ | 12.75@ | 12.76@| 13.50 | 14.86 | 14.86 | 17.26 | 27.00 30 
‘| 6.000 | 6.00@ | 6.00@| 6.30 | 6.30 6.60 | 17.60 | 13.00 31 
| os “ a | 9.25 | 9.76 9.00 | 9.65 | 10.65 $2 
93 24 25 26 27 28 29 30 
nae @ 19 gage discontinued, 20 gage now standard. 


nanently discontinued, steel handles only. 
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Business Outlook 


(Continued from page 165) 


You people spend most of your 
time guessing which way it is going 
to jump next. After the outbreak 
of fighting in Korea he decided this 
was it, and he “better go to the 
store before the goods were gone 
and prices went up.” So he went 
to the store, using his past savings 
and buying on the instalment plan. 

Then he stayed away for a while, 
until the Chinese intervened in the 
war. Then he went on another buy- 
ing spree. As a result of those 
two buying sprees, inventories 
backed up, piled up in the stores, 
and retailers and wholesalers in- 
creased their orders. 

Since the Chinese intervention 
in the war, consumers have been 
behaving more sensibly. They have 
decided to wait. The goods seemed 
to be there, so he was not so anxious 
to get them. Stores have been left 
holding large inventories and have 
been only partially successful in 
reducing them. 

The $64 question it seems to me 
then, is that the key to the outlook 
for business is, Are consumers 
going to maintain sensible saving- 
spending habits? This, it seems to 
me, is the hoped for economic 
stability. 

Government and business will 
surely be strongly in the market 
bidding for the available amcunt 
of available goods. But if there is 
no big upset in the international 
situation consumers may decide to 
continue saving more and spending 


less. If they do, they will help to 
hold prices down, but if govern- 
ment, business and consumers, all 
three, are in the market tryimg to 
scramble for the goods that are 
available, you will have more in- 
flation. 

I am hopeful that the consumer 
will continue exercising restraint, 
but in trying to guess which way 
he may jump next, I think you will 
have to take one thing into con- 
sideration. 

The consumer is now educated 
to inflation. He thinks he knows 
what to do and how to take care 
of himself. The trouble is, it ag- 
gravates inflation, when he does 
that. It’s like the game of musical 
chairs; somebody has to be left out. 

Every day it seems that news- 
papers are reporting more cutbacks 
or promises of more cutbacks in 
the production of durable con- 
sumers’ goods. Will consumers take 
these as a signal for another buy- 
ing spree or will they still stay 
out? 

In summary, then, it looks to me 
like government and business will 
be big spenders. The question mark 
is what the consumers will do. 

Then the question comes up as 
to what we can do about it. There 
are three things we can do about 
it, it seems to me: 

First, the greatest service that 
we can perform is to preach the 
old fashioned gospel of saving and 
practice it ourselves. It is the only 


way we can prevent inflation. Gov- 
erment, of course, is not exception. 
It has to curtail necessary spend- 
ing too. If consumers, business and 
government refrain from unneces- 
sary spending, we can relieve pres- 
sure on prices. I am not at all 
confident, personally, that we can 
rely on voluntary action. 

Two other important things 
should be done. First, taxes should 
be raised as much as possible to 
meet government expenditures, be- 
cause when you finance a war, fi- 
nance expenditures by taxes, you 
transfer from the taxpayer to the 
war worker. If the “Zovernment 
has to borrow, it might involve a 
creation of new money or speed 
up the circulation of money. Either 
is inflationary. 

The other important thing is to 
control spending by controlling 
credit. Credit is needed, of course, 
for many essential things, but 
whatever expansion we have to 
have in those fields we should off- 
set by contraction of non-essential 
credit of business, consumers, and 
home buyers. 

If you can do these three things: 
can restrain unnecessary spending; 
finance most of the government ex- 
penditures out of taxes, and if we 
can control credit, we will need to 
rely less on price and wage con- 
trols and allocations and priorities 
and all the direct controls which we 
dislike so much. After all, the 
direct controls are symptoms of 
inflation. Savings and taxes and 
credit control strike at the sources 
of inflation. If we use them cour- 
ageously, I think business will be 
good and we can keep it from being 
too good. 


Production Controls 


(Continued from page 133) 


duction must necessarily be for a 
year or so at a greatly reduced 
level. When military products take 
65 pet of primary aluminum and 
when the expansion program takes 
a tremendous amount of copper 
products, it just is not possible, un- 
less you are going to abandon the 
program altogether, to continue the 
business-as-usual approach in the 
production of civilian items at the 
record rates of 1950 and 1951. 

We intend to try to see that civil- 
ian production is continued at sub- 
stantial and adequate rates. In or- 
der to do that it is in my judgment 
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inescapable that we make certain 
distinctions between more and less 
essential items. That requires the 
wisdom of a Solomon to do, fairly 
and equitably. But that commodity 
is just as scarce in Washington as 
it is any other place in the United 
States. 

In the field of non-essentiality we 
recognize two general categories. In 
the first place, the item that the na- 
tion can do without, without any 
loss whatsoever—mostly decorative 
items, such as jewelry, would be a 
good example. There, for a short 
period of time certainly the nation 


could do without such items if it 
had to. : 

Less essential items, which 
though badly needed by themselves, 
can just as well be made of some 
less scarce materials. Such things as 
window blinds are essential if you 
are going to have more housing. 
But they could be made in greater 
volume out of wood or steel and 
fewer out of aluminum. 


Now, in the more essential cate- 
gory we place the whole realm of 
durable consumer goods, such as 
automobiles and refrigerators, most 
of the items of hardware, and all of 
the other things that go to make 
American life what it is. Generally 
speaking, we are adopting these pol- 
icies for the first quarter with re- 
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spect to distributing copper, alumi- 
num and steel. 


As I have said, it is not steel that 
is really the problem—it is copper 
and aluminum. We are trying to 
keep the more essential civilian pro- 
ducers at least at a break-even base. 
Just what that base is no one knows 
exactly, but in the automobile field, 
to use an example, they are reduced 
to something like 50 pct of their 
record high. 1950 consumption of 
basic metals. And, comparable re- 
ductions, ora little less, perhaps, in 
some cases, are being made with 
respect to other durable consumer 
goods and™“ssential civilian items 
made primarily out of metal. 


Non-Essential Items 


We were faced with a tremen- 
dously difficult decision as to what 
to do about the less and least essen- 
tial items. Should we pass what the 
newspapers have chosen to call a 
“death-sentence” on those produc- 
ers? Should we say that for the 
duration no copper shall be used in 
making jewelry and no aluminum 
in making window shades? That 
course, again, was urged on us vig- 
orously, particularly by those who 
thought if that happened there 
would be more aluminum for other 
items in which they were more 
interested. 


We have decided, particularly in 
respect to aluminum, where the 
problem is more acute, that every 
manufacturer of civilian items, 
even the least essential, will get a 
small amount of aluminum and 
copper, so that he may try during 
the months ahead to survive. Now 
that seems particularly important 
to us with respect to aluminum, be- 
cause there the shortage is only a 
temporary one. 

By the end of ’52 we will have 
vast new capacity to produce alu- 
minum and the period of acute 
shortage will be over then, or in 
the early part of ’53. And it seemed 
to us a national tragedy to put out 
of business the thousands of small 
concerns which since World War II, 
had started to fabricate aluminum. 
So we are going to allow at least a 
trickle, perhaps, even to the small- 
est producer of aluminum. 

With copper the picture is dark- 
er, however, because we cannot in- 
crease the capacity to produce cop- 
per as we can aluminum. And my 
sincere advice to anyone using cop- 
per in volume for non-essential 
items, is to try with everything he 
has to get out of copper—to get into 
aluminum and sheet steel, if at all 
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possible. The copper picture is very 
dark indeed. 

That, in general, is the program 
cn which we have embarked. It is a 
three-point program: military pre- 
paredness, industrial expansion and 
maintenance of a reduced civilian 
economy. It is a realistic program; 
it is a tough program, unfortu- 
nately, but it will make us strong 
very fast in my judgment. Mean- 
while, however, there are very 
tough, bitter days ahead. 

It is small consolation to the man 
who loses his job because of unem- 
ployment conditions over which he 
has no control, when he knows that 
the metal of which he is being de- 
prived is actually being put to a 
more productive use. It is tough, 
but it is necessary if we are willing 
to get along with the program of 
making the nation secure. 

As everyone here knows, we have 
revived the only method that was 
ever worked successfully in World 
War II—that is, the Controlled Ma- 
terials Plan. As some of you know, 
I advocated that plan from the time 
T went to Washington; not because 
I liked controls, because I don’t, and 
I hope to get out of the controller’s 
role at an early date. I saw no other 
alternative—and from Mr. Wilson 
down, everybody else who has 
studied the problem and who has 
had the problem and responsibility 
of seeing to it that metals were 
channeled where needed during the 
emergency period, has reached the 
conclusion that there is no alterna- 
tive. 


Why CMP Is Needed 


To give you an example of why it 
is needed during the present fourth 
quarter of this year, the demand 
for steel after it had been reduced 
to a point where we can be certain 
that all the steel is being used, dur- 
ing the first quarter the screened 
demand amounted to 156 pct of the 
available supply and for the first 
quarter of this coming year it 
amounts to 205 pct of this supply. 

What would happen if there were 
no control mechanism to see to it 
that the most important projects 
were taken care of first? You know 
what would happen, because it hap- 
pened in World War II, before we 
had CMP. Many projects would 
start but few would be finished, be- 
cause there would be a hit-or-miss 
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distribution of steel, and the sup- 
porting distribution of copper 
would be equally aimless. 

In the production field we would 
have tanks and tractors without 
axles, and airplanes without radar 
devices to go with them, because 
some manufacturer with more pur- 
chasing power would get material 
requirements, and some equally 
needy manufacturer would be for- 
tunate to get anything. In fact, that 
happened last spring before we put 
CMP in operation. So, again, right 
from the start, without deviation, 
we decided to have a CMP. 


The Urgency for CMP 


The big problem was when could 
we get it into effect, and how far 
did we have to go with it? Many 
people told us that October of this 
year was the earliest possible date 
we could get it in operation. Some, 
more optimistic, including myself, 
and Mr. Stone, figured we could 
have it in operation by July Ist. 
Again the decision was made in the 
light of our own conviction of the 
urgency of the operation and that 
if you need CMP during a war, you 
need it in a hurry. You can’t set it 
up in a hurry. It needs at least six 
months to get into operation and 
another six months before it works 
smoothly. That is what we did; we 
got it in operation by July 1st. 

Is it working well? Not as well 
4s we would want, of course, but it 
is doing substantially the job that 
we had in mind. It is a tremen- 
dously difficult operation. During 
World War II it was often said that 
CMP meant “Confusion made per- 
manent”—and another description 
of it was, “Cripes, more paper!” 
Both descriptions, I might add, 
have some accuracy. 


CMP a Sound Theory 


Nevertheless, CMP rests on the 
sound theory that when you don’t 
have enough metal to take care of 
everything, and where some pro- 
grams are essential and others not, 
you need to divide the amount of 
metal quantitatively and accurately, 
and distribute tickets so that the 
most essential programs get taken 
care of and even the least essential 
programs get amounts set aside 
for them. It is as simple as that, 
and nobody has ever devised a bet- 
ter system up to date. 
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1951 ADVERTISING 


1951 through June 1952 
Will be read by your consumers in the following publications: 


Cosmopolitan 
Woman's Home 


American Home 
Modern Romance 


Parents’ Magazine 
Farm Journal 


Good Housekeeping 
Better Homes & Gardens 


Sunset Ladies’ Home Journal True Story Companion 

True Confession Better Living Successful Farmer Country Gentleman 
Holland’s Today’s Woman McCall's Photoplay 
Workbasket Red Book House Beautiful Capper’s Farmer 
Modern Screen Household Woman's Day Life 


WITH A COMBINED CIRCULATION OF 248,895,848. 
WITH AN ESTIMATED CONSUMER READERSHIP OF 871,135,468." 


*3'% times basis 






















capitalize on this 


TERRIFIC 
CONSUMER 


stock DAZEY products - display DAZEY products 
advertise DAZEY products - sell DAZEY products 


Makers of the FIRST and FINEST wall-type can opener 
| Originators of Dazey Kitchen Tested Colors. 


DAZEY GUARANTEE: All DAZEY products are guaranteed to be free from defects in material and workmanship 
This guarantee is NOT LIMITED to any number of years. It may be construed as 5, 10, 20, 25 or 50 years 


DAZEY CORPORATION ° s$T. Lous 7, MISSOURI 
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Freedom and Business 


(Continued from page 125) 


system of Germany was centralized 
in Berlin. A generation later when 
the Prussian militarists under the 
Kaiser wanted to take hold of that 
country to prepare its youth and its 
people for fighting, they had the 
schools to take hold of. Overnight 
this had a terrific effect upon the 
families and children of that coun- 
try. A few years later, when Hitler 
and his diabolical Nazis took hold of 
Germany, that central control of 
the schools poisoned and perverted 
the mind of the youth. It fit them 
in with a Nazi system that you 
wouldn’t have thought that a people 
could ever have fitted into 10 years 
earlier. And so, that is tremen- 
dously important. 

One of the best ways to see that 
the schools of America never come 
under central control is to see to it 
that they have good, strong finan- 
cial support and able school board 
members from among the business 
people and those in every walk of 
life in your local communities. 

Now, the second point, at which 
it is tremendously important that 
the long-term freedom of a people 
must be protected is this: It is vital 
that the medical and other great 
professions remain independent, 
and that you never have nation- 
alized or socialized medicine in the 
country. 

I have seen other countries in the 
world, including some of those in 


the Balkans, where one of the first 
steps taken towards centralizing 
great power in the government was 
to say, “There is a medical problem 
and a hospital problem to be solved.” 
And there is one in almost every 
country in the world. Then they 
say, “To give better medical care 
for the benefit of the people, we are 
going to have government control 
the medical services and hospitals.” 
Many sincere people join in it for 
the humanitarian motive, but once 
that great profession is brought 
under government control you begin 
to weaken resistance to other forms 
of governmental control. You find 
that medical care actually deteri- 
orates and that the standards of 
the profession go down. You there- 
by begin step by step to lose the 
true lasting freedom of a people. 
Now, the third important one is 
another place at which sometimes 
the first loss of freedom occurs. 
People are told if there is to be 
long-term freedom it is vital that 
the great basic industries of a 
country, including steel, chemistry 
and oil must be owned and con- 
trolled by the people as citizens, and 
not by the men in government. 
There is a fourth major area, 
and this is a point, too, at which va- 
rious countries have first lost their 
freedom. The long-term true free- 
dom of the people, the farmlands of 





a country, must be owned and con- 
trolled in the main by those who till 
the soil and not by the men in gov- 
ernment under any political system. 

There have been other countries 
where, as one of the first things for 
the benefit of the consumers and 
for the assistance of the farmers, 
control of the farmlands was taken, 
When we once lose that indepen- 
dence, that roots-in-the-soil ap- 
proach of the substantial portion of 
the population, then no longer can 
there be real resistance against the 
encroachment of government. 

It is vital for the long-term true 
freedom of a people that there be 
the conduct of retail and wholesale 
exchange of goods in a country un- 
der the management and control of 
the citizens and not by government 
control. Sometimes the argument is 
made that for the benefit of the con- 
sumers, to eliminate middle-men, to 
make a better exchange for the 
people, the government “is going to 
step in and control the distribution 
of the goods to the people.” And 
once that happens, as you watch the 
60 countries around the world, you 
will also find that the next step for 
governmental control can seldom be 
resisted. And so these very great 
fundamentals of the economic as- 
pects of the true freedom of the 
people are tremendously important. 

If there is to be continuing eco- 
nomic soundness there must be a 
sound currency; a sound media of 
exchange. If through inflationary 
processes you ever reach the point 
where confidence is lost in the cur- 
rency of a country, then it is tre- 
mendously difficult to maintain a 
free society and a free economy. 


The Situation in Asia 


(Continued from page 129) 


out saving Asia. 

In World War II we put Europe 
first and Asia second. No, we 
didn’t put Europe first, we had 
two enemies, and we were putting 
the strongest first. It was right 
to do so. But we have one enemy 
now in Europe and Asia, and if 
we concentrate our efforts in 
Asia, he will strike in Europe. If 
we concentrate our efforts in Eu- 
rope, as now, he will strike in 
Asia, and if you concentrate your 
efforts in both places he’ll strike 
somewhere else. 

We abandoned the U. S. foreign 
policy with respect to Asia. We 


have had only two policies. One 
is the Monroe Doctrine and the 
other was the insistence of the 
independence of China. Not that 
China had a good democratic form 
of government, but our security 
interests were served if China was 
independent because her man- 
power resources couldn’t be used 
against us. 

There were two potential ene- 
mies there, Japan and China, and 
neither of the potential enemies 
could move against us if China 
were independent. But we pulled 
out of the mainland and let 
China go and hang on to an 
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island. Why did we come to the 
decision that Europe is more im- 
portant? That gives us a fourth 
illusion. 

I think it was our tendency to 
worship the machine. Western 
Europe has the second best. In- 
dustrial capacity is the control- 
ling factor in determining world 
power. That is what we believe 
but it isn’t so. 

There are five major factors. 
The first one is morale. One is 
industrial capacity, one is terri- 
tory, one is raw material re- 
sources, and one is manpower. We 
lead in industrial capacity, but 
the Russians could catch us where 
we lead. They improved the atom 
bomb. The second tést went off a 
few weeks ago. 
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And a few weeks age we finally 
captured one of their jet planes 
and it is better than what we 
have. It’s got better engines, bet- 
ter than what America has been 
able to devise. 

They are working on the other 
three, territory, manpower and re- 
sources. If they can get the re- 
maining undeveloped governments 
of the world, human resources, 
they can catch up to us and we 
could never catch them where 
they lead. 


Which Ideal Is Best? 


Some of us were led to believe 
that World War II was fought to 


determine who was going to con- | 


trol the development of Asia and 
other undeveloped countries of 
the world. What ideas were to 
dominate: the Communist system, 
or the Western system of govern- 
ment acting only as a policeman, 
offering the opportunity of every- 
body getting ahead, with the gov- 
ment seeing that nobody en- 
croaches on the rights of others. 
Which ideal is the best? 

Where are some of the undevel- 
oped areas in the world? South 
America, Africa and Asia. Only 
Asia has undeveloped natural re- 
sources plus great undeveloped 
manpower; half the population of 
the world, half the potential con- 
sumers, half the potential world 
warriors. Which way are they to 
go—with the Kremlin, or as a 
free people associated on a volun- 
tary basis under the leadership 
of our own country? 


China Is the Key 


And that brings us to the fifth 
illusion, the failure to understand 
the position of China in the Far 
East; therefore the emphasis on 
the islands. Look at the map. The 
crux of the matter is, as Lenin 
said of Asia in 1923: 

“The ultimate outcome of the 
world struggle will be determined 
by the fact that the people of 
Russia, China and India consti- 
tute the overwhelming majority 
of the people of the world.” There 
is where he put his emphasis 
while we were looking in the other 
direction. 

Then three months after V-J 
Day, the Russians issued their 
program as transmitted by Mr. 
Foster. 

He said, “The war in China is 
the key of all problems on the 
international front.” Not Europe, 


HARDWARE AGE, NOVEMBER 1, 1951 














<j9% ) 


t5 } 
More dealers 


are swinging fto.... 


LIST PRICE 
as low as 
$154.75 
1%-3 HP 
Freight Extra 


“* CHOREMASTER DIVISION 
The Lodge & Shipley Co., 
828 Evans St., Cincinnati 4, 0 


STOCK CHOREMASTER NOW 


for winter sales and 


Xmas giving! | ae 
Display a CHOREMASTER with the snow plow iy the 
attachment now for Xmas giving. This profitable 40 
attachment has unusual appeal—takes a load ws 


off “Dad,” is fun for the youngsters. Display it Llow | 


early and you'll be gratified with the results. 


CHOREMASTER DIVISION The Lodge & Shipley Co., 828 Evans St., Cincinnati 4, 0. 





189 





MECHANICS PREFER 


/ OGFKIN 


CHROME-CLAD 
TAPE RULES... 


THEY STAY py 
EASY TO READ! a) 





Mezuraur steel tape rules 





have jet black markings... «iil 
they stand out against non-glare val 
chrome white background that 

won't chip, crack, peel or rust. 

Patented self-adjusting end hook. 

Replaceable blades. Available 

in 6, 8, and 10-ft. lengths. 

NATIONWIDE ADVERTISING of Lufkin Tapes, 

Rules, and Precision Tools appears regularly 

in leading Sunday Newspapers, General and 

Industrial magazines urging readers to “BUY 


THROUGH YOUR HARDWARE OR TOOL STORE.” 
It pays—many ways—to sell the Lufkin line. 


SELL [UF KIN 


TAPES @ RULES 
PRECISION TOOLS | 


An 


aan 





THE LUFKIN RULE CO.,., 


SAGINAW, MICHIGAN 147 





132-138 LaFayette St., New York City—Barrie, Ont. 


190 HARDWARE AGE, NOVEMBER 1, 1951 





not Berlin, not even the workshop 
of Europe. They don’t want to de- 
stroy it. We just got through 
building it up. 

The Kremlin said, “Not Berlin, 
not the North Atlantic, not the 
Middle East, not Alaska or Japan, 
not any of these places, but 
China.” 


China Is Strategic 


Look at the geography to sup- 
port the reasons behind the Krem- 
lin’s thinking. China occupies the 
strategic value position in Asia, 
at the hub of the wheel. That is 
why Germany and China are the 
key areas. Then there is Afghan- 
istan, Pakistan, India, Burma, 
Indo-China, Siam, Malaya and In- 
donesia, Philippines, Formosa, 
Japan, and Korea. 

We spent $8 billion, 15,000 
dead, 12,000 missing, 90,000 cas- 
ualties to hold Korea. Suppose 
we push them back to the Yalu 
River. What have you accom- 
plished? We have killed a lot of 
Americans, Chinese and Koreans, 
but the minute our back is turned 
they could come right in again. 

If China is the key area, the 
biggest hoax is that Chinese Com- 
munists aren’t to be _ worried 
about; that they are just agra- 
rian reformers; that they are just 
patriotic peasants in a spontane- 
ous uprising to liberate them- 
selves from war lords or medieval 
feudalism. 

When the history is written, the 
thing that will surprise the his- 
torians is the skill with which 
that lie was put over. 

When the Chinese Communists 
couldn’t put over the lie that they 
weren’t connected with the Krem- 
lin, they said they were country 
people. So they took the land. 
They said they were northerners. 
So they took South China. They 
said they can’t organize China. 
They organized China 20 years 
ago, but we were led to believe 
that they couldn’t organize the Chi- 
nese. They said they couldn’t con- 
vert the Chinese to Communism. 

People said, “They can’t make 
soldiers out of the Chinese.” Ask 
the Marines. They said they won't 
be able to solve China’s economic 
problems. Of course they won't. 

They haven’t been able to solve 
the economic problem of Russia 
and Poland and Czechoslovakia. 
What made you think their objec- 
tive was to solve the economic 
problem of China? That is our 
idea, not theirs. That which 
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would be a total economic break- 
down to us is an asset to them. 


Communist Conquest 


Communist conquest is a dif- 
ferent disease than being over- 
run by the barbarian mongrels. 
The Communists have a culture. 
It is organized. They have a po- 
litical system, an economic sys- 
tem, a police state. They have an 
educational system. They wipe 
out everything that doesn’t agree 
with them. 

If China could maintain her 
family system, Communism would 
be wiped out. So they took the 
kids away from the families and 
are bringing them up in barracks, 
like animals, indoctrinating them 
to lie and cheat and steal. They 
are determined to break the fam- 
ily system which they know, as 
well as anybody else, wears them 
out and overcomes them. 

How long are we going to play 
with this dangerous thing and 
have to send our Congressmen to 
vote $69 billion to pay for it? 


Struggle for Survival 


When you are in a struggle for 
survival, you are like an animal 
in the jungle. Survival depends 
more than anything else on one 
thing. That is a capacity to dis- 
tinguish between friends and 
enemies. 

Whatever the weakness of the 
government of China, she was a 
proven friend of the United 
States. 

Whatever the strengths of the 
Communists, they were avowed 
enemies of the United States. I 
will assist anyone who opposes 
my mortal enemy. The principle 
is just as clean and simple as that. 

But the Communists diverted 
our attention from our real in- 
terest by focusing our attention 
to the bad conditions of China, 
or the government of Greece or 
any country. What does that 
prove? It proves that those con- 
ditions are all true. The patient 
is very sick. It is the business of 
responsible statesmanship to find 
the solution and not have an alibi 
to walk off and abandon it. 

We went over and gave them 
lectures. They had 10 conditions 
to meet before they get our aid. 
They had to balance the budget. 
We can’t but they must. They had 
to get all undesirable personnel 
off their payrolls. How crazy can 
We get? 

Some people say the government 
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| phy. The issue 





| as long as it is winning. 


| the bank, our boys. 





of China is not good enough to 
deserve our help. Of course it 
doesn’t deserve our help. I have 


| no business under God or the con- 


stitution to take your money out 
of your pocket for my philanthro- 
is not whether 
these governments deserve our 
aid, the issue is whether our boy 
has a better chance to live. 

Why can’t we keep our eye on 
the ball? 


A Line of Action 





That brings me to what we can | 
do about our struggle between | 


two concepts and two forces; not 
only the Kremlin, but the struggle 
within ourselves. The first thing 
I’d say is, “Wake up!” 

Some people said, “We can’t 
strike first.” We can’t, they have 
struck. Let’s not spend any more 
time on that. 

The question is not whether we 
should strike first. 


The question 


is how, when, where can we most | 


effectively strike back? 


Must Use Force 


We must first stop this process, 
contain it. We can’t overthrow it 
We must 
first use our forces in such ways 
as they can be used most advan- 
tageously to ourselves and not to 
the enemy. That means, in gen- 
eral, our forces in the air and on 
the sea, where we are strongest, 
and not the forces on the ground. 

That doesn’t mean we shouldn’t 
send troops. The main purpose, 
in Europe, for us sending a few 


divisions is as a catalytic agent; | 


to let them see we have money in 


going to walk, out on our boys. 
It is a temporary finger in the 
dike until this thing can be mo- 
bilized. That is what we have 
got to do. 

I opposed our sending ground 
forces into Korea. I wanted to 
strike from the air and sea, but 
when the decision was made to 
send our boys there, I went along 
with it. Now that they are in, 
they have to stay. 

If we are defeated that is not a 
disgrace. Sometimes you have to 
move front one area to another. 
If we just pull out, mark my word 
we will see Asia go down like a 
falling house. For you and I to 
walk out on the 22 million Ko- 
reans, will lose us a million men 
and that will leave us 7 pct of 
the world against the other 93 


We are not | 


ib 
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Dealers everywhere 
have found they can recom- 
mend with confidence—and 
sell with profit—Keystone Metal 
Insect Screening! Has the uni- 
formity and qualities that make 
it easy to handle and install either 
in today’s big replacement mar- 
ket or new work. Outstanding eye 
appeal, combined with strength 
and durability are extra pluses. 
A full range of meshes, gauges 
and finishes in Galvanized 
Steel Wire Screening, Bronze 
and Clad Aluminum. Send 
today for details and 

prices. 
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pet. I don’t contemplate it will 
be $69 billion the next time. It 
will be more. 

People in Asia den’t know 
which way to go. If the Kremlin 
knows what they want, they will 
be the winner. If we find some 
excuse for slipping out on them 
they will go with the Kremlin. 

One other reason why I think 
we have to stay in is that we are 
weakening the Chinese Commu- 
nists. If we get out of Korea, we 
allow them to move their troops 
to other places, perhaps Indo- 
China. Then we have to lose Asia, 
infinitely more valuable to us. 

Bleed them, take a leaf out of 


their notebook, which is to use | 


other people to do our fighting. 

We also want other people to 
be able to fight for themselves. 

We can’t liberate from the out- 
side. She has to be liberated from 
the inside, and there is hope that 
that can happen because main- 
land China is the weakest spot in 
the communist world conspiracy 
which is in great trouble as a re- 
sult of our getting into Korea. 

When there is trouble in our 
country, there is a Communist in- 
volved we say, but we don’t try 
to correct it. So exploit it, inflame 
it, stir it up, make people lose 
faith in them. Why can’t we be 
as smart as they are and organize 
a department of dirty tricks, if 
you wish, on the mainland? Make 
them lose. i 

If we make them lose on the 
mainland then there is a chance. 
If they are our enemies that will 
make our enemies ‘become our 
friends. 

Formosa is of value only as a 
means of building up the strength 
of the liberation movement. If we 
can stop the Communist movement 
in China, that is the way of sav- 
ing Indo-China; not by sending 
a half billion dollars worth of 
arms. 

If we can stop the movement, if 
We can convince Nehru and the 
other people, if we can break this 
movement in China, we can break 
the Kremlin world conspiracy. 

There are risks this way but we 
have to go through with them. 
There are hopes this way instead 
of just hoping that God will inter- 
vene. It is a great risk, but how- 
ever late it is, it is going to be 
later tomorrow. 

To achieve this we have to have 
Weapons, but there is another 
method that has to be employed, 
and that is better ideas. 
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Good machinery requires good 
threaded fasteners. For no matter 
how good the component parts, the 
best equipment would soon shake 
apart without threaded fasteners 


that really hold firm. 


The Cleveland Trencher unit 
shown above is typicai of hundreds 
of heavy-duty machines assembled 
with TRIPLEX threaded fasteners. 
There is ample reason—the tougher 
the fastener, the better your equip- 
ment. Write for catalog or wall 
chart for easy ordering. The Triplex 
Screw Company, 5317 Grant Ave- 


nue, Cleveland 5, Ohio. 


SCREWS + 
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TOUGHNESS 


NUTS AND RIVETS 
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RUBBISH 
BURNER 


PAIL 





ORAINATUB 


e NATIONALLY FAMOUS! 
e NATIONALLY ADVERTISED! 


More than 20,000,000 advertising 
messages keep telling your customers ' 
—selling your customers—the quality 
story of famous Wheeling Ware! 
That’s how they &now it’s the ware 
that wears—and that’s why they know 
it’s smart to look for the famous 
Wheeling Label when they come into 





SQUARE TUB MOP BUCKET ROUND TUB 


your store! That's where you're smart, 

finally, to stock Wheeling Ware—to 

get the selling impact, first, of publi- 

cations like THIS WEEK, PARADE, # 
PATHFINDER . . . and to get the re- 

selling impact of Wheeling Ware's i 
lasting quality — quality that Mrs. 
America’s really aware of! 


















194 


Atlanta 
Coulsville 


Boston Buffalo Chicago Columbus 


Minneapolis New Orleans New York Philadelphia Richmond St. Louis 


WHEELING CORRUGATING COMPANY > WHEELING, W. VA. 


Soom Ss 


Detroit Kansas City 
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Hardware in Japan 





Editor’s Note: The following in- 
teresting letter was written by a 
Japanese hardwareman to Mr. C. L. 
Hildreth, president, Emery-Water- 
house Co., wholesalers of Portland, 
Me., and is published here with Mr. 
Hildreth’s kind permission. 





Dear Mr. Hildreth: 

Please permit me to disturb you 
by this poor letter. In HARDWARE 
AGE, October 19, 1950, I read an 
article regarding your address on 
Atlantic City Convention, under 
the title of “Shall I put my son in 
the hardware business?” It was 
very interesting and impressive 
for me. 

I am a sales manager of the 
little factory in Miki town near 
Kobe, Japan. In Miki, about 80 pct 
of 30,000 population are hardware 
manufacturers and merchants. 
Nowadays hardware business are 
not so good in our country. So 
they don’t like their own business. 

Every day, they work and work 
from morning to night very hard, 
but their Jives are still rather 
miserable. So they don’t like to 
put their sons in the hardware 
business. And younger genera- 
tions also don’t like their father’s 
business and want to escape to 
Kobe, Osaka, or other large cities 
to become black marketers. 

And there were no good trial 
to keep them to stay in Miki. By 
American wonderful administra- 
tions we can see very rapid prog- 
ress of Japanese rebuilding, but 
We have still a lot of things to 
improve. Education is the most 
essential. 

About the end of last year, I 
knew your address, which gave 
me a lot of pleasure. What a suit- 
able good example for us! That 
gave me courage to persist in 
hardware business. Of course 
there will be the difference of the 
details between both countries. 
But in principle, we are just in 
the same. I thought that I must 
notice your article to the leading 
People of our town. 

I printed that in Japanese and 
sent it to them. They said it is 
very interesting and very valuable 
for our town. I am sorry that 1 
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SCREEN AND STORM DOOR 


Barrel Bolts 

Base Knobs 
Cabinet Hinges 
Casement Window 
Adjusters 
Casement Window 
Fasteners 

Chain Bolts 


e Chain Door Fasteners 
e Checking Floor 


Hinges 
single acting—double 
acting 


Cupboard Turns 


Spring Hinge Company 


CLOSERS 


Floor ‘Hinges 

Flush Lifts 

Foot Bolts 

Friction Catches 

Gravity Hinges. 
double acting 

Hand Rail Brackets 

Push Bars 

Screen Door Braces 

Screen Door Latches 

Screen Hangers 

Spring Butts 

Transom Catches 

X-Ray Door Pivots 


Shelby, Ohio 
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Who said FLETCHER 
Wood Scrapers 


are better? 









The people who 
use them... 


The people who 
have compared them 


| is no better judge of any tool 
than the person who uses it. Users of 
FLETCHER Wood Scrapers acclaim them 
better and they are especially impressed 
with the instantaneous blade changing 
mechanism. Blades are actually changed in 
ten seconds. 

One of the 5 FLETCHER models will 
meet your customer’s requirements., Scraper 
sizes are from 1” to 214” and blade sizes are 
from 1” to 3”. Stock extra blades for your 
customer’s convenience and keep them com- 
ing back to your store. 

Ask your jobber about the FLETCHER 
Wood Scraper assortments, and extra profits 
for you. 


THE FLETCHER-TERRY COMPANY 


573 SOUTH STREET + FORESTVILLE, CONN. 








cannot measure up the effect, but 
your article gave our town a great 
help. I believe that. So I say thank 
you, Mr. Hildreth. 

But it is very easy to forget 
good lessons for us. I must con- 
tinue my efforts. I read, in hard- 
ware magazines of England, that 
English people have a lot of fine 
educational systems of hardware 
business. I guess you too. I am 
gathering data of them. 

Would you kindly send me any 
good articles or the name of publi- 
cations regarding hardware edu- 
cations? Your kindness would be 
fully appreciated by our people. 
Please understand how much we 
hope to get your help. Nowadays, 
our Japanese are used to obey the 
advice of your American, without 
any questions. American is a very 
good example for Japanese. So 
your articles are the great help 
for us. 

Yours truly, 
Y. Itaya 
Imoto Hardware Works, Ltd. 
Miki-Cho, Hyogo-Ken 
Japan 


Taxing the Co-ops 





Editor’s Note: The following is a 
letter written to Sen. Herbert H. Leh- 
man by Mr. Asch. If more readers 
would write letters like this to their 
Senators, it would help get favorable 
action on applying tax equality to the 
co-ops. 





Dear Sen. Lehman: 

When co-operatives were formed 
originally it was to help the farmer 
primarily to buy seed, fertilizer and 
other material which would help 
him in his operations, and I believe 
that it was the unanimous opinion 
of our people that this was a step 
in the right direction. 

When, however, co-operatives ex- 
panded their work and _ entered 
business to compete with wholesale 
and retail merchants in all parts 
of the country, then I think it is 
time that these co-operatives be 
put on the same basis as other 
business firms. 

After all, the larger firms have 
stockholders. They may be farm- 
ers; they may be factory workers; 
they may be merchants or what not. 
Is there any reason why we should 
discriminate in favor of so-called 
“farmer stockholders” — many of 
whom have already retired, and 
allow them to receive dividends 
without taxation, whereas other 
stockholders are subject to this 
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They’re Easy to Sell because... 


] These twist drills are the identical high quality tools that 
have been first choice in America’s leading metalworking 
plants for 75 years. They.are the best drills you can buy! 


2 Each set is complete .. . compact . . . handy to use. Clear 
plastic container gives perfect visibility ... makes it easy 


3 The sets are available singly, or packed in the new self- 
selling display carton illustrated at the right. Carton takes 








famous 








* 
w PLASTIC CYLINDERS 
@ PACKED IN ATTRACTIVE DISPLAY CARTONS 


9 assortments of the 






drills 


OM SPuep 
svt 








to select the right drill. 


up little counter space ... speeds your turnover. 


THESE SETS CONTAIN REGULAR LENGTH, 
GENERAL PURPOSE DRILLS 


Set No 
Set No 
Set No 
Set No 
Set No 


Set No 


THE CLEVELAND TWIST DRILL CO. 4 
1242 East 49th Street 
Stockrooms: New York 7 « Detroit 2 * Chicago 6 * Dallas 2 * San Francisco 5 


. H-370 Contains 13 high speed drills, 4%” to 4” 
by 64ths. 12 sets in display carton 

. H-170 Contains 13 carbon steel drills, 44” to 4%” 
by 64ths. 12 sets in display carton 

. H-371 Contains 7 high speed drills, 4%” to \’” 
by 32nds. 12 sets in display carton 

. H-171 Contains 7 carbon steel drills, 4%” to 4” 
by 32nds. 12 sets in display carton 

. H-372 Contains 8 high speed drills, 4%" to 14” 
by 16ths. 6 sets in display carton 

. H-172 Contains 8 carbon steel drills, 44” to 4%" 
by 16ths. 6 sets in display carton 


Los Angeles 58 « London W. 3, England 


Cleveland 14, Ohio 







THESE SETS CONTAIN SHORTER HOME LENGTH 

DRILLS, FOR PORTABLE USE 

Set No. H-270 Contains 13 high speed drills, 4%" to 4” 
by 64ths. 12 sets in display carton 

Set No. H-271 Contains 7 high speed drills, 4%" to 4” 
by 32nds. 12 sets in display carton 


Set No. H-272 Contains 8 high gees drills, 4%" 
by 16ths. 6 sets in display carton 


to " 


Order from your Jobber, or 
write to our nearest Stockroom 


_ 





CLEVELAND JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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toggle bolts 


Constant efforts to satisfy the numerous Fastening and 
Hanging tasks have resulted in Paine’s “know how.” 
Do as others have done—make Paine your first choice. 
Paine Spring Wing Toggle Bolts provide a secure and 
permanent fastening in hollow walls and ceilings, where 
it is impossible to reach the other side. Reduce installation 
time and accent the quality of your work with Paine 
Spring Wing Toggle Bolts. 


THE PAINE COMPANY 2963 Carroll Ave., Chicago 12, Ill. 


Ly 
the best craftsmen always take iy E's 


Spring Wing Toggle Bolts Conduit Clamps Star Drills 






Expansion Anchors Pipe Hooks and Straps Malleable Shields 
Sudden Depth’ Drills Hanger Iron, perforated Special Hanging and 
Wood Screw Anchors Expansion Shells Fastening Devices 
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double taxation, meaning corpora- 
tion and individual, with which you 
are very familiar? 

I therefore hope when this tax 
bill comes up for final considera- 
tion that you will support the tax- 
ing of co-operatives, in the inter- 
est of all your constituents. 

B. M. Asch 
17 West 60th St. 
New York 23, N. Y. 


Want Box 


Dear Editor: 

A few months ago you published 
an article, explaining an ordering 
system, which we thought was very 
good. But the copy of HARDWARE 
AGE was lost. Would it be possible 
for you to send us this particular 
copy? We would like to use this 
system of “wants” which we think 
were written on a card and dropped 
in a box. 





R. Bernhang 
Milton Hardware Co. 
Oxford, Pa. 





Editor’s Note: The article is un- 
doubtedly “Inexpensive Stock Control 
System” which appeared in our Apr. 
5, 1951 issue, p. 49, copy is being sent 
you. 


Army Scrapbook 
Dear Editor: 

Though back in the Army, it’s 
my hope that it will not be always 
thus. I am continuing to maintain 
my file from HARDWARE AGE. 

I would like to have the article 
“Credit Can Be an Open Door to 
Prosperity or Failure,” from the 
May 18, 1950, issue, p. 115. 

Thanks for many good ideas. 

D. L. May 
505 Jackson Ave. 
Lexington, Va. 





Editor’s Note: The tear sheets have 
been sent. We hope you'll be back 
again soon putting your scrap book to 
good use. 





Merchants Welcome 


Newcomers 


When merchants of Grinnell, 
Iowa, conducted a social survey 
more than a year ago, many resi- 
dents expressed the need for 4 
Newcomers Club. The local Cham- 
ber of Commerce established the 
club. Many merchants participated 
in the idea by offering gifts and in- 
formation to new residents of the 
city and arranged for a welcoming 
hostess. In the first year of the 
plan’s operation 48 new families 
were welcomed to the community 
by the Newcomers Club. 
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VERYONE knows that steel products are 
E likely to be in short supply for some 


Good f sto 
G 5 time to come even though steel making 
capacity has been greatly increased 
To help you keep your best customers, 
(7 Te) Gé in a system of allocating American Fence 
and Wire Products has been worked out so 


that each U-S-S dealer will receive a fair 
supply in proportion to past business. 
Advertising will be continued so that 
both you and your customers will be in- 
formed about the current fence situation. 
Please be patient. Our fence salesmen 
would like to supply you with all the Amer- 
ican Fence you need but they can’t do it 
now. 





amenich | AIC 
ny FENCE \| a 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO + TENNESSEE COAL, IRON & RAILROAD COMPANY, FAIRFIELD, ALA. 
COLUMBIA STEEL COMPANY, SAN FRANCISCO * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN FENCE 


Theres more Anerican Fence in use Than any other brand / 
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“With a PARKER COPING SAW, 
| never have to wait’ 


Wits Parker Coping Saws on your counters, 
there’s plenty of truth in the caption above. You 
don’t have to wait to turn over your stock. 
Your customers can choose a Parker or Trojan 
Coping Saw from eleven price ranges and styles, 
Each one “never has to wait’ on your counter. 








Fey te | Parker |.Zxc 


PARKER MANUFACTURING co. 


WORCESTER 1, MASS., U 


and ACKERMANN- STEFFAN DIVISION 
Manufacteres of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 













you sell MORE 


when you sell. gt } I 


GRC gives you HIGHER QUALITY at LOWER 
PRICES .. 


you fast turnover and steady repeat sales. 


. a terrific combination to assure 


GRE zinc alloy 


WING 
NUTS 


Strong, durable, 







rustproof. All 






commercial _ fin- 


ishes. All popu- 







lar thread sizes. 


GRE one-piece 


£-2 CUP 
HOOKS 


Durable zinc al- 
loy with bright 
nickel or brass 
finish. | gross to 
box. 


PROMPT DELIVERY 


Write for Samples 











and Catalog Sheets 


| GRIES REPRODUCER CORP 


| 789 E. 132nd St., New York 54 * Phone: MO 5-7400 
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FINE TOOLS 
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Craftsmen who want the finest 
in wood chisels always ask for 


Gensco Swedish orand. They appre- 


he superior Stvedish steel blades 


that take and hold such a keen cutting edge. 
Many still want the original curly birch handles — 
while others ask for the unbreakable Tenite Ii handles .. . 


Better stock both. 


. And everyone agrees 
Gensco’s protective coating 
is great . . . protects blades 
from nicked edges or rusting 
in stock . . . peels off quick- 
ly when ready for use. 





SWEDISH 
Wora 
HUNTING KNIVES 


Hand forged, hand honed Swedish 
steel blades with curly birch handles. 
All complete with leather sheaths, 
some with metal guards. Economi- 
cally priced for volume selling. 


4-color display free with 7, 14 or 21 
knife deal. Seven styles on board. 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 39, Illinois 
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You Make a Friend 
with Every Sale of 6 x: 






































AMOvs 


Friction Tape 











Just sound business, isn’t it, 

to sell the product that’s sure to satisfy. For then you've made 
a friend who'll come again — and who will send Ais friends 
as well! 

Such a product is BULL DOG, the tape that’s proved its 
worth through years of dependable performance and uniform 
quality. 

Grabs fast . . 
dries out on the job. Superior adhesion... 
strength. Consistent, ravel-free, non-fray quality. 

Get in touch with your local distributor today. Start cashing 
in now with BULL DOG FRICTION TAPE, the product 
that’s advertised by its makers, boosted by its users — to 
make more sales, faster sales for you! 


- holds tight. Stays fresh on the roll... never 
high tensile 





Your distributor will be glad to ex- ya 
plain how you can get extra volume 


with BULL DOG SPLICING COM- 
POUND, the worthy “running mate” 
to famous BULL DOG FRICTION 
TAPE. Friction tape users provide a 
ready-made market for BULL DOG 
SPLICING COMPOUND. 


And you'll want to make it a point to 
ask your distributor to show you the 
eye- senteB ing, space-saving BULL 

FRICTION TAPE Display 





Cartons. rie, 
‘0. 


wi Boston Woven Hos 


& RUBBER CO. 


Distributors in all Principal Cities 
PLANT: Cambridge, Mass. * P.O. Box 1071, Boston 3, Mass., U.S.A. 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


bled on a 12-gal. horizontal galvan- 
ized steel pressure tank, and can be 
operated on either 110 or 220 volt, 
60 cycle current. Available in 1/3 
and % h.p. sizes, with capacities 
ranging from 480 to 990 g.p.h. at 





20 lbs. pressure within the shallow 
well range. There is built-in over- 
load protection, automatic air vol- 
ume control, and automatic 20 to 40 
Ib. pressure switch. Delco Appliance 
Div., General Motors Corp., Ro- 
chester 1, N. Y. 





Mouse Trap 


This new, improved Victor Little 
Champ Mouse Trap features an 
Auto-Set mechanism making the 
trap safe and convenient to use. It 
is of bright, smooth plastic which 





is easy to keep clean. Mouse dis- 
posal is sanitary and simple. «Avail- 
able in a colorful grandfather’s 
clock counter display that holds 24 
traps. Animal Trap Co. of America, 
Lititz, Pa. 


New Tape Hook 


Here is a handy tape hook, No. 
514-C, designed for attachment to 





é 


any Starrett 4% or % in. wide steel 
tape. There is a finger hold ring 
for unassisted measuring. The 
hook is sturdily made from a brass 
casting with a nickel-plated finish, 
and the inner surface of the hook 
is serrated for a secure grip. The 
L. S. Starrett Co., Athol, Mass. 


Shear, Cotter Pin Holder 


This Visi-Tube kit of shear pins 
and cotter pins is offered in four 
different packs to fit over 120 dif- 








ferent outboard motors. Each kit 
contains an average season’s re- 
quirements of shear pins packed in 
a small, convenient, water-tight 
tube of unbreakable transparent 
plastic. Each pack identifies the 
motor model shear pins in the kit. 
Retail: 30¢. Wahl Products, Ine., 
600 Randall St., Eau Claire, Wis. 





Paint Roller Line 


Here is a new paint roller line, 
called Rol-It-On, made with shear- 
ling, woven wool, or dynel cover- 








ings. Rollers have neoprene back- 
ing, which is impervious to gas, oil, 
naphtha and turpentine, and the 
hard wood handle is made for easy 





gripping. There are five styles with 
different colored handles, either 
standard or large diameter rollers 
in four widths. Six come packed in 
a counter display box. Gordon & 
Lewis, Derby, Conn. 


Pinking Shear 


New on the U. S. market is this 
small-sized pinking shear, which 
measures 5 in. overall and has a 2% 
in. cutting edge. The shear is 
forged of high-quality alloy steel 
with lacquered handles, and is spe- 
cially designed for lightness and 
ease of handling. It cuts clean pink- 

ry 





ed edges for all fabrics. The shear 
comes boxed with a celluloid cover 
for display. United Cutlery & Hard- 
ware Products Co., 108 E. 16th St., 
New York 3, N. Y. 


Warm Air Furnaces 


Three gas-fired and two oil-burn- 
ing forced warm air furnaces for 
use with Blend-Air or conventional 
duct systems have been added to 
the Coleman line. The gas models 
have input ratings of 125,000, 100,- 
000 and 75,000 BTUs. All are AGA 
approved for natural, mixed, manu- 
factured and LP-gases. Oil-fired 
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DEXTER TYPE “E” LOCK 







- DEXTER 
~ LOCK 
COMPANY gee goed rter 


GRAND RAPIDS, MICHIGAN 





A SUBSIDIARY OF NATIONAL BRASS COMPANY 


in Canada: Dexter Lock Canada ttd., Guelph, Ontario 











Shay 





WHAT'S NEW 








| models have 80,000 and 100,000 
| BTU. output ratings, gun-type 
| burners. Illustrated is Model 194 

oil furnace. All models feature 








Coleman Even-Flo direct drive 
blower units. Largest furnace needs 
less than 6 sq. ft. of floor space. The 
Coleman Co., Inc., Wichita, Kans. 





Gas Range 


This new four-burner, 36-in. 
range, Model GB-47, features a 
white enamel finish for the storage 
compartment interior and an auto- 
matic oven pilot light for optional 
use. The backguard has an add-on 
lamp ensemble, a timer, and a con- 
venient outlet. Storage compart- 
ment and oven are giant-size, and 
the smokeless broiler adjusts to 
four different rack positions. Dur- 











ne. that makes able unit-welded steel construction 





with titanium porcelain outside 


, “ finish. Retail: about $190.00. 
EUMCEL . | Murray Corp. of America, Scran- 
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ton, Pa. 


Plastic Garden Hose 


There is a colorful new line of 
plastic garden hose which is pack- 
aged in 25-ft. and 50-ft. lengths, 
each equipped with standard Full 
Flow brass couplings. The new hose 
is light, weighing 5%4 lbs. per 50 
ft., and it carries a 5-year guaran- 
tee. Priced to dealers at $2.70 for 
25-ft. lengths and $4.79 for 50-ft. 
lengths. Available after Jan. 1, 
1952. L. H. Gilmer Co., Div. of U.S. 
Rubber Co., Keystone & Cottman 
Sts., Philadelphia 35, Pa. 





Electric Plane 


This new Handyman No. 033 
electric plane features a combined 
control of air flow from the motor 
ventilating system and chip flow 
from the cutter itself, for a posi- 
tive disposal of chips to the rear 





and downward. Plane operates at 
18,000 rpm., cuts up to 1-13/16 in. 
wide and has a %% h.p. motor. Bev- 
els both ways. An adapter kit con- 
verts the plane to a router. Stan- 
ley Electric Tools, New Britain, 
Conn. 


Spray Deodorizer 


A third fragrance to the Wizard 
Spray Deodorizer line is called Lilac 
Scent. It comes in a handy squeeze- 
bottle, and is colored with a deep 
shade of lilac. Retail: 39¢. Boyle- 
Midway, Inc., 22 E. 40th St., New 
York 17, MN. ¥. 





Plastic Bird Cage 


This all-plastic Beco bird cage 
has no crevices or dark corners to 
attract bird lice and mites, and the 
rounded corners protect bird’s 
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claws and feathers from catching 
or damage. There are perches and 
swing, seed and water cups, and a 
drawer-type tray that slides out for 
cleaning. Measures 151%4 x 9 x 13 
in., and comes in crystal, green or 





gold transparent plastic. Bernard 
Edward Co., 5252 S. Kolmar Ave., 
Chicago 32, Ill. 


Waterproof Huntsuit 


The Hodgman No. 147 Huntsuit 
offers complete waterproof warmth 
and comfort with full freedom of 
movement for all kinds of hunting. 
It is made of two layers of cloth 
with rubber between, and the new 
style flannel-lined parka has an elas- 
tic face closure. There are adjusta- 
ble snap fasteners at the neck, 
wrists and ankles, and a drawstring 
at the top of the trousers and the 
bottom of the jacket. Hodgman 
Rubber Co., Framingham, Mass. 


Vacuum Cleaner 


This fast, thorough, quiet new 
wet-dry vacuum cleaner, the Clarke 





heavy-duty Model WD-23, has a 
three-stage turbine powered by a 1- 
h.p. Universal type motor, both 
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A Permanent Merchandising Display That Gives You A Complete 
Battery Sales Department IN LESS THAN ONE SQUARE FOOT OF SPACE 


* A HANDSOME ALL-STEEL counter fixture of eye Seeing 
beauty and modern mass display effectiveness. Finished in four 
colors, baked-on for permanency. Adequate storage space in back 
and convenient visible battery tester in easy reach. 


*% STOCKED WITH FAST-MOVING BEST SELLERS! Every item a 
money maker, including an adequate minimum stock of 3 sizes of 
popular Burgess Flashlight Batteries and an initial supply of 6 new 
seamless brass flashlight cases in brilliant chrome. 


%& FOR AMERICA’S ALERT DEALERS who want to sell flashlight 
batteries in the most modern manner, the BURGESS COUNTER 
MERCHANT offers continuous turnover of profitable items, re- 
quires a minimum of space. 


S$ FREE DISPLAY SERVICE 














To help punch seasonal sales harder 

than ever, FOUR times a year you receive 
a fresh, new colorful display card 
to insert in slotted top. Cards are 
mailed direct from factory—abso- 
lutely FREE! 
Write for complete details on how you 
can obtain the BURGESS COUNTER 
MERCHANT from your distributor. 


URGESS BATTERIES 


BURGESS BATTERY COMPANY rreeporr, ittinois 
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VICTOR TRAPS 
CATCH 


Une Fiofis 
Toy You/ 


Get your full line of Victor Traps 
out front . . . out front so they'll be 
picked up and bought by trappers 
who want a share of the big money 
to be paid for furs this season. More 
trappers buy Victors so it’s just 
good business to feature the brand 
in demand! 

Catch more profit from trap sales 
... order Victor Traps from your 
wholesaler today ! 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. * Pascagoula, Miss. 





No. 1 VG 
Victor Stop Loss 


for muskrat, skunk and 
mink. No wring offs 
with the famous Stop 
loss guard. Jaw 
Spread, 4’’, Also No. 
1% VG—jow spread, 
4%". 


It pays to sell 


VICTOR 


the TRAPS that trappers know 
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moisture proof and rubber mounted, 
which picks up water, dirt and dust. 
Water lift is 63 in. The 15-gal. tank 
of 18 gage steel is reinforced for 
strength, and the interior and ex- 





| rust and corrosion. There is a spe- 
‘cial dump valve, and a shut-off de- 
| vice warns when the tank is com- 

pletely filled. Clarke Sanding Ma- 
| chine Co., Muskegon, Mich. 





| Blower Filter Package 


This 10-in. Rex Air-Pak blower 
| filter package, the R 101-17, is com- 
pact and maneuverable. It features 
| Sight-Feed oil gage for the correct 
supplying of oil and the Rex oil 
|reservoir that holds from four to 
| five years’ supply of oil for this 
junit. There are self-aligning bear- 
ings and a new induction brazed 
| blower wheel. The long hour type 
|motor has automatic overload pro- 





tection and quiet operation. Fiber- 
glas air filters are easily changed. 
Air Controls, Inc., 2310 Superior 
Ave., Cleveland 14, Ohio. 





‘Pruning Shears 


These Alligator Pruning Shears 
feature cantilever cutting action for 
extra power. Safety features in- 
clude an overall length of 13 in. to 
protect the hands while cutting, and 
a shield guard to prevent pinching 
of the fingers. Handle is bright 
orange for easy finding, and the 
shears weigh only 14 oz. Suggested 
retail: $2.65. The Cleveland Metal 
Stamping Co., Payne & E. 31 St.. 
Cleveland 14, Ohio. 





| terior are porcelain-lined to prevent - 


Interior Surface Coating 


This clear, super-pale coating for 
all kinds of interior surfaces, called 
Blond, is a resin-free, all-oil base 





product that will protect and im- 
prove the appearance of wood and 
linoleum. May be applied by brush 
or spray and dries hard in two 
hours. Either a gloss or dull coat 
may be obtained. This liquid raw- 
hide blond finisher, sealer, protector 
and beautifier retails at $1.90 per 
qt., $5.65 per gal., and $1.25 per pt. 
Linseed Oil Products Co., 359 Del 
Monte St., Pasadena, Calif. 


Glass Casting Rod 


The Southwester Magicglas No. 
94 is a new 5-ft. solid fiber glass 
casting rod that breaks down to 
31% ft. by removing a section, per- 
mitting all kinds of fishing under 
nearly all conditions. There is a 10- 
in. handle, made of aluminum, a 
17-in. butt section and a 33-in. tip 
section. The two-piece tip is made 
of solid transparent fiber glass 
with a chromed metal flyrod-type 
ferrule, and four stainless steel 
chromed wire guides. There is a 
three-compartment cloth bag for 
protection and easy carrying. Re- 
tail, complete with bag: $14.95. 
Southwester Co., 2130 S. Kedzie 
Ave., Chicago 23, IIl. 


Water Heater Line 


Here is a complete new line of 
automatic storage gas water heat- 
ers, with a full range of sizes and 
qualities. Features include the use 
of 3/16 boiler plate and magnesium 
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LAST CALL 
for CHRISTMAS! 


Order this New HOME-UTILITY 
MERCHANDISING DEAL Today... 


Get it in time for 
HOLIDAY GIFT PROFITS! 


Don’t waste a minute—call your Home-Utility Dis- 
tributor today—if you want to start this red-hot Home- 
Utility Merchandising Deal working for YOU during 
the Christmas gift-buying season! It stops customers, 
starts sales, gives you a good profit on a fast-moving 
Home-Utility assortment. Pays for itself in a short 
time, works for you all year ’round! ACT NOW 

GET YOUR SPECIAL CHRISTMAS DISPLAYS 
—CASH IN ON POWERFUL ADVERTISING! 


BLACK & DECKER 


ELECTRIC 


The BLACK & DECKER MFG. ©O., Dept. H-653, Towson 4, Maryland 
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KAUFMAN 
HEDGEMASTER 


The only electric trimmer 


with DOUBLE Action 
BOTH BLADES MOVE 









Will 
outperform 
any 

other 
Trimmer 

on the 
market! 


Duo-position 10/2" cutting 
head may be locked in 
either of two positions for 
more convenient cutting. 
The only trimmer 
with a two-position 
center-point handle 
for easy one-hand 
operation. 


Write today for 
complete information. 


KAUFMAN 


549 So. 29th St., 


MFG. CO. 


Manitowoc, Wisconsin 











WHAT’S NEW 





anodic rods in the construction of 
the storage tank, one-piece cast iron 
banjo type burners, Grayson Uni- 
trol control with 100 pct shut-off, 
and fiberglas insulation. Heaters 
have maximum diameters and mini- 


f 








mum heights for easier installation, 
and a cover door covers all con- 
trols. Seidelhuber Iron & Bronze 
Works, Inc., 3693 E. Marginal Way, 














the BUY of a 
LIFE-TIME 


for Quicke! sales 


Repeats 
ore orofits 


Extra 


TEN 
LIFE-TIME 
WRENCHES 


ORDER FROM YOUR BILLINGS WHOLESALER 





THE BILLINGS & SPENCER CO. CONRI LOR 0 


1869 





Seattle 4, Wash. 





Ironing Table 


There is a new ironing table that 
stands 21 in. high, called the “Little 
Miss.” This sturdy little table folds 
away and opens like a regular iron- 
ing table, and the top measures 
8x30 in. Packaged one to a carton 
and retailing at $1.25 each. Howard 
B. Rich, Inc., Carrollton, Ky. 





Planer-Molder-Jointer 


This new Darra-James 7 -in. 
Planer-Molder-Jointer, Model 465, 





makes all kinds of moldings or 
planes as it joints. There are four 
blades that are self-aligning, and 
rigid open side construction allows 





accurate work on wide boards, etc. 





Turnbuckles 
“Alumoloy” bodies, 
steel hooks ond 
eyes. 








Eye Bolts ‘ 7 ea FARTIRESUUTEN or 
ogres st 
$ and 8 Hooks i$ S 
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ted. 
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“ ‘Alumaloy” 


U-Bolts 
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EASIER TO USE! 


GREATER HOLDING Ee 
POWER! 


SAVE TIME 
AND WORK! 





NEW! 
CHICAGO Super Cast 


LAG SCREW SHIELDS 


These NEW die cast lag screw 
shields offer greater holding power 
for anchoring in concrete, brick and 
other masonry. Available, short or 
long, in 4”, #6”, 36” and 14” sizes. 
Write for details and prices today. 
Samples sent on 
request. 


ivene) 1338 W. Concord PI 
CHI . Chicago 22, Illinois 


ion Dependable —- “fs 
E — vices Since 1900 


Bolt Company 
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Upper table is jointer attachment, 
has true right angle fence with two 
extension rods. Lower table is used 
under cutter-head to plane or mold. 
Planer table size with extensions is 
27x71 in., and machine weighs 64 
lbs. net. Toolkraft Corp., Spring- 
field 1, Mass. : 


Rotary Power Mower 


Here is a new 20-in. Whirlwind 
rotary power mower, powered by a 
four-cycle direct drive and 2 h.p. 
engine. “Suction Lift” suspends 
clippings under the housing while 
the blade chops them to a mulch. 
The mower is portable and fully 





enclosed, with an adjustable rear 
guard. Toro Mfg. Corp., 3042 Snell- 
ing Ave., Milwaukee, Wis. 


Floodlight Line 


There is a new line of Porcelain 
Elliptical type Floodlights, known 
as Space-Liters, Series 2500, with 
cast aluminum neck and wiring 
compartment, and heavy gage steel 
reflector. This new series of units 
is available with mounting fittings 
for crossarm, wall, pipe or pole top 
applications, and for General Ser- 
vice Type PS-52 300-1500 watt 
lamps, Bi-Post Type T-24 750-1000 
watt lamps and Mercury Vapor 
Lamps Type T-16 400 watt. Bulle- 
tin No. 1051 describes the line. 
Steber Mfg. Co., Broadview, III. 





Metal Cross Bridging 


This new. method of bridging 
wood joists, called Chan-L-Cros 
Metal Cross Bridging, is made of 
%4-in., 16-gage strip steel, and has 
flanged braces for strength and 
rigidity. It distributes a concen- 
trated load to adjacent joists to pre- 
vent the deflection of beams, and 
is flexible enough to fasten securely 


) wis’ 
rm 
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make ideal Christmas gifts. They're 


practical, inexpensive and always Cretolen Unite 
Sharpener 273A 


popular with the craftsman, handy- 


man or outdoor enthusiast. For 
Sportsman Stone 


extra sales this season, display these 





products with your tools, garden 
equipment and sporting goods. 


And be sure you have an ade- 


quate supply. 


Speed-Grits Sander 


Power Tool Sanding Discs 
Sheets, Belts 


BEHR-MANNING soon 


Sncisdail of NORTON Company (RORTOND 


abrasit es 


SHARPENING STONE e PRESSURE-SENSITIVE TAPES 
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For many years Cleveland has cataloguec 
“larger than usually listed” sizes of hex 
head Cap Screws—stocks a fair assort- 
ment whenever possible—makes for you 
whatever your customers need up to 
2%” diameter, lengths to 36”. Also Set 
Screws to 1%” x 10”. Clean, well-made 
screws, bright or heat treated. Write 
for sizes and prices. 


E. THE CLEVELAND CAP SCREW CO. 


» 2917 East 79th Street, Cleveland 4, Ohio 





Cleveland's standard line 
includes hex, flat, socket 
and fillister head Cap 
Screws; Milled Studs and 
Set Screws. 
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joists off required centers. Avail- 
able for use with 8, 10 and 12-in, 
joists, and coated with a rust-resis- 





tant finish. Junior-Pro Products 
Co., 83206 Morganford Rd., St. Louis 
16, Mo. 





Mobile Power Saw 


This new Whiz 20-in. mobile 
power saw is a heavy-duty tool for 
one man to handle. It has all-steel 
construction, a 214-hp. gas engine, 
and a_ two-section V-belt drive. 
Blade can be set to cut horizon- 
tally at a 30 deg. angle, 60 deg. 
angle vertically by rotating the 
spring locked indexing lever. Avail- 
able with Whiz 20-in. is an auxili- 
ary unit that makes it either a saw 
or mower. There is a blade guard 
of heavy gage high tensile alloy 
sheet steel. Root Mfg. Co., Baxter 
Springs, Kans. 


Table Ironing Board 


This new table model ironing 
board is all metal, finished in 
baked-on white enamel, and weighs 
5% Ib. It may be set up on any 
table, and rubber-tipped legs pre- 





vent scratching. It also makes an 
ideal sleeve board. Suggested re- 
tail: $4.95. Modern Metal Products 
Co., Greensboro, N. C. 
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Tackle Box 


This new model of the Fold-A- 
Tray tackle box is made of durable 





Royalite, and is lightweight and 
roomy. The double cantilever tray 
holds lures in 14 cork-lined com- 
partments, and clips in the cover 
hold two reels. The box is water- 
proof, stain proof, not affected by 
salt water, oils, most acids and alka- 
lies, non-warping and non-corro- 
sive. Tan or brown leather-grain 
finish. Retail: $10.95. Upper Mid- 
west Mfg. Co., 1717 Fourth Ave. S., 
Minneapolis 4, Minn. 





Kitchen Brush Holder 


A metal container holds this 
Nibco kitchen brush set of three. 
The container is white enamel, dec- 
orated with a colorful design, and 
the three brushes, including a dish- 
washing, a vegetable and a bottle 
brush, have white nylon bristles. 
Buttons on the wooden brush han- 


ORNATE 





dles fit into grooves at the top of 
the holders. Retail: $3.95. Silver- 
Chamberlin Co., Clayton, N. J. 





Scale Model Planes 


The McDonnell Banshee. Vought 
Cutlass and Lockheed F-90 are 
three jet fighter planes selected for 
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SCREW DRIVERS 


HERE is no name on any screw driver that 
J esioys the significance of ““Bridgeport”’. 
For nearly half a century the name 
“Bridgeport” on the handle of a screw 
driver has meant outstanding merit. The 
line is complete and satisfies every 
screw driver requirement. 












will SPRAY your 
from FAUCET-QUEE 
day ater day : 


A flick of 
the finger 
gives 


Every home with running water needs this nation- 
ally advertised Kitchen Helper...now made 2 ways: 


Model “A” FAUCET- 
tesa has 
like neck 

tts or stream 
every part of sink ( easy 
washing of dishes, vege- 
tables, sink. Has strainer 
and anti-splasher fixture. 


EFite-cinntis display with 1 doz. assorted colors. 
~ $3.90 per doz. 





17,000,000 sold! 





Order Now From Your Jobber 


FAUCET-2UEEN) 


THE FAUCET-QUEENS, INC. 
119 W. Hubbard Street, Chicago 10, Ill. 


212 








or] 


le bel- 


2. REGULAR MODEL retails for 294 


Regular model FAUCET. - 
QUEEN has rigid-neck - 
sprayer. Also strainer and. — 
anti-splasher, Wonderful . - 
for making suds, wash- — 
ing fruit, etc. More than: — 


QLUSTREAM of profits 


mm 
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WHAT'S NEW 








the new Simplex line of scale model 
plane kits. The Simplex kit models 
are of lightweight prefab construc- 
tion, and parts are diecut balsa 
frame to interlock with each other. 
Instructions are arranged in step- 
by-step order, and are clearly illus- 
trated, and all parts needed to 
complete the kit are included except 
liquids and a power unit. Retail 
price is $1.00 each. Cleveland Model 
& Supply Co., 4505-33 Lorain Ave., 
Cleveland 2, Ohio. 


Freezer Thermometer 


This new remote-reading Freezer 
Thermometer is mounted outside of 
the freezer for easy reading. A sen- 
sitive capillary bulb that hangs in- 
side the freezer is connected with 





r 


the thermometer unit by means of 
a small capillary tube. The blue and 
white zone-type scale permits easy 
reading. Fee & Stemwedel, Inc., 
2210 W. Wabansia Ave., Chicago 
47, Ill. 


: | Outdoor Spotlight 


This powerful outdoor spotlight, 
the Stonco No. 56, provides 100,000 
candlepower with only a 300-watt 
rating, and concentrates its entire 
light output in a long-throw, oval- 
shaped, narrow floodlighting beam, 
recommended for area protection 
lighting. It is made of non-corro- 
sive, heavy-duty cast aluminum, 
and has an adjustable cast-alumi- 
num swivel arm threaded % in. 
NPT to fit a variety of standard 


interchangeable accessories. Up to 
five units can be mounted to a sin- 
gle cluster light assembly. Stonco 





Co., 
St., Elizabeth 4, N. J. 


Electric Products 489 Henry 


Reversible Gloves 


These plastic-coated gloves are 
made to be worn on either hand 
They are strong and pliable, re- 
sistant to acid, flame, chemicals, 
abrasives and corrosives, and have 
a fleecy lining. The finish is non- 
slip, and they are easily laundered. 
Available in knit wrist style No 


600, short gauntlet style No. 700, 
and full gauntlet style No. 800. 
Washington Glove Corp., Plastics 


Industrial Div., 106 N. 
Milwaukee 2, Wis. 


Hot Water Tank 


This stone-lined hot water stor- 
age tank, a 40-gal. seamless tank 


Water St., 


of heavy gage steel with a 33-gal. 
eliminates 


water capacity, leaks 





due to rust and corrosion. The in- 
terior has a 1% in. thick composition 
stone lining, which also offers 1n- 
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TM REG. U. S. PAT. OFF. 


WEATHER STRIP 


for doors and windows! 
















































Any clerk, regardless of his experience, can sell Nu-WAY 
Weather Strip quickly and intelligently. And, any customer, re- 
gardless of his inexperience, can install Nu-WA’Y with perfect results. 
What could be sweeter? We know that’s why you won’t want to 
miss any sales of this all-time favorite. It’s easy to sell because it’s 
the easiest strip in the world to put on! Be ready, order your stock 
of Nu-WAY Weather Strip now! | 





COLORFUL DISPLAY CARTON 
MAKES SALES EASIER! 





This handy, attractive display carton 
really sells the goods! Contains one in- 
dividual 20 ft. roll of Nu-WAY, with 
sufficient nails and instructions for easy 
installing. Stock up today! 





ORDER NOW — Your order will be shipped same day received! 


MACKLANBURG 


DUNCAN CO. 


OKLAHOMA ciTty 1, 








OKLA. 





















KESTER 
SOLDER 


KESTER SOLDER COMPANY 


4207 Wrightwood Ave. 
Chicago 39, Illinois 
Newark, N. J. 

Brantford, Canada 


Kester Soldering Paste—ten 


2 oz. cans in new eye catching 


counter display carton. 


214 


WITH 
KESTER SOLDERING PASTE 






Your customers will want nationally 
advertised Kester Soldering 

Paste, Flux-Core Solders, and 

Liquid Fluxes. 

Kester’s 1951 advertising and 
merchandising program includes a 
new booklet for your customers, 
“Soldering Simplified.” 

Send for your free supply now. 





WHAT'S NEW 





sulating qualities to conserve water 
and fuel. Tank is designed for use 
with standard side-arm heaters 
and will deliver from 28 to 60 gal. 
of hot water per hour, depending 
upon heater size used. Mor-Flo 
Heater Corp., 2175 E. 75th St, 
Cleveland 3, Ohio. 








Saw Attachment 


This new gear-driven saw attach- 
ment for 4-in. drills, called Fedco 





Saw Rite Model 605, has a bevel 
cut, an adjustable depth of cut from 
¥% to 1% in., and is adjustable from 
0 to 45 deg. Designed for one-hand 
operation, or may be used with two 
hands. A worm driven clamp holds 
the attachment in correct alignment 
with the drill, and a deep-sighting 
notch and extra broad base assure 
ease in following a line for straight 
and bevel cuts. Blade is 4 in. in 
diameter; housing is aluminum. 
List price: $10.95. Federal Engi- 
neering Co., 37 Murray St., New 
York 7, N.Y. 








| Travel Iron Case 


A new and more versatile case is 
being offered for use with all mod- 





Fe eis 


| els in the Durabilt line of folding 
| travel irons. It is made of simu- 
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lated alligator leather, and there is 
a “Suedine” lining and heavy-duty 
zipper. May be used as either a 
man’s or woman’s utility kit when 
not used with the folding travel 
iron. Durabilt Div., Waring Prod- 
ucts Corp., 25 W. 43 St., New York 
18, N. Y. 


Ice Melting Chemical 


An improved type of Melt, ice 
and snow-melting chemical pellets, 
consists of smaller pellets which 
produce greater heat action. Melt is 
applied by sprinkling over ice or 
snow surfaces, and will melt snow 








as it falls if used at the start of a 
snow or sleet storm. There is no 
messy residue. Available in 25-lb. 
metal pails, as illustrated, 100-lb. 
fiber drums, and in ton lots, packed 
in 100-lb. moisture-proof paper 
bags. The Chem Industrial Co., 
1114 Hippodrome Bldg., Cleveland 
14, Ohio. 





Tube Threading Set ~ 


This new Speedy Fine Tube 
Threading Set, that guides as it 
threads, has self-guiding dies in 
five sizes. It is designed as a sim- 
ple means of putting a fine thread 
on brass tubing without bulky and 





costly tools, and the dies furnished 
with it are for 1, 1%, 1%, 1% and 
14% in. O. D. brass tubing. The set 
is packed in a metal box. _ Chicago 
Specialty Mfg. Co., 2954 W. Law- 
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Switch to Quality Buffalo Bolts in 


RUGC, 


HANDY-PACK BOLT CARTONS 









@ Bolt storage, shipping and 
handling headaches are a thing 
of the past when you put husky 
Handy-Packs on the job. And when 
you order Buffalo Bolts, you not only 
get Handy-Packs... you get the world’s 
best bolts as well. 


HANDY -PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 
FEATURES @ Cartons are re-shippable without tying or wrapping. 
@ Covers make durable open drawers for bolt cabinets. 
@ Can be ordered in carload or less-than-carload lots. 






Write for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 





rence Ave., Chicago 25, IIl. 
(Resume reading on page 13) 
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Shopmaster Tools 
FOR THE 


Budget Mi 





QUALITY PLUS 
PRECISION..- 


asnmaster 


Shopmaster 
tools. 



























QUALITY PLUS 
PRECISION ..- 


Shopmaster 


Tools and 
Accessories 








BUDGET-MINDED 



































8” Tilting Arbor $7695 
Bench Sow 76 

7 Tilting Arbor Bench Sow $47.95 
8” Tilting Toble Bench Sow $51.50 





10” Tilting Arbor Bench 


$86.95 





Tilting Arbor 
$105.00 
15” Jig Sow 
siting Toble 
$27.95 





Sober Sow 





12° Floor Model 


x 12” Drill 
Press... $46.95 
Drill Press. . 





pa 
YS 
~ 





HARD HITTING 


National Advertising 


SELLS 


Shopmaster 


TOOLS 




















Shopmaster is tell- 
ing the story of its 
precision quality 
tools to the largest 
audience of home 
craftsmen in its 
history. Tie in with 
this advertising by 
prominently dis- 
playing Shopmas- 
ter tools in your 
store, advertising 
it in your news- 
papers. 


dines! 


See Your Shopmaster 
Distributor or write 


SHOPMASTER, INC. 


1214 Third St. $., Minneapolis, Minn 














TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
can opener, mixer, and knife sharp- 
ener. The new range features an 
oven heat regulator, one-piece top 


| burners, smokeless swing-out broil- 


er with toe control, a 16-in. oven, 
center working space, and a smooth 
porcelain enamel finish. The insula- 
tion is Fiberglas. Window stream- 


| ers and newspaper mats are avail- 


able. American Stove Co., 1641 S. 
Kingshighway Blvd., St. Louis 10, 
Mo. 


Household Line Aids 
Supporting the Christmas adver- 
tising campaign for Cosco house- 
hold stools, chairs and utility tables 
are dealer selling aids. There is a 
20 x 26 in. blown-up reproduction 
of a four-color ad, illustrated here, 






tor that 
practical gitt every 


woman wants, give 


mats for tie-in ddvertsing, product 
photographs or mats and copy sug- 
gestions for newspaper ads, and 
local radio commercials for dealer 
use. Full-color broadsides with il- 
lustrations of each Cosco household 
product will also be given dealers 
for window display. Hamilton Mfg. 
Corp., Columbus, Ind. 


Signal Device Catalog 


An eight-page catalog describes 
Tonepak signaling devices, and each 
item shown is illustrated and de- 
scribed. Included are bells, buzzers, 
chimes, signaling transformers, 
push buttons, fluorescent ballasts 
and electrical specialties. Lee Elec- 
tric Co., Electronic & Amplifier 
Div., 321 Fort Lee Rd., Leonia, 
N. J. 


Rope Display Changes 
Changes in the Plymouth Sales- 
Rak and HandyPak have become 
effective. The contents of the Sales- 
Rak original stocking unit have 
been reduced from 24 to 16 spools, 
and the contents of the HandyPak 
from 15 to 13 coils. Higher prices 
have also been given on the per-lb, 


2mm 


> MANILA RODE a 





price of rope, due to rising fiber 
costs. Plymouth Cordage Co., Plym 
outh, Mass. 


Paint Merchandising Aids 
To establish a dealer as_ local 
“Color Counseling” headquarters, 
this colorful decalcomania, shown 
here, for door or window offers free 
color counseling. There is also a 
window or interior three-panel dis- 
play in color, showing actual color 


- Color 
Oia irs 
| Ayanize y 


fe 
Color Recipe 
File 
wheels. For interior use, there is 


a counter rack with the Kyanize 
Color Recipe File, containing 
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swatches of 140 colors in Kyanize 
Clingeote oil-base flat or simple 
mixes. There are also “take-home” 
samples of the colors. Boston Var- 
nish Co., Everett Sta., Boston 49, 
Mass. 


Rule Display 


This new Zig-Zag Rule display 
unit, No. 125E, is offered free with 
12 rules. The heavy cardboard mer- 





chandiser is green and black, and 
six rules are arranged on each side 
of the display. The unit measures 
41 x5'4%x10 in., and spaces are pro- 
vided for rules. There are six No. 
106 rules, two No. 266F, two No. 
167 Brick Masons, and two No. 227 
Extension Rules. Stanley Tools, 
New Britain, Conn. 


Coffeematic Display 
This display for one Universal 


Coffeematic is a reproduction of a 
silver coffee tray with a maroon 








“ANNE flona~2 


eee cane Ree 





cartouche background, complete 
with an illustration of a cup, saucer 
and napkin. It is compact so that it 
will not take up much counter or 
shelf space. Landers, Frary & Clark, 
New Britain, Conn. 


Night Latch Merchandiser 


This Night Latch Merchandiser 
consists of three popular night 
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Wold 
Ppide 


SUPERVISED 
SERVICE 


Preferred power on portable paint-sprayers — one of many hundreds of applica- 
tions on machines, tools, appliances for industry, construction, railroads, 
oil-fields, and on equipment and appliances for farm and home 


é.. sure way to get the best in air-cooled power — 
insist on Briggs & Stratton, the recognized 
leader. No other single-cylinder, 4-cycle, air-cooled 
engines are so universally preferred by 
manufacturers, dealers and users alike. 
Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U.S. A. 


— - 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 


i) 
a 





VIL SAAN J) 


eee 


COUPLING 


for FIRE PROTECTION 







Sell FIREGUARD Fuse Couplings . 


sell protection against shorts and overloads. 
FIREGUARD is easy to use. Fits any standard 
wall outlet; cords plug into it. No wires to 
splice! The FIREGUARD may be used the year 
around on any connected cord, after the 


Christmas Season is over. 


ASK YOUR JOBBER for these sales helps, or 


write direct for detailed information. 


This is the Season 
when FIRE PROTECTION 
for the Christmas tree 

is a MUST 


. and you 








FREE... 


Colorful self-selling Dis- 
play Box, Window Stream- 


F. H. SMITH MFG. CO, 7 "e207" =" 


National Sales Office 


3624 S. Blake St., Chicago 9, Illinois 


Counter Folders .... 
to help you sell more 
FIREGUARDS. 








with the famous 





FOOT & CHECK VALVES 


end leakage troubles . . . save their 
cost many times over in service calls 
they eliminate. Ideal for jet type 
pumps. Ask for bulletin 301. 





STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
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Sands, Cleans, Smooths, Polishes | 


Electrically... 


Designed for industry, for professional 
work, this light, beautifully balanced, 
orbital-motion, Sander is rapidly 
becoming a standard home appliance. 


With its powerful electric motor and all- 
ball-bearing construction, anyone can 
easily re-surface and refinish furniture, 


woodwork, metal surfaces or walls. It 

will quickly remove old paint, stain, or 
enamel down to the bare wood or metal; will sand- 
paper to a ‘‘piano finish”; remove rust and corrosion 
or “feather edge” a scraped fender. It will burnish 
pots and pans or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands! In design, convenience and 
efficiency it is today’s finest sander regardless of 
Price. Be first to dispiay this nationally ad- 
vertised SpeedSander. 


ded Way 
if CATALOG 
Pp MANUFACTURING CO. 


1836 $e. $2nd Ave., Cicero 50, Iilinots 








TO HELP YOU SELL 





latches in different price classes, 
The display stands without fasten- 
ings, and each latch is mounted in 





_d 





complete working order. Available 
at the cost of the latches, $5.45 com- 
plete. Independent Lock Co., Fitch- 
burg, Mass. 





Artist Brushes 


A unique counter merchandiser 
contains 12 different brushes that 
may be used for oil painting, show 
card work, sign writers work, and 
all types of hobby craft work. 
The No. 1200P assortment has 12 
dozen brushes in various sizes, and 
in pure white bristle brights, camel 
hair easel, red sable water color, 
red sable flat artist, and ox hair 
one stroke. The hardwood mer- 
chandiser is in the shape of an 
easel mounted on a stand. Appli- 
cator Brush Co., Inc., 100 Water 
St., Brooklyn 1, N. Y. 





Appliance Display 


Individual matched displays in 
full color for the General Mills Tru- 
Heat Iron and Automatic Toaster, 





give basic features of the appli- 
ances. They are themed to the na- 
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tional advertising campaign on “It’s 
the Shape That Makes the Differ- 
ence!” and “This Toaster Pops It 
Extra High!” Other dealer sales 
aids are included in both packages. 
General Mills Home Appliances, 
1620 Central Ave., Minneapolis, 
Minn. 





Level Catalog 


All items in the Stevens level 
line are shown in this condensed 
catalog, including machinists’ lev- 
els, pocket levels, aluminum and 
torpedo levels. There are handy ref- 
erence tables for easy ordering of 
carpenters’ and masons’ levels. List- 
ed separately in the two tables are 
clear California sugar pine and 
mahogany levels, with sizes tabu- 
lated from 24 to 48 in. of standard, 
brass boufid and brass end design. 
The Columbian Vise & Mfg. Co., 
9023 Bessemer Ave., Cleveland 4, 
Ohio. 





Tool Set Display 


Here is a new None Better tool 
set display stage designed to show 
three popular None Better tool sets 





against an orange and white back- 
ground. The sets displayed include 
a ¥4-in. Drive Midget Socket Set, a 
%-in. Drive Socket Set, and a 
Heavy Duty %-in. Drive Socket 
Set. Each is shown in its own light 
green steel case. Display is avail- 
able without charge when ordering 
the three None Better sets. None 
Better Tools Div., New Britain Ma- 
chine Co., New Britain, Conn. 





Auger Bit Bulletin 


This new bulletin describes the 
complete line of Midway Auger 
bits, showing Mirbrite Bits for 
hand braces available in 17 sizes, 
4/16 to 24/16 in. Also listed are 5-6 
and 13 piece sets packed in sturdy 
cases for home, farm and indus- 
trial use. Other Midway products 











ASY to stock and handle . . . Easy to sell — that’s the verdict of 
jobbers and distributors on the new Coburn #5916 Sliding 
Door Hardware Set. 

Here’s a sliding door set you sell quickly in one convenient 
package. No lost time hunting for missing items. No troublesome 
boxing on your part. The Coburn package is complete ... contains 
the following: 


Two #134S-9 Hangers with Bolts 
Three #701-9 Brackets 

Two #30-9 End Inserts 

Three Lag Screws 2" x 2" 


Sales tests prove that the convenient Coburn package goes over 
big with home owners, farmers, builders and industrial users. Job- 
bers and distributors report, too, that its attractive price definitely 
appeals to economy-minded buyers of today ... means greater 
sales volume because it assures broader customer coverage. 


For additional information write to Sales and Engineering, 56 
Sterling St., Clinton, Mass. 


THE COLORADO FUEL & IRON CORPORATION © Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION * Ooakland, California 
WICKWIRE SPENCER STEEL DIVISION © Atlanta * Boston * Buffalo * Chicago 
© Detroit * New York * Philadelphia 


COBURN PRODUCTS 


CF 
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A COMPLETE LINE... BACKED 
BY MOST YEARS’ EXPERIENCE 
IN DESIGN AND MANUFAC- 
TURE OF TOOL GRINDERS. 


VaR WOW 


ELECTRIC TOOL AND 
SICKLE GRINDERS 


For Farm and Farm Service Shop. Heavy duty 1/3 H.P. 
meteor mounted behind and away, allowing easy, 
100% accessibili y to grinding wheels. Designed for 
rough, awkward, long handled 

grinding jobs. List Price, only 
$54.12 (F.0.B. Minneapolis). 


STREAMLINED GRINDERS 


Made with 6x1”, 5x1”, 4x1” 
fully vitrified abrasive wheels. 
Supplied also as buffing and 
polishing heads, without wheels. 
Also, heavy duty models with 6 
to 10 inch wheels. List $2.50- 
$36.00 (F.0.8. Minneapolis). 









HAND POWER GRINDERS 


Heavy and Lighter Duty Hand 
Power Tool Grinders. 4”, 5”, 
6”, 7” wheel sizes. One-piece 
gear cose, accurately machined 
bearings, smooth, quiet gears, 
attractively finished. Competi- 
tively priced from $2.50 to 
$8.00 (List, F.0.8. Minneapolis). 


WHEELS PROJECT IN FRONT 
OF FRAME PROVIDING FULL 
ACCESSIBILITY. 














TOP QUALITY SICKLE CONES AND WHEELS 
Manufactured in ovr own modern wheel plant 
to highest specificati Competitively priced 
to increase your sales! Fully vitrified, spe- 
cially bonded, accurately 
dressed. Available loose and 
in popular assortments. 














BLUE BIR) 


SELLING SNIPS 


The Finest- 
At A Far Lower Price 







Longer Lasting Cutting 
Edge — Accurately Ad- 
justed—Fully Guaranteed 
—Compare Them Yourself 














\ $4 ‘| 


Bergman TOOL MFG. CO. INC. 4 
| ee your jobber 
TOOLS | 1573-1575 NIAGARA ST BUFFALO 13, N. Y. or write. 


Established 1899—Manufacturing Fine Quality Tools For Over 50 Years 
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TO HELP YOU SELL 





described are electric drill bits, 
screw driver bits, electricians’ bits, 
car bits and ship augers. The Mid- 
way Tool Co., Inc., Melvin, Ohio. 





Fishing Line Wrapper 


Offered to stimulate Christmas 
sales of Gladding fishing lines is a 
three-color wrap-around, suitable 
for fly and bait-casting line boxes, 
The label shows Santa Claus and 


carries the wording “. - and a 
Happy Fishing Year.” Also, spe- 
cial orders will be Christmas 


wrapped and shipped from the face. 
tory. B. F. Gladding & Co., Inc., 
South Otselic, N. Y. 





Drill Set Display 


This new wood boring drill set 
display, No. H14D, contains six 
wood boring drill sets that are 
packed in a colorful tray with a 
plastic cover. Each set contains one 
each 44, 5/16, 34, 7/16, and 1% in. 
drill with %4-in. shank for use in 





electric hand drills or drill presses 
having %-in. or larger chucks. 
Standard Tool Co., 3950 Chester 
Ave., Cleveland 14, Ohio. 


Chuck Catalog 


New Chuck Catalog No. 63 fea- 
tures new styles of chucks and 
additional sizes of previously an- 
nounced series. The 96-page cata- 
log is printed in two colors and 
illustrated with large pictures and 
diagrams. Sections are devoted to 
independent, scroll, scroll combina- 
tion, air chucks cylinders and ac- 
cessories, and parts price ists. 
Union Mfg. Co., New Britain, Conn. 
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Hydraulic Vise Bulletin | 


Descriptive bulletins and catalog 
pages, HV 7548-R and 6042 SPS, on 
the new No. 1004 hydraulic vise de- 
scribe in detail with complete speci- 
fications. The No. 1004 features 
heavy 4-in. jaws with maximum 
pressure of 4,000 Ibs., and maximum 
hydraulic pressure of 7,000 P. S. I. 
There is a foot pedal for power and 
one for release. The Columbian 
Vise & Mfg. Co., 9021 Bessemer 
Ave., Cleveland 4, Ohio. 





lron Demonstrator 


This unique demonstration board 
for the new Westinghouse Open 





Handle Iron has a specially im- 
printed cloth cover, inviting the 
customer to try the iron. A row of 
buttons simulates a shirt front, 
and there is a pocket on one end of 
the board. The display has three 
rubber suction cups to hold it se- 
curely to the counter. Electric Ap- 
pliance Div., Westinghouse Electric 
Corp., Mansfield, Ohio. 





Dog Furnishings Display 

A sturdy revolving display stand 
holds a complete and popular as- 
sortment of dog collars, harnesses 
and leads, and there is a size chart 
giving complete listing of sizes for 
all popular breeds of dogs. Unit is 
compact and may be restocked as 
needed. American Leather Special- 
ties Corp., 148 Lafayette St., New 
York 13, N. Y. 





Socket Screw Catalog 


A 28-page catalog, No. 51, covers 
the complete line of Button Head 
socket cap screws with detailed en- 
gineering data, as well as details 
concerning H-K dowel pins, socket 
screw keys and key sets. Full infor- 
mation on all products manufac- 
tured by Holo-Krome’s exclusive 
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UDSEN 


hy 


DEALER’S COST 


$1 g00 


PER DOZEN PAIR 


SUGGESTED 


SELLING PRICE 


$3900 


PER DOZEN PAIR 


ASK YOUR JOBBER 


(if he cannot supply you, write direct) 


Display 


MOLDED RUBBER 


PADS 












J 


"em on your counter 


and they’ll sell themselves 


Made by JUDSEN RUBBER WORKS, 





Inc., Chicago 24, Illinois 
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Model 161 
Magnifying Lens 


Health-o-Meter 


AMERICA’S FINEST 
AND BEST KNOWN 


Kitt, Eealer 











Model 134 ~ 
Airplane Dial 






Model 187 
Magnifying Lens 


Since 1919, when Health-o-Meter—the 
original bath scale—first appeared on 
the market, no other bath scale has be- 
come so well known in so many house- 
holds. Millions of today’s homemakers 
had their weights checked regularly 
throughout childhood on a Health-o- 
Meter Bath Scale. No wonder they insist 
on Health-o-Meter for their own homes 


today. 


Yes, the outstanding popularity of 
Health-o-Meter Bath Scales has been 
earned ... by designing and manufac- 
turing only precision weighing instru- 
ments that perform accurately for the 
longest possible time. And not only the 
American public, but the medical pro- 
fession as well, recognizes Health-o- 
Meter dependable accuracy. So why not 
claim your share of the profits and satis- 
faction that come from Health-o-Meter 
—America’s Finest and Best Known Bath 
Scales? Ask your jobber or write direct 
today for complete information. 


Built Right © Priced Right @ Always Right 


Continental Scale Corporation 








5701 S. Claremont Avenue, Chicage 36, Illinois 


TO HELP YOU SELL 


“Completely Cold Forged” process 
is also given. Holo-Krome Screw 
Corp., Hartford 10, Conn. 








Brush Sales Booklet 


A new, 16-page, red, white and 
black booklet called “How You Gain 
When You Sell Brushes by Baker”, 
illustrates a number of the Baker 
brushes, and shows how brush sales 
can be increased. The different 
types of available dealer aid ma- 
terial are shown and facts useful in 
selling the brushes are given. Avail- 
able free. Baker Brush Co., Inc., 
83 Grand St., New York 13, N. Y. 





Brush Display 


This new self-selling stock and 
display brush cabinet, No. 100, is 
made of Super-Fiber board, and is 


treated with moisture and grease | 


resistant celolustre for longer life. 
It is stocked with 48 different types 
and sizes of brushes. The tilting 
feature of the cabinets allows 





brushes to be dispensed easily from 
behind the counter while the stock 
is displayed through the window in 
the front. Delta Brush Mfg. Corp., 
119 Bleecker St., New York, N. Y. 





Builders Catalog © 


A new and complete catalog of 
builders’ hardware, No. 5, contains 
a full line of letter slots, door 
knockers, chain door fasteners, 
hammered hardware, door pulls, 
kick plates, door knobs and other 
items. There are comparative gov- 


ernment specification numbers. 
Copies are available free from 
Baldwin Mfg. Corp., 5 Kirk PIl., 
Newark 5, N. J. 


(Resume reading on page 14) 
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SPRAYERS 


Since 1887 





w Models 
yee Many 

Improve 
5-BUILDING 


SALE ATURES 





Compressed 
Air Models 


NO. 140 


3% gal. cap. fun- 
nel top sprayer of 
Armco galvanized 
steel. Die-cast han- 
dle; new dome top; 
stronger electric 
seam welding ; bril- 
liant Chinese Red 
trim; smart, new 
label for good dis- 
play. A dependable, 
trouble free spray- 
er. Also copper and 
stainless steel 
tanks in open head 
models up to 4 gal. 
cap. 





2 qt. cap. Gives 
steady pressure 
under easy 
pumping. Gal- 
vanized tank 
with seams 
double locked 





and soldered for 
heavy-duty use. 
Tank opening 1%”. Pump size 13” 
x 1%”. 


WRITE FOR CATALOG NO. 51 


Free! Gives complete data on large 
Chapin line of hand sprayers, dust- 
ers, knapsack, and wheelbarrow 
sprayers. 


R. E. CHAPIN 


MANUFACTURING WORKS, INC. 


200 Chapin St. Batavia, N. Y. 
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One word tells a complete profit story... 


WASHINGTON* | 


tet 
a 


Solid quality (for more than 89 years) T 
is basic in WASHINGTON appliances. Sea) 
It’s a fact both you and your customers \eby, 
know. It makes the first sales easier, the 

next one almost automatic, when you 

offer the complete line of quality cooking 

and heating appliances . . . made by 


Gray & Dudley. Write for catalog. 


Oe Ie Seats SL metre CC mere iy 








sprayer of 
galvanized 
-cast han- 
dome top; 

electric 
ding ; brfl- 
inese Red 


ependable, 
ree spray- 
opper and 
3s steel 
open head 
p to 4 gal. 


on large 
ers, dust- 
eelbarrow 


GRAY AND DUDLEY CO., NASHVILLE 3, TENNESSEE 
Established 1862 


tavia, N. Y. 
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HIT 


THE TARGET WITH 
Bulls-Eye 
Sellers 


Cash in on the extra “ope 
earnings made possible by the 
revolutionary’ modern zinc alloy 
hardware specialties of Hall-Wessel 
Co. . fast-selling non-rusting 
items to set new standards in im- 
pact, tensile strength and func- 
tional beauty. Superb finish in 
brass, chrome, bright zinc or ebony 
that cannot rust. See for yourself 
why contractors and architects as 
well as Mr. and Mrs. Fixit prefer 
them. Here you have enduring 
beauty in exclusive, balanced de- 
sign. Here you have the value that 
stems from experience, modern 
equipment— plus modern packag- 
ing. Ask your jobber for Hall-Wes- 
sel Specialties by name. Meantime, 
write for our catalog — sent free in 
return for name of your jobber! 






AO/L)| 2616-26 W. NICHOLAS ST. 
meee | PHILADELPHIA 21, PA. 


Canadian Sales Agents: 
Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


Bicycle Institute of America, annual 


convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 
Inc., 122 E. 42nd St., New York 
City 17. 


Builders’ Hardware Show and Con- 


vention, Sept. 28-30, Oct. 1, 1952, 
at the Palmer House, Chicago. 
Sponsored by the National Contract 
Hardware Association and _ the 
American Society of Architectural 
Consultants. John R. Shoemer, 
managing director, 420 Madison 
Ave., New York City. 


Industrial Supply Convention, May 


19-21, 1952, at Atlantic City, N. J. 
Sponsored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, R. Kennedy Han- 
son, general manager, 1346 Con- 
necticut Ave., N. W., Washington, 
D. C.; the National Industrial Dis- 
tributors’ Association, H. H. Rine- 
hart, executive secretary, 1900 Arch 
St., Philadelphia 3, Pa.; Southern 


/ 


Industrial Distributors’ Association, 
E. L. Pugh, secretary-treasurer, 
712 Volunteer Bldg., Atlanta, Ga. 


National Housewares and Home Ap- 


pliance Exhibit, Jan. 17-23, 1952, 
at the Navy Pier, Chicago. Spon- 
sored by the National Housewares 
Manufacturers’ Association. A. W. 
Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 


National Retail Hardware Association 


Congress, July 14-17, 1952, at 
Statler Hotel, Washington, D. C. 
Rivers Peterson, 333 No. Pennsyl- 
vania St., Indianapolis 4, managing 
director. 


Sporting Goods Show and convention 


(National), Jan. 20-23, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Sportsmen’s Show, 15th National 


Sportsmen’s and Vacation Show, 
Feb. 16-24, 1952, at the Grand Cen- 
tral Palace, New York City. 


Regional Events 


Ace Stores, convention and exhibit, 


Jan. 28-30, 1952, at Stevens Hotel, 
Chicago. E. G. Lindquist, secretary, 
2355 S. Blue Island Ave., Chicago. 


Cotter & Co., Spring Merchandising 


Show, Feb. 4-5, 1952, at the com- 
pany office and warehouse, 365 E. 
Illinois St., Chicago, Ill. 


Gift Show (California), Jan. 20-25, 


1952, at the Merchandise Mart, 
Brack Shops, Alexandria and Bilt- 
more hotels, and individual show- 
rooms in Los Angeles. Sponsored by 
Los Angeles Trade Fair, Inc. 


Hardware Wholesalers, Inc., fall con- 


vention and annual _ stockholder’s 
meeting, Oct. 31-Nov. 1, 1952, at 
company warehouse in Fort Wayne, 
Ind. 


Industrial Distributors’ Mid-year 


Conference, Jan. 16-18, 1952, Spon- 
sored by the Southern Industrial 
Association, at the Edgewater Gulf 
Hotel, Biloxi, Miss. E. L. Pugh, 208 
Peachtree Arcade, Atlanta 3, 
Georgia, secretary-treasurer. 


New England Housewares Show, Feb. 


17-19, 1952, in Mechanics Bldg. 
Boston, Mass. Sponsored by the 
Housewares Club of New England. 


Sportsmen’s Shows: New England 


Sportsmen’s and Boat Show, Feb. 
2-10, 1952, at the Mechanics Bldg., 
Boston, Mass. Detroit Congress 
Sportsmen’s and Boat Show (in- 
cludes annual Detroit News Travel 
Show), March 15-23, 1952, at the 
State Fair Grounds, Detroit, Mich. 
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No. 333 Wrought Steel Hinge Hasp 
Sizes: 3”—414" 


Hasps 


Substantially made hasps are always 
saleable—Champion Hasps meet all re- 
quirements. They are available in Plain 
Steel, Bright Zinc or Parkerized finish. 
Packed with or without serews as 
specified. 





No. 335 Wrought Steel Safety Hasp 
Sizes: 34%4"—44"—6” 


The 
CHAMPION HARDWARE C0. 


GENEVA, OHIO 




















FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-seven years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 








Look for the blue and 
yellow registered trade- 
mark on the outside of % 
inch diameter and larger 
sizes and on the inside 
of all smaller sizes. 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 
Sold by dealers everywhere 
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Light 
— BUILDERS 
HARDWARE 


Gy VON aaix 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 
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De wery DOOR NEEDS THREE! 





anufacturing Company 





ERIE +» PENNSYLVANIA 


THE B. S$. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y. 

HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS E. H. FARRAR 
4638 Nichols Parkway 917 St. Charlies Avenue 6637 Golf Drive 
Kansas City, Missouri Atlanta, Georgia Dallas 5, Texas 

WILBUR H. DAVIS H. C. GLOVER CHARLES L. LEWIS 
1639 W. Farge Avenue 2611 Garrison Bivd. 1355 Market Street 
Chicago 26, IIlinels Baltimere 16, Maryland San Francisco 3, Calif 
GEORGE A. GREGG ROY L. ROGERS R. F. BEVERS 
17134-6 Wyoming Avenue 1620 Garfield Street 4524 East 60th Street 
Detroit 21, Michigan Denver 6, Colorado Seattie, Washington 
FY AUSTIN & EDDY INC. W. C. MEIBAUM & CO. L. G. PULLER, JR. 
= 115 Broad Street 6954 Oleatha Avenue 644 Wellingten Road 
= Boston, Massachusetts St. Louis 9, Missouri Jackson 6, Mississip 
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The Original 
Automatic Grip 


camans f 


.-- backed by inviting 
displays, substantial 
national advertising, 
outstanding features, 
and unsurpassed 


quality—Hold-E-Zees senen 


move steadily THRU 
YOuR 
from your shelves, Saamene 


each sale creat- 
ing a satisfied 
customer. 


TYPES OF 
144 4394)) 
= HEAD SCREWS 


One Cb Both Types 


UPSON BROS., INC. 
ROCHESTER 14, N. Y. 















Sports, Travel and Boat Show, Feb. 
29-March 9, 1952, at Civie Audi- 
torium, San Francisco. Calif. Spon- 





sored by California Sports, Travel 
369 Pine St., 


and Boat Shows, Inc., 
San Francisco, 4. 


State Events 


Alabama Retail Hardware Association 
convention and exhibit, March 30- 
April 1, 1952 at Whitley Hotel, 
Montgomery, Ala. Mrs. Euna G. 
Ramsey, 1926 Fourth Ave., North, 
Clark Bldg., Birmingham, secretary. 


Arkansas Retail Hardware Assn. con- 
vention and exhibit, Feb. 21-22, 
1952, at Robinson Auditorium, Little 
Rock. Headquarters, LaFayette 
Hotel, J. Wayne Tisdale, 604 Rec- 
tor Bldg., Little Rock, executive 
secretary. 


California Retail Hardware Assn. con- 


vention and exhibit, Feb. 11-13, 
1952, at Fairmount Hotel, San 
Francisco. K. B. Jacobsen, 262 


Western Merchandise Mart, San 
Francisco 3, secretary manager. 


Connecticut Hardware Assn. conven- 
tion, Feb. 6, 1952, at Hotel Bond, 
Hartford. Ned Russell, Harris 
Hardware, Southport, secretary. 


Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. 
convention and exhibit, May 19-21, 
1952, at George Washington Hotel, 
Jacksonville, Fla. W. W. Howell, 
P. O. Box 188, Waycross, Ga., ex- 
ecutive manager. 


Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, 1952, at Chi- 
cago. Convention at Sheraton 
Hotel, exhibit at Navy Pier, W. F. 
Ewert, 1194 Merchandise Mart 
Chicago 54, managing director. 


Indiana Retail Hardware Assn. con- 


vention and exhibit, Jan. 29-81, 
1952, at Murat Temple, Indian- 
apolis. Headquarters, Lincoln 


Hotel, G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis 4, man- 
aging director. 


Intermountain Assn. convention, Feb. 
11-12, 1952, at Boise Hotel, Boise, 
Idaho. Leon L. Weeks, 211 Conti- 
nental Bank Bldg., Boise, secretary. 


Iowa Retail Hardware Assn. conven- 
tion and exhibit, Feb. 12-15, 1952, 
at Des Moines, Iowa. Sessions, 
Hotel Savery; exhibit, Iowa Ex- 
hibit Bldg., State Fair Grounds. 
Philip R. Jacobson, Mason City, 
secretary. 


Kentucky Retail Hardware Assn. con- 
vention and exhibit. Jan. 22-24, 
Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louis- 
ville 2, secretary. 


Michigan Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Grand Rapids. Sessions, 
Hotel Pantlind; exhibit, Civic Au- 
ditorium. H. W. Schumacher, 1916 
Olds Tower Bldg., Lansing 8, 
manager. 


Minnesota Retail Hdwe. Assn. conven- 
tion and exhibit, Jan. 22-24, 1952, 
at St. Paul. Hotel Headquarters, 
St. Paul Hotel. C. J. Christopher, 
2110 Nicollet Ave., Minneapolis 4, 
manager. 


Missouri Retail Hardware Assn. con- 


vention and exhibit, Feb. 19-21, 
1952, Jefferson Hotel, St. Louis. 
Harry F. Scherer, 1189 Arcade 


Bldg., St. Louis, secretary. 


Mountain States Hardware and In- 
plement Assn. convention, Jan, 22- 
24, 1952, at Cosmopolitan Hotel, 
Denver, Colo. Francis W. Reich, 
1238 Spruce St., Boulder, Colo., 
secretary. 


Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Omaha. Sessions, Hotel 
Paxton; exhibit, Auditorium. C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 


New York State Retail Hardware 
Assn. convention and exhibit, Feb. 
12-14, 1952, at Buffalo. Sessions, 
Statler Hotel; exhibit, Memorial 
Auditorium. N. H. Kiley, Hills 
Bldg., Syracuse 2, secretary. 


North Coast Retail Hardware Assn. 
convention, Feb. 3-5, 1952, Mult- 
nomah Hotel, Portland, Ore. D. D 
Stewart, 714 American Bldg., Se- 
attle 14, Wash., secretary. 


North Dakota Retail Hardware Assn., 
convention and exhibit, March 25- 
27, 1952, at Fargo. Exhibit and 
meetings,, Crystal & Avalong Ball- 
room; headquarters, Graver Hotel. 
Miss E. J. McGrann, 54% Broad- 
way, Fargo, secretary. 


Ohic Hardware Assn. convention and 
exhibit, Feb. 4-7, 1952, at Cleve- 
land. Sessions, Statler Hotel; ex- 
hibit, Public Auditorium. John B. 
Conklin, 198 So. High St., Colum- 
bus 15, secretary. 


Oklahoma Hardware and Implement 
Assn. convention and exhibit, Feb. 
5-7, 1952, at Municipal Auditorium, 
Oklahoma City. Robert K. Thomas, 
515 Midwest Bldg., Oklahoma City, 
secretary. 


Pacific Northwest Hardware and Im- 
plement Assn. convention, Nov. 5-7, 
1951, at Multnomah Hotel, Port- 
land, Ore.; Nov. 12-14, 1951, at 
Davenport Hotel, Spokane, Wash. 
J. B. Channing, 615 Empire State 
Bldg., Spokane, secretary. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn. convention and ex- 
hibit, Jan. 22-24, 1952, at Belle- 
vue-Stratford Hotel, Philadelphia. 
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W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3, secretary. 


Southern Calfornia Retail Hardware 
Assn. convention and exhibit, Feb. 
19-21, 1952, at Long Beach. Ses- 
sions, Wilton Hotel; exhibit, Muni- 
cipal Auditorium. A. C. Kammeier, 
416 W. 8th St., Los Angeles 14, 
secretary. 


South Dakota Retail Hardware Asso- 
ciation convention and exhibit, April 
1-3, 1952 at Cataract Hotel, Sioux 
Falls. O. R. Baily, 1800 So. Jefferson 
Ave., Sioux Falls, secretary. 


Tennessee Retail Hardware Assn. con- 
vention, Feb. 17-19, 1952, at Nash- 
ville. Morris Jones, P. O. Box 784, 
Nashville 2, secretary. 


Texas Hardware and Implement Assn. 
convention and exhibit, Jan. 28-30, 
1952, at Dallas. Sessions, Baker 
Hotel; exhibit, Baker and Adolphus 
Hotels. Ray M. Souder, 822-23 
Texas Bank Bldg., Dallas 2, secre- 
tary-manager. 


Tri-State Hardware and Implement 
Assn., convention, Feb. 10-12, 1952, 
at Herring Hotel, Amarillo, Tex. 
M. D. Shepherd, Canyon, Tex., sec- 
retary. 


Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
1952, at Hotel John Marshall, Rich- 
mond. George T. Omohundro, Jr., 
Scottsville, secretary. 


West Virginia Retail Hardware Assn. 
convention and exhibit, Feb. 18-20, 
1952, at Waldo Hotel, Clarksburg. 
James C. Fielding, 1628 McCtung 
St., Charleston 1, secretary. 


Western Retail Implement and Hard- 
ware Assn. convention and exhibit, 
Jan. 14-16, 1952, at Municipal Au- 
ditorium, Kansas City, Mo. W. J. 
Shaw, 2915 Main St., Kansas City 
2, secretary. 


Wisconsin Retail Hardware Assn. Con- 
vention and exhibit, Feb. 5-7, 1952, 
at Auditorium, Milwaukee. Head- 
quarters, Schroeder Hotel. H. A. 
Lewis, Stevens Point, secretary. 





HARDWARE HUMOR 
By Hardware Age 





"Now maybe | can get across the 
street before the light changes.” 
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Every lock needs 


LOCK-EASE” 


LOCK FLUID 
BEST PROTECTION AGAINST FREEZING-STICKING-RUST 


is winter — give your customers the best in 
tock sinensis Sie Lock-Ease! Sell it for 
car, home, and factory use. Easy to apply. 
Penetrates quickly, helps seal out moisture. 
gives maximum protection against freezing. 
Approved by leading locksmiths. Sold by hard- 
Pitan. oo ware and locksmith jobbers every- 
=| where. Order now! 











4-oz. Can delivers drop or 
pressure stream. List Price 


SS? 


AMERICAN GREASE STICK CO., Muskegon, Mich. 












MILWAUKEE 
WROT WASHERS 


WASHERS 
... Competitively Priced 


Large volume production, the most advanced 
methods and facilities, plus more than 60 years 
of continuous experience in the manufacture of 
Washers, are factors that enable us to offer you 
top quality washers and stampings at competitive 
costs. Over 22,000 sets of dies for making 
Washers of every type (Standard and Special), 
from every type of material, for every purpose, 
in any finish. STAMPINGS of all descriptions; _ 
Blanking, Forming, Drawing. Submit your blue- 5 
prints and quantity requirements for estimates. 


WROUGHT WASHER 
MANUFACTURING CO. 


The World's Largest Producer of Washers 


2218 S. BAY ST., MILWAUKEE 7, WIS. 
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How about customers looking for small 
amounts of spring wire for any of the 
countless uses? 


The answer is JOHNSON XLO MUSIC 
SPRING WIRE. The wire of a thousand 
uses comes to you attractively packaged 
for display and handling . . . units of 
Y%q \b., 


sizes. JOHNSON sales analysis will point 


¥2 lb., and 1 lb. in full range of 


out to you the sizes which are in the 
heaviest demand. Through your whole- 
saler or nearest Johnson branch. 


JOHNSON 


JOHNSON STEEL AND WIRE COMPANY, INC 


WORCESTER 1, MASS. 








~~ Washing fon 
— and VIEWS 


Reports on Events Affecting 
The Hardware Business 





(Continued from page 10) 


Truman Asks Funds to 
Block Business Mergers 


President Truman has asked 
Congress to appropriate an addi- 
tional $300,000 to finance the fed- 
eral government’s new authority to 
block business mergers. 

Congress last year amended the 
Clayton antitrust law to permit the 
Federal Trade Commission to stop 
mergers that would tend to result 
in a lessening of competition in any 
given trade or industry. 

The $300,000 now sought by the 
White House would permit FTC to 
police proposed mergers and to 
block those disapproved. 

“This sum is urgently needed so 
that the FTC can begin a full-scale 
effort to enforce Public Law 899, 
the anti-merger statute passed last 
year by the 81st Congress,” Mr. 
Truman wrote Vice President Bark- 
ley. “To begin effective enforce- 
ment, the commission must have 
more funds,” he said. 

Thus far, Congress has not been 
disposed to vote the extra expenses 
requested. Many congressmen take 
the position that the FTC already 
is well supplied with funds for in- 
vestigations of the type proposed. 


US to Check Effect 
Of Bicycle Imports 


An investigation will be made by 
the U. S. Tariff Commission into 
the effect which imports of foreign- 
made bicycles and parts is having 
upon American industry. The ac- 
tion was taken following a study 
of applications filed with the com- 
mission on October 11 by the Bi- 
cycle Manufacturers Association 
and the Cycle Parts & Accessories 
Manufacturers Association. 

Both trade groups represented 
that imports of these goods have 
increased, as a result of lowered 
duties under the reciprocal trade 
agreements, in such quantities as to 
seriously affect domestic manufac- 
turers. 

One of two actions will be taken 
by the commission upon completion 
of its investigation—dismissal of 
the applications as unjustified or a 
public hearing will be ordered. 

(Resume reading on page 11) 
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FUL 


DISPLAY A MAXIMUM AMOUNT 
OF MERCHANDISE IN A MINIMUM 
AMOUNT OF SPACE. 


Economical Too—You'll be pleasantly 
surprised at the new low price. 
We have a good stock for quick ship- 


ment. It’s not too late to order for 
your Xmas selling. 





STORE KRAF 


DEPARTMENT F, 


VUE FLOOR MERCHANDISERS 


MAXIMUM MERCHANDISE DISPLAY— MINIMUM FIXTURE COST 









The Overall height is 51” and base 
sizes, units A and B 30”x60” and 
unit C 60’x60”. 

All shelves are adjustable on double 
slotted metal standards with heavy 
brackets. Shelf width to fit your 
needs. 
Send for literature and prices. 





MANUFACTURING 
« COMPANY - 


BEATRICE, NEBRASKA 








A GIFT FOR GUNNERS 
HOPPE’S GUN CLEANING PACK 


This handy kit contains every Hoppe Product that any shooter 
needs for the cleaning, care and protection of his guns. It makes 


@thoughtful, useful Christmas gift. 
ORDER YOUR SUPPLY 
FROM YOUR JOBBER 


Put it on prominent display—where gift seekers can see it. Tie-in 
with and cash-in on our pre-Christmas advertising. It’s none too 


early to order now. 


FRANK A. HOPPE, INC. 


BI4A North Sth Street 
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Philadelphia 33, Pa. 
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FOR Bauman oewrine 


This is the something NEW your 
customers are asking for, an 
EASY to use permanent snow 
white compound with unusual 
magnetic elastic qualities. Made 
to blend with white sinks, baths, 
ete. Clings to the surface, dries 
fast . . . never becomes brittle. 


SEE YOUR JOBBER OR WRITE DIRECT 
LARGE DEALER DISCOUNT 


No selling required, attractive 
counter display sells product. 


DE WITT PRODUCTS CORP. 


DETROIT 9, MICH 









S860 PLUMMER ST. 
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News and Interpretations of Government Orders 


OPS Offers No Open 
Door to Price Rises; 
Metal Cuts Heavy 


At the same time that OPS has 
anounced that tailored regulations 
would soon be a reality—for manu- 
facturers—it also let it be known 
that such regulations could not be 
considered an open door to price 
rises. 

On the contrary, it is the agency’s 
intent to hold prices to the levels of 
the GCPR, and further, to reduce 
prices where possible. In fact, 
where an industry has been selling 
below ceilings, and is not in a de- 
pressed state, it seems probable 
that OPS will roll back ceilings. 

First of the trades to become 
subject to tailored orders, of which 
the final count may reach as high 
as 500, will be textiles, with steel 
mill products coming along, pos- 
sibly at the end of the year. The 
steel wage situation will determine 
the timing. 

And while tailored orders fow re- 
tailers have not yet appeared on 
the horizon, there are good indica- 
tions that OPS is already actively 
exploring the wholesale field, col- 
lecting data for a wholesalers’ 
order. 

Meanwhile, hardships on the 
production front continue as NPA 
promises sharper metal slashes 
early next year. While some pro- 
ducer’s—those who get on the 
agency’s non-essential list—will not 
be cut off entirely, their meager 
allotments, in effect, may make it 
difficult for them to stay in busi- 
ness. M 





SEC Business Data to 
Guide OPS Policy 


Data collected by Securities and 
Exchange Commission for OPS will 
be used by the agency for “policy 
purposes” in meeting changing eco- 
nomic conditions, the agency says. 

The pricing organization, in an 
effort to clear up uncertainties as to 
why it issued Reporting Regulation 
1, says the order “merely makes 
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mandatory” the filing of certain fi- 
nancial information with SEC. This 
information, according to OPS, will 
serve as a guide to policy, in the 
same way that price and wage in- 
dex material is used. 

SEC and Federal Trade Commis- 
sion have collected data on total 
sales, gross and net profit, tax pay- 
ments, and similar topics from ma- 
jor manufacturing groups for sev- 
eral years. The published results 
show how business enterprises’ per- 
formances in a particular quarter- 
year compare with activities in the 
previous quarter, and give an indi- 
cation of the amount of gross profit 
which must go to pay taxes. 

Using such information, OPS as- 
serts, it will be able to get a line on 
the effect of the control program on 
business in general. 


Galvanized Tubs, Cans 
To Be in Short Supply 


Serious shortages of galvanized 
tubs, garbage and ash cans are ex- 
pected by the first of the year. 


Materials shortages, of course, 
are the trouble. Inventories ot 
zine and steel at the factories are 
below the low point of World War 
II. Allocations of these metals by 
National Production Authority are 
inadequate and chances of substan- 
tial increases over the next few 
months are not bright. 

Lack of steel is one problem. But, 
the manufacturers report to NPA, 
even more serivus is the fact that 
supplies of zinc are so critical as 
to prevent full use of the steel 

(Continued on page 232) 


OPS Allows Distributors Percentage Markup 
On Items Carrying New or Higher Excises 


Retailers and wholesalers will be 
able to take percentage markups on 
new or higher taxes, except in cer- 
tain instances, OPS made clear as 
HARDWARE AGE went to press. 

This will result in increases in 
ceilings where new excises are add- 
ed or old ones are boosted, but the 
agency emphasized that ceilings 
must be cut back where excise taxes 
are reduced or eliminated. 


The only instances where percent- 
age markups on new or higher ex- 
cises will not be allowed, OPS said, 
is in cases where it is established 
that it was customarily industry 
practice to pass through only the 
exact dollars-and-cents amount of 
an excise tax. 


OPS is drafting amendments to 
existing orders which may be out 
by the time this issue reaches 
readers. 


One of these amendments will be 
to GCPR to permit retailers and 
wholesalers pricing under that 
order to take percentage markups, 
unless their historic practice was 
a dollars-and-cents pass-through, 
on their new cost, including excise 
taxes, resulting from changes at 


the manufacturing level. 

The agency noted that under 
CPR-7, many retailers of numerous 
consumer goods. already have 
authority to include excise taxes as 
part of their costs, including excise 
taxes, resulting from changes at 
the manufacturing level. 


Another amendment will be 
issued to make it clear that manv- 
facturers, whether under GCPR or 
some order like CPR-22 or CPR 30, 
can pass along increases in excise 
taxes and must reflect the amount 
of any reduction or elimination of 
such levies. 

A third amendment will require 
that manufacturers who have listed 
excise taxes separately in the past 
must continue that practice. 

Excise taxes have been imposed, 
effective Nov. 1, for the first time 
on electric dishwashers, floor pol- 
ishers and waxers, electric garbage 
disposal units and power lawn 
mowers. 

Taxes were dropped on a long 
list of sporting goods items and 
some other products, and were also 
increased on some sporting goods 
items. 
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Micklewright and Mountford William C. Ehret 
Architects Builder 
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CEDACOTE 


IN A 5+ CARTON 


for 


OVERWHELMING RECEPTION 


Cedacote is sweeping the nation. Our 
apologies for not anticipating such a 
demand for America’s most sensa- 
tional selling item. Cedacote makes a 
“cedar closet” for 1/5 cost of cedar 
wood. Tested and proved since 1934. 
Backed by nationwide magazines, 
newspapers, radio and TV. 


WaT “9 WY 


CLOTHES CLOSETS 
CHESTS, DRAWERS 


Just paint Cedacote on like thick 
paint. Natural cedar tone color and 
cedar fragrance. Bonds to anything. 
$6.95 a carton. Covers over 40 sq. ft. 





Write: 
Cedacote Corporation 


261 Gayoso Ave. 
MEMPHIS, TENN. 














which has been allotted them. And 
there is no satisfactory substitute 
for galvanized steel in this indus- 
try. 


Pump Production Set 
At 125 Pct Rate 


Production of pumps for first 
quarter 1952 will be permitted at 
125 pet of capacity, providing ma- 
terial allocations can be stretched 
that far. Actual allotments were to 
be decided upon in late October. 

A serious shortage of foundry 
bronze and brass mill products may 
seriously hamper production. Mili- 
tary requirements are now taking 
40 per cent of the nation’s brass 
mill products and will continue to 
do so until at least next June. 

Something like 12,000,000 Ibs of 
foundry bronze is required by the 
industry per quarter. Allocations 
for the fourth quarter were about 
44 per cent of needs. Despite the 
high sights set for the first quarter, 
bronze supplies may not be much 
greater. 


Extend Pricing Option 
For Some Products 


OPS recently extended to Decem- 
ber 1, 1951, the termination date 
of Supplementary Regulation 12 to 
its general manufacturers’ ceiling 
price regulation (CPR 22) cover- 
ing such items as bolts and nuts, 
refractories, metallic collapsible 
tubes, metal wire and cable, build- 
ers hardware, fittings and valves, 
printing products, printing inks, 
etc. 

SR 12 granted to manufacturers 
of the listed products it covers the 
option to determine ceiling prices 
for those products under the 
General Ceiling Price Regulation 
rather than CPR 22 until October 
1, 1951. 

The extension is covered by 
Amdt. 2 to SR 12. In most cases 
this amendment will not affect 
manufacturers because of the in- 
definite extension of the mandatory 
effective date of CPR 22 by Amend- 
ment 21 to that regulation. How- 
ever, it does make a difference 
where a manufacturer might wish 
to use CPR 22 for all of his prod- 
ucts covered by that regulation 
other than those listed in SR 12. 

The extension of the termination 
date of SR 12 from October 1 to 
December 1, 1951, will enable a 


manufacturer to continue to use 
the GCPR after October 1 for com- 
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modities covered by SR 12 even 
though he elects to use CPR 22 for 
pricing his other commodities. 
Otherwise, under Amendment 21 to 
CPR 22 a manufacturer who elects 
to use CPR 22 will have to use it 
for all of his commodities covered 
by that regulation, including those 
covered by SR 12. 

SR 12 was issued because OPS 
expected to cover these commodi- 
ties under separate pricing regu- 
lations better suited to the pricing 
techniques of the manufacturers 
and thus avoid the necessity for 
manufacturers to price under CPR 
22 and later to price again under 
a new regulation. Specific regula- 
tions covering most of the listed 
products are expected to be issued 
before Dec. 1. 


Paper Containers Put 
Under Price Lids 


About 1,900 individual establish- 
ments are affected by a new Gov- 
ernment pricing order on many 
types of paperboard packaging 
items, including boxes, tubes, cans, 
cores, and drums. The order went 
into effect on Oct. 30. 

Distributors of these items can 
expect to pay a somewhat higher 
price for them, because of the man- 
ner in which manufacturers may 
use the new pricing regulation. ' 
manufacturers are accustomed to 
pricing by formula, for example, 
they will add to their costs such 
margins as have applied to the 
same or similar purchasers earlier. 

These margins may be figured on 
a percentage basis, rate per unit of 
material, machine-hour rate, or a 
combination thereof. Previous cus- 
tom is supposed to be the guide in 
figuring margins. Adjustments can 
be made for waste or spoilage. 


Exempt from Price Control 


A long and varied list of com- 
modities considered unimportant 
in their impact on the economic 
life of the nation today have been 
exempted from price control by 
OPS. A partial list of the exempted 
committees includes: Bird cages 
and houses; bird cage stands; dog 
and cat beds; Christmas decora- 
tions made of cones, berries and 
leaves; Christmas trees; Christmas 
party novelties made in part of 
candy, nuts or cosmetics; miniature 
novelties of glass, china or wood, 
which are collectors’ items, and 
household hand-bells or chimes. 
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‘The Complete Line” that SELLS! 


CHROMIUM 


NU-TOP CHROMIUM plated 
stove pads are proven profit 
makers that are tops in con- 
sumer popularity. They fea- 
ture asbestos backing, exclu- 
sive NU-ROUND mar-proof 
corners and a_ long-lasting 
triple-plated finish. Available 
in a variety of popular sizes. 















For the first time a one- 
piece rounded corner 
thet will not mar, 
scratch, or cut any sur- 
face. 


THE METALOID COMPANY 


6815 KINSMAN ROAD CLEVELAND, OHIO 
tn Canada: 3 Wellington Street, Toronto, Ontarie 











Announced 
at the Nat’l Hardware Mfg. Convention 


~ : 2 oe 






HIDE-AWAY 


Hide-away is an all-steel auxiliary building that fur- 
nishes safe, convenient storage and whose dimensions 
are 6'x6'x4' (full 3 ft. door). It can be erected by 
anyone in a matter of minutes with only a screwdriver 
and hammer. Distribution is through hardware whole- 
salers. Write for information on distribution plan. 


CLAYTON & LAMBERT 
$6295 


. MANUFACTURING CO. 


slightly higher 1701 DIXIE HIGHWAY e LOUISVILLE, KY. 


west of the Rockies 
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AMBROID 


The Universal Liquid Cement 


Every year, for over 40 years, 
more people are using Ambroid 
than used Ambroid the year be- 
fore. Rising sales are a healthy 
sign. They show Ambroid satis- 
fies the user. 


Back around 1910, most of our 
customers were Sportsmen. They 
used Ambroid for patching their 
canoes. Now a canoe, especially 
when it’s got a hole in it, is a 
pretty flimsy thing. And when 
somebody depends upon Ambroid 
to keep afloat—Brother, that’s con- 
fidence! Since there are more 
sportsmen now than there were 40 
years ago, maybe that proves Am- 
broid didn’t let them down. 


BOSTON, MAS: 


Another group of customers are 
the art galleries and museums. 
They’ve got treasures and beat-up 
relics they set great store by. 
When some of these exhibits need 
fixing, Ambroid is what they use. 
Some of the biggest corporations 
use Ambroid. It goes into prod- 
ucts known the world over. We don’t have anybody 
out twisting people’s arms to make them use Ambroid. 
They picked Ambroid because it does the job. 


Then maybe you saw recently where Holiday Maga- 
zine chose Ambroid for the 
workshop in Holiday House, 


- pe 5peeD 
their ultra modern home. 





So all you dealers who stock i 
Ambroid, and all you cus- 
tomers who use Ambroid, 
can feel you’re in right 
smart company. Ambroid 
is really good. 











Profitably yours, 


G. W. LAWRIE, Sales Manager 


SALES UNITS 


2 oz. tube 25¢ $1.80 doz. 
42 oz. tube 50¢ $3.60 doz. 


Also in Pts., Ots., & Gals. 


for industrial use 


AMBROID CO. 


ESTABLISHED 1910 


301 Franklin Street, Boston 10, Mass. 








Keep this display box 
on your counter 
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LEWISTOWN, PENNA. 
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With men, who 
appreciate truly 

fine cutting tools, 

the superiority of 
Mann Axes has been 
unquestioned since 
they were first man- 
ufactured . . . back in 
1843. There is a model 
to fit every need—each 
one the finest of its kind. 
Order through your job- 
ber and send for our com- 
plete catalog today. 








NPA Exempts Steel 
Imports From Quotas 


Steel consumers now can buy 
imported steel from a broker or 
importer and use it to manufacture 
more products than the quantity 
shown on their authorized produc- 
tion schedules, provided the broker 
or importer acquires title to the 
steel before it is landed in the 
United States. This action was 
taken by NPA in an amendment 
to Direction 4 to CMP Reg. 1. 
Prior to the amendment the user, 
himself, had to acquire such steel 
before it was landed, and could not 
buy it from a broker or importer. 

NPA pointed out that under the 
amendment, such imported steel 
need not be deducted from the ton- 
nage of the user’s allotment of con- 
trolled materials. The agency noted 
that the amendment applies only to 
steel and does not include copper 
and aluminum. 


DPA Raises Allotments 
For Stainless Steel 


The Defense Production Autho- 
rity has issued extra allotments of 
20,330,000 pounds of stainless sheet 
and strip steel for the fourth quar- 
ter. About 80 pct of the extra allot- 
ment will go to manufacturers of 
consumer durable goods and auto- 
mobiles. 

NPA has doled out 8,600,000 
pounds of the extra steel to manu- 
facturers of lamps, refrigerators, 
and _ stoves. About 19,000,000 
pounds of the extra metal is chrome 
stainless steel, while the remainder 
consists of nickel-bearing stainless, 
which is in especially tight supply. 


Rival Gets Preticket 
Extension from OPS 


Rival Manufacturing Co., Kan- 
sas City, Mo., has received an ex- 
tension of its preticketing dead- 
line for kitchenware articles on 
which maximum retail price ceil- 
ings were set by OPS in Special 
Order 331 under Section 43 of 
CPR 7. 

The order covers “Rival,” 
“Knife-O-Mat,” “Jar-O-Mat,” and 
“bean slicer and pea huller.”’ Die 
cast zinc and aluminum juicers 
and crushers, electric broilers, 
electric steam ironers, can open- 
ers, Knife-O-Mats, Jar-O-Mats, and 
bean slicers and pea hullers sold 
through wholesalers and retailers. 

In Amendment 1 to Special 





Order 331, OPS extended from 
Oct. 8 to Dec. 8 the preticketing 
required by Rival. Also extended 
from Nov. 7 to Jan. 7, 1952, was 
the deadline after which retailers 
may not offer or sell these articles 
unless they are preticketed. 


Carvel Hall Cutlery 
Ceilings Approved 


Chas. D. Briddell, Inc., Crisfield, 
Md., manufacturer of Carvel Hall 
cutlery, announced the approval 
by OPS of retail ceiling prices on 
certain of its items. 

According to the regulations, 
at no time after Oct. 20, 1951, may 
a seller offer at retail any Carvel 
Hall item covered by the order at 
a price higher than that approved 
by OPS. 

A list of ceilings follows: No. 
50 steak knife, $3; No. 151, $5; 
No. 251, No 250, $5.25; No. 651, 
bulk pack steak knife, $3; No. 151, 
$5; No. 251, $5; No. 52, two-piece 
set, $6.50; No. 152, $10.50, and 
No. 252, $10.50. Four-Piece Steak 
Knife Set, $13.50. 

Also, No. 54 four-piece steak 
knife set, $13.50; No. 154, $22; 
No. 254, $22; No. 56, six-piece set, 
$19.50; No. 156, $31.50; No. 256, 
$31.50; No. 58, eight-piece set, 
$25; No. 158, $41; No. 258, $41; 
Aristocrat, No. 152, two-piece 
steak knife set, $8.50; No. 4152, 
$12.50, and No. 4252, $12.50. 

Also No. 60 carver, $9; No. 160, 
$12; No. 260, $12; No.°61 slicer, 
$9; No. 161, $12; No. 261, $12; 
No. 62, two-piece carving set, 
$19.50; No. 162, $25; No. 262, $25; 
No. 65, three-piece set, $25; No. 
165, $33; No. 265, $33; No. 66, 
three-piece set, $26; No. 166, $34, 
and No. 266, $34. 

Also, No. 67 two-piece steak 
carving set, $13.50; No. 167, $19; 
No. 267, $19; No. 68, eight-piece 
de luxe master sets, $37.50; No. 
168, $55; No. 268, $55; No. X760 
fish and game set, $4.50; No. 76, 
six-piece set, $27; No. X800, fruit 
knife set, $2.75; No. X1800, $4.50; 
and No. X2800, $4.50. 


Music Disc Makers 
Ask Price Decontrol 
Members of the Phonograph 


Record Industry Advisory Com-, 


mittee met recently with OPS 
discuss proposals for establishing 
a specific ceiling price regulation 
for recordings. Record manufac- 
turers are under the General Ceil- 
ing Price Regulation or under 
CPR 22. 
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Clos and Profit headers for VOW 


MONARK BICYCLES 


Hottest specialties | in the field. Cash 
in on the growing western trend. 


pent wiles thoes Gest cetiees. : America’s fastest selling bicycle. 


as na 


Nation's best motor bike value. Up 
to 75 miles on a gallon. Speeds, up 
to 35 MPH. A profit maker for you. 


Tops in beauty, features and perform- 
ance. 26 inch boys’, girls’ models. 


5 HOTTEST NUMBERS © the Market Today! 
See Your Disdributor or Write Us 


MONARK Sitver KING, INC. 
6501 W. GRAND AVE., CHICAGO 35, ILLINOIS 


_— = 2 


All Monark Products ore 
MADE IN AMERICA 
by and for AMERICANS 
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BISSELL 





Why this is the 
most profitable space 
on 2 feet 


For years so many gals have loved the idea of pushing a 
BISSELL® around, they’ve made it the largest selling carpet 
sweeper throughout the world. 


That’s why a 2-foot square BISSELL Sweeper Display can 
and does yield more profit from less space than any other 
housewares item we know abgut. 


And you can get even more profit if you follow these three 
smart suggestions: 


(1) Display BISSELL prominently 
(2) Keep BISSELL Display Racks Filled 
(3) Stress BISSELL for quick clean-ups 


So display your good judgment . . . display BISSELL Sweepers 
in your store. You'll clean-up too. 


P.S. Better be sure your BISSELL Christmas stock is complete. 
Place your order now. 


BISSELL SWEEPERS 


Bissell Carpet Sweeper Company 
Grand Rapids 2, Michigan . 





a@@ “UTILITY” Combination 


SAFETY POLL Opener 
% Can Opener 
* Bottle Opener 
*& Corkscrew 


No. 174-M *% Canned Liquid Opener 


easily, quickly and safely. 
Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. Made of 
heavy gauge steel, heavily 
nickel plated. Individually 
carded. Retail price—39c 


Housewives love the conven- 
ience of this four-in-one kitchen 
aid. No need for separate 
openers — Vaughan’s “UTIL- 
ITY” Combination opens them 
all! Safety Roll feature rolls 
the edge smooth as it opens 
square, round or oval cans 








World’s Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 


VAUGHAN /MFG.,, CO. 


3211 Carroll Ave./* Chicago 24, Ill. 
Half-Century of Quality and Service 
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TOP PERFORMANCE IN 
EVERY SPRAYING USE 
There are hundreds 
of Airosprayer pros- 
pects in your own 
community. 


FOR THE HOME — Pre- 
ferred by women for 
spraying flowers. 
shrubs and garden 
because it’s so easy 


to use. 
FOR THE FARM— 
Widely used for 


spraying beef and 
dairy cattle, orchards, 
truck gardens ... 
creosoting, white- 
washing, emergency 
fire fighting. 

FOR COMMERCIAL USE 
Ideal for fruit -grow- 
ers, nurserymen and 
florists. 


GUARANTEED — Pre- 
cision-made of dura- 
ble brass and 5S’ Neo- 
prene hose for life- 
time, trouble-free serv- 


A REAL PROFIT MAKER 


Make pleased customers and increased 
sales by featuring the original AIRO- 
SPRAYER. Public acceptance is greater 
than ever because of new construction 
and performance features, quickly and 
convincingly demonstrated. Outperforms 
and outlasts any manual sprayer on the 
market. Backed by national advertising. 
plus effective sales helps. 


Write NOW for Complete 
Information Literature 


ice. Sold on money- 
back guarantee. 
















_ Prices 


AIROSPRAYER CO. 
107 North Fourth St. 
NEODESHA, KANSAS 
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PROFIT-MAKERS 


Because of today’s high break-even point it pays to push items that give 
extra margin, quick turnover. These new Modglin housewares necessities 
give you both and are backed by powerful advertising in The American 
Weekly and leading newspapers from Coast to Coast. They are Profit- 


Makers...every one of them! 
















MODGLIN Perma-Scrub 
Leader of the Modglin Line 


Revolutionary new pot and pan 
scrubber. Removes grease, burned 
food in a jiffy. Keeps hands out 
of dishwater. Available in many 





lovely colors. Pays wide profit Vg 
margin. 


MODGLIN Whisk-off 


Picks up dirt with **Magnetic 
Pick-up’: Replaces old-fash- 
ioned whiskbrooms. Comes in 
many beautiful colors. Cus- 
tomers want it the minute 
they see it. It sells itself! 
Pays extra wide profit margin. 


MODGLIN Combs and Brushes 
AANA nu finest materials. All 
popular colors in- 


cluding fashionable new paste! shades introduced 
by Modglin. Pay wide sa 
profit margins. P71 a on Pe 


int ep ‘ 
wy 
uoeenree® 






Beautifully designed, 
expertly made of 


Completely new kind of 
broom. The magnetic action 
of the ‘‘Electrene’’ bristles 
picks up dirt as you sweep. 
Comes in gay kitchen colors. 


Lightweight, washable and ents” 
Pays extra wide profit margin. 


MODGLIN Perma-broom 





“We've dey 
Modglin 


TOOTHBRUSH CASE 


Comes in wide assortment of gay colors. 
Ventilated to permit drying of brush. 
Makes all other toothbrush cases obso- 
lete. Pays extra wide profit margin. 


UTILITY SOAP BOX 














MODGLIN Perma-broomette 


and Dust-ette 


Child-size toy Perma-broom 
. ‘just like Mother's’. 


Dust-ette is a beau- 
tiful small plastic 
dust pan. Both 
available in many 
colors. 

wide profit margin. 


CIGARETTE CASES 


Beautifully designed cases for all 
standard cigarette packs and for 


‘king size’. Come 


Smokers buy it on sight. Pay extra 


wide profit margins. 





Available in many beautiful col 
ors. Holds any standard bar of 
toilet soap. Useful in every home 
and a necessity for every traveler. 
Pays extra wide profit margin. 





Newest and finest toothpick of 
flexible plastic. Approximately 
2,.\ 72 picks to the box...Assorted 

2 colors. Outmodes wooden picks. 
Pays wide profit margin. 


MOpDGtLIN 
HOUSEWARES e@ NECESSITIES 
Write for details today! 
MODGLIN CO.,INC., LOS ANGELES 65, CALIF. 


NEW YORK 1 CHICAGO 9 





in gay colors. 
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MODGLIN Pick-ette 

























MR. RETAILER... 


The ANCHOR small packaged WIRE line is one you may be proud to 
handle. Not only is it beautifully packaged but the utmost in quality 
is used to assure complete consumer satisfaction. Steady repeat 


sales. ASK 


WIRE CORPORATION 


iC A 


JAMA 
a 
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YORK 


SHARPE'S NEW UNIT OUTPERFORMS THEM ALL! 


FEATURES: Ojilless New Departure Sealed Ball Bear- 
ings . . More Air Volume per Horse-pewer . . Smeeth 
air flow .. Clean cool air . . Choice ef internal mix 
pressure, External suction or combination Paint Spray 
Guns .. Nozzles precision machined of stainless steel 
. Ground finish and self-centering principle, fer quval- 
ity work. 
PERFORMANCE with 3 H.P. motor 
livered air at 40 ibs. working pressure. 
with Y% H.P. motor. 
This moderate running of the highly efficient com- 
pressor doubles the life and performance of the unit. 
This unit is available WITH or WITHOUT moter. 
SHARPE offers this NEW LOW COST unit of compact 
streamlined design for real sales appeal. 


is 3.1 C.F.M. de- 
Slightly less 


Write TODAY for 
information and prices. 


. 



















1224 WALL ST. 


MANUFACTURING | COMPANY 
LOS ANGELES 15 


CALIFORNIA 
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KaKKKKK: 


Read it in HARDWARRMGE 


NEWS Off! 














32,871 at Hardware Show 
Break Attendance Record 


The Sixth Annual Na- 
tional Hardware Show, held 
in Grand Central Palace, 
New York City, Oct. 8-12, 
was attended by 32,871 per- 
sons, breaking last year’s 
record attendance of more 
than 30,000, according to 
Frank Yeager, managing di- 
rector. This year’s show was 
the largest ever held in 
Grand Central Palace, and 
709 exhibitors with over 
1,000 booths took up all 
available space, about 193,- 
000 sq. ft., on the four floors. 

Buyers from all 48 states 
were present, with many 
listed from the far west; 
also many dealers located 


. ~ 1 
NATIONA’ 
yarowARE 

SHOW 
act 8-!2 
FoR TRADE ONLY 


over 1,000 miles away turned 
out for the show. Canadian 
attendance was particularly 
heavy, and more than 40 
foreign countries were repre- 
sented. A special export sec- 
tion proved to be highly suc- 
cessful. 

Although buying was re- 
ported to be good and heav- 
ier than expected, dealers 
and wholesalers were more 
cautious than last year. 
Power and hand tools and 
lawn mowers. were listed 
among the lines with the 
heaviest bookings. 

* This year’s show featured 
a wider variety of each type 
of item found in hardware 


stores than in previous 
shows, and the hunting and 
fishing section alone had 


over 220 exhibitors, occupy- 
ing all of one floor and part 
of another. 





Organize New Wholesale 
Distributor Firm 


Walter J. Moore and 
Walter J. Moore, Jr., have 
organized the firm of W. J. 
Moore & Son, New Britain, 
Conn., to act as wholesale 
distributors in Connecticut, 
western Massachusetts and 
eastern New York. The new 
firm specializes in hardware 
and paint lines. 

Mr. Moore was formerly 
sales promotion manager for 
The Better Paints Products 
Co. Mr. Moore, Jr., served 
with the Russell & Erwin 
Division of American Hard- 
ware Co. 
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Laessig Named to Board 
Of Hubbard & Co. 


Alfred C. Laessig has been 
elected a member of the 
board of directors of Hub- 
bard & Co., 6301 Butler St. 
Pittsburgh 1, Pa., manufac- 
turer of pole line hardware 
and railroad track tools, 

Mr. Laessig started his 
career with the N. Y. Cen- 
tral Railroad, later transfer- 
ring to another branch. In 
1925 he joined Verona Tool 
Works, rising to the position 
of vice-president. He joined 
Hubbard & Co. in 1945, and 
became Chicago district sales 
manager of the Tool Divi- 
sion. In the same year he 
was promoted to the office of 
vice-president of the Tool 
Division and of the Unit Rail 
Anchor Co. 











five days, Oct. 8-12. Previous attendance records were broken as 32,871 persons from all 48 states, Canada, 
and over 40 foreign countries inspected booths set up by 709 exhibitors. 
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Bigelow & Dowse Names 
Baughman Comptroller 


Bigelow & Dowse Co., 
wholesaler of hardware and 
electrical appliances, 169 “A” 





MAX L. BAUGHMAN 


St., Boston 5, Mass., has an- 
nounced the appointment of 
Max L. Baughman as comp- 
troller, a newly created po- 
sition with the firm. Mr. 
Baughman was formerly a 
commercial loan officer of 
the Second National Bank of 
Boston. 


Keys Made Sales Head 
For McClung Hardware 
Van Keys has been ap- 


pointed sales manager for 
C. M. McClung & Co., Inc., 





hardware wholesaler at 501- 
519 W. Jackson Ave., Knox- 
ville 1, Tenn. 

Mr. Keys had formerly 
been associated with Huey & 
Philp Hardware Co., Dallas, 
Tex. wholesaler, and _ re- 
signed as assistant sales pro- 
motion manager to take his 
present post with McClung. 





Ekco Products Co. Opens 
West Coast Warehouse 


Ekco Products Co., 1949 
N. Cicero Ave., Chicago 39, 
Ill., has recently opened a 
new, $500,000 West Coast 
warehouse at Whittier, Calif. 
This 981,000 cu. ft. plant will 
eventually be used for manu- 
facturing as well as ware- 
housing. Don Burns, vice- 
president of Glaco of Cali- 
fornia, an Ekco Subsidiary, 
will be in charge of the Ekco 
West Coast warehouse. 





Name Fireguard Fuse 
Coupling Sales Head 


A. R. Grabe has been ap- 
pointed national sales man- 
ager of the Fireguard fuse 
coupling, manufactured by 
F. H. Smith Mfg. Co., 3043 
W. Carroll Ave., Chicago, 
Ill. He will make his head- 
quarters at 3628 S. Blake 
St., Chicago. 








Stanley Fisher Heads Sale of Electric 
Housewares for Landers, Frary & Clark 


i a 








i 





STANLEY G. FISHER 


Stanley G. Fisher has 
named to direct the sales of 
the Electric Housewares Di- 
vision of Landers, Frary & 
Clark, New Britain, Conn., it 
was announced by Bret C. 
Neece, vice-president and 
general sales manager. 

Mr. Fisher has been ac- 
tive in several of the com- 
pany’s sales division for a 
number of years, and recent- 


ly managed the field selling 


force of the Electric House 


wares Division. 
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Knape & Vogt Appoints 


Two Sales Executives 


Herman J. Brink has been 
appointed sales manager of 
Knape & Vogt Mfg. Co., 





HERMAN J. BRINK 


Grand Rapids, Mich., and J. 
J. Dekker was named adver- 
tising manager and assistant 
sales manager for the firm. 

Mr. Brink joined Knape & 
Vogt in 1929, and has been 
handling sales in the mid- 
west and southwest terri- 
tories for K-Venience clothes 
closet and kitchen fixtures, 
as well as the builders’ hard- 
ware line. 

Mr. Dekker, who came 
with the firm in 1936, for- 
merly handled sales in New 
York, Pennsylvania, Ohio 
and Michigan, and since 1946 





J. J. DEKKER 


has been in the home office 
working in advertising and 
sales, 


Thayer Named Disston 
Chief Sales Engineer 


Joseph T. Thayer, Jr., for- 
merly supervisor of chain 
saw service for Henry Diss- 
ton & Sons, Inc., Tacony, 
Philadelphia, Pa., has been 
named chief sales engineer 
for the entire company. 

Mr. Thayer joined Disston 
in 1947, starting in the prod- 
uct engineering department 
of the file division. He be- 
came assistant service man- 





JOSEPH T., THAYER, JR. 


ager of the Chain Saw Divi- 
sion six months later, and in 
1949 was named chain saw 
service manager. In his new 


post, Mr. Thayer will su- 
pervise special engineering 
services. 





Elect Vice-President 
Of Borg-Warner Div. 


James H. Ingersoll has 
been elected vice-president 
of the Ingersoll Products Di- 
vision of Borg-Warner Corp., 
810 S. Michigan Ave., Chi- 
cago 4, Ill. He was formerly 
assistant to the president of 
the division. 
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John Ansink Named Round 
Chain Vice-President 


The election of John F. 
Ansink as vice-president of 
The Round Chain & Mfg. 





JOHN F. ANSINK 


Co., Chicago, Ill., has been 
announced by Raymond L. 
Round, president and chair- 
man of the board of all 
Round Chain companies, with 
which group the firm is as- 
sociated. 

Mr. Ansink has been gen- 


eral manager of The Round 
Chain & Mfg. Co. since its 
formation two years ago, 
and will continue in that ca- 
pacity. Prior to joining the 
company, he had been Chi- 
cago district manager of The 
Cleveland Chain & Mfg. Co., 
another of the Round Chain 
companies. 

Other Round Chain com- 
panies include: Bridgeport 
Chain & Mfg. Co., Bridge- 
port, Conn.; The Cleveland 
Chain & Mfg. Co., Cleveland, 
Ohio; Ohio Hoist & Mfg. Co., 
Cleveland, Ohio; Round Al- 
loys Mfg. Co., Trenton, N. J.; 
Round California Chain Co., 
S. San Francisco, Cal.; 
Round Los Angeles Chain 
Corp., Los Angeles, Cal.; 
Seattle Chain & Mfg. Co., 
Seattle, Wash., and Portland, 
Ore.; The Southern Chain & 
Mfg. Co., Birmingham, Ala.; 
Woodhouse Chain Works, 
Trenton, N. J.; and Plating 
& Galvanizing Co., Cleve- 
land, Ohio. 





7 





Hardware Stores Among 
Easy Contest Winners 


Hardware stores among 
the 166 winners of the Third 
Annual Summer Window 
Display Contest sponsored 
by Easy Washing Machine 
Corp., Solar & Spencer Sts., 
Syracuse 1, N. Y., based on 
the theme “Escape From Big 
Summer Washdays,” in 
Class II covering hardware 
stores, appliance stores, and 
all others, were: Madsen & 
Howell, Inc., Perth Amboy, 
N. J.; A. E. Ewing Co., 
Olean, N. Y.; Westerman’s 
Hardware Store, Walden, 
N. Y.; Stebbins-Anderson 
Co., Towson, Md.; Calcasieu 
Lumber Co., Austin, Tex.; 
Cottrell Bros., Eunice, La.; 
and Hart Hardware & 
Plumbing Co., Gallup, N. M. 





Announce West Coast 
Spring Show Dates 


The Western Merchandise 
Exhibitors Assn., Suite 958, 
1855 Market St., San Fran- 
cisco, Calif., sponsors of the 
three West Coast major mar- 
kets, San Francisco, Port- 


240 


land and Seattle Gift, Toy, 
Jewelry, Stationery and 
Housewares Shows, an- 
novnce the following dates 
for the spring shows of 1952: 

San Francisco, Feb. 3-6, 
Civic Auditorium, Palace, St. 
Francis and Sir Francis 
Drake Hotels, and Western 
Merchandise Mart; Seattle, 
Feb. 17-21, Olympic and New 
Washington Hotels; Port- 
land, Feb. 24-27 in the Co- 
lumbus Athletic Club, 614 
SW 11 Ave., Portland. The 
latter is a new location for 
the Portland show, due to 
the wrecking of the Portland 
Hotel, former show location 
for many years. 





Westinghouse Plans New 
$296,000,000- Expansion 


Westinghouse Electric 
Corp., Pittsburgh, Pa., will 
undertake a $296,000,000 ex- 
pansion program extending 
beyond 1953, the second such 
program since 1945. 

Major projects already un- 
dertaken as part of the new 
expansion plan include: a 
new plant in Raritan Town- 
ship, N. J., for manufacture 


News of the Trade 








of electronics equipment; a 
small motor plant at Union 
City, N. J.; electronic tube 
plants at Elmira and Bath, 
N. Y.; an aircraft-armament 
plant at Baltimore, Md., a 
jet engine parts plant at Co- 
lumbus, Ohio; an expanded 
plant for generator output 
at East Pittsburgh, Pa., five 
new lamp plants; the pur- 
chase of a plastics plant at 


Hampton, S. C.; and pro- 
vision for substantial in- 
creases in production of 
household appliances and 
television sets. 

A special meeting of 
stockholders is scheduled in 
December at East Pitts- 


burgh, Pa., to act on a pro- 
posal to increase the corpora- 
tion’s authorized debt from 
$150,000,000 to $500,000,000 
in connection with this ex- 
pansion program. 





Emerson Radio Appoints 
National Sales Head 
Martin L. Scher has been 


named national sales man- 
ager for Emerson Radio & 


Phonograph Corp. 111 
Eighth Ave., New York, 
N.Y. 


Mr. Scher has served as 
general sales manager for 
Motorola-New York, Inc., 
Admiral Corp., N. Y. Dis- 
tributing Division, and the 
Dale Distributing Co. of New 
York. 


— 


Moore Enameling Name; 
Sales Representative 


William G. Wade has been 
appointed sales representa- 
tive in Minnesota and the 
Dakotas for Moore Enamé- 
ing & Mfg. Co., West La. 
fayette, Ohio, maker of 
porcelain enameled ware. 





WILLIAM G. WADE 


Mr. Wade, who _ served 
with Montgomery Ward & 
Co. for 18 years, most re 
cently held the position of 
special merchandising assis- 
tant for Goldblatt Bros. 
Chicago. 





Mack Joins Vaughan Co, 


J. W. Mack has _ joined 
Vaughan Mfg. Co., 3211-37 
Carroll Ave., Chicago 24, IIL, 
maker of can and bottle 
openers, in the position of 
general sales manager. 








Boyle-Midway Executives Discuss Sales Plans 


Mee 





Boyle-Midway key sales management personnel throughout 
the country met at Chicago's Hotel Blackstone recently to 
formulate sales plans for the final quarter of 1951 for Boyle 
Midway, Inc., division of American Home Products Corp., 

E. 40 St., New York 17, N. Y. Executives of the company 
include, left to right, Al DeBaggis, national sales manager: 
Warren Tingdale, vice-president in charge of sales and ad- 
vertising; Strieder Schraffenberger, president; and Robert 
Wheeler, national advertising and sales promotion manage? 
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IN CONSTANT SEMAND 


RIM TYPE 
NIGHT LATCHES 


and 


DEAD LOCKS 


at moderate 
prices and of 
exceptionally 
fine quality, 


are ALWAYS 
IN DEMAND! 









If your supply of these fine locks has been slow in reaching your 
shelves — remember — we are striving to fill all orders as quickly 
as is possible under the present condition of shortage of materials. 


C S00 1 
KEIL LOCK CO., tne. ri vcnesnne 
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John Baxter Celebrates 

25 Years with Doo-Klip 
Celebrating his 25th anni- 

versary as sales representa- 


tive for Doo-Klip Lawn Tools 
is John B. Baxter. Mr. 





JOHN B. BAXTER 


Baxter represents Doo-Klip, 
made by The Lewis Engi- 
neering & Mfg. Co., Alliance, 
Ohio, in the New England 


| states and metropolitan New 


York. 

Mr. Baxter has more years 
of service for the Doo-Klip 
than any other representa- 
tive in the organization, and 
still makes his rounds on 
schedule, although he is now 
in his late 70s. 





Given Townsend Post 


H. E. Chilcoat was named 
assistant general sales man- 
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ager of Townsend Co., New 
Brighton, Pa., manufacturer 
of a complete line of large 
and small solid rivets, tubu- 
lar and blind rivets, self-tap- 
ping screws, and other cold 
headed fasteners and parts. 


TenEyck Made Sales 
Head for Soss Mfg. 


Andrew TenEyck has been 
appointed sales manager of 
Soss Mfg. Co., 21777 Hoover 
Rd., Detroit 18, Mich. His 
appointment fills a vacancy 
resulting from the recent ele- 
vation of Samuel Soss to the 
presidency. — 

Mr. TenEyck joined the 
company in 1919 as purchas- 
ing agent, and in 1923 he 
was transferred to Detroit 
and placed in charge of the 
local sales office. He has been 
serving as assistant sales 
manager since 1939. 








American Stove Makes 
Two Promotions 


Lewis M. White, formerly 
manager of American Stove 
Co.’s customer accounting 
department, 1641 S. Kings- 
highway Blvd., St. Louis 10, 
Mo., was appointed manager 
of the firm’s newly created 
Parts Division. George W. 
Rogers has been named to 
succeed Mr. White as man- 
ager of the customer ac- 
counting department. 








| Become Life Members of Pot & Kettle Club 





At a special ceremony held at the Western Merchandise 
Mart, Bruno Kaufner, R. B. Rappoldt, and Earl Robitscher 
were initiated into the Sam Francisco Pot & Kettle Club as 
life members, having been regular active members of the 


group from its beginning in 


Fred Wood, right, made the 


1926. Master of Ceremonies 


presentation before president 


Walt Stone and approximately 50 club members. A picture 
of the three life members was superimposed on a four-page 
brochure to create a facsimile of the cover of Life Magazine. 
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New England Housewares Show Offers 
Bonus-Size Display Booths in 1952 


“A bonus in booth sizes,” 
an extra 16 sq. ft. of space 
in each booth, has_ been 
promised. to exhibitors in the 
19th annual New England 
Housewares Show, Feb. 17, 
18, and 19, by Jack R. Hil- 
dreth of the Cory Corp., 
show committee chairman. 
Mr. Hildreth presented pre- 
liminary plans to 150 mem- 
bers of the Housewares Club 
of New England at the open- 
ing meeting of the 1951-52 
season. 


A new floor plan has been 
adopted for the Show, to be 
held in Mechanics Bldg., Bos- 
ton, Mass. Booths in the 
Grand Hall will measure 
10x10 ft., and those in Exhi- 
bition Hall will be 12x8 ft. 

Early inquiries about dis- 
play space prompted the 
opening of an office in Me- 
chanics Bldg. by the Show 
Committee on Oct. 1, several 
weeks earlier than the usual 
time. 








Payton Advanced in Cory 
Sales; Rogers Promoted 


Thomas Payton has been 
appointed assistant sales 
manager for the Commercial 





THOMAS PAYTON 


Equipment Division of Cory 
Corp., 221 N. La Salle St., 
Chicago 1, Ill., and Walter 
W. Rogers was named na- 
tional service manager for 
the newly consolidated” ser- 
vice department for Cory 
and its divisions. 

Mr. Payton was formerly 
service manager of Cory. 
Prior to that, he was a test 





WALTER W. ROGERS 


flight engineer with Douglas 
Aircraft, and plant manager 
of Steelcraft Corp. Mr. 
Rogers served as production 
manager for Midwestern Die 
Casting Co., before joining 
Cory as assistant service 
manager. 





GE Supply Co. Sets Up 
New Fresno District 


A new Fresno, Calif., dis- 
trict has been established by 
the General Electric Supply 
Corp., and William L. Dun- 
can has been appointed man- 
ager of the district. Kenneth 
Graff was named district 
sales manager for appliances 
and radios, W. H. Pace be- 
comes district service man- 
ager and H. L. Wilkinson is 
product service supervisor. 

The new district, which 
was formerly part of the 
San Francisco and Los An- 
geles districts, includes 
Fresno, Kings, Madera 
Mariposa, Merced, Tulare 
and San Luis Obispo coun- 
ties, most of Kern county 
and part of Santa Barbara 
county. 





Thermoid Takes Over 
Essex Rubber Co. 


Thermoid Co., Trenton, 
N. J., manufacturer of auto- 
motive and industrial rubber, 
asbestos and textile products, 
has acquired stock control of 
the Essex Rubber Co., Tren- 
ton. It is expected that 
Thermoid products will be 
manufactured at the Essex 
plant as facilities warrant, 
and there is no change con- 
templated at this time in the 
operating personnel at Essex. 


HARDWARE AGE, NOVEMBER 1, 1951 





New Profits 
with this 
Unusual, Practical 


CG Xmas Gift! 








the 
MIRACLE 


ADJUSTABLE 
GOLF CLUB 


ONE CLUB that dees 
everything a full set will do! 


The player just dials his shot . . . any 
position from driving to putting. Club 
positively Jocks in position. It’s a won- 
derful new way to play that will appeal 
to load-weary golfers and open the 
game to non-golfers. And, as a retailer, 
it’s just your meat... for now you can 
feature a full set of clubs . . . without 
the expense and storage space required 
for the usual golf club inventory! 


retails for *225° 


THE MARKET Is TREMENDOUS! 









AVERAGE OUTSTANDING PERFECT FOR 
GOLFER — THE TRAVELER 
NATIONALLY 

ex ADVERTISED 





Esquire © Elks © Sport 
/ True © Holiday © For- 
PRACTICE AND tune © Business Week 
TWILITE GAMES GOLF WIDOWS Argosy 


WRITE NOW for PROFIT-PACKED DEAL 


INTERNATIONAL GOLF PRODUCTS 
4443 West Madison Street e Chicago 24, Illinois 
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Sherrill Named New England Sales Manager 
For Bridgeport Chain & Mfg. Company 


Russell P. Sherrill has 
joined the Bridgeport Chain 
& Mfg. Co., Bridgeport, 





RUSSELL P. SHERRILL 


Conn., as New England dis- 
trict sales manager. He will 
be in charge of sales of the 
company’s products in that 
territory, including a com- 


plete line of chain, attach- 
ments, hoists and material 
handling equipment. 

Mr. Sherrill was formerly 
associated with the Hoist 
Division of Yale & Towne 
Mfg. Co., as New England 
district sales representative. 

The Bridgeport Chain & 
Mfg. Co. is one of the Round 
Chain companies, which in- 
clude: The Cleveland Chain 
& Mfg. Co., Cleveland; Se- 
attle Chain & Mfg. Co., Se- 
attle and Portland; Ohio 
Hoist & Mfg. Co., Cleveland; 
The Round Chain & Mfg. Co., 
Chicago; Round California 
Chain Co., S. San Francisco; 
Round Los Angeles Chain 
Corp., Los Angeles; The 
Southern Chain & Mfg. Co., 
Birmingham; Woodhouse 
Chain Works, Trenton; Round 
Alloys Mfg. Co., Trenton. 








Regan Succeeds Keating 
As Trimont President 


Frank P. Regan has been 
named president of Trimont 
Mfg. Co., Roxbury, Mass., a 
division of Aetna Industrial 
Corp., succeeding A. E. Keat- 
ing, whose resignation was 
announced recently. Mr. 
Regan, a member of the com- 
pany for the past 11 years, 
takes on his new responsi- 
bility in addition to the post 
of general sales manager, 
which he has held for some 
time. 





DeWalt Acquires Line of 
Woodworking Machinery 


The radial arm saw man- 
ufacturing subsidiary of 
American Machine & Foun- 
dry Co., DeWalt, Inc., Lan- 
caster, Pa., has purchased 
the complete Monarch wood- 
working machinery line of 
American Saw Mill Ma- 
chinery Co., Hackettstown, 
N. J. The products taken 
over by DeWalt include a 
large radial saw, a small ra- 
dial saw, planer, bench saw, 
mortiser, jointer and band 
saw. 

Included in the transac- 
tion were all stocks of in- 
ventory applying to Ameri- 
can Saw Mill’s woodworking 
machinery line and the Mon- 
arch trade name identifying 
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the product range. No dispo- 
sition was made by the 
Hackettstown firm of its 
saw-mill machinery line or 
of its plant, machinery and 
equipment. 





Sales Executives for 
A. O. Smith Division 


J. W. Spoor has been 
named general sales man- 
ager of the Welding Prod- 
ucts Division of A. O. Smith 
Corp., Milwaukee, Wis. L. F. 
Vonier, former sales man- 
ager, takes over the newly- 
created position of sales pro- 
motion manager. 

Mr. Spoor was formerly 
A. O. Smith product service 
division manager, and before 
that served as assistant to 
the vice-president in charge 
of sales at Brunswick-Balke- 
Collender Co. Mr. Vonier has 
been a leading figure in the 
development of A. O. Smith’s 
welding electrode business 
since 1937. 





Coolerator Names Head 
Of Combined Territories 


Fred C. Margolf, Coolera- 
tor district sales manager 
for the Mid-Atlantic states, 
has assumed the sales re- 
sponsibilities for the New 
England region for the Cool- 
erator Co., Duluth 1, Minn., 
following the resignation of 


News of the Trade 








Emil Rasa. Mr. Margolf will 
manage both territories, as- 
sisted by R. H. Ganzer, who 
was appointed assistant dis- 
trict sales manager for the 
combined territories. 

Mr. Margolf was formerly 
a Coolerator field service en- 
gineer, head of the sales or- 
der service and trailer sales 
specialist. 


Adger S. Johnson Heads 
National Carbon Co. 

Adger S. Johnson has been 
appointed president of Na- 
tional Carbon Co., a division 
of Union Carbide & Carbon 
Corp., 30 E. 42nd St., New 
York 17, N. Y. 

Mr. Johnson, who has been 
vice-president and _ general 
manager of National Carbon 
since 1950, joined the firm in 
1928. In 1933 he was as- 
signed to the Eveready bat- 
tery plant in Shanghai, 
China, rising to the position 
of superintendent by 1939. 








ADGER 8. JOHNSON 


He was recalled to the 
United States, and served as 
superintendent at several 
National Carbon plants, be- 
coming assistant to the vice- 
president in charge of pro- 
duction in 1944. Four years 
later Mr. Johnson became 
vice-president in charge of 
foreign plants. 





Automotive Sales Head 
Named by Lincoln 


R. Warren Gribben has 
been appointed sales man- 
ager of the automotive divi- 
sion of Lincoln Engineering 
Co., St. Louis, Mo. He will 
direct sales of the firm’s 
lubrication equipment in 
both automotive and agri- 
cultural markets. He has 
been associated with the firm 
10 years, holding the posi- 
tions of manager of the 
order service department and 
agricultural sales promotion 
manager. 


Louden Names Assistant 
Farm Line Manager 

The appointment of J. H, 
Coyle as acting assistant 
farm line manager has been 
announced by The Louden 





J. H. COYLE 


Machinery Co., Fairfield, 
Iowa, maker of farm equip- 
ment for barns. Mr. Coyle 
succeeds W. T. Stewart, who 
has resigned. 


Mr. Coyle has been with 
the Louden firm since 1947 
as sales supervisor and dis- 
tributor representative in 
the midwest and southern 
territories. He formerly was 
buyer for D. L. Smith & Co.,, 
a retail implement and hard- 
ware store, and prior to that, 
he traveled several years for 
Belknap Hardware & Mfg. 
Co. 





GE Fills Appliance Posts 
In Pacific District 


Robert T. Skeer has been 
appointed Seattle manager 
of major appliance sales for 
the General Electric Co., 
Brifigeport 2, Conn., and 
W. A. Brown was named 
Pacific district service rep- 
resentative for the com- 
pany’s major appliance divi- 
sion. 

Mr. Skeer joined GE in 
Cleveland in 1935 as an ac- 
counting clerk. He _ trans- 
ferred to Bridgeport in 1940 
as a sales clerk, and was 
later assigned to retail de 
velopment activities. Since 
1946 he has been a district 
appliance sales representa- 
tive at Kansas City. 

Mr. Brown joined the com, 
pany in 1947, and was trans- 
ferred to the product service 
section at Bridgeport the 


same year. His new head- 
quarters will be in San 
Francisco. 
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SELL BETTER LIGHTING FOR BETTER PRODUCTIVITY 





Ask your Wholesaler, 
or write direct to 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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| The Fastest-Moving 
apy Va ea | 3 
on the Market! 





@ Tapered design and balanced 
weight distribution for easier grip- 
ping and handling without fatigue. 


@ WRENCHES with thin, strong head 
walls reach narrow openings. 
Tapered necks angled and scien- 
tifically reinforced at points of 
stress. Accurate broaching for per- 
fect fit and rigid, non-slip grip. 


| @ PLIER teeth accurately milled for 

powerful gripping. Scientific 
angling and non-slip joints. 

@ SOCKETS and ATTACHMENTS hot 

forged! Thinner walls, lighter 

weight, deeper broach, stronger. 





Exclusive features 
make METCOID 
America’s Most 
Popular Tools! 







e NO DUPLICATION 
OF SIZES 










Sold only through 
authorized jobbers 






METAL ENGINEERING CO. 


PLANO, ILLINOIS 
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HARDWARE BRIEFS 








Arkansas 


Wilbur P. Brewer has pur- 
chased the Norton Hard- 
ware, 837 Central, Hot 
Springs, from Howard and 
Guy Norton, partners in the 
firm since 1930. 





Delaware 


Claymont Hardware Co., 
Claymont, has opened a sec- 
ond store in a Wilmington 
modern shopping center. The 
new store has about 5,600 
sq. ft. of floor space, and is 
patterned after the first 
Claymont store. 





The Kuna Hardware, Kuna, 
owned and operated by N. E. 
Covert and W. H. Wilson, 
has moved to a new location 
adjacent to the building for- 
merly occupied by the firm. 
The new store has more floor 
space, and plans the addition 
of a large warehouse in the 
rear of the store. 


Kansas 


The front of Koehler Hard- 
ware & Plumbing Store, Han- 
over, has been remodeled 
with the enlargement of two 
display windows, a single re- 
cessed door set in, and the 
entire front painted white. 





The Stine Hardware, Edna, 
has moved to a location which 
the firm had occupied pre- 
viously. 





Kentucky 


J. T. Freeman & Sons have 
purchased the Peavier & 
Chinn Hardware Co., N. 
Main St., Harrodsburg, which 
will be operated under the 
firm name of J. T. Freeman 
& Sons. The company will 
handle a complete line of 
hardware, appliances, and 
home needs. 





Quality Hardware has 
moved from E. Main St. to N. 
Maysville St., Mt. Sterling. 
Show windows are being re- 








Chase Brass Hoists 75th Anniversary Flag 








Raising the 75th anniversary flag for Chase Brass & 
Copper Co., Waterbury, Conn., is W. F. Higgins, a member 
of the firm for 46 years and the employee with the longest 
record of active service. He is assisted by R. C. Diehl, Chase 
president, right, and R. W. Reinicke, superintendent of the 
Chase-owned Waterbury Mfg. Co. Anniversary banners will 
fly for the remainder of the year over the company’s home 
office building and plants at Waterbury, and two mills in 
Cleveland, Ohio. 
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modeled and the _ interior 
painted and redecorated. 





Michigan 
The hardware business at 
8019 Summerfield Rd., Lam- 
bertville, formerly operated 
by Harold C. Kronk, has 
been purchased by Ivan C. 
Fish. 





Missouri 


Roberts Hardware, Nevada, 
has been purchased by Otto 
Legan from Guy Roberts, 
owner of the store since 1946. 





Al Mothershead has pur- 
chased Anderson Hardware, 
Ninth & Walnut Sts., Colum- 
bia, and will continue to op- 
erate it under the same name. 





Nebraska 


Stowers Hardware, Nelson, 

has been purchased from 
Virgil Stowers by Fred 
Kelso. 





Coonrod Hardware, Ma- 
haska, which has been in the 
Coonrod family for 58 years, 
has been sold to L. E. Buch- 
heister. 





New York 


Robert N. Mitchel is now 
the owner of Kear Paint & 
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Hardware, Yorktown 
Heights, and has made alter- 
ations to the interior of the 
store. 





North Carolina 


Oxford Hardware Co., Ox- 
ford, has been sold by Helen 
Clement to Brent Meadows 
and W. L. Vaught. 





Pennsylvania 


Welch M. Cleveland has 
purchased the entire interest 
of his partner, Jack Ray- 
mond, in the Cleveland & 
Raymond Hardware, W. 
Wellsboro St., Mansfield. 
They have been partners 
since 1945, and Mr. Cleve- 
land has been associated 
with the hardware business 
for 30 years. 





Texas 


Elmer R. Smith has bought 
the interests of James R. 
Furr in the Trading Post, a 
hardware business in Llano. 
Mr. Smith is now associated 
with Dick Williamson in the 
management of this business. 





Wyoming 
Diamond Lumber and Hard- 
ware Co., Buffalo, recently 
held open house after exten- 
sive remodeling had been 
completed. 








G. E. Sales Appointments 
For Receiver-Dept. 


D. S. Beldon has been ap- 
pointed national account 
sales manager for the Re- 
ceiver Department of Gen- 
eral Electric Co., Syracuse, 
N. Y. D. E. Weston, Jr. 
was named radio sales man- 
ager for the department and 
R. V. Buivid became assis- 
tant radio sales manager. 

Mr. Beldon has been with 
the GE Receiver Department 
since 1950 as radio sales 
Manager, and formerly 
served as sales manager of 
the stove division of National 
Enameling and Stamping Co. 

Mr. Weston joined GE in 
1937, and three years later 
became advertising manager 
of the GE Supply Corp. in 
Nashville, Tenn. In 1945 he 
was advanced to radio sales 
Manager there, and joined 
the GE Receiver Department 
at Syracuse in 1948, holding 
various sales and merchan- 
dising posts including as- 


sistant television sales man- 
ager. Mr. Buivid was made 
district radio sales represen- 
tative in the Chicago area 
for GE in 1946, advancing to 
district manager for the re- 
ceiver department in 1950. 





Name Representatives 
For DriClad Division 


Three new sales represen- 
tatives have been appointed 
for the DriClad Division of 
W. Shanhouse Sons, Inc., 
Rockford, Ill. George Goetz 
has been named to cover Mis- 
souri, Iowa, Kansas and Ne- 
braska for the plastic prod- 
ucts division with headquar- 
ters at 1527 S. Lewis St., 
Tulsa, Okla. Frank J. Van 
Drasek will handle sales in 
Minnesota, Wisconsin, and 
the Dakotas, with offices at 
4063 N. Elmhurst Ave., Mil- 
waukee 7, Wis., while Tony 
Gale, 1401 V. St. So., Lexing- 
ton, Mo., will promote Dri- 
Clad in Texas, Oklahoma, 
Louisiana and Arkansas. 
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NEW Double-Duty Chamois-Substitute 


mira-sham 
Sells ou Sight 












BIG 18’x19" SIZE 
Only 79¢ Retail 





as long. 


Mew oes 
miras 











Woy-13 


ham 


Every car owner and householder who sees or hears about 
mira-sham® wants one instantly because it’s a whiz for 
streak-free, lint-free wiping; doubles too as a sponge or 
washrag. Does jobs ordinary chamois could never do 
—yet retails for 4 to 4 as much, lasts up to three times 


YOU START CASHING IN THE 


INSTANT YOU SET UP THIS DISPLAY 


Unlike ordinary chamois, mira-sham (made of non- 
woven fabric and latex) is not hurt by soaps or detergents, 
so is ideal for WASHING ,autos, windows, mirrors— 
most other surfaces, too. Then rinse, wring out and 
mira-sham wipes surfaces dry, leaving no lint or streaks. 
Can even be used to clean oil or road tar off your car, 
for neither grease, oil, gasoline, alcohol nor paint-remover 


can hurt mira-sham. Doesn't get 
hard or shrink even when boiled or 
washed; actually improves with use. 


mira-sham in the 18” x 19” size, 
retailing at 79c, is packaged in 
attractive self-selling consumer 
cartons, 24 to a case. Your 
cost only $12.32 per case! 


Further details on request— 
or ask your jobber. Order 
today! 


miracloth Corporation 


Daily News Bidg., 400 West Madison Street, Chicago 6, Ill. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Marion Tool Appoints 
Two Representatives 


Marion Tool Corp., Marion, 
Ind., has announced two new 
appointments of representa- 
tives to handle the firm’s line 
of tools. Harvey D. Rush 
& Sons, 4638 Mill Creek, 
Kansas City 2, Mo., has been 
named in Missouri, Kansas, 
Oklahoma, Iowa, Nebraska, 
Minnesota, all of Wisconsin 
except Milwaukee, and Quin- 
¢y and Peoria, Ill. Francis 
P. Regan, 28 Thistle Ave., 
Milton 86, Mass., has been 
appointed to represent the 
company in New England. 





Kay Tite Names Delaney 

To Call on Wholesalers 
Lou A. Delaney, 9 S. Clin- 

ton St., Chicago 6, IIl., has 


been named representative 
for Kay Tite Co., 10 White 


St., West Orange, N. J. Mr. 
Delaney will call on whole- 
salers only in the states of 


Illinois, Indiana, Michigan, 
Ohio, Wisconsin, Minnesota, 
Iowa, Nebraska, Missouri, 


and Kansas. 





W. Bert McDonough Co., 
Inc., 1201 San Marco Blvd., 
Jacksonville 7, Fla., has been 
appointed manufacturers rep- 
resentative for Langtot, Inc., 
32 E. Fourth St., New York, 
N. Y., maker of Trimower, 
a utility garden tool. The 
McDonough firm will cover 
Virginia, North and South 
Carolina, Georgia, Alabama, 
Mississippi, Tennessee, east- 
ern Kentucky, part of West 
Virginia, and Florida. Also 
named to represent Trimower 
is The Bender Co., Buffalo, 
N. Y., covering New York 
state and Ohio. 


News of the Trade 





New sales representatives 
have been named for the 
Pioneer Rubber Co., Willard, 
Ohio, maker of household 
products and toys. The Rand 
Sales Co., 972 Broad St., 
Newark, N. J., now covers 


New Jersey, Washington, 
D. C., Delaware, eastern 
New York, Pennsylvania, 


Maryland, Virginia, north- 
eastern North Carolina, and 
West Virginia. Hynes Sales 
Co., Inc., 121 Brevard Ct., 
Charlotte, N. C., handles the 
firm’s lines in Alabama, 
Georgia, South Carolina, 
Florida, southwestern North 
Carolina, western Virginia, 
eastern Kentucky and Ten- 
nessee. Adams Bros. Brok- 
erage Co., 4154 E. 17 Ave., 
Denver 6, Colo., has been 
named for Montana, Wyo- 
ming, Colorado, western Ne- 
braska and New Mexico. 





Unger & Newbert, 20 Ches- 
ter St., Arlington 74, Mass., 
has been appointed New 
England representative for 
Embree Mfg. Co., Elizabeth 
4, N. J. The firm will handle 
all Embree products. 






























Mit-Shel Co. Makes New 
Sales Appointments 


The Mit-Shel Co., Quincy, 
Ill., has announced the ap- 
pointment of the new sales 
agency of Thompson & 
Thompson to represent the 
firm’s line of minnow buck- 
ets in Wisconsin, Minnesota, 
upper Michigan and the Da- 
kotas. Brett Osborne, who 
has joined forces with Lam 
berton & Ross., 407 Security 
Bldg., St. Louis 2, Mo., will 
represent the firm in Indi- 
ana, Ohio and_ southern 
Michigan. Lamberton & Ross 
are the present Mit-Shel rep- 
resentatives in Illinois, Iowa, 
Missouri, Kansas and Ne- 
braska. 


N. B. Spurgeon Co., 20 N. 
Wacker Dr., Chicago, IIL, 
has been appointed exclusive 
distributor for Wahl Prod- 
ucts, Inc., Eau Claire, Wis. 
The Spurgeon firm will 
handle the firm’s “Sports- 
Craft” Home Seal Caulking 
Compound and _ Visi-Tube 
Outboard Motor Shear Pin 
kits in 13 mid-western states. 








Henri Marc Elected President of American 
Pad; Two Vice-Presidents are Also Named 


The election of Henri M. 
Marc as president of Amer- 
ican Pad & Textile Co., 
Greenfield, Ohio, was an- 
nounced at a recent meeting 
of the board of directors. 
Ned C. Herrold was elected 
vice-president in charge of 
sales, and Donald W. Hindes 
became vice-president in 


charge of manufacturing. 
Russell Kerr was named 
treasurer. 


Mr. Marc has been with 
American Pad for the past 





HENRI M. MARC 


four years. He held the posi- 
tion of vice-president, and 
conducted the company’s re- 


- OEY 








NED C. HERROLD 


search program developing 
new products. He started 
his career with the Mellon 
Institute of Industrial Re- 
search, then spent 15 years 
as assistant director of re- 
search for the Philip Carey 
Mfg. Co. He later served 
with C. J. Tagliabue Mfg. 
Co. as assistant general man- 
ager and research director. 


Mr. Herrold has been gen- 
eral sales manager for Am- 
erican Pad since 1946. Mr. 
Hindes joined the company 
in 1939, returning as works 
manager in 1946 after four 
yearsinthe Army. Mr. Kerr, 
assistant treasurer since 
1946, has béen with the com- 
pany for a number of years. 





Wesco-Detroit Lists 
Sales Appointments 


Five new sales appoint- 
ments have been announced 
by Westinghouse Electric 
Supply Co. in Detroit, Mich. 
P. R. Heitmeyer, former 
branch sales promotion man- 
ager, has been appointed 
Detroit consumer product 
manager. Alfred Burke, pre- 
viously product sales spec- 
cialist, was named Detroit 
consumer product sales pro- 
motion manager. G. R. Fil- 
son, Toledo consumer product 
manager, was appointed dis- 
trict appliance _ specialties 
manager. E. V. O’Hara, De- 
troit consumer product man- 
ager, became district radio- 
television sales manager, and 
Alfred Brown was appointed 
Toledo consumer product 
manger. 
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John Lucas Co. Ends 
Biggest Sales Year 


Announcing that John 
Lucas & Co., Inc., Philadel- 
phia, Pa., had just completed 
the greatest year in sales in 
the paint firm’s 102-year his- 
tory, William J. Jenkins, 
president, commended sales- 
men attending the company’s 
annual sales convention at 
the Bellevue-Stratford, Phil- 
adelphia, Oct. 1-3. Over 100 
executives and salesmen at- 
tended the three-day meeting 
to see and hear a presenta- 
tion of the Lucas 1952 sales 
and advertising campaign. 

Mr. Jenkins opened the 
convention with a short wel- 
coming address, and Ralph 
Harter, general sales man- 
ager, conducted the sales 
meetings. Harold F. Lee, ad- 
vertising director, presented 
the merchandising and ad- 
vertising campaign for 1952. 





Owen Named Advertising 
Head of Rockwell Tools 

Samuel P. Owen, has re- 
cently been appointed adver- 


tising manager of Rockwell 
Tools, Inc., Columbus, Ohio. 
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MOLTEN-WELDING 
mokes the 2 metals 
INSEPARABLE 


steel core 
provides strength 


Here’s a fast moving, steady selling item that is a con- 
sistent money maker for you. Copperweld Household 
Wire is ideal for many jobs around the home, garden, 
workshop and garage. Once customers use this strong, 
pliable, bright, non-rusting wire, they buy it repeatedly. 
No other wire has all these sales features. For quick sales 
and good profits put these colorful cards and cartons 
displaying Copperweld Household Wire on your counter. 
Order a stock today. 


HOUSEHOLD WIRE CARD 
Each 25-ft. or 75-ft. coil is mounted 
on an attractive blue and orange 
card. Packed a dozen of one size 
in a carton—6 cartons to a shipe 
Ping container. 





COUNTER DISPLAY BOX 


This convenient and colorful dis- 
play box contains twenty-four 
coils of assorted sizes—one box to 
a corrugated shipping container. 


COPPERWELD STEEL COMPANY, Glassport, Pa, 
SALES OFFICES IN PRINCIPAL CITIES 










STUDIO DECALS 
ALPHABET and 
NUMERALS . 

have many uses in 
home, farm, factory 
and school. Made of 
finest decal paints 
for inside or out- 
side use. Sturdy dis- 
play box comes in 
2 size assortments, 
6 or 12 each. Refill 
orders accepted 
after purchase of 
original display. 
Sizes: 2”, 1”, 2”, 
2, 34". 

STUDIO STENCILS — ALPHABET and NUMERALS. . . for making 
signs, house numbers, for marking farm and military equipment, 
school work and hundreds of other uses. Available in 1”, 112”, 
2”, 22", 3”, 4”. Boxed to sell from 90c to $1.80 retail. 


WRITE FOR PRICE LIST. ALSO ASK FOR DECORATIVE 
BORDER AND TEXTILE STENCIL LITERATURE. 











1074 So. La Cienega Blvd 
Los Angeles 35, Calif 


MARTIN ICRASED co. 
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y to sell EAGLE oilers” 


aii \ ! / / ; 
\There's'on EAGLE 
\ for every oiling job! 
\ ) | 















Eagle Oilers are steadily moving, day 
in, day out—profit building items with 
widespread acceptance. Lead with the 
Leader. 


Eagle offers the complete line — 
spring bottom, hydraulic pump and 
pistol grip pump types—with straight, 
angle and flexible spouts—to meet the 
lubrication needs of every field. 
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KEEP THINGS : Attractive counter dis- | 
Wy RUNNING SMOOTHLY y play cartons help to mer- ! 
mh OIL WITH v-¥,"fa it chandise and sell Eagle ; 
’ OILER! 1 Oilers for you. Order , 
EAGLE * from your jobber. 
' ” 1 " 
MANUFACTURING COMPANY 
WELLSBURG - WEST VIRGINIA 
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Achorn Named Vice-President of Bach Mfg; 


Other Promotions Have Been Annoanced 


Buch Mfg. Co., 800 S. 
Market St., Elizabethtown, 
Pa., has announced several 


bali 





GEORGE S. ACHORN 


new appointments. George 
S. Achorn has been named 
vice-president of the firm, 





L. E. GARBER 


and L. E. Garber became 
secretary-treasurer. W. W. 
Hoch was named assistant 
sales manager, and W. V. 
Wylie has been appointed 
purchasing manager. 

Mr. Achorn has been with 
Buch since 1949, in the ca- 
pacity of general sales man- 
ager, and is also president 
of the newly-formed Wheel- 
barrow Manufacturers’ In- 
stitute. Mr. Garber joined 





W. W. HOCH 


the firm in 1944. Along with 


his newest duties, he will 
supervise credits and ac- 
counting. 


Mr. Hoch formerly served 
in the sales department of 
National Cash Register Co., 
and Mr. Wylie, formerly pur- 
chasing agent for Penn 
Boiler & Burner Mfg. Corp., 
joined Buch as manager of 
purchases. 








GE Makes Appointments 
In Television Section 


Paul H. Leslie has been 
appointed television sales 
manager of the General Elec- 
tric Co. receiver department, 
Syracuse, N. Y. He succeeds 
David Davis, who has been 
promoted to New York dis- 
trict manager for the depart- 
ment. Joseph A. Kerr has 
been named district manager 
for New Jersey. 

Mr. Leslie joined GE in 
1948, when he became a dis- 
trict representative for the 
receiver department, and in 
1950 was advanced to district 
manager in the Detroit area. 
He was formerly associated 
with Goodyear Tire & Rub- 
ber Co. 


Mr. Davis handled radio 
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and television for 12 years 
before joining GE in 1950. 
Mr. Kerr has been a radio 
specialist for the GE Supply 
Corp. since 1929, and has 
held various sales positions 
in the electronic tube and 
radio and television receiver 
fields for the company. 





Reports 10 Million Glass 
Fishing Rods in Use 


Nearly 10 million “glass” 
fishing rods are now in use, 
it was estimated by Ralph 
Perkins, Jr., manager of 
Reinforced Plastics sales, 
Owens-Corning Fiberglas 
Corp., 16 E. 56th St., New 
York 22, N. Y., at an open 
house for 40 fishing rod man- 
ufacturers recently. 

Mr. Perkins discussed the 


News of the Trade 








substantial growth of Fiber- 
glas-reinforced plastic rods, 
since their inception five 
years ago, saying that this 
relatively new material can 
be precisely engineered. Com- 
bining high strength, dimen- 
sional stability, low weight 
and resistance to weathering, 
the Fiberglas-plastic combi- 
nation makes possible the de- 
sign of fishing rods having 
the desired degrees of flex and 
rigidity from handle to tip. 
Mr. Perkins also spoke of the 
recent development by 
Owens-Corning Fiberglas of 
a new finish treatment that 
will assure a more uniform 
bonding between resin and 
the fibrous glass. 





Name Assistant to E. L. 
Bruce Co. President 


James B. Wiseman has 
been appointed assistant to 
the president of E. L. Bruce 
Co., Memphis 1, Tenn. 

Mr. Wiseman has. been 
with Bruce since 1938, and 
for the past five years has 
been manager of the indus- 
trial relations division. He 
has also been a member of 
the executive committee, wood 
products section, of the Na- 
tional Safety Council, since 
1947. 


Hotpoint Names Manager 
Of Product Planning 


John F, Carroll has been 
promoted to the position of 
manager of product planning 
of Hotpoint, Inc., 5600 W. 
Taylor St., Chicago 44, Ill. 

Mr. Carroll joined Hot- 
point after the war as a com- 
mercial engineer, specializ- 
ing in refrigerators and 
freezers. Later positions 
with the company included 
assistant to the manager of 
home laundry sales, product 
manager of refrigerators and 
freezers, home laundry prod- 
uct manager, and range 
product manager. Most re 
cently he served as a con- 
pany coordinator dealing 
with the NPA. Mr. Carroll's 
new responsibilities include 
adapting engineering, pric- 
ing, and introduction of 
products to meet competitive 
marketing needs, in keeping 
with the sales programs on 
the company’s electric appli- 
ances for complete kitchens 
and home laundries. 





Castelli Co. Moves 


The F. C. Castelli Co., Erie 
& F Sts., Philadelphia 34, 
Pa., manufacturer of metal 
toys and fabricated metal 
products, will move to Cott- 
man & Edmund Sts. 








Executives Play Ball at Cory Picnic 





At the recent annual picnic held by Cory Corp., 221 N. 
La Salle St., Chicago 1, Ill., various Cory executives turned 
out to try their luck at baseball. Shown here, left to right. 
are: H. Roberts, Cory manufacturing head; H. Hartmann, 
vice-president and general manager of Fresh’nd-Aire Co: 
H. G. Blakeslee, vice-president and general manager, Cory 
Corp.; and E. C. Neuman, vice-president in charge of manu- 


facturing. 
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€ For EXTRA 
Christmas 
Profits! 

4 | > 


ALLIGATOR 
ROYALITE TACKLE BOX 


<} AVULS ( iy AIR BREATHER 


MINNOW BUCKET 








SS 





According to all indications this Christmas 
promises record breaking fishing equip- 
ment sales. 

To stake your claim on these extra profits 
STOCK UP now with plenty of the items 
backed by public demand and year round promotion .. . 
My Buddy Tackle Boxes and Falls City minnow buckets. 





Manufacturing Division 


STRATTON & TERSTEGGE CO., Inc. 


P.O, BOX 1859, LOUISVILLE, KY. 











THE PERFECT CHRISTMAS PROMOTION 


CHROME and KIDDIE SET 


PLASTIC 
TABLE AND TWO CHAIRS 


* Chrome plated legs © Plastic table top $ 50 
© Duran plastic seats and backs 
Kiddie set with big sales-appeal. Qual- 


ity construction; “grown-up” style fea- 

; gray, yellow, red. A sure-fire 
Xmas promotion. Place trial order now ; 
te-order in time for Xmas. P : 


nckaged SUGGESTED 
ble in another. 


RETAIL $27.95 


2 chairs in one carton; ta 
Rr pping weight 30 Ibs.; F.O.B. Buffalo, 


LOGAN MANUFACTURING CO. 


NORTH TONAWANDA, NEW YORK 
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Quallith so beautiful 


it dazzles the eye... 
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_ DIAMOND RINGS 


“ Ay, ines) a 
( ~4 Engagement 
oo ¥ — i Wy. Ring 
‘ = j f ¥, 
| a 


$1425.00 Gy 


Ring 
$165.00 


Yes, every Hallmark “Star of Glory” 
Diamond Ring is a jewel of such 
splendor and quality that its value 
is immediately apparent to all. Each 
center stone is carefully chosen for 
its purity and brilliance. Each setting § Princess 
is designed to accentuate the Ring 
loveliness of the hand that wears it! + $372.50 
Truly, there is no more precious " 
example of the jeweler’s skill and art! 


* Full-cut center diamonds have 
58 sparkling facets! 
* Distinctive, heirloom quality 
settings of 14K yellow or white gold! 


*% Each diamond individually selected Man's Ring 


by diamond experts! $260.00 
* Fully guaranteed by Hallmark! 
Prices start at $55.00 Retail 
ee NATIONALLY ADVERTISED 


Sold Only Through Wholesalers 
Write for Full Details, 
or Ask Your Jobber Salesman! 


Always specify 
“HALLMARK” 

when you want 

the very finest 
+ DIAMOND RINGS , 
PEARLS 


WATCHES 


} 
! 
} 


RING CORPORATION 


Harry Aronson, President 
22 West Madison St., Chicago 2, Ill. 
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Gibson-Homans Appoints 
Two New Salesman 


Edward O. Sinisi and Mark 
C. LaGrange have been ap- 





pointed salesmen for the 
EDWARD 0. SINISI 
Gibson-Homans Co., 2366 


Woodhill Rd., Cleveland 6, 
Ohio, manufacturer of roof 
coatings, caulkings, paints 
and other water-sealing 
products. 
Mr. Sinisi 


was formerly 





MARK C, LA GRANGE 


sales manager for the mid- 
west branch of A. C. Horn 
Co., and other positions he 
has held include vice-presi- 
dent of Structural Water- 
proofing Corp., and_ sales 
manager for the Densol Divi- 
sion of Passonno-Hutcheon 
Co. 

Mr. LaGrange served as a 
sales representative in the 
Automotive Division of Min- 
nesota Mining & Mfg., and 
was in business for himself 
as manufacturers’ represen- 
tative for the DeGreen Sales 
& Service Co. 


Blackstone Appointments 


Jack H. Zink has been 
named Chicago district sales 





manager for Blackstone 
Corp., Jamestown, N. Y., 
252 


manufacturer of household 
washers, dryers and ironers. 
Mr. Zink, succeeding Boyd 
W. Bullock, will cover north- 
ern Illinois, Wisconsin, Min- 
nesota, North Dakota, and 
Indiana with the exception 
of southern counties. 
Blackstone Corp. has also 
announced the appointments 
of new distributors in Cin- 
cinnati, Ohio, and Newark, 
N. J. Oberrecht-Harton Dis- 
tributing Co., Roselawn Cen- 


ter Bldg., Cincinnati, will 
handle southwestern Ohio, 
southeastern Indiana, and 


the northern counties of Ken- 
tucky. H. Schultz & Sons, 
620 Market St., Newark, has 
been named to the northern 
New Jersey territory. 


New Venetian Blind 
Standard Issued 


A new commercial stand- 
ard, covering metal and 
wooden grade “A” Venetian 
blinds, by the National Bu- 
reau of Standards of the 
Department of Commerce, 
will go into effect Oct. 25, 
1951. The new standard, des- 
ignated as CS61-51, super- 
sedes CS61-37, the standard 
of 1937 that applied only to 
wooden-slat blinds, and in- 
cludes specifications for plas- 
tic as well as cotton tapes. 

Mimeographed copies of 
the recommended revision, 
TS-5073, which was mailed 
out in May, may be used by 
industry members until 
printed copies of the new 
standard are available from 
the Government Printing 
Office. 








Offer Hunting Accident’ 
Prevention Posters 


Conservation departments 
of 28 states are co-operating 
this year in the nation-wide 
crusade to reduce hunting 
accidents through the use of 
outdoor posters, available 
from the Sporting Arms and 
Ammunition Manufacturers’ 
Institute, 343 Lexington 
Ave., New York 16, N. Y. 
Leaflets and sound motion 
pictures will also be used to 
dramatize the advantages 
gained by the safe handling 
of firearms. 

The Institute’s series of 
six safety posters costs about 
$4.00 per hundred. The In-' 
stitute shares one-half of; 
that cost, states and groups 
using the posters in quanti- 
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ties absorbing the remaining 
half, plus cost of imprinting 
and transportation charges. 





Sterling Plastics Names 
General Sales Manager 
Robert D. Orde has been 
appointed general sales man- 
ager of Sterling Plastics Cv., 
Union, N. J., producer of 
plastic parts and products. 





Millott Named Sales 
Head for GE Freezers 


Arthur T. Millott has been 
appointed sales manager of 


food freezers for General 
Electric Co., Bridgeport, 
Conn, 

Mr. Millott joined GE’s 


commercial refrigeration de- 
partment at Cleveland in 
1930. In 1935 he began three 
years of service with GE dis- 
tributors, before he started 
work on air conditioning and 
commercial refrigeration dis- 
tribution. 


50th Year Celebrated 
By National Mfg. Co. 


Celebrating its 50th anni- 
versary is National Mfg. Co., 
Sterling, Ill., manufacturer 
of a builders’ hardware line 
of more than 300 products. 
The firm has recently com- 
pleted the latest addition to 
its plant, providing a total 
of 350,000 sq. ft. of floor 
space. 

The company was founded 
in 1901 by W. P. Benson, L. 
A. Bittorf, and H. V. Bittorf, 
and a total of about 15 prod- 
ucts comprised the entire 
line. At that time a week’s 
production only approxi- 
mated the hourly output of 
the firm’s present-day plant. 





Hurst Named Lux Clock 

District Sales Head 
Caleb K. Hurst has been 

named New England sales 


manager for Lux Clock Mfg. 
Co., Waterbury 20, Conn. 








Hotpoint Millionth Water Heater Display 








The new Hotpoint production record has been adapted to 
a point-of-sales display with gold-painted ‘‘one-millionth 
electric water heaters and complete kits of merchandising 
materials. William E. Macke, right, merchandising managet, 
Hotpoint, Inc., 5600 W. Taylor St., Chicago 44, IIl., points 
out the heart-shaped picture of kitchen and laundry lighted 
by a flasher, calling attention to the electric water heater as 
the “heart of your home,” for Edward R. Taylor, Hotpoint s 


vice-president of marketing. 
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50th anni- 
1 Mfg. Co., 
nufacturer 
dware line 
»roducts. 
a — Gathered to study 
. major lines of 
Morely - Murphy 
Hardware Co., 
Green Bay, Wis., 
are 33 officers and 
salesmen. President 
W. S. Stiles is seat- 
ed on the platform, 
and those standing 
. include Bruce Bru- 
entire gess, Union Fork & 

2 a week's Hoe Co., and Rob- 
approxi- ert St. John, More- 

lv-Murphy buyer. 





Benson, L. 
V. Bittorf, 


The entire field force of the P. & F. Corbin Division of the American 

4 Hardware Corp., New Britain, Conn., attended a sales conference 
held at the home office. The American Hardware annual outing and 
a plant tour were included with the sales conference. 


Jacob S. Disston, Jr., Henry Disston & Sons presi- 
dent, presents an engraved hand saw to Andre M. 
Royer, leader of the 100th French Technical As- 
sistance Team, brought to the U. S. under ECA 
2 oi J. Harry LaBrum and Raoul Blondeau 
ook on. 


Arriving at Duval Air- 
port, Montreal, to at- 
tend the recent inaugu- 
ration of the manufac- 
turing plant for Evans 
“White Tape" Steel 
Rules in Canada, is 
David W. Goldman, 
vice-president of Evans 
& Co., Elizabeth, N. J. 
Shown welcoming him 
' | is are George Longval, 

dapted to b : & Michael G. Pierce, H. 

illionth _~ ' B. Stone and J. D. 

handising \ Jospe. 

manager, am 

ll., points 

y lighted F 

heater as Displaying his trophies won as four-time U. S. pro 

casting champ, is Ben Hardesty, newly appointed 

tackle salesman in Detroit and southeast Michigan 

for Shakespeare Co., Kalamazoo, Mich. 


otpoint's 
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JUNIOR LUNCH KIT 


Parents recognize the sturdy quality of 
this enameled metal kit with roomy 
food compartment, complete with half 
pint Vacuum Bottle, plastic cup. 


LADY BETTY 


It’s a lunch-n-bag, a handbag, an over- 
night bag or beach bag. It’s the bag 
with a ) hel uses. Comes complete 
with half pint Vacuum Bottle. 


MASTER OUTING SET 


Complete with grained leatherette car- 
rying case, handsome, durable metai 
sandwich box, two quart size bottles, 
each with four nested cups. 











MOTOR LUNCHEON SET 


Compact roomy travel case. Complete 
service for four—knives, forks, spoons, 





Vie 


HEALTH SCALE 


Low, safe, foot platform with easy-to- 
read ‘‘Mag-Nif-Eye’’ dial gives accur- 


No pressure selling needed - 
just show shoppers Universal 


Vacuum Goods and Housewares 
and they’re sold. Be sure you’re 
stocked with the complete line 
for the Fall and Holiday season. 
Phone or wire today. 


cups, plates, two quart size bottles, ate weight up to 250 lbs. In ivory, green, 
and large tie Ae ma box. white or coral baked enamel finish. 


You seli the BEST with... 












LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 





SPRING 


HINGES 
ARE THE 










x AVAILABLE IN 4 SIZES 
BUTTON TIPS TO FIT ANY SIZE CLOSET 


A 
_ MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 


NO. 29. 
BRIGHT NICKEL FINISH 
PACKED WITH SCREWS 





SIZES AVAILABLE 
No. 10-18’’--Extends 18” to 30” 
No. 10-30"--Extends 30” to 48” A 
No. 10-48’’--Extends 48”’ to 78” wy | 
No. 10-72’’--Extends 72”’ to 108’ Ld \ 


ROCKWOO 


MANUFACTURING CO. 


























ROCKWOOD, PENNA. 
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name that has been the “buy word” among 
Jobbers, Dealers and users of Mop Wringers for 
the past 60 years. 


There's a size and type wooden or galvanized 
pail Mop Wringer in the “EAGLE” line for every 


type of floor cleaning need. * 


Sold by leading Jobbers and Dealers of Hard- 
ware, Janitor Supplies, Housefurnishings, Insti- 
tutional and Industrial Supplies in every section 
of the United States and Canada. 


MANUFACTURED BY 


THE EAGLE WOODENWARE MFG. CO. 


“MOP WRINGER MANUFACTURERS SINCE 1889" 
HAMILTON, OHIO, U.S.A. 
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| aot —— a cal —_ eo 


caulking 








‘directory: 


— Now available... a 
~~ complete directory showing the uses 
= @ and application of caulking compound! And 
... featuring CALBAR Caulking Compound in 26 
jent colors to\match or harmonize with 
ery building material on the market! 
















Exclusive Sales Representative 


Al cradionre Inc., WEBSTER, MASS. 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET - NEW YORK 8, N. Y. 
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character until the buying public 
is induced to part with some of 
its hidden dollars. 

Manufacturers of consumer 
goods are conscious of the heavy 
inventory situation and the back- 
log of consumer savings and it is 
expected that they will start their 
holiday advertising earlier and 
with greater impact than usual, 
in an effort to create demand for 
their products. 

The Dept. of Commerce is now 














The Business Outlook—Markets and Price News 


Heavy Holiday Trade Is Expected 
(Continued from page 14) 


revising its methods for comput- 
ing retail sales and revised totals 
will not be available until about 
Nov. 1. 

Manufacturers are now scratch- 
ing the bottom of the barrel for 
some of the scarce metal they pre- 
viously used in their products but 
it now appears that there is a 
sufficient quantity of finished 
goods to meet the demand for the 
exceptionally big Christmas sell- 
ing season that is expected. 





Sears Issues Biggest 


Christmas Catalog 


Sears, Roebuck & Co. distributed 
the largest Christmas catalog in the 
65 years of its existence, the book 
containing 402 pages and listing 
almost 30,000 family gift items. 
The price range is from 27 cents 
to $1,325. Last year’s holiday edi- 
tion contained 360 pages and car- 
| ried 23,000 items. 
| Seventy-one pages in the book 
are devoted to toys and they com- 
prise the largest section. 


Drop in Prices on 


DuPont Insecticides 


E. I. duPont de Nemours & Co. 
hag announced price reductions on 
two major agricultural insecticides, 
“Marlate” methoxychlor insecti- 
cides and EPN-300 insecticide, an 
organic phosphorous compound. It 
was stated that reductions for the 
various formulations and package 
sizes involved will average about 
11% per cent on the basis of carlot 
deliveries. The price cuts were held 
due to increased sales volume. 


Sample Stock Order 


(Continued from page 14) 


five-month period were as follows: 

Small tools, contractors’ sup- 
plies and agricultural implements 
and steel and heavy hardware, 
down 2.29 pct; 

Automotive accessories and sup- 
plies, down .31 pct; 

Paint, oil and glass, up .39 pet; 

Builders’ hardware, down .10 
pet; ° 

Housewares, up .28 pct; and 

Cutlery, guns, ammunition and 
accessories, athletic equipment, 
bicycles and supplies, and fishing 
tackle, up .34 pct. 

The biggest advance in price be- 
tween Mar. 1, 1942 and Oct. 1, this 
year, was on plumbing, excluding 
enanvlware, which rose 80.04 pct 
on a sample order of 20 items. 

The following list shows the 
increase in prices for the various 
categories from Mar. 1, 1942 to 
Oct. 1, 1951: 


All items (427)....... 63.01 
Small tools, contractors’ 
supplies and agricul- 
tural implements, 
steel and heavy hdwe 67.96 


Plumbing, excluding 
enamelware ..... . 80.04 
Electrical wiring sup- 
ae ae 
Machinery items ...... 37.17 
Automotive accessories, 
SD nceceessess 39.11 
Paints, oil, glass ...... 67.35 
Builders’ hardware.... 73.95 
Housewares .......... 69.80 


Cutlery; guns, ammuni- 
tion and accessories, 
athletic eqpt., bicycles 
and supplies; fishing 
tackle 





By Months 1939 to August 1951 
($000,000 omitted) 


Estimated Sales of Wholesale Hardware Distributors 











Source: Bureau of Census. 


1951 1960 1949 1948 1947 1946 1945 1944 1948 1942 1941 1940 1989 

January.... date oct 160 184 204 185 120 87 72 59 89 55 44 39 
ene 267 173 178 207 191 126 85 82 64 83 52 4] 37 
MU coc ary coe cee, 292 219 222 246 219 141 103 89 73 93 61 49 48 
Agel ..... Raa ie EO a8 os 251 207 204 256 227 154 97 85 74 93 74 55 47 
ERE oe a 231 206 233 216 159 93 86 71 78 77 57 52 
RE EES eR oot 239 243 198 237 202 157 92 89 76 80 77 56 51 
a ae ras 216 272 171 227 200 162 89 82 73 73 79 55 45 
0 See ene ae 246 324 192 248 204 174 96 91 75 74 82 59 50 
Total for 8 months......... 2056 1889 1555 1858 1644 1198 742 676 565 663 557 416 369 
MR oes cys 284 213 253 222 176 97 90 73 73 87 63 60 
nee 288 212 262 254 214 113 94 76 74 91 71 60 
Rae eee 259 197 241 2i2 195 108 89 77 58 80 65 54 
ee eee 253 175 212 211 185 103 82 75 58 82 67 #9 
Total for Year............ 2918 2352 28286 2548 1963 1168 1031 866 926 897 682 = 982 
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Sees Christmas Trade 
5% Above Last Year 


An active holiday season with 
trade perhaps as much as 5 pct 
above volume a year ago was pre- 
dicted by Henry H. Heimann, ex- 
ecutive vice president of the Na- 
tional Association of Credit Men 
in the organization’s monthly busi- 
ness review. 

Merchants were advised to main- 
tain full stocks in view of the pros- 
pect of a brisk holiday trade. 
Scarce supplies of goods for the 
holidays might prove costly in 
terms of lost sales, he warned. 

Some so-called luxury lines, such 
as jewelry, he said, may experience 
a considerably increased distribu- 
tion in the weeks before Christmas. 

He noted that one of the signifi- 
cant credit developments of the 
past few months has been the de- 
mand for loans by farmers. The 
reason, he explained, is that farm- 
ers are operating on a basis requir- 
ing modern farm equipment and 
they have been making short loans 
to supply their needs. 


Retail Trade Sold 
13% More in August 


A 18 pct rise in retail trade in 
August over July was reported by 
the Census Bureau but trade was 
down 10 pct from August, 1950. 

Department store sales showed a 


_ 5 pet drop in August compared with 


the same 1950 month but the total 
rose 20 pct from July to August. 

A 32 pct decline from a year ago 
was reported by household appli- 
ance dealers for August and radio 
store sales were off 28 pct. 

The bureau reported lumber and 
building materials dealers showed 
a7 pet gain in sales from July to 
August but showed a 16 pct drop 
from August, 1950, 

Automobile dealers reported mo- 
tor vehicle sales down 17 pct from 
August, 1950, but up 10 pct com- 
pared with July, 1951. 


Personal Income Again 
Reaches New High 


Another record high was set by 
personal income in August, an- 
nounced the Commerce Dept. The 
month’s total was at an annual rate 
of $254.4 billion, a rise of $2 bil- 
lion over the previous high of 
$252.4 billion set in July. 

Higher farm income and a rise 
in government payrolls was respon- 
sible for the bulk of the rise, it was 
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0. SocLow 
There’s always a jump in Jersey sales when the 


North Wind starts to blow! And brother, that’s when 


your counter full of Jersey Gloves by Boss pays off! 


The sweet part of it is that the Boss line has 


something for everybody—Brown Jersey mittens and 


gloves in all popular styles, plus a full line of fancy 


patterns and colors for children—cowboy cuffs included! 


If you aren’t properly stocked to cash-in right now— 


write your wholesaler or mail the coupon below. 







THE BEST KNOWN NAME IN 


WORK GLOVES 


61ST YEAR - THE BOSS MANUFACTURING COMPANY - KEWANEE, ILLINOIS 


The Boss Manufacturing Company 
Kewanee, Illinois 

Gentlemen: Please send folder on “How to 
Sell More Work Gloves” and samples of 
BOSS newspaper mats, similar to one shown 
here. 


Name 


Address 







City State 


My glove wholesaler 

















stated. Industrial payrolls remained 
steady. 

The annual rate of farm income 
was $600 million over July. Gov- 
ernment payrolls increased $400 
million to touch an annual rate of 
$29.9 billion. Industry wages and 
sales at an annual rate of $141 bil- 
lion were practically unchanged. 


Big Retail Companies 
Sales Up, Profits Down 


Reports of leading retail corpo- 
rations for the first half of 1951 
show in most cases higher dollar 
sales than in the first half of 1950 
but net income was squeezed by in- 
creases in the cost of goods, oper- 
ating expenses and taxes, accord- 
ing to an analysis in the National 
City Bank letter. 

A study of statements now avail- 
able for 53 of the nation’s 100 larg- 
est retailers, including chains, de- 
partment stores and mail order 
houses whose figures for the half 
year ended July 31 were issued in 
September. It shows that sales 
were up 11 pct compared with the 
same 1950 period but that net in- 
come after taxes was 13 pct lower. 
The average net profit margin was 
narrowed from 8 to 2.4 cents per 
dollar of sales. 

The letter said that among the 
22 large department and specialty 
store organizations, 16 had lower 
net income this year, while the 
group total was off 27 pct. Three of 
the four mail order companies also 
had lower earnings. Of the 13 large 
chains other than food, however, 
nine had increases in net income 
this year while the group total was 
up 21 pet. 


Wilson Hopeful About Availability of 
Materials for Consumer Goods in Early 1952 


The possibility that enough 
materials may be available to con- 
sumer goods manufacturers in the 
first quarter of 1952 to maintain 
operations “substantially at fourth 
quarter levels” was seen by De- 
fense Mobilizer Charles E. Wilson. 

He was optimistic on the pros- 
pect of availability of materials, 
provided current bottlenecks in 
the aluminum production program 
are overcome. He appeared con- 
fident this could be accomplished. 

His views were given at a press 
briefing on Mr. Wilson’s third 
quarterly report to President Tru- 
man on progress of the mobiliza- 
tion program. It was noted in the 
report that producers of consumer 
durables had been cut back in the 
fourth quarter to about 60 pct of 
pre-Korean output. Any further 
heavy cuts, he observed, “would 
force many plants to close com- 
pletely at a time when the mili- 
tary program does not require the 
plants nor the manpower.” 

Mr. Wilson’s forecast was not 
in accord with views expressed 
earlier by his top aides. For ex- 
ample, NPA officials had told a 
meeting of home laundry equip- 
ment manufacturers that makers 
of some durable consumer goods, 
such as washing machines, can 
look for new cutbacks in metal 
supplies early next year. 

Such cutbacks could be antici- 
pated, it was said, on account of 
the “mounting needs of the re- 
armament program.” 

Washing machine manufactur- 
ers complained that fourth quar- 


ter aliotments by the NPA had 
already cut them down to an an- 
nual manufacturing rate of 23 
million washing machines. They 
put the country’s “minimum” need 
at 2,971,000 machines annually. 
Even that total, they said, would 
be only 70 pct of the rate at which 
the industry was making washing 
machines in the first half of 1950. 

It was believed NPA was also 
planning cutbacks early next year 
in metal for manufacturers of 
other hard goods, such as automo- 
biles, refrigerators and similar 
products. 

Meanwhile, the prospect of an 
electric housewares shortage for 
the holiday season was seen by 
H. H. Holbrook, director of the 
NPA Consumer Durable Goods 
Division. He also said there was 
a possibility that some of the 
larger appliances might be in 
slightly short supply toward the 
end of this quarter. However, he 
predicted that the big squeeze 
would come early next year when 
he believed there would be short- 
ages of all appliances. 


Television Output 
Rose in August 


Television receiver shipments to 
dealers in the first eight months 
of this year amounted to 2,744,831 
sets, estimated the Radio-Television 
Manufacturers Association. A total 
of 156,015 sets were shipped in 
August, compared with 117,862 in 
July. 





Wholesale Hardware Inventories' 


By Geographic Divisions, for August 1951 





. Number 
Geographic of 
Division Firms 

UNITED STATES TOTAL................] 311 
New England................... 13 
Middle Atlantie...................... 69 
MONEE, ovccccccccesecceseeeves 43 
West North Central..................... 34 
RT 67 
East South Central................. 22 
WIEN CINE, 0. occ cviccscccccececces 30 
EATERS ere rene 10 
I et ibacicricterchccsxsda'ewtdze se 23 





End-of-Month Inventories (Cost) 











Percent Change 
August 1951 vs. Amount (Add 000) 

August July August August July 
1950 1951 1951 1950 1951 
+41 -— 5 $190,924 $135,247 $200, 757 
+31 -1 3,351 2,556 3,391 
+31 —12 20,943 15,985 23,682 
+44 -5 33,461 23, 169 35,165 
+41 — 5 32,824 23,247 34,470 
+39 —4 30,876 22,151 32,320 
+657 — 5 15,796 10,040 16,682 
+36 0 15,741 11,544 15,725 
+27 —2 3,910 ,067 3,983 
+45 -—4 34,022 23, 488 35,339 








Wet’ Supply 
Stock-Sales Ratios: of Inventory 
on Hand* 
August August July August August 
1951 1950 1951 1951 1950 
233 134 278 13.8 7.9 
347 194 379 20.5 il 5 
191 124 255 11.3 7.3 
235 130 295 13.9 f 
265 143 315 15.6 8.4 
7 120 241 12.2 7.1 
216 114 253 12.8 6.7 
235 156 263 13.9 9.2 
274 160 292 16.2 9.4 
261 146 298 15.4 8.6 





1Includes 6 reports received too late to be incorporated in Census Bureau published releases. 

* Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. b 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient oF 
the number of weeks in the month. Sales include direct shipments and consignments business. Weéks’ supply is lower than if ba 


on cost of sales from owned stocks 


ae 
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Sears Will Handle 
More Credit Paper 


Sears, Roebuck & Co. has ar- 
ranged with a group of banks to 
porrow $200,000,000 before Nov. 
15, the funds to be used in connec- 
tion with a change in the com- 
pany’s method of financing custom- 
ers’ installment accounts. 

It was stated the change will not 
affect the way in which the ac- 
counts, amounting to more than 
$500,000,000, are arranged with 
customers. However, there will be 
a change in the handling of-the fi- 
nancing after customers have made 
time purchases. It has been Sears’ 
practice in recent years to sell the 
major part of its time-credit paper 
to commercial banks. Last year the 
banks financed $61,000,000 of the 
installment accounts while the com- 
pany itself handled the remaining 
$157,000,000. By financing a larger 
portion of its accounts with its own 
funds the company will be able to 
make a tax saving, it was pointed 
out. Under the present tax laws it 
is possible to reduce excess profit 
tax liability by issuing new secur- 
ities or by bank borrowing. 


Manufacturer Warns 
Dealers to Watch Stock 


William E. Gundelfinger, presi- 
dent of Dazey Corp., has sent a let- 
ter to more than 3,000 of the com- 
pany’s distributors and dealers 
informing them of the need to 
cover requirements as soon as pos- 
sible, warning that the materials 
situation “is bound to get worse be- 
fore it gets better.” 

Noting that for the past 60 days 
“there has been a terrific letdown 
in volume of general business,” Mr. 
Gundelfinger’s letter stated that 
“we have made a reasonably cure- 
ful check on inventory and stock of 
Dazey products in distributor, as 
well as department store ware- 
houses, and in no case did we find 
our customers overstocked with 
Dazey products.” 


“But we, like everyone else, have 
felt the buyers’ books being closed 
to new items, to say nothing about 
reorders for staple items. Our prob- 
lems, and yours, undoubtedly will 
get progressively worse urfless you 
and other buyers take cognizance 
of the situation and take steps to 
cover your requirements with your 


Products at the earliest possible 
date.” 


He called on dealers “to watch 
your inventory carefully and order 
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WITT CANS have bull-dog toughness and will last 
for years and years under normal abuse. The best 
of materials and workmanship plus a superior 
design guarantee a wearing quality found in no 
other Can. WITT CANS defy all-out destructive 
efforts of heat, food acids, weather, heavy loading 
and rough handling. 


Compare the WITT CAN with any other Can 
on these points... 


STRAIGHT SIDES—assure extra resistance to rough handling. 

DEEP ROLLING CORRUGATIONS—run full length of Can adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 

STRUCTURAL STEEL BANDS—protect top and bottom of Can and act as shock 
absorbers. 

HOT DIP GALVANIZING—a hand process after fabrication, insuring heaviest pos- 


sible rustproofing. : 


PINCH PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting yet easy to remove. 
WITT CANS HAVE THE “‘Right Angle” 


If you want your customers to get more out of a Can in service 
than they put into it in cash, sell WITT CANS—guaranteed to out- 
last 3 to 5 ordinary Cans. 


THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 
Originators of the Corrugated Can” 


Ms 
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Magor’s Eastern Pattern 16 gauge 
scoops are available in three popu- 
lar Brands— Arrow, Bull’s Eye, and 
Gold Target. Their non-splitting,non- 
curling normalized steel blades and 
seasoned ash handles will ring the 
bell with your quality-minded cus- 
tomers... keep them coming back for 
repeat sales and more profits for you. 

To dig into this profitable field 
with the simplified Magor line...sim- 
ply drop a postcard for illustrated 
price list, NOW! 


MAGOR 
CAR CORPORATION 


SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,N.Y. 


FAST 
SELLING 
MAGOR 

BRANDS 


MASTER + POWER - 
BULLS EYE 


DIGWELL - 
* GOLD TARGET 


ARROW 
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well in advance of your needs, be- 
cause with the new existing short- 
ages and more to come, there may 
be a serious delay in filling orders 
in the foreseeable future. 


Retailers’ Stocks 
Lower in August 


Inventories of hardware and 
building materials retailers at the 
end of August amounted to $2,702 
million, compared with $2,760 mil- 
lion at the end of July and $2,073 
million at the end of August 1950, 
the Commerce Dept. reported. On a 
seasonally adjusted basis, the Au- 
gust total was $2,662 million. 

All durable goods retailers had 
inventories of $7,199 million at the 
end of August. This compared with 
$7,501 million in July and $5,406 
million in August, 1950. Season- 
ally adjusted, the August total was 
$7,339 million, as against $7,656 
million in July. 

For housefurnishings retailers 
the adjusted August figure was 
$1,542 million, against $1,626 mil- 
lion in July and $1,214 million in 
August, 1950. The adjusted August 
total was $1,575 million, compared 
with $1,689 million in July. 

Total retail inventories amounted 
to $17,492 million at the end of 
August, compared with $17,458 mil- 
lion a month earlier and $14,796 
million a year earlier. The August 
and July figures, seasonally ad- 
justed, were respectively $17,785 
million and $18,359 million. 

Business inventories amounted to 
$69.7 billion at the end of August, 
an increase of $400 million from 
July. The book value of inventories 
at the end of August, after sea- 
sonal adjustment amounted to $70.6 
billion, a $200 million decline from 


July, which was the first drop in 
book values since July, 1950. 

Total inventories of durables at 
the end of August amounted to 
$40.9 billion, a $400 million rise 
from July and compared with $29.7 
billion at the end of August, 1950. 
Seasonally adjusted, the August 
figure was $41.3 billion, a $600 mil- 
lion rise over July. 


Expects Record Sales 
In Home Furnishings 


Home furnishings sales in the 
fourth quarter will exceed those of 
the record final three months of 
1950 predicted William Howlett, 
president of Nesco, Inc., in address- 
ing the Housewares Club of South- 
ern California. 

He said that his company had 
plenty of merchandise for fall but 
that the squeeze on strategic mate- 
rials would be felt as early as the 
first quarter of 1952. However, he 
said that high inventories may help 
ease the pressure and the success 
the industry has in selling goods 
will also affect the timing of the 
pinch. 

He said that the nation’s retail- 
ers, supported by manufacturers 
and wholesalers will offer the larg- 
est number of attractive holiday 
promotions ever presented. He said 
that it will be necessary for the 
housewares industry to go after the 
volume of available business this 
fall. 

“There must be a record level of 
advertising and promotion to pry 
people loose from their savings,” 
he added. “The new tax bill makes 
it a virtual certainty our profits 
will drop. That means we must in- 
crease our volume.” 





Wholesale Hardware Sales' 


By Geographic Divisions, for August 1951 





| SALES REPORTED 


CUMULATIVE SALES: 





| 
Percent Change 
August 1951 vs. 
Number 
Geographic of August July 
Division Firmss 1950 1951 
UNITED STATES TOTAL...| 385 —19 +12 
rene 18 —27 + 9 
Middle Atlantic.............. 91 —16 +16 
East North Central........... 47 —19 +19 
West North Central......... 39 —22 +13 
South Atlantic............... 70 —19 +11 
East South Central. . . cian 27 —17 +11 
West South Central.......... 46 —13 + 9 
Mountain...... Otie Menem 13 —29 0 
NS ilexcscresiaspeesscce 34 —19 +8 











| 





Amount (Add 000) January- January- 
August August 

August August July 1951 1950 Percent 

1951 1950 1951 (Add 000) (Add 000) Change 
$96,409 $118,750 $85,992 | $783,724 $651,093 +20 
1,257 1,728 1,149 11,286 9,523 + 19 
13,098 15, 11,300 115 566 90 688 t 27 
15,436 19, 12,960 124 758 108 346 +15 
14,754 18,876 13,079 122 440 108930 +12 
15,241 18,781 13,670 124 528 101.286 + 23 
8,147 9,856 7,348 57,273 48,595 +18 
9,751 11,235 8,958 76,620 64.869 +18 
2,687 3,775 2,691 21,650 19.347 12 
16,038 19,830 14,837 129,603 99,509 +30 





Includes 7 establishments received too late to be incorporated in Census Bureau 


published releases. 


2 Includes reports received too late for inclusion in previous monthly totals. 
3 Number does not apply in all cases to the cumulative figures. 
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Production Index 
Again Shows a Rise 


President Truman’s Council of 
Economic Advisers reported that 
the index of industrial production 
showed a slight rise in September. 
The council stated that the Federal 
Reserve Board’s index rose from 
918 in August to 220 in September. 

The Reserve Board iself had 
predicted that output would remain 
at the same level in September as 
in August. In any event production 
did not reach the previcus peace- 
time peak set last spring when the 
index touched 223. 

Output of durable goods was put 
at 273 in September, four points 
over the previous month and seven 
points higher than in July. 

In another estimate the council 
said that consumer spending on 
goods and services in the third 
quarter amounted to $204 billicn, a 
rise of $2.3 billion over the previous 
quarter. 


Accounts Receivable 
Rose 1% in August 


Household appliance store instal- 
ment accounts receivable were up 1 
pet in August, reversing a rather 
steady declining trend in recent 
months, the Federal Reserve Board 
reported. Instalment balances on 
Aug. 31 were about 9 pct lower 
than on the same date last year. 

Instalment accounts outstanding 
at furniture stores showed a slight 
rise in August, also in contrast to 
a downward movement for the first 
seven months of this year. At the 
end of the month the total was 
about 14 pet under the level of the 
same time last year. 


Refrigerator Stocks 
To Be Low in 1952 


A shortage of refrigerators in 
late spring of 1952 which wiil like- 
ly become serious later in the year, 
is forecast by W. A. Blees, general 
sales manager of the Crosley di- 
vision and vice president of Avco 
Mfg. Co. He said that the start of 
the normal refrigerator sales sea- 
son would be taken care of by a 
high inventory carryover from this 
year and slow retail sales. 

The serious shortage will develop, 
he said, because manufacturers will 
be unable to produce enough. Cros- 
ley, he said, in the first six mouths 
of 1952 will produce less than one- 
third of what it produced in 1951 
during the same period if antici- 


Well over a half century of experi- 
ence is in back of Lansing Wheel- 
barrows. They are rugged, durable 
and correctly designed. Over 30 
models, with numerous styles, pro- 
vide a suitable barrow for every 
purpose. The two models illustrated 
are popular for general farm, home 
and construction use. Stock them 
now — they'll sell as well as a 
light garden barrow, yet will give 
better service and pay a higher 
unit profit. 


ANSING CO. 





hs 
LANCO MATERIAL HANDLING EQUIPMENT LANSING, MICHIGAN 
ASK YOUR WHOLESALER OR: WRITE FOR INFORMATION 


























McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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locking device; oil-tem- 
| pered steel blade grad- 
"snap" 


luated for 


| balance. 
on the market! 


at once! 





5221 Highland Ave., 


INCLUDING TAX 


| Formed steel detachable 
offset handle with turned’ 
knurled wood grip and 
| forward grip and reel 


The fastest selling rod 


Write for Bulletin 


)< 


A Detachable 
Handle Rod At 


and 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., 
Niagara Falls, 








INC. 
N. Y. 
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KEENER 

FINISH 
Saw filers we’ve aa 
recently contacted * 
again tell us that psa} 
once they try a 2 
HELLER Saw 
File, they’re sold SHELLING 
for good. They re- RIGHT 
fuse to accept any- TEMPER 
thing else. 





Why? Because a 
few strokes with a 
Heller proves that no other 
file can leave such a smooth, 
sleek, keen finish on the saw 
teeth. None but a Heller bites 
so clean or so quick. Or cuts 
so easy! 


No Other Saw File 
Has All These Features 


Precision milling of the 
blank, uniform tooth struc- 
ture, advanced edge design 
minimizing breakage or shell- 
ing, exacting accuracy in tex- 
ture and cut, the right temper 
that means lasting service 
and more effective filing — 
} these and other features put 
a Heller Saw File in a class 
by itself. 
Send for full information 
on these quick-selling files. 
Lengths 4” to 8” in regular 
taper, slim, extra slim and 
double extra slim. 






















Ask also about our complete line of 
Hammers; Masterenches; Scrapers; 
Trowels and othet quality tools. 






Users report 


HELLER SAW FILES 
$O superior... 


they refuse substitutes 












WHITE TANG | 





pated restrictions become a reality. 
If this low level of output develops, 
he said the company likely would 
limit its production to a few models 
in order to cut costs. 


Mail Order Business 
Off in September 


September sales of leading mail 
order houses generally were off 
from a year ago. In the case of 
those with retail stores, the fact 
that there was one less shopping 
day than in September, 1950, was 
offered as a partial explanation of 
the decline. Sales of some variety 
chains showed an increase over 
September, 1950, however. 

The sales of Sears, Roebuck & 
Co. for the first eight months of 
its fiscal year set a new high and 
represented a 2.8 pct gain over the 
same period last year. 

Sales of leading mail order and 
chains follow: 


Sears, Roebuck & Co. 


1951 1950 % Change 
Sept. $287,404,742 $244,008,186 —2.7 
8 months 
ended 
Sept. 80 1,726,290,874 1,679,181,078  +2.8 
Montgomery Ward & Co. 
Sept. $100,873,059 $118,429,642 —11.1 
8 months 
ended 
Sept. 30 740,211,899 769,242,538 —3.8 
Butler Bros. 

Sept. $10,841,698 $13,058,106 —16.9 
9 months 85,354,278 87,928,230 —2.9 
Western Auto Supply Co. 

Sept. $13,105,000 $14,237,000 —8.0 
9 months 116,546,000 114,285,000 -+32.0 
F. W. Woolworth & Co, 

Sept. $52,806,608 $50,370,765 +48 
9 months 452,062,768 414,612,112 -+9.0 


Early October Trade 
Was Slightly Higher 


Retail trade during the first 
weeks of October continued to be 
very slightly above the level of a 
year ago, Dun & Bradstreet, Inc., 
reported. However, the actual vol- 
ume of goods sold was off about 5 
pet from a year ago. As in recent 
months, it was stated that shoppers 
spent a smaller share of their in- 
comes on durables than in the same 
1950 period. 


Aldens' Catalog 
Shows Price Cuts 


The Christmas flyer of Aldens, 
Inc., Chicago mail order house, con- 
tains 86 reductions in price from 
identical items in the 1950 Christ- 
mas catalog. A 17-page section on 





( Here's the one that 
WON'T SURINK 
This modetn plastic in 
powder form makes 
lasting repairs in tile, 
weed ef plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 










WILL NOT SHRINK 
STICKS ANO STAYS pyT 
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Most dealers rt: 
“Our sales of Dur. 
ae 7 - yd 
ater Putty 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
you by far the 



















this | 
, yourself, and you'll quickly 











see why it sells so fast, and repeats so regu- 
larly. Man materials may shrink 
fall out or off. Durham’s Rock-Har 
Water Putty not shrink. Absolutely 










not. It sticks and stays put. You can saw or 
chisel —— or polish it to a velvet smooth 
finish. Easy to wse. Keeps i . So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 



































Make an Extra Profit on 
Grainger’s Lower Prices 


Sales-Making 8 Saw 
For the Price Minded 

















Sells on low price — stays sold on per- 
formance. Big shop, factory, home and 
farm market. Lists at $21.45. Dayton 
Brand. Uses 8” blade, makes 254” cut. 
14 x 18” steel table tilts 45°. Accurate, 
removable fence. Husky bearings. 
Blade guard. Precision built. Requires 
1/3 HP, 1725 RPM motor and blade. 
Get sample from nearby warehouse. 
AN G 

GR WHOLESALE CATALO 

eta Request on Letterhead 

w.W.GRAINGER 


—————__—___—_——_ INC. 
43 WAREHOUSES — COAST -TO-COAST 
GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 








toys is included. 
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Home Building Down 
Slightly in September 


September construction activity 
was off slightly as a result of re- 
strictions and materials shortages, 
the Commerce Department’s Build- 
ing Materials Division and the Bu- 
reau of Labor Statistics reported 
jointly. 

Total value of new construction 
put in place September amounted 
to over $2.8 billion, 1 pct below the 
totals for August and for Septem- 
ber, 1950. 

Private home building in Sep- 
tember amounted to $915 million, 
off 2 pet from August and 31 pct 
below a year ago. For the first nine 
months of 1950 total outlays for 
new construction totaled more than 
$22 billion, over $2 billion, or 10 
pet, above the same 1950 period. 


Sharp Decline in 
Gas-Fired Heat Units 


August shipments by manufac- 
turers of gas-fired central heating 
equipment, including boilers, fur- 
naces and conversion’ burners, 
amounted to 52,400 units, compared 
with 147,900 in the same month of 
1950. For the first eight months 
of this year shipments totaled 389,- 
300 units, as against 670,600 in the 
same 1950 period. 

Installations of oil-fired burners 
in the first eight months totaled 
367,000 units, compared with 464,- 
200 a year ago. 


Heating Equipment 
Shipments Lower 


Shipments of most major types 
of non-electric heating and cook- 
ing equipment in July, except do- 
mestic heating stoves and ftoor 
and wall furnaces, were off from 
June shipments, according to the 
Commerce Department’s Census 
Bureau. 

The number of domestic heat- 
ing stoves shipped increased 
sharply, while floor and wall fur- 
nace shipments gained more mod- 
erately. Factory shipments of 
water heaters and range boilers 
dropped substantially and all 
other types of non-electric heat- 
ing and cooking equipment 
dropped more moderately. 

Value of July shipments of do- 
mestic cooking stoves was $11,199 
thousand, compared with $12,199 
thousand in June. For water heat- 
ers the July total was $6,733 thou- 
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THAT SHARON 
REFILLABLE ASSORTMENTS 










PROOF POSITIVE 





“Reversible,” “Standard” and “Ideal” types, 
in all sizes. Jaws are drop forged from spe 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are preof-tested to 
2/3 catalog strength (1,200 Ib. to 40,000 
lb.). “Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and forged-in chain guides. The 
“Ideal” Tongs have G shaped 
teeth for a sure grip en irregular 
shapes——fittings, etc. 


TRONG BROS. TOOL CO. 


“The Tool Holder People” 


5314 W. ARMSTRONG AVENUE * CHICAGO 30, ILL 











ph 
Shave Bott wl Soréu! Co. 


BOSTON 10, MASS. 

















The ss 

Looking for ways to cut your costs? Then look to the Oster 
No. 502’Pipe Master.” This complete power pipe machine 
takes over all the hard work of threading, cutting-off, and 
reaming pipe. Time saved means less cost on every pipe job. 


Equipped with the exclusive “Auto-Grip” 
(automatic gripping front chuck) the Oster 
“Pipe Master” is the most complete machine 
> of its type on the market—yet costs no more 
| than less complete threaders! 

Standard range 4” to 2” pipe. Extra range 
%” pipe. Range with drive shaft 212” to 
8” pipe. Bolt range 4%” to 12”. 






J] THE OSTER MANUFACTURING COMPANY 
2028 EAST Gist STREET « CLEVELAND 3, OHIO, U.S.A. 
O. K. Oster—send me all the facts on the Oster No. 
502 ‘Pipe Master.” 

(Attach this to your letterhead or a postcard, fill 
in your name, company name and address and mail 
to ‘‘Oster.’’) 






GET THE 
WHOLE STORY 
IN THE OSTER 
CATALOG 
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It pays to look 
into the future! 


You don’t have to be a crystal-gazer 
to see a profitable future in Bassick 
products...if you’re a Bassick dealer. 

For you’re looking at Bassick ad- 
vertising that will continue to run fre- 
quently in THE SATURDAY EVENING 
POST ... despite today’s shortages. 

Which means that Bassick will be 
the brand of casters and rubber- 
cushion glides customers will con- 
tinue to request and buy most readily. 

That’s why it pays to carry the Bas- 
sick line, in any period. THE BASSICK 
COMPANY, Bridgeport 2, Conn. Divi- 
sion of Stewart-War- 
ner Corp. In Canada: 
Bassick Division, 
Stewart-Warner-Ale- 
mite Corp., Ltd., 
Belleville, Ont. 


sEXXY (64 


AAKING MORE KINDS OF CASTERS 






MAKING CASTERS DO MORE 












sand, compared with $8,483 thou- 
sand the month before. 

July shipments of domestic 
heating stoves totaled $7,204 thou- 
sand and in June the total was 





$5,485 thousand. For floor and 
wall furnaces the July total was 
$1,645 thousand while in June 
shipments were valued at $1,492 
thousand. 





Durable Goods Stores Had Marked Drop 
From August 1950; Non-Durables Gained 


August sales of durable goods 
stores totaled $4,050 million, com- 
pared with $3,762 million in July 
and $4,967 million in August, 
1950, the Commerce Dept. an- 
nounced. This was a 20 pct drop 
from a year ago. After seasonal 
adjustment the August total was 
$3,830 million, as against $3,714 
million in July and $4,964 million 
in August, 1950. 

Non-durable sales of $8,065 mil- 
lion represented a 4 pct gain over 
last year. 

For the hardware and building 
materials group, the August total, 
unadjusted, was $1,080 million, 
compared with $1,033 million in 
July and $1,248 million in August, 
1950. On a seasonally adjusted 
basis August sales amounted to 
$995 million; July, 1951, $1,004 
million, and August, 1950, $1,143 
million. 


The automotive group had Au- 
gust sales, unadjusted, of $2,290 
million; July, 1951, $2,152 million, 
and August, 1950, $2,856 million. 
Seasonally adjusted totals for the 
three dates were, respectively: 


$2,155 million; $2,066 million, and 
$2,690 million. The rise of 4 pct 
over July was one of the best 
gains shown by any group, al- 
though almost all lines showed 
month-to-month gains on a sea- 
sonally adjusted basis. 

The home furnishings group 
had an August volume of $600 
million, compared with $505 mil- 
lion in July and $778 million a 
year ago. Seasonally adjusted, the 
August total was $585 million in 
August compared with $548 mil- 
lion in July and $760 million a 
year ago. The 7 pct rise over July 
was the largest registered by any 
group. 

All retail sales in August 
amounted to $12,115 million, com- 
pared with $11,261 million in July 
and $12,737 million a year ago. 
This was a 5 pet drop from a year 
ago. The August total was 2 pct 
over July and slightly above the 
second quarter average. The An- 
gust figure, on a seasonally ad- 
justed basis, amounted to $12,075 
million, as against $11,816 million 
in July and $12,682 million in 
August, 1950. 





Expect Good Sales 
On Floor Coverings 


Optimism over the outlook for 
the smooth-surface floor covering 
industry for the balance of this 
year and for 1952 was expressed by 
Douglas Mann, general sales man- 
ager of Congoleum-Nairn, Inc., in 
an appraisal of the situation. 

He expressed the view that it will 
be a “better-than-average fourth 
quarter because of the four basic 
factors of high employment, high 
wage levels, stored up purchasing 
power in the form of savings and 
a splendid variety of merchandise 
available to the consumer due to the 
virtual non-interference of the na- 
tion’s defense activities with our 
industry.” 

He recalled the heavy piling up 
of inventories in the first quarter. 
The sales pattern of the second and 
third quarters, he said, has basic- 
ally been one of inventory reduc- 
tion at the manufacturing level as 
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well as at each step in the distribut- 
ing system. 

“In six months’ time it is my 
opinion that this job has been well 
done and we expect the fourth 
quarter of 1951 to prove to be the 
most nearly typical quarter, from 
a sales standpoint, of this yea.” 

Mr. Mann stated that the’ outjook 
for 1952 “contemplates no softening 
in the price structure.” 


Fewer Water Systems 
Shipped in July 

July factory shipments of do- 
mestic water systems amounted to 
38,000 units, valued at $3.7 million, 
according to the Census Bureau, 
Dept. of Commerce. This compared 
with 41,912 units in June, a 9 pet 
drop. They were valued at $3.9 mil- 
lion, a 6 pet drop. Jet-pump sys- 
tems accounted for 60 pct of the 
number of units shipped and 61 
pet of the value of all domestic 
water systems shipped in July. 
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Crosley Sponsoring 
American Way Contest | 


The Crosley Division of Avco 
Manufacturing Corp. has an- 
nounced an “American Way” con- 
test involving distribution of more 
than $2 million in cash and mer- 
chandise to winners and their 
chosen churches or charities. 
Prizes in the national contest will 
go to 1,001 entrants. Many thou- 
sands more will win in local con- 
tests to be conducted simultane- 
ously throughout the nation by 
5,000 Crosley dealers. Contestants 
must fill out a brief “true and 
false” quiz on a Crosley product 
and tell in 50 words or less “What 
the American Way of Life Means 
to Me.” 

The list of national prizes is 
topped by a first prize of $10,000. 
Crosley in addition will award 
another $10,000 in cash to the 
church or recognized charity 
named by the first prize winner. | 
The next ten national winners will | 
receive $1,000 each in cash and 
can name the church or charity to 
receive the equal amount from 
Crosley. 


Bermuda Trip Prize 
In Presto Contest 


A $13,900 prize contest is being 
sponsored by National Pressure 
Cooker Co. The contest is tied in 
with its first activity in television 
and is designed to merchandise its 
TV campaign on a dealer level by 
boosting store traffic. Basis of the 
contest is a 25-word fill-in of “It’s 
fun to keep house the Presto way 
because ” Eighty-six prizes 
are to be awarded. First prize 
will be a trip to Bermuda for two. 

The company is undertaking this 
month a _ twice-weekly participa- 
tion on Louise Leslie’s ‘“Home- 
maker’s Exchange” on the CBS net- 
work. The Presto campaign is to 
tun 13 weeks over 18 major CBS 
outlets. 





Plastics Industry 


Closer on Standards 


Vice Admiral G. F. Hussey, IJr., 
Managing director of the American 
Standard Association, informed the 
International Technical Committee 
on Plastics at a meeting in New | 
York that progress is being made 
towards an international agreement 
on standards for the plastics indus- 
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PEERLESS—The Freezer 


with every 
Wanted 
Feature 






cellent profits. 


Write for full particulars, 
models, sizes, prices, etc. 


Outstanding Features of the Peerless 


Peerless features and construction 
appeal to those who prefer to 
make their own ice cream. Easy 
to sell. Year round demand. Ex- 








ASK YOUR JOBBER 














Hold the heads of axet 
hammers, sledges 
mallets, hatchets, 
and other handle- 
type tools. 
Available in a 
complete 
range of 
sizes. 


RadDovwy 


GRADY WEDGES 











Household Scale mode! 1308 


THE PEERLESS FREEZER Co., WINCHENDON, Mass. 


r - 





NEW — MODERN — BEAUTIEUL Counter- 
A Scale that Appeals to Women salesman holds — 
Every housewife will be delighted with this smart | | 36 No. tp oe eee eee 
new scale. Body made of styron plastic in red, Rust - resistant, chip - proof — pound 
yellow, and white; colors that fit the modera | these patented steel wedges into the 


streamlined kitchen. Platform stainless steel. 
Capacity 8 Ibs. by 2 ounces. Special dial 





never come out. 
graduations measures shortening by cups. Kilo) 8008 
graduations for continental cooking recipes. A PRODUCT OF 5 
Order from your jobber K 


HANSON SCALE CO., CHICAGO 22, ILL. Red Devil Tools. 


Makers of household scales since 1888 IRVINGTON 11, N. J., U.S.A 








head of any handle-type tool — they'll 
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Brass or steel escutcheon pins of fine quality...Packed in attrac- 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 Ib. kegs... Stand- 
ard or special sizes...plain or plated finishes...made in special 
metals on request. Special nails, rivets and screws made to order 
...Economy, quality and quick delivery in large or small orders 
-.-WRITE FOR PRICES...We will send quotations promptly...Ask 
fer free Catalog and Decimal Equivalents Chart. 





JOHN HASSALL, INC. + tocnz 


Manufacturers of Cold-Headed Specialties — Established 1850 











ECONOMY GRADE 
TOOL KITS are 

In Demand— 
Their money- 
saving price, 
coupled with 
their good 
quality makes 
sale after sale. 
This ECON- 
OMY Tool Kit 
holds § inter- 
ehange- 
able blades the same as used in the 
popular RX541 assortment. The Two 


Tone handle is of good size and made 
of Slo-Burning material. 


These roll-up type Slotted-Recessed 
Assortment tool kits are very handy 
for mechanics and car and home tool 
users. Light to carry, kit weighs only 
% lb. Packed six to a box. Specify 
stock No. EX541 in ordering. 


Sold by Leading Jobbers 
AMALITE, INC. 


18684 Pitkia Ave., Brooklyn 12, N. Y. 
EE RENEE 
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PECORA 


BRAND 


WEATHERCALK 








Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN (iilustrated). 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


we 





PAINT COMPANY: 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installa 





fons... Sealing Compounds...Glazing Compounds... Stove 
Bulties. .. Roof Coatings... Industrial Paints and Finishes 
* 2 





try. The committee agreed that 
goals of future activities should be 
standardization of nomenclature to 
aid members of the _ industry 
throughout the world understand 
what is meant by a given term and 
development of test methods ap- 
plicable to plastics. 


Higher Prices on Ten 
Crosley Refrigerators 


Prices on the 1952 line of ten re- 
frigerators introduced by the Cros- 
ley divison of Avco Manufacturing 
Corp. are from $5 to $20 higher 
than comparable models in the 1951 
line, with the increases averaging 
about 5 pct. Suggested list prices 
for the new models are from 
$214.95 for a seven cubic foot model 
to $519.95 for a 12 cubic foot model. 

Crosley has double doors for the 
first time as well as separate 
freezer and regular refrigeration 
space at the top of the line. 


Most Rapid Growth 
Shown by Dryers 


The Golden Era of rapid expan- 
sion and high national sales has ar- 
rived for automatic gas clothes 
dryers, F. F. Worth, Bendix Homes 
Appliances, Inc., said at the annual 
convention of the American Gas 
Association in St. Louis. 


He noted that in 1948 gas dryers 
only amounted to 17 pct of all 
dryers sold. So far in 1950 it has 
gone up to 27 pct and he added that 
“those who have studied the advan- 
tages of gas dryers are firmly con- 
vinced that gas dryers should be at 
least 50 pct of the national volume.” 
In 1948 retail volume was $21 mil- 
lion, in 1949, $27 million, in 1950 it 
was $80 million and at the rate it 
is now growing, Mr. Worth said, it 
will reach $130 million this year. 

Gas dryers, he said, should sell in 
much larger volume for four rea- 
sons: Low cost installation ; low cost 
operation, faster drying and more 
prospects. 


He called on gas company execu- 
tives to sponsor a dealer meeting 
when they arrived home “where 
you sell the dealers on the impor- 
tance of gas dryers in their sales 
and profits for years to come.” 

“And, most important of all, 
work out plans for getting gas 
dryers hooked up on the dealers’ 
floor and in their homes.” 

The belief that a good many 
sales of gas dryers are “being lost 
simply because the retail presenta- 
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tion on a gas clothes dryer is being 
patterned along the same lines as 
that of a gas range, refrigerator 
or water heater,” was expressed by 
D. C. McDermand, of the Hamilton 
Manufacturing Co. 

“The automatic gas clothes 
dryer,” he stated, “is a specialty 
item, and requires definite special- 
ty selling methods. This product 
lacks the evolution and develop- 
ment background that is common 
to any other home appliance on the 
market today. 

“It has been pointed out that the 
gas clothes dryers are in competi- 
tion with products which have be- 
hind them tremendous national pro- 
motion and million dollar advertis- 
ing programs. The best place to 
meet this competition is at the re- 
tail level. It can be done if we pos- 
sess what I consider the greatest 
single characteristic necessary to 
sell the automatic gas clothes dryer 
—enthusiasm.” 


Paint Sales Have 
Been High This Year 


Trade sales of paint, varnish and 
lacquer totaled $50,115,808 in July, 
compared with $55,651,215 in June, 
and $56,848,827 in July, 1950, the 
Census Bureau of the Commerce 
Dept. reported. Trade sales for the 
first seven months of 1951 totaled 
$392,260,846, as against $350,981,- 
7176 in the same period a year ago. 


Fewer Retail Failures 
Than a Year Ago 


Retail failures totaled 54 in the 
week ended Oct. 11 from 64 in the 
preceding week. Total commercial 
and business industrial failures 
dipped to 126 from 1338 in the pre- 
vious week, Dun & Bradstreet, Inc., 
reported. It was the fourth con- 
secutive week to show a drop. The 
total compared with 188 in the 
same week a year ago. 


Supply of Batteries 


Expected to Decrease 


New batteries of all kinds, par- 
ticularly storage batteries, will be- 
come increasingly tight over the 
coming years. Lead supplies are 
becoming so critical that a new 
order may have to be issued which 
will standardize battery produc- 
tion. 

Available supplies of primary 
lead this year will fall short of 
1950 consumption rates by from 
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% ALLIGATOR 


BELT ** ¢ LACING | 











1 10 packages of a single size 

to the “E” carton. 

2 Each package is a complete 
sales unit, 


Contains one set of lacing, hinge 
3 and gauge pins for 12” of belting 
width, 


Order Cartons From Your Jobber — Ask for Bulletin A-60 


FLEXIBLE STEEL LACING Co., 4616 Lexington $t., Chicago 44, Of. 


4 Five popular sizes 
—Nos, 15, 20, r+ 27, 35, 


x Eliminates breaking of 


standard boxes, 








| ECONOMY PACKAGES 
in “‘E’ CARTONS 





“JUST A 
HAMMER 
APPLY 


TO 











Necuithune Bir 
NAMES IN 


<n NETTING... 


— ~ a 
Se ge ee 


VU. $. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 
Weave. 
pourtry WETTING 


son 


<7 
w 


U. S. STRAITLOK — 
The Original 
Straight-Line 
Poultry Netting 
Woven Like 
Form Fence 


s? 
~ 


U.$.4IN1T— 
The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


olvanized before 
or golvanized afte 


weaving 


INDIANA 
STCCL & WIRE CO 
wuNce arr 

















rodenticide that's full 
ban all rats and mice. 
your customers. 





sent free, 


DEPENDABLE 





SINCE 1921 





Most Effective RAT and 
Mouse KILLER Known 


Feature BANARAT, the pioneer warfarin 
guaranteed to 
‘s sure to please 


tr 


IN 2 FORMS: 


New! BANARAT BITS 
ready-to-use death deal- 
ing pellets; also home 
size for mice. 
BANARAT PREMIX a 
concentrate your custo- 
mers mix with any pre- 
ferred bait. 


Localized National Advertising 
Powerful, continuous advertising that's 
read by your customers in their favorite 
local publications, Merchandising helps 


Order From 
Your Wholesaler 


There are dozens of war- 
farin products but only 
one BANARAT. Insist on 
it from your jobber or 
write AmericanScientilic 
Laboratories, Madison 1, 
Wisconsin. 
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SANTA SAYS: 
= “GET SET FOR 
SURE-FIRE 
PROFITS!” 






DADO SAWING WASHERS 


Be sure you can handle the big Christmas 
demand for this best seller with a popu- 
lar price and tremendous appeal. Retails 
at just $4.95—makes smooth dados, (in 
40 different widths) quickly and easily 
with regular saw blade! Warren national 
advertising reaches 16 million people— 
it’s the “best seller” in the field! 


SEND TODAY FOR TRIAL ORDER! 


Send for just 6 sets at your dealer’s dis- 
count of 3314%-—receive absolutely free 
colorful working counter display and 
descriptive literature! 


WARREN DADO SAWING WASHERS CO. 
DEPT. 111, 70 MEDBURY, DETROIT 2, MICH. 








A PROTECTIVE COATING 
Ileus! AT A PRICE 
® ANYONE CAN AFFORD! 


KEEPS METALS BRIGHT 
WITHOUT POLISHING 
aa \ 


Y/Y 
7 — —Preserves Metal 
x% Lustre for Years! 


“Bat 

eS Used on sterling, silver 
plate, chromeware, auto 

" chrome, brass, copper, 


) etc. There are 
7 thousands of other 
uses in Home, Gar- 
“\s “ age, and Industry. 
Easy to apply with 
attached handy 
ef dauber. Dries in 15 
NY minutes. 





FREE! 


Self-selling counter 
display holds one 
dozen bottles TECT 
ee Coating. 
A fast moving year 
‘round profit maker! Sy RETAILS 
Order through your Jobber 
today. Or write direct for 

further details. 


AT 
69: 
A PRODUCT OF 


TECT, INC. ENncLEwoon, N. J. 
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20 to 25 pct. This means that bat- 
tery producers will in the end fall 
short of 1951 requirements by 
about 300,000 tons. 

The outlook for 1952 is no better 
unless imports can be stepped up. 


Yale & Towne Head | 
Notes Copper Dearth 


Consumers must be made more 
fully aware of the severity of the 
critical copper shortage and the 
need to accept substitute metals, 
Gilbert W. Chapman, president of 
The Yale & Towne Mfg. Co., said 
in a statement urging “the re- 
doubling of the effort to arouse 
a greater public understanding of 
the true depth and duration of 
the base metals situation in our 
country. 

“Buyers’ resistance to products 
made of substitute metals has 
been encountered,” Mr. Chapman 
said, “because consumers continue 
to hope that copper and copper 
base alloys will soon be in abun- 
dance again. 

“Consumers throughout the 
country should be made more ful- 
ly aware of the real severity of 
copper shortage,” Mr. Chapman 
declared. “It seems to me that 
there must be a redoubling of the 
effort to arouse in the public mind 
a full understanding of the depth 
and duration of our country’s sit- 
uation regarding this critical 
metal. 

“Many of the products that we 
expect to be in high demand have 
historically been made of copper 
alloys,” Mr. Chapman continued, 
“but if the copper crisis continues 
to worsen, steel and other metals 
will have to be used for some of 
these products.” 


September Sales Off | 
In Large Retail Stores 


The sales of large retail hard- | 
ware stores in September were | 
even with August sales, accord- | 
ing to the Dept. of Commerce. 
Sales were 4 pct lower than in the 
same month of last year. 

The national average for large 
retail stores of all kinds was 2 
pet lower than in August, and 9 
pct lower than in September, 1950. 

The greatest improvement from 
August to September was in the 
soft goods and the department 
store fields. Auto dealers’ sales 
were off 10 pct from August. 
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For Keys and Cotters, 
Locks and Links! 


In the carefree days of the Model T 
Ford, many an ingenious motorist got 
under way again through judicious use 
of a hank of bailing wire! 

If your production lacks some vital 
part, call us. Our wire engineers may 
well have an immediate solution. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 








BROGKS # HOOKS 





Santa Claus? 


This particular Santa — the one 
you see on the Christmas Seals 
is a very healthy forty-five! 

Yes, this is the 45th annual 


Christmas Seal Sale —a holiday 
custom that has helped save 
5,000,000 lives. Yet, tuberculosis 
kills more people than all other 
infectious diseases combined. 

So, please, send your contribu- 
tion today. 


BUY Christmas Seals/ 
See inne (YOUR NAME HERE: 


been contributed by 
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and Center-Hole 
TEMPLETON, 


Hydraulic Pullers 
KENLY & CO. 








Pump Leathers 


All Simplex pump leathers are size- 
marked at the factory. The customer 
knows he is getting the size he asks 
for. You know you are giving him 
the size he asks for — without meas- 
uring. 

Increase customer satisfaction — 
prevent mistakes and exchanges. 
Specify high-quality “Simplex*’ 


Ask your jobber or write 
us for price list 


MANUFACTURING CO., 


INC. 


AUBURN, N.Y. 
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Fair Trade Council 
To Héar Bergson, Mead 


Principal speakers at the 12th 
annual meeting of the American 
Fair Trade Council, to be held 
at the Waldorf-Astoria Hotel, 
New York, on Nov. 8, will be Her- 
bert Bergson, former Assistant 
Attorney General of the United 
States in charge of the Antitrust 
Division of the Dept. of Justice, 
and James M. Mead, Chairman of 
the Federal Reserve Commission. 

Earl Lifshey, managing editor 
of Retailing Daily, will be another 
of the speakers who will attempt 
to create a better understanding 
of the problems confronting Fair- 
Traders, and to present the Coun- 
cil’s operation for the restoration 
of Fair Trade to its intended ca- 
pacity for service to the public. 

Bergson, now in private law 
practice in Washington, repre- 
sented A.F.T.C. and others in op- 
posing, in the Schwegmann case, 
attacks upon the legality of the 
Miller-Tydings Act. He will dis- 
cuss significant phases of the Su- 
preme Court decision in the 
Schwegmann case and problems 
created by the decision. 


Perfection Stove Has 
Two Refrigerators 


The line of major electric appli- 
ances of Perfection Stove Co. has 





| Length 16”; Width 7”; Depth 7” 


been expanded by the addition of | 


two new electric refrigerators. 
The refrigerators, with nine and 
ten cubic feet capacity, are being 
introduced to the company’s deal- 
ers nationally. Perfection’s line 
also includes gas, oil and electric 
ranges and cook stoves, gas and 
oil home heaters, keresene, oil and 
electric water heaters, gas and oil 
furnaces and oil burning portable 
heaters. 


Factory Sales of 
Vacuums Increased 


Factory sales of standard-size 
household vacuum cleaners in 
September totalled 210,086 units, 
an advance of 9.8 pct over 191,299 
in August, according to the Vac- 
uum Cleaner Manufacturers’ As- 
sociation. 

September factory sales were 
off 35.9 pet from 327,524 in Sep- 
tember, 1950. 

(Resume reading on page 15) 







MASTER 


Only COMPLETE LINE 
Exclusively for the 


Independent trade 


MEANS 


wim at 
re 


No, T-3119 
Length 19”; Width 6/,”; Depth 61/,” 


BIGGER... 





volume! Sell Master’s finer 
quality —the big profit line 
that moves all year ‘round 

. including Heavy Christmas 
business. Popularly priced; 
full mark-up. 





No. T-2016 


TOOL BOX ... 


faction! Customers prefer 
Master’s seamless deep-drawn 
construction, heavy locks, 
bolts and lustre-plated finish. 
‘In big demand also as tackle 
boxes, utility boxes and re- 
pair kits. 






. T-4022 
Length 22”; Width 8”; Depth 9” 


‘ISALE S pick-up! Increase 
4 


your tool box business. Lead- 
ing jobbers feature the Master 
line. Catalog showing com- 
plete line on request. 


MASTER METAL PRODUCTS, Inc. 
321 Chicago St. Buffalo 4, N. Y. 
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CAMPBELL-HAUSFELD 






WE'LL GIVE YOU 
SOMETHING TO 
CHEER ABOUT! 





SOUTHERN 


woopD 


SCREWS 


(Slotted or Phillips Heads) 


bring in profitable repeat sales 


Your customers will come back to you for more 
when you sell them Southern wood screws. 
We've seen it happen time and again. Folks just 
plain like Southern screws, because they find 
that every one is perfect—no chips or blanks. 


Every Southern screw has a sharp gimlet point 
for easy starting, and a clear cutting edge for 
straight driving and tight fit. And because of 
their single-thread construction, Southern screws 
are rugged in body and shank—no breaking or 
twisting. And they’re made of the very finest 
materials obtainable. 


You'll build customer good will and enjoy 
profitable repeat business when you stock the 
Southern line. Write for our catalogue today. 


FACTORY WAREHOUSES 
325 W. Ohio St. 
Chicago 10, Til. 


4100 Dell Ave. 
Nerth Bergen, N. J. 


280 Degatur S. E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
104 Rickert St. 
Statesville, North Carolina 


® © © GO ® ®@ 
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SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 


7a Conplte 2 


NATIONALLY 
ADVERTISED 





Hardware dealers 
from coast to coast are 
cashing in on the na- 
tional advertising of 
Campbell-Hausfeld 
Spray painting outfits. 


Order them 
from your jobber. 
Show them in your 
— department. 

our customers 
will buy them for 
—" houses and 

arns, automobiles 
and tractors, lubri- 
cating automobiles 
and farm imple- 
ments, inflating 
tires, killing: weeds, 
spraying poultry 
pens and live stock, 





Pressure princess 
model no. 1-C 







Four models attractively 
eM Precision built for trou- 
le-free, lifetime service. Stock 
and display them all. Complete 
inventory means steady turn- 


. over and good profits, 
pressure maid 
model no. 50 


Write for catalog and 
price list, giving your 
jobber’s name. 


THE CAMPBELL-HAUSFE:D CO. 
215 RAILROAD AVENUE PLU Litto. Mme. (¢) 
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UNEQUALLED! 
Nterl ne 


a DOOR HARDWARE 


“| NATIONALLY ADVERTISED 


1 The Choice of 
| Architects, Builders 
relate Mm OX -Yol (-14- 
from coast to coast 


<” UNEXCELLED! 


The Complete Line of 
Nterling Sliding Door Hardware 
For Every Size and Type 
of Residential Door 











a P. a The 600 Series In- 


cludes Hangers for 
both %” and 1%” 
by-passing doors. 
Track is aluminum. 









































No. 876 Guide Strips 


eliminate grooving bot- 













tom of door. Save instal- 
lation time and trouble. 








No. 642 


Adjustable Hanger Aluminum Track SS 
For Single Doors For Single Doors \ 


No. 603 


THE Sterling 800 SERIES 


ANOTHER COMPLETE Ane OF HANGERS AND 
TRACK FOR RESIDENTIAL SLIDING DOORS 


No. 840 No. 845 ™ No. 850 

For %” Has many Fully 

Doors uses Adjustable 
UW 1le Today For Catalog on Complete Line! 


STERLING. HARDWARE MFG. CO. 


2345 Nelson Street, Chicago, Ninos 













No. 852 No. 860 No. 862 
For For Pocket For — 
Heavier Doors— Heavier 
Doors Adjustable Doors 
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Dealers...get high 
profits and year 


round sales with 


SAFE...EASY 
TO USE 


NO-CLOG 


CESSPOOL AND 
SEPTIC TANK 


Cee NSE 


NO-CLOG helps you tell them and , 
sell them. Get behind NO-CLOG 3 


and push a line long in quality 4% 





o 


and deep in BIG profit opportu- 4 3 


nities to youl 


The newest ideas in selling are 
ready to put muscle in your selling 
power — without adding a single 
penny to your costs! 





Profit from the three times per year .¢ 
turn-over!l NO-CLOG is simple to 
use...just flush contents down 
toilet system. Most effective prod- 

uct knownl 


NATIONALLY ADVERTISED in 
America’s most powerful magazine ,* 


“LIFE”, Cash-in with attractive full- <j 


color transportation car cards, win- 


dow and counter displays PLUS 
GREATER SUPPORT local newspaper ads. 


(REPS) : R\S 
Some Choice 15 
\s 


Territories Open! 


NO-CLOG’S ACTIVE INGREDIENTS KEEP CESSPOOLS , 
AND SEPTIC TANKS FREE AND CLEAR. ABSOLUTELY * 
SAFE — CAN’T RUST, CAN‘’T CORRODE... NON- a 
INJURIOUS TO CEMENT BLOCKS. ELIMINATES DIG- : 
GING AND REPAIRS! 7 


Gentlemen: Please send us { ) cases at $8.00 per 


dozen. Retail price $1 per can. $1.25 West of Miss. 


we NAME — 





ADDRES: 





CITY. STATE 


GRAND CENTRAL mitts, INc, 
628 Dean Street * Brooklyn, N.Y. 































NYYYYYYYYVYYY LLY YYYYYYYYY AAA? 


NOUOUUUOUOOUDUU0OO0 evans eveaiii 


TRIPLE GUARANTEE 


SURER—d-CON is guaranteed to destroy 
rats and mice on your property or your 
money back. 
LASTING—d-CON is guaranteed to per- 
manentiy contro! your rat and neues 
problems or your money back. 
SAFER—d-CON is guaranteed reia atively 
sate to humans and germ and domestic 
mals when’ awe according the 
simple direction: 














THE NEW Columbiana 
CAM-LOCK HYDRANT 
"Sold the Werld Over"’ 

Here's a fast-selling new Cam-Leck Hy- 
drant for use on pressure lines. Sturdily- 
bullt with few moving parts, this Colum- 
Blana Hydrant has = yn te rust cut 
its many now features inelude: 

& ONE-PIECE BRONZE VALVE BODY 
ae -CORROSIVE VALVE ASSEM- 


* rd ge nh a 3 ACTION 
* CA HANDLE PREVENTE® 
DRIPPING AND WATER WASTAGE 
7 Is dl bape — a the 
a market. Write today for complete ms- 
ie: te thon. Established 


Columbiana PUMP CO., Columbiana. Ohio, U.S.A 














CHROME 
NIPPLES 
/,"" to 4" sizes 
Vg" and 1/2" sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, Inc. 


1455 Spring Gorden Ave., Pittsburgh 12, Pa. 
7h 


@ EASIER TO USE 
@LASTS LONGER 
@CLEANS BETTER 
ASK YOUR JOBSER 
FOR OUR 
DOUBLE DUTY CHAMOIS: 
DOUBLE VALUE TO THE 
CONSUMER 


HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








¢ DOUBLE OUTY \ 











, GRAND 
DOOR HOLDERS 








MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 
In Stock for Immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, Illinois 























IMPROVED TYPE 


“SPRING” 


TOGGLE BOLT 


ASK FOR CATALOG - 


DIAMOND EXPANSION BOLT CO., 
DEPT. H.A. © GARWOOD, N. J. 
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04, = S HUSTLERS! 


35 top-notch salesmen concen- 
trated in a rich sales territory 


- 35 result-producers work- 
ing directly for you, giving you 
omplete Coverage in 
iy) NEW ENGL AND STATES; NEW 


Metropolitan area); 

» SY; PENNSYLVANIA; 

MARYLAND (thru to Cape Charles, 

Va.); DELAWARE; DIST. OF 

COLUMBIA (Incl, Alexandria and 
Arlington, Va.) 


The HARRY HANSER 
ORGANIZATION 
Manufacturers Representatives 


1841 Broadway, New York 23, N.Y. 








| 
| 





| 








Bewildered?? 


o = és Se OO «6 ow 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand _re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 
out the nation. 
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Architects and ~-(CHICAGO) 
Builders Specify — SpRInG all 


@ Modern Factories 
@ Office Buildings 


@ County, State and 
Federal Buildings 


@ Ships of Our Navy 


Every year more and more Architects 
and Builders are specifying Chicago 
"Triplex" Spring Butt Hinges because 
they are carefully designed with 
many superior features. They are 
smart looking and streamlined to 
harmonize with modern architectural 
Type BUT2001 requirements. 
"*Triplex"’ 


“Spring Hinges of Quality” 





Chicago Sy Spring Hinge Co. 


CHICA U.S.A. NEW YORK 











ROLLER saates 


You get a line that’s smooth selling 
with “Speed King” Roller Skates. 
In the first place they’re designed to 
give extra skating pleasure with 
the exclusive “‘shaped-to-the-shoe” 
construction. Next, they offer a 
complete line regardless of age or 
purse. Stock “Speed Kings” and 
harvest the extra profit of real 
customer satisfaction. See your 
Jobber or write for full details. 


No. 480 No. 530 


HUSTLER CORPORATION « STERLING, ILL. 








A WORD 
TO THE WISE 





CORD SETS 


ma -tohitiaiale Miali-telael Melil-ee li-t4- 

, molded-on plugs, sure contact 
ry oldlile MRolailolimee) (elel-+ mello mens & 
approved cords. Units like 
these are specified by foremost 
rofoyeliolule-Mulellehiclaitic-le Mm billie 
over-all QUALITY spells SAT- 
ISFACTION to your customers. 


— ] 


~ DOP bn beh 


UNI Mit-) diol (-Maol del Mel kioMeh Zell & 
able in convenient lengths, on 
attractive metal spools for fast 
rol sto ol ce) iicelo) (-Muan cele} (ele(-Mam ote 
ness. Write for catalogue 


CORNISH WIRE COMPANY, i. 
90 Church Street, New York 7, N. Y. 
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SELF-SERVICE ISLAND 


New Low- 
Cost Store 
Fixture 





Add Sales Company is 
introducing a new Self- 
Service Island called 
FLEXO-SPACE. This 
new self-service island 
displays all types of 
merchandise regardless 
of shape or size. FLEXO- 
SPACE gives you Sellf- 
Service, Mass Display, 
d More Selling Space, Fix- 

ture Flexibility, and 
many other time-saving and money-making features. 
Thousands of retail dealers have found Self-Service in- 
creased sales as much as 25% and more. FLEXO-SPACE 
displays 4 times more merchandise than the conventional flat- 
type counter, yet it takes only 12!/2 Sq. Ft. of floor space. You 
sell more merchandise with FLEXO-SPACE because you can 
display more. Adjustable shelves make it easy for quick 
changes in display. Heavy steel] tubular supports for rigidity. 
Neutral finish to match or blend with other fixtures. Shipped 
K.D. Write for Free catalog page on FLEXO-SPACE—Today. 


ADD SALES COMPANY 


724 Commercial Street, Manitowoc, Wisconsin 




























SELL 


CUS a US 


~ See Your Jobber or Write For Your Nearest Distributor 








WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


PHOENIX TABLE MAT CO, 1315 W. Congress St., Chicago 7 
























lt Degperwer 
1 o) ~ Iam ©) -\ “7 4 le FO) 


ANDO 
WAX PAPER 


The Only 
FULLY COVERED 
STEEL 

: io COMBINATION 
pe i DISPENSER 


Offered to Jobbers 
st $1.00 List 


Size: 12%"" x 7%" x 45%" 
WRITE FOR DETAILS 


I. LEVY SONS 






ee 








The most beautiful line of 
Household Brushes Ever! 








QUALITY 
KELLOGG BRUSH MFG. CO., Westfield, Mass. 














America's F 
of Milk File 
Write for 








Hand! - 1107 BROADWAY, NEW YORK 10, N. Y. 



































ACID CORE 


SOLDER 


Why accept less than the Best—when GLASER costs no more? 


GLASER LEAD CO., INC. 
21-31 Wyckoff Avenue, Brooklyn 27, N. Y. ij 
RENDERING DEPENDABLE SERVICE TO AMERICAN INDUSTRIES SINCE 1922 \U4e 








THEY'RE AMERICA’S 
LOWEST PRICED 
QUALITY TABLES! 


EXCLUSIVE "TOPPER" 


OTILITABLES 


Seven new colorful top P 
designs! Quality-built, on fore 
priced for fast, volume 

sales. 


WRITE FOR FULL COLOR ««<.v.s. 
""TOPPER'' CATALOG HA °*". or-. 


BRIDGE TABLES & NOVELTIES. Inc. 
LOWELL, MASS. 


























ADJUSTABLE TO 
3 POSITIONS 


FITS ALL TOBE 


CAN'T SLIP 


List $495 


PRICE 


HOME ESSENTIALS CORP., 305 N. FRONT ST., COLUMBUS, OHIO 











...and that’s why dealers order and re- CALL YOUR 


order these finest quality knives and scrapers JOBBER and 
backed by 74 years of know-how. ORDER NOW! 











CECT SS 
TROWELS 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


HARDWARE AGE, NOVEMBER 1, 1951 








Fil 


ADJU 
Sell 


Insist © 
CLIP fi 
anywher 
Display 

profits— 
6 doz.—Sr 


4 doz.—Me 
2 doz.—ta 


Favorite \ 
shop Fans 








| 






















; and 
MATS 


rofits! 


t., Chicago 7 
















ENGINEERED QUALITY TOOLS SINCE 1919 —at popular prices 
























































Nationally Advertised Products 
hack s0Ws % pon iat 5 Saws eng nests ly ail s x key 
block planes % », be tt wood chisel % ¥ en sows 
Mire saws sows erivers n pl ~ seroper® *« 
GREAT NECK SAW MFRS., inc, “oom fponree 8" 
*9 rarer owls ® e+ for the stars in opr line 
MINEOLA, NEW YORK see your jobber 
MORE PROFIT for YOU selling the only filter dise | |_ ACE HOMEMAKER GIFT SET 
line designed with your CUSTOMERS in mind a Lath * Stainless Steel 
Ivory or Black 
tae: al SSCs‘ Cacttalin Handles 
+H a3 ee Lifetime 
Guarantee 
7 ed iL, i 
7 eal 
2 3 : ES 
L., packag 2 x 
em, eee DUBL-CHEM-FACED...  Elgrade... * SEND FOR CATALOG PAGES 
America's Finest line Triple-Filter quality at Economy for the small. tel 
of Milk Filter Discs, low cost. er milk-producers. Prema $4195 95 


Write for Free Samples, Prices and Sales-Promoting Aids 
SCHWARTZ MANUFACTURING CO., Two Rivers, Wis. 





America's Fo 


remost Manufacturer of Filtering Aids for Dairymen 








STABLE TO 
OSITIONS 


ALL TOBE 


AN'T SLIP 
$495 


UUMBUS, OHIO 





CALL YOUR 
JOBBER and 
DRDER NOW! 





amopshire 
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FINGER GRIP 
ADJUSTABLE CLIPS 


Sell themselves! 
Insist om the all-purpose 
CLIP for ‘parking’ things 
anywhere. 

Display #210 means more 
profits— 


6 doz.—Small 3 for 10¢ 
4 doz.—Medium 8¢, 2 for 15¢ 
2 dez.—Large 10¢ each 


Favorite with Home Work- 
shop Fans. Ask your Jobber. 


ARTHUR |. PLATT CO. 
FAIRFIELD, CONN. 











| 


auger bits | Midway Mirbrite Bits 


for every “pregerred by all 
e he ¢ the Gest!” 
cca whe wan e Ge 





; se xe Standard auger bits 


17 sizes (4Ag” to 24/46") 


Auger bits for 
electric drills 
Ae” to 12/46” 





*Mircor Bright 
e 
Thidway Sales Office and Factory 
THE MIDWAY TOOL‘CO., INC. Melvin, Ohio 














List. 
Sat Mo, $005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 

















HANGIN G pictures mirrors ana 


J with Moore Pushless 


wall decorations 
Picfure Hangers is the SAFE way 


Lighter wall decorations are 
easily and quickly secured with 
Moore Push-Pins. 


Nationally Advertised 


25 BERKLEY S7 























ALL ANY GUN NEEDS! 


A FIEND OF A SOLVENT! 
RESIDUE—PRIMER—FOULING 


FIENDOIL! - 


Preferred by Hunters for Rifles, } 
Shotguns, Scopes and Sights. 


RETAIL DEALER PRICE 









size PRICE FOB JOBBER 
EACH PER DOZEN 

3 Oz. Cans $0.40 $ 3.20 

Pints 1.60 12.80 

Gallons :: 60 76.80 





PREVENTIVE 


m lusricaat 
0m ease 


McCambridge & McCambridge 


BALTIMORE, MARYLAND 












“ARPENTER'S 
——_ 


\\ AND ALUMINUM 


ThA 


— 





VES LEV 


ORIGINATED 1896 


E , “==: MASONS 
« re a 
L a SS. 


AND eR ay 


MAYES GUARANTEES ACCURACY, SERVICE 


\SK YOUR DEALER 
FOR 
NAYES TOOLS 


HARDWARE AGE, NOVEMBER 1, 1951 


*AND DURABILITY = 


MAYES BROS.TOOL MANUFACTURING CO. Inc. Port Austin. Micu. 


or Ne Nolen 20) * 
ASKING 






















Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additionol word.......... 10 


Positions Wanted 
Rate) set solid, maximum, 


(Special 
50 words 


Allow Seven Words for Keyed adden 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 


secutive insertions of Boxed Display Ads. 


Cuts or special borders not cosopted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 

















Representatives Wanted 








MANUFACTURER'S AGENTS 


WANTED 


To sell STERLING HARDWARE, a rap- 
idly growing, NATIONALLY ADVER. 
TISED lipe of Builder’s Hardware for 
Residential Sliding Doors and Casement 
Windows, 


Sterling Hardware has earned a fine 
reputation for quality and satisfactory 
service. A large advertising campaign 
makes it the leader of the field with ads 
month after month in every leading trade 
publication plus a powerful consumer 
campaign in magazines such as Better 
Homes & Gardens. 


This powerful advertising campaign 
and the quality of the products have 
firmly established the Sterling Trade- 
mark with Dealers, Builders, Architects 
and Home Buyers everywhere. It has 
created an ever growing demand and a 
widespread market for Sterling Hard- 
ware. You as a Sterling representative 
can reap the benefits from this powerful 
advertising. 


We want men calling on Contract 
Hardware Dealers, Lumber and Building 
Material Dealers and Wholesalers. We 
grant exclusive territories and pay un- 
usually liberal commissions. Several good 
territories are open. We may make 
changes in other territories. 


See our Sliding Door Hardware on 
page 271 of this magazine. Write for in- 
formation on this splendid sales oppor- 
tunity. Please include a list of firms you 
now represent, products they make and 
territory covered. Your letter will be kept 
confidential, of course. 


STERLING HARDWARE MFG. CO. 


2345 W. Nelson St. Chicago 18, Ill. 











ORDER REPEATER. POPULAR’ PRICED 
MIRROR line for the home sells to furniture, 
hardware, variety and department stores. Repeats 
5 to 6 times annually. Big commissions. Only 2 
photos necessary to sell from. Dandy sideline. 
Rated manufacturer. Write fully. Standard Art 
Industries, 327 So. Tl aSalle St., Chicago 4, Illinois. 
SALES REPRESENTATIVES: PROMINENT 
EASTERN BUIT DERS’ HARDWARE = manu- 
facturer is in position to take on capable men 
for complete line of residential and commercial 
locksets sold primarily to lumber and hardware 
dealers. We have a few excellent established ter- 
ritories and can make prompt deliveries. When 
replying, submit complete details to include age, 
territory covered, lines handled, etc. Address Box 
A-355, care of HARDWARE Ace, 100 East 42nd 


Street, New York 17, N. Y 
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Representatives Wanted 


Representatives Wanted 








MANUFACTURERS’ REPRESENTATIVES 
WANTED 


Salesmen now calling on hardware and 
paint stores or hardware, variety and 
general stores. We offer a good staple 
line of 19c, 39c and 79c paints and low 
priced gallon paints on a commission 
basis. This merchandise has mass mar- 
ket appeal. Every store selling paint is 
a good prospect. Write, advising age, 
territory covered, how often you cover it 
and lines now carried. Address Box 
A-351, care of HARDWARE AGE, 100 East 
42nd Street, New York 17, N. Y. 


MANUFACTURERS 
AGENTS WANTED 
New concern, manufacturing Resi- 
noid Bonded Grinding Wheels, has 


available exclusive territories for 
reliable agent. 


INTERNATIONAL 
ABRASIVE CORPORATION 
500 Fifth Ave., New York 18, N. Y. 











SALESMAN 
LIFE-TIME OPPORTUNITY 


Old established importer specializing in 
Fishing tackle, Housewares, Toys, Novel- 
ties, distributing through Jobbers has open- 
ing for proven seasoned salesman in South- 
eastern States. Realignment of territories 
opens this exceptional opportunity in estab- 
lished territory. Commission with drawing 
account. Permanent employment. Exclu- 
sive representation. No manufacturers 
agents. State fully business experience, 
age, personal qualifications and references. 


Address Box A-362, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











DISTRIBUTORS WANTED 


To sell patented formula for treatment 
of Septic Tanks and Cesspools to jobbers 
and wholesalers. Non-poisonous, non- 
corrosive. (“SEPTIFEED” — T.M. Reg. 
U. S. Pat. Office.) 


SEPTIFEED CORPORATION, Fayetteville, Pa. 














REPRESENTATIVES WANTED, MANUFAC- 
TURER’S REPRESENTATIVES CALLING on 
wholesale hardware and housewares jobbers, 
chain and department stores to sell the patented 
Perc-Tone aluminum percolator top that signals. 
Territories open in all areas except New England 
and Middle Atlantic States. Full protection and 
cooperation in territory. State present lines, ter- 
ritory, references and commission. erc-Tone 
Aluminum Products, Inc., P. O. Box 55, Brook- 
lyn 21, New York. 





LONG ESTABL ISHED _MANUFACTU RER 
LOOKING FOR LIVE- WIRE commission sales- 
man calling on tool buyers in the retail hardware 
trade throughout Tennessee. Have complete line 
to offer to right man. Address Box A-338, care 
of Harpware Acer, 100 East 42nd Street, New 
Tork 17, N.Y. 





SALESMAN: SELL COMPLETE LINE OF 
Household and Paint Brushes. Well established 
firm. State territory desired. Address Box A-193, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17. N. Y. 


HARDWARE AGE, NOVEMBER I, 

















THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Tere are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of — Age, !00 East 42nd 
a. New York 17,.N. 











TOOL MANUFACTURER CAN NOW CON 
SIDER commission salesman to cover Western 





half of Pennsylvania. Established clientele among 
retail hardware store buyers essential Reply 
fully. Address Box A-339, care of Harpware 
AcE, 100 East 42nd Street, New York 17, N. Y 


SALES RERESENTATIVE WITH FOLLOW: 
ING AMONG retail hardware, department and 
house furnishing stores to sell the “WEATHER 
MAN” Thermometer. Be first in your territory 
to offer this wonderful thermometer. Address 
Box A-356, care of Harpware AGE, 100 East 
42nd Street, New York 17, N. Y. 





MANUFACTURER'S REPRESENTATIVES 
WANTED TO HANDLE our popular, well-pro 
moted line of small electrical tools. Men who have 
a following With the hardware, automotive, hobby, 








electrical and department store trade. Various 
territories open. Address Box A-354, care of 
Harpware AGE, 100 East 42nd Street, New York 
17, - ¥ 

REPRESENTATIVE WANTED FOR ES 


TABLISHED PAINT BRUSH 
catering to paint, hardware, houseware and in- 
dustrial jobbers. Good commission and oppor- 
tunity for aggressive man. Write details. Ad 
dress Box A-332, care of Harpware Acer, 100 
East 42nd Street, New York 17, N. Y 


manufacturer 


———<— 








COMMISSION SALESMAN WITH GOOD 
FOLLOWING among retail trade tool buyers 
primarily, and also jobbers, in Alabama and 
Mississippi. Have complete tool line to offer to 
the right man. Address Box A-340, care of 
ie 2 AcE, 100 East 42nd Street, New York 
17 

EXPFRIENCED COMMISSION _ SALES- 


MAN WITH ESTABLISHED CLIENTELE 
among hardware retailers throughout Wisconsim 
wanted by established tool manufacturer. Com- 
plete line. Address Box A-341, care of TTARD 
ig 3 Ack, 100 East 42nd Street, New York 17, 





1951 









ANCO C 


Covering 
the accow 
Write for 











MANUF 


Have a 
of Orege 
tana—ca 
and Aut 
tablishec 
additien: 


RIC 








WANT 
SALES? | 
merchandisi 
lines sold 1 
nels, Metro; 
troduce new 
partial distr 
A-246, care 
Street, Nev 


MANUF. 
COVERING 
SOUTH D 
Wholesale I 
motive and 
major line 
cepted. M 
Howard B. 
apolis 2, J 


MANUFAC 
ING TWO 
competitive 
care of Has 
York 17, N 





ESTABLIS 
SENTATIV 
shire, Verm 
Connecticut, 
of hardware 
jobbers and 
sponsible m: 
Box A-357, « 
Street, New 





AVAILA 
SENTATIO 
Kentucky, <« 
fertmene st 
ne for 1 
Have openi 
houseware f 
of Harpwa 
York 17, N. 





|| as 


ware 
inves 


100 | 








HARDWA 









Classified Opportunities Section 





terature, 
i to box 
nied by 


ry other 


15 days 


ia form 
‘ency or 




















TED 


ing Resi- 
reels, has 
ories for 


L 
‘TION 
18, N. Y. 











HLY RATED 
to salesmen 
the larger 
| lines, and 
ing them. It 
so varied an 
anager, Box 
0 East 42nd 








NOW CON 
over Western 
ientele among 
ntial. Reply 
of HARDWARE 
ork 17, N. Y 


H FOLLOW: 
partment and 
‘WEATHER 
your territory 
ster. Address 
GE, 100 East 








=NTATIVES 
ular, well-pro- 
Mien who have 
notive, hobby, 
ade. Various 
354, care o! 


et, New York 





>) FOR ES 
manufacturer 
ware and in- 


1 and oppor- 
details. Ad- 
re Acer, 100 

3 

ITH GOOD 
tool buyers 

Alabama and 


1e to offer to 
340. care of 
et, New York 


IN SALES: 
CLIENTELE 
ut Wisconsin 


turer. Com- 
are of TIARD 
lew York 17, 


R 1, 1951 








Accounts Wanted 


Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill 
Write for further information and references. 











MANUFACTURER'S REPRESENTATIVE 


Have a force of 5 men covering states 
of Oregon, Washington, Idaho and Mon- 
tana—calling on Hardware, Industrial 
and Automotive Wholesale trade. Es- 
tablished 17 years. Could use one or two 
additienal lines. 


RICE BROS., 351 N.W. 12th 
Portiand, Oregon 














WANT TO EXPAND YOUR EASTERN 
SALES? New York representative with broad 


merchandising and promotion experience seeks 
lines sold through hardware or houseware chan- 
nels, Metropolitan New York or larger area. In- 
troduce new product or expand sales of one with 
partial distribution. Exclusive basis. Address Box 
A-246, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y 





MANUFACTURERS REPRESENTATIVE, 
COVERING MINNESOTA, NORTH AND 
SOUTH DAKOTA, Montana, Us r Wisconsin. 
Wholesale Hardware, Industrial, ag Auto- 
motive and similar distributors. Desire additional 
major line only. Notions or novelties not ac- 

- Minimum number of lines carried. 
Howard B. Marks, 215 Loeb Arcade 2, Minne- 
apolis 2, Minnesota. 





MANUFACTURERS’ AGENT NOW CARRY- 
ING TWO lines in state of Minnesota desires 
competitive paint brush line. Address Box A-358, 
care of Harpware AcE, 100 East 42nd St., New 
York 17, N. Y. s 





ESTABLISHED MANUFACTURER’S REPRE- 
SENTATIVE COVERING Maine, New Hamp- 
shire, Vermont, Massachusetts, Rhode Island and 
Connecticut, calling on wholesalers and retailers 
of hardware and houseware trade, sporting goods 
jobbers and retailers, wishes to represent re- 
sponsible manufacturers of above lines. Address 
Box A-357, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 





AVAILABLE—CAPABLE SALES REPRE- 
SENTATION, for Ohio, Indiana, Michigan and 

tucky, contacting jobbers, chain stores, de- 
wy stores, premium users. Firmly estab- 
ished for many years with three leading lines. 
Have opening for one more in the hardware 
houseware field only. Address Box A-310, care 

Harpware Acz, 100 East 42nd St., New 
York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE, ES- 
TABLISHED 17 YEARS, covering Pennsyl- 
vania, desires to add Ist rate quality line for sale 
to wholesale hardware trade. Address Box A-359, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


Positions Wanted 


NEW YORK CITY RETIRED MAN, broad 
hardware ex: ience, eager to re-engage to work 








Business Opportunities 





FLORIDA EAST COAST HARDWARE BUSI- 


NESS, established 18 years, county seat. Com- 
mercial and sports fishing center. Complete line 
sporting goods, plumbing, paints, appliances, 


builder’s, marine hardware, Sales $110,000. Sell 
inventory cost, approximately $45,000. Cash 
needed $32,000, plus fixtures. Rent or sell build- 
ing. Reason—illness. Write owner, Earl Green, 
Box 14, Stuart, Florida. 


Help Wanted 








art or full time. Personable, educated, able. 
© project too large and none too small for care- 
ful consideration. be useful to you? Ad- 
dress Box A-274, care of Harpware Acr, 100 
East 42nd Street, New York 17, N. Y. 





EXECUTIVE — PRESENTLY EMPLOYED 
BUT AVAILABLE for position of Vice Presi- 
dent, General Manager or Sales Manager. 20 
years’ experience in Hardware and Automotive 
products, Mill Supplies. Know distribution of 
such poanene thoroughly and am well versed in 
manufacturing and management. Extensive ac- 
quaintance in field. Address Box A-360, care of 
asd AcE, 100 East 42nd Street, New York 





HARDWARE BUYER, 12 YEARS’ EXPERI- 
ENCE in wholesale and retail buying of domestic 
and imported tools, shelf and builder’s hardware, 
housewares, toys, cutlery, electrical, cordage and 
paint sundries, Interested in responsible position 
with wholesaler, importer or chain organization. 
Age 34, college graduate. Metropolitan New York 
preferred. Address Box A-353, care of HARDWARE 
AcE, 100 East 42nd Street, New York 17, N. Y. 





SALESMAN WITH TWENTY YEARS ExX- 
PERIENCE selling to hardware jobbers in Mi- 
chigan, Indiana, Illinois, Kentucky, available for 
above average proposition in five figure bracket, 
representing well known manufacturer in any or 
all of the afore-mentioned states. Age 45, Will 
furnish reliable trade, personal and employer ref- 
erences. Address Box A-352, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y 





Business Opportunities 


FOR SALE. OLD HARDWARE STORE in 
growing, modern Midland, Texas, population 35,- 
000, center Permian Basin, world’s newest, great- 
est oil field. Warm, dry climate. Clean stock. 
60 to 75 thousand, for inventory at marked cost 





with buyer. Our building for lease. Owner re- 
tiring after thirty years. Box 1711, Midland, 
Texas. 





FOR SALE, LONG ESTABLISHED HARD- 
WARE business, implement repairs, pumps, fer- 
tilizer, paints, seeds, electrical supplies and ap- 
pliances. Good store building and warehouse. In 
good farming community in Northcentral Kansas. 
Cerny Brothers, Narka, Kansas. 








General Sales Manager 


Well established manufacturer of na- 
tionally advertised products is looking 
for an alert, aggressive man to fill post 
of General Sales Manager. Must have 
experience selling to hardware, mill sup- 
ply and automotive trade. Salary plus 
participation. Our employees know of 
this ad. Give complete details in first 
letter. All information held confidential. 
Address Box A-361, Care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















SALESMAN TO CARRY NON-COMPETI- 
TIVE EXTRA LINES on commission basis in 
southern New England. Balfred Floorcovering, 27 
Dryden Lane, Providence, Rhode Island. 








AGGRESSIVE MEN! 


Opportunity for advancement or to own 
your own store with expanding national 
chain of Jim Brown Town & Country 
Stores. Openings for Store or Department 
Managers in Hardware, Building Materi- 
als, Fencing, Farm and Garden Equipment, 
etc. Write fully to Public Relations Man- 
ager, Jim Brown Stores, Inc., 414 Jim 
Brown Building, Cleveland 3, Ohio. 














MANUFACTURERS DIRECT REPRE 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs mén who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commission. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
ae Acz, 100 East 42nd Street, New York 
7, BF. ° 








100 E, 42 St. 








The Hardware Dealers’ Magazine 


Hardware dealers all over the country have discovered that 
it pays to keep your eyes on Harpware Ace for ideas and 
advice that mean more money in your pocket. Help on 
price control problems, new merchandising ideas, market 
news, more new merchandise descriptions than published 
by any other hardware magazine, and news of other hard- 
ware people are just a few of the regular features of HarpwareE AcE that have caused more dealers to 
invest in subscriptions to HARDWARE AGE than to any other hardware magazine. 


HARDWARE AGE 


New York 17, N. Y. 








HARDWARE AGE, NOVEMBER I, 1951 


























ROTO-EDGER 
Lawn and Garden 
EDGING, TRIMMING 
AND SHEARING TOOLS 


The Tools With The 
Exclusive 
FULL FLOATING 
(Compression Spring) 


KNEE ACTION 


a Roto- Edger aa Edger 
Ne. 20 o. 30 


stasiard Universal Deluxe Order Now 
att? on : For Spring Delivery 


MANUFACTURED BY 


- EARL L. CHADWICK CO. 


P.O. Box 4080 Portiand 8, Oregon 





























HARDWARE DEALERS FROM 
COAST TO COAST 


depend upon the complete Wilcox- 
Crittenden line of heavy and shelf 
hardware. Drop forged shackles, 
wire rope sockets, connecting links, 
turnbuckles, thimbles, hooks, eye 
bolts and ring bolts are an integral 
part of every hardware dealer's 
stock in trade. They’re all fully 
described in the W-C Hardware 
Catalog “K” —sent free on request. 


WILCOX-CRITTENDEN 
“A CENTURY OF DEPENDABILITY" 
77 SOUTH MAIN ST., MIDDLETOWN, CONN. 

















“EVERYONE 
WILL WANT 


Rio Grande WOODENWARE 
THIS CHRISTMAS!” 


Here’s the answer to 
the extra special gift 
that customers de- 
mand each Christmas. 
Distinctive gift box set 
contains 11” hand deco- 
rated salad and fruit bowl, 10” matching fork and spoon and 
four 6” matching individual serving bowls. Available in all pat- 
terns. Shelf wide box trimmed in bright red and green holiday 
paper is a traffic ORS Ready for mailing. 


a> 4 Hae 






Gift Box Set 


2421 McKINNEY AVENUE 
DALLAS 4, TEXAS 









PORTABLE ELECTRIC 
HAND LAMPS 


Turn Darkness into Daylight 
Anywhere—Any Time 
Nationally Advertised 


Get Details from Your Wholesaler 


U-C LITE MANUFACTURING CO. 
eas 1036 West Hubbard Street, Chicago 22, Ill. 
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Index to Advertisers 





A 


A-P Controls Corp. 
Ace Products Co. 
Acrabore, Inc. ... 
Adams Rite Mfg. Co. 
Add Sales Co. 
Airosprayer Co. 
Aladdin Industries, Inc. ........ 
Aluminum Goods Mfg. Co. ..... 
Amalite, Inc. 
Ambroid Co. 


American Bleached Shellac Mfrs. 
ST” GG AE SE ES A 


American Cabinet Hardware 

Corp. 
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Stretcher 


SHOW IT... 
and you'll SELL IT! 


Y fencing customer, farmer and estate owner 
should own a wire stretcher to properly install 
and maintain his fences. With the Townsend 
wire stretcher, one man can do the job quicker, 
easier, better. Many improved features make 
this favorite of 40 years even better. Write today 
for catalog page, information and prices. 


Manufactured and Guaranteed by 











Ever 


KINZUA, PA. 
Successors to 
B. W. Townsend 
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BELT-LACE 





CHICAGO 30, 
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Safety’s patented 
bars hold every hook 
exact alignment, 


prevent fraying. 


SAFETY 


5390 N. MENARD AVENUE 


TU-WAY 


Salers BELT LACER 


Safety belt lacing is easy 
to apply with any stand- 
belt 
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List price, 
Box of 4 
50¢ 









* Holds*anything with a handle 
* No springs—lasts indefinitely 
* Supports extremely heavy weights 
The most convenient handle holder 
ever developed! No nail or hole in 
the handle required—holds any 
shape handle—practically any 
weight. Made of metal—goes up 
anywhere. Sell at a time in 
sturdy, individual carton. Sells 
steadily all year for steady, easy 
profits. Packed in attractive dis- 
play carton. 


Order today, from... 
[e740] @ Gn, 1 oe 


City, Ind. 
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Your Jobber KNOWS! 
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with Uited Cutlery 


Note: This popular quality carving set is 
imperted from the well-known cutlery center 
in Solingen, Germany, Western (Allied) 
occupied zone. 
Send for Catalog 
and 1951 Gift Circular 


UNITED CUTLERY & 
HARDWARE PROD. CO. 


108 EAST 16TH STREET, NEW YORK 3, N. Y. 


No. 1000 
Fire Resistant "Protect-O" Box 


1. Lock with one key; 500 key changes. 

2. Recessed handle. 

3. Two complete steel walls interlined with quar- 
ter-inch treated asbestos insulation—no metal 
contact between outside and inside walls. 

Size: 12%/2x8/2x3'4, inches—suitable for all stand- 
ard business papers; fits standard desk drawer, 
cover raises without lifting box from drawer. 


An outstanding 3 pc. carving set with genuine 
stag handles, made of high-grade precision 
sharpened stainless steel blades. Beautifully 
gift boxed in inlaid wooden case. Also avail- 
able in 4 pcs. with Poultry Shear, stag han- 
dies. Matching 6 pc. steak knife sets in 
wooden trays with bamboo or stag handles. 














LOOK 1) Xcelite) 


| 


A 


to install HELLER 
STORE FIXTURES 


We DOUBLED 
Production—|y 


Yes, just a few months ago, the demand for 
XCELITE nut drivers and_ screwdrivers 
forced us to double our plant size and ca- 
pacity! We thought that this would keep you 
and your customers supplied—but— 


You CALLED 
FOR MORE! 


XCELITD tools have always been easy to 
sell. But here, with our doubled production, 
the demand STILL kept ahead! 


FOR ORIGIN 


The lowest priced, highest quality, sectional and 


interchangeable store fixtures available.. Write 


today for huge catalog NEM 51z | 


W. C. HELLER & COMPANY 








Its On The Way! 


So we've added machines—stepped up pro- 
duction every way possible. Keep an eye on 
XCELITE—for more and more of those 
quality tools that the experts prefer! 


PARK METALWARE CO., INC. 


PREFERRED BY 
EXPERTS 


Dept. G 


Montpelier, Ohio ORCHARD PARK 


NEW YORK 











*First to use plastic for screwdriver handles. 
onicivat DOMES OF SILENCE * 
ORIGINAL n—12_ boxes 


SELL ON SIGHT when these attention-compelling con- ce eae o- 

tainers, box or card are displayed on counters. Genuine DOMES 3%” % i" % 
a OF SILENCE glide softly, silently, smoothly 
0S Conds fo © bee. over all flooring; saves floors and furniture For 
at 1M" Wis? years the favorite with houseowners and furniture 
vu" h” manufacturers. 

Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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